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Declines 


To Low Point of Year 
As Chevrolet Cuts 20% 


6 ly 116,000 Units Roll in Week as Schedules Decline 


For All Except Chrysler, Nash, Studebaker; 
Truck Production Shows Slight Gain 


By Martin L. Whitmyer 
Staff Writer 
CROSS-THE-BOARD cutbacks 
dropped auto production to an 
‘estimated 116,050 units last week— 
Jowest weekly yield since the holi- 
day-affected week ended Dec. 31 


Jast year. 


Last week’s output was 7.6 per- 
-eent below Automotive News’ 
three-year index and 32.7 percent 

_ below the 172,476 units turned out 
during the same week a year ago. 
It also was 8.7 percent below the 
previous week, when the manu- 


_ facturers turned out 127,158 cars 


and compiled a 101.5 index figure. 

Should last week’s pace of 23,644 
cars a day continue throughout the 
temaining 18 work days (five-day 
s weeks) of the month, the industry 
} would complete May with an esti- 
mated 520,168 assemblies. That 
‘would be a 5 percent decline from 
~April’s output of 547,604 cars, which 
‘was the lowest monthly output this 


year. 
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LTHOUGH Nash, Studebaker 
and Chrysler division showed 


output improvements over the pre- 


SPiIs E 


To Consolidate 
‘Auto Production 


ted 


OVES were in the works last 
week to insure the survival of 
Studebaker-Packard Corp. Early 
announcement is expected of de- 


' fense work in excess of $100 mil- 


lion and consolidation of automo- 


~ tive work. 


The choice between South Bend 
and Detroit for the automotive 
work is close, with South Bend 
having a slight edge. If South 
Bend gets the job of turning out 
Packards as well as Studebakers, 
defense work will be concen- 
trated in Detroit and eventually 
will take up the unemployment 
slack created by the dropping of 
auto work. 

While Detroit circles are confi- 
dent that the immediate danger of 
& liquidation is past, they see S-P’s 
long-term future tied up with some 
Profitable concern which has its 

e fixed on diversification and the 

million-car years expected in the 


Tax writeoffs would permit such 
a& firm to pick up S-P practically 
without cost. 

* 7 


U. S. Passes the Word— 


‘Keep S-P Going’ 

W. GTON. — The Adminis- 
tration is going to make every 
effort to keep Studebaker-Packard 
Corp. a going concern. 

It is reported that the word 
has gone to all executive depart- 
ments to do everything possible 
to preserve the manufacturing 
resources of the auto maker for 
‘national defense needs. 

Testifying before a House com- 
merce subcommittee last week, 
Assistant Attorney General Stanley 
N. Barnes said the Justice Depart- 


Ment has been watching 


~ Studebaker-Packard’s problems 


ully, adding that the growing 
mtration of power in the in- 


(Continued on Page 4, Col. 1) 


vious week, all corporate éfforts 
declined from a week earlier. 
General Motors, with its Chev- 
rolet division dropping 202 per- 
cent off its previous week's pace, 
dropped 12.7 percent; American 
Motors was off 10.3 percent from 
the previous week; Studebaker- 
Patkard showed a 6.3 percent 
decline; Ford dropped 4.8 oa, 
and \Chrysler Corp. was down 3 
t. 


em 
Chevrolet, which normally sched- 
ules fewer assemblies tle first week 
of the month, turned jout an esti- 
mated 29,900 cars last/week for its 
poorest showing singe the week 
ended Jan. 7. The last week of 
April saw \the division roll 37,483 
cars from the lines. 
* + i* 

ALTHOUGH Cheprolet is sched- 

uled for some-cutbacks during 
May, it is doubtful, one official said, 
that the declines will be severe. 

While, Buick, Oldsmobile and 
Pontiac. returned to five-day op- 
erations last week, layoffs of 3,350 
employes at the three division’s 
home plants had its affects on 
B-O-P production. 

Buick dropped from 10,751 units 
a week earlier to 10,500 last week; 
Oldsmobile slipped to 7,750 from the 
8,112 cars turned out the previous 
week, and Pontiac dipped from 
6,299 a week earlier to 6,100 last 
week. Cadillac turned out an esti- 
mated 3,360 units last week for a 
20-car drop from the previous 
week’s 3,380 units. | 

* * o 
M CORPORATE totals were 57,- 
610 cars last week, as compared 
with 66,025 a week earlier. It also 
marked the lowest weekly output 
by the corporation since the week 
ended Dec. 31 last year. 

Ford Motor’s decline came 
about mostly through cessation 
of Saturday work at Lincoln and 
Mercury and four-day operations 
at four of Ford division’s 16 as- 
sembly plants. 

Ford division, with its Buffalo, 
Dallas, Louisville and Chester (Pa.) 

(Continued on Page 69, Col. 3) 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


First NADA Working Conference— 


A luncheon 
ference for new-car dealers in New York 


“buzz session” was one of the features of NADA's first working con- 


City. The luncheon session was set up to 


give 300 dealers attending the conference an opportunity to exchange ideas on 
controlling expenses and developing solutions to wheel-deal problems. (See Story Page 3.) 


GM Labels Senate Report 


‘Emotional, ’ Undocumented 


M. Gordon 
News Editor 
ENERAL MOTORS lashed back 
at critics of its size and growth 
last week with a short statement 
calling a Senate subcommittee staff 
report “emotional, rather than fac- 
tual.” 
The GM comment “deplored” what 


By 


Top Cars 


New-car registrations for two 
months plus 37 states for March: 
1956 Pos. Make 1955 Pos. 
1—302,879 252,251— 2 
2—247,696 275,706— 1 
3—120,580 140,051— 3 
4—102,252 129,907— 4 
5— 95,631 108,952— 5 
6— 77,189 99,018— 6 
7— 53,890 62,558— 7 
8— 43,387 55,902— 8 
9— 28,159 30,467—10 
10— 22,140 31,125— 9 
11— 20,798 24,040—11 
12— 19,152 19,945—12 
13— 16,279 13,555—13 
14— 8,041 5,537—16 
15— 7,393 7,618—15 
16— 17,251 8,028—14 
17— 2,226 2,744—17 

18— 447 Cont’ 
12,965 Misc. 
Total All Makes 
1,188,355 ‘1,276,379 
Further details on Page 50. 


Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Hudson 
Packard 
Imperial 


8,975 


it held was the report’s de-emphasis 
of the role of management in the 
corporation’s success and expressed 
doubt that the report served the 
public interest. 

“Our o 


approach 
and attitude of mind,” GM said, 
has been “the most important 
single element responsible for our 
success.” 

Without going into detail, the GM 
statement called the report’s find- 
ings against the corporation “wholly 
unwarranted.” It expressed the hope 
that members of the subcommittee 
submit a report containing “docu- 
mented findings of fact rather than 
conclusions based on opinion and 
hearsay.” 


= © * 

C WAS reported from Washing- 

ton, meanwhile, that Antitrust 
Subcommittee Acting Chairman 
Joseph C. O’Mahoney, Wyoming 
Democrat, wanted to enter the staff 
report as the subcommittee report, 
but was blocked in this plan by 
Senator Everett M. Dirksen, Illinois 
Republican and subcommittee mem- 
ber. 

Washington reports agreed that 
little action would be taken by Con- 
gress on the staff report, which 
now is lodged with the Judiciary 


Committee, headed by Senator} 


James O. Eastland, Mississippi 
Democrat. 
A study of the report’s 11 chap- 
(Continued on Page 65, Col. 1) 


Barnes Calls Auto Bills Harmful 


By William Ullman | 
Washington Correspondent 
ASHINGTON.—Passage of four 
bills designed to help new-car 
dealers would only make their prob- 
lems worse, Assistant Attorney 
General Stanley N. Barnes told 
House auto probers last week. 
Two of the bills in question 
would outlaw phantom freight 
charges. The two others would 
allow factories to reinstate anti- 
bootlegging and territory security 
clauses in their contracts. 
NADA’s position was expected to 
have been outlined last week by Dr. 
Rowland Kirks, the association’s 
legislative counsel. Kirks, however, 
delayed his appearance. It is antici- 
pated that he will file a statement 
with the subcommittee this week. 
The subcommittee is not expected 
to hold further hearings. 
* * * 





T HAS been rumored here that 
the NADA executive committee 
has dropped its support of all pend- 
ing phantom freight legislation, ‘but 
will continue to back antiboot- 


legging and territory security bills. 
Barnes, in appearing before the 
probers, said he doubted that the 
antibootlegging bill would accom- 
plish its purpose because “it would 
not remove two of the basic 
causes of so-called “bootlegging 
in the automobile industry; name- 
ly, factory sales pressure and 
factory-set delivery charges.” 

Unless there is some change in 
this area, he said, some franchised 
dealers will continue to find ways to 
wholesale. 

The Justice Department -spokes- 
man also warned that under the 
bill, the factory-would probably de- 
cide which dealers were “knowing- 
ly” bootlegging, and which were 
doing it inngeensty. 


‘T AM very: retbotellt to see an in- 
crease in the number of causes 
whieh a manufacturer may-arbi- 
trarily’ terminate a dealer,” Barnes 
asserted. He said he *believes there 
are too many excuses now for ter- 


minating a dealer’s franchise. 
“I feel strongly that action of 


this type will add to concentra- 
tion of economic power in an in- 
dustry where the undesirable ef- 
fects of concentration are becom- 
ing more apparent every day,” he 
said. 

The antitrust chief also made it 
clear that he is opposed to singling 

(Continued.on Page 66, Col. 1) 
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Dealers Counting 


On Sun to Spark 
"96 Sales Upturn 


First 600,000 Month 
Of Year Is Sighted 
If Weather Breaks 


By Robert M. Lienert 
Associate Editor 

MiA* is a month of great ex- 

pectations among the nation’s 
new-car dealers, chafing under a 
four-month yoke of a relatively 
sluggish market and thin-line 
profits. 

A chill, wet, tardy spring in 
most of the major marketing cen- 
ters has been roundly condemned 
by dealers for bogging down new- 
car movement. 

Said a dealer in Central Wiscon- 
sin last week: “Today was the last 
day of April. It was nine above 
zero this morning. This is car- 
selling weather?” 

* > = 
Aaa suspect that foul wea- 
ther clogged up desires to buy 
which many potential customers 
developed in March and April. They 
hope these will spill over this 
month and needle new-car activity. 

In some quarters of the indus- 
try, forecasters see a possibility 
of May becoming this year’s first 
month with more than 600,000 
registrations. 

This would be in sharp contrast 
to last year, when March led off 
an unbroken seven-month parade 
of 600,000-plus months. The spring 
count in 1955 was: March, 636,534; 
April, 651,855, and May, 661,304. 

By contrast, March this year saw 

(Continued on Page 4, Col. 3) 


Colbert Is Named 
Chief Executive; 


Net Is $11 Million 


EW YORK. — Chrysler Corp. 

President L. L. Colbert became 
chief executive officer of the cor- 
poration Thursday. 

Directors gave Colbert the domi- 
nant position in 
the company and 
reelected the 50- 
year-old executive 
to the presidency 
he has occupied 
since November, 
1950. 

Coincident with 
Colbert’s promo- 
tion, it was an- 
nounced that the 
office of chair- 

L. L. Colbert man of the board 

would be dropped by Chrysler. K. 

T. Keller served as chairman until 

his retirement last month. 

” * + 
OLBERT, confirming informa- 
tion he presented to the recent 
annual meeting, said that Chrysler 
(Continued on Page 4, Col. 1) 
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Sales, Profit Rise Despite General Decline . . . 
How Colonial Spurs Salesmen 


Eprror’s Note: This is the first 
of a series on compensations and 
incentives for salesmen. The 
series will include articles written 
from two viewpoints — programs 
which dealers have found to work 
well, and programs which dis- 
courage or encourage salesmen. 

+ + * 
By Ed Brown 
Staff Correspondent 
ATERBURY, Conn.—While the 
general business trend in this 
area is downward, Colonial Buick 
is ahead of last year in deliveries. 
And, in spite of keen competition 
for the customer's dollar, Colonial 
also is able to report four solid 
profit months to date. 

Much of the 
success of the 
dealership is at- 
tributed by Fran- 
cis Rombousek, 
president, to a 

sound overall compensation plan, 
contests to keep salesmen in high 
gear and a report system that re- 
wards the salesmen who follow up 
customers after the sale and penal- 
izes those who do not. 


The dealership makes a strong 
effort to encourage salesmen’s 
wives to take a partnership at- 
titude toward the work of their 
husbands. This gives the wives a 
sense of accomplishment as well 
as material rewards. 

For example, Rombousek reports: 

“Top prize in our current new- 
car salesmen’s contest is the free 

use of the 1956 Buick of her choice 
by the winning salesman’s wife 
for June, July, August and Septem- 
ber. 
od + * 

“We run a continuing series of 

contests for our salesmen, 
which we believe have helped us 
develop a lot of new business.” 

Each contest operates on a point 
basis. Points are given for each 
new-car sale, with additional points 


Willys Dealers 
To Be Paid 
100% Warranty 


TOLEDO. A new warranty 
service program under which Wil- 
lys dealers not only will be reim- 
bursed 100 per- 
cent for labor 
costs but also will 
gain the full trade 
net discount on 
warranty parts 
was announced 
last week. 

C. A. Watson, 
general sales 
manager of Wil- 
lys Motors de- 
scribed the new 
dealer warranty 
reimbursement program as “one of 
the most liberal in the industry.” 


Previously, Willys dealers were 
reimbursed for 65 percent of their 
labor costs in warranty work, with 
no provision for profit on parts. 


“We feel the new arrangement 
not only will benefit our dealers 
from a profit standpoint, but will 
give them an additional incentive 
to provide owners with the high 
type of warranty service attention 
to which they are entitled,” Watson 
said. 

The program applies to all Jeep 
vehicles within the standard period 
of 90 days or 4,000 miles. 








C. A. Watson 





Top Trucks 
New-truck registrations for 
three months: 


1956 Pos. Make 1955 Pos. 
1— 70,724 Chev. 50,872— 2 
2— 60,612 Ford 63,376— 1 
3— 25,500 Int'l 23,966— 3 
4— 20,998 GMC 12,678— 5 
5— 12,749 Dodge 15,719— 4 
6— 4,755 Willys 5,888— 6 
i— 3,761 White 2,971— 7 
8— 3,003 Mack 1,860— 9 
9— 2,538 Stude. 2,613— 8 
10— 982 Diamond T 766—10 

li— 652 Reo 521—11 
12— 209 Brockway 272—12 
2,356 Misc. 1,454 
Total All Makes 
208,839 182,956 


Further details on Page 50. 





garnered on a finance deal. As an 
additional incentive, when the new 
car is sold from stock, the. sales- 
man doubles his regular point ac- 
crual, 

Awards also have been set up 
for second and third-place win- 
ners. However, in order for the 
third man to be eligible, he must 
compile at least 50 percent as 
many points as the top man. 

Used-car salesmen compete in 
separate contests in which first 
prize is a $200 savings bond, with 
second and third. prizes of a $100 
bond. Here, too, third man must 
accumulate at least 50 percent of 
the top man’s points to be awarded 
his prize. 

* * * 

— serves to keep a man in 

third place on his toes, even 
though he feels, by virtue of lead- 
ing the field by a wide enough mar- 


gin, that his position is secure. As} 


long as the top man keeps moving 
forward, man number three cannot 
sit back on the job that month and 
collect the prize money. 

Used-car points are awarded on 
the basis of one point for every 
dollar of money difference. 

Rombousek points out that the 
top man is not a consistent re- 
peater. There have been enough 
changes in top position winners, 
to make the contests stimula- 
tingly competitive, 

Prizes in the last contest were 
an 11-cubic-foot refrigerator and 
two vacuum cleaners. Rombousek 
feels it is essential to engage and 
maintain the cooperation and in- 
terest of his salesmen’s wives, thus 
the direct pitch to them with the 
prizes. 

7 * * 
A* the beginning of a contest, 
+% each salesman’s wife receives 
a letter outlining the rules. She is 
encouraged to help her husband 
make 25 extra calls a day, via tele- 
phone or personal contact. 

Several of the wives do just 
that, according to Rombousek. He 
believes this stimulation accounts 
for the tremendous surge of ac- 
tivity his dealership is enjoying 
at this time. A woman appre- 
ciates the opportunity to partici- 
pate in her husband’s work, he 
says. 

Rombousek, who once was a 





salesman himself, developed the 
contest plans with the help of 
Frank Hughes, his administrative 
assistant. A new one starts almost 
as soon as the old one has been 
completed. 

Last year, the dealership’s nine 
salesmen sold 1,501 cars—685 of 
them new Buicks. 


* * * 

NDER the dealership’s regular 

compensation plan, each sales- 
man is given a $50 per week salary. 
In addition, new-car commissions 
are pegged at $55 for each Special 
sold, $65 for each Century, $70 for 
each Super and $80 for each Road- 
master. There’s also a $5 bonus for 
a finance deal. 


In the used-car department 
commissions are based on 3 per- 
cent of the cash difference in- 
volved for cars in stock up to 
30 days. 

Since he is anxious to retail as 
many used-cars as possible, Rom- 
bousek places a $25 bonus on each 
used vehicle in stock more than 30 
days. He finds this results in ex- 
cellent used-car turnover. 

Colonial also has evolved a sys- 
tem of reports which each sales- 
man is required to adhere to faith- 
fully or lose exclusive right to 
prospective repeats. 

* > * 
oS every delivery, the 
salesman must contact his cus- 
tomer within 30 days to determine 
whether everything is to the cus- 
tomer’s satisfaction. 

He is instructed to ask the 

customer how he likes the car, 


(Continued on Page 69, Col. 1) 


Motorama Winds Up 
Record-Breaking Run 


BOSTON.—The General Motors 
Motorama of 1956 ended its 
nationwide tour here last week 
with a new five-city attendance 
mark of 2,274,667. 

Attendance for the 11-day show- 
ing in Boston totalled 471,096. 
Motorama previously had played 
to record crowds in New York, 
Miami, Los Angeles and San 
Francisco. Record attendance high 
for this year was attained in Los 
Angeles where 572,929 persons 
saw the Motorma’s nine-day run. 

















Truck Power on Display— 
Built to dramatize Chevrolet's broad array of truck power train options, this exhibi- 


tion truck, displaying four engines, eight 


transmissions and as many rear axles, was 


unveiled at the General Motors Motorama in Boston. Sections of the power trains 
have been cut away to show the interior design and workmanship. An electric motor 
animates the engines and rotates the cutaway axles at the rear to create a kaleido- 


scope of power in motion. 


2,960 Die on Highways; 


CHICAGO. — March was a rec- 


ord month on the highway. The | 


record was for destruction of 
human life. 


The National Safety Council re- 
ported that 2,960 persons were 
killed in traffic for the highest 
March total on record. 


It was the 13th consecutive 
month in which traffic deaths 
exceeded those of the correspond- 
ing month a year earlier. 


The March carnage — together 
with the 8,590 deaths in the first 
quarter of 1956—led the council to 
proclaim a state of traffic-accident 
emergency in the U. S. 

The council sent the figures to 
the President’s Committee for 
Traffic Safety which opened the 
first of four regional conferences 
in Atlantic City last week. Similar 
meetings will be held later this 
month in Miami, Chicago and San 
Francisco. 

“These might well be called 
emergency conferences,” Ned H. 
Dearborn, council president, wrote 
the committee. “The death toll 
certainly underscores the urgency 


Prices Heading Higher on °57s 


By John K. Teahen jr. 
Staff Writer 

HE 1957 models won’t be in the 

showrooms for several months, 
but their price tags already are the 
subject of considerable speculation. 

Will there be a price increase 
in 1957? Indications are that 
there will be, but the boost proba- 
bly will be smaller than the 4 
to 6 percent average that was 
tacked onto 1956 models. 

Auto executives with three 
notable exceptions — have not com- 
mented on the possibility of a price 
increase, but there are at least four 
factors which point to a boost: 

1. An anticipated increase in the 
price of steel. 

2. Improvements expected in 
1957 and the possibility that some 
optional features may become 
standard. 


* * 
3 HIGH tooling costs. Auto 

* makers are spending an es- 
timated $1 billion to bring out their 
1957 models. 

4. Franchise revisions during 
the past year—chiefly the 100 
percent labor warranty clause 
adopted by the Big Three. 

Conversely, these arguments 
have been presented by industry 
observers who do not believe prices 
will be boosted: 

1. Huge inventories and lagging 
sales. Many dealers have called last 
fall’s price increase a major factor 
in the sales dropoff. (However 
dealers admit the same increase 
was a big help in the cleanup of 
‘55 models). 

2. The Congressional probes and 
subsequent attacks on the high 
earnings of some auto manufac- 
turers. 

* * 


x 
3 FREIGHT adjustments in re- 
* cent months have resulted in 


an increase in factory prices of 
cars. 

4. A feeling that new-car prices 
are high enough. 

The prospect of a steel price 
increase looms large in auto 
speculation. Contracts covering 
650,000 of the nation’s 1,250,000 
mill workers expire June 30 and 
the rest will be up before the end 
of the year. 

The United Steelworkers seeks a 
new pact that will include higher 
wages, a guaranteed-annual-wage 
plan and other benefits. 

The steel issue has prompted 
Harlow H. Curtice, General Motors 
president; R. M. Critchfield, Pon- 
tiac general manager, and Edward 
T. Ragsdale, Buick general mana- 


ger, to observe that a price boost | 





in this field “likely will be reflected” 
in the cost of 1957 GM cars. 
” * * 
AGSDALE also mentioned that 
the annual improvement factor 
would hike labor costs. 

But how much will those in- 
creases be? Indications are that 
the steel hike may be between $12 
and $15 a ton. 

About 3,000 to 3,500 pounds of 
steel are required for the average 
automobile. Assuming a $15-per- 
ton increase and assuming the 
auto makers passed on the en- 
tire boost (including markups), 
the per-car increase to the con- 
sumer would be approximately 
$30 to $32. 

Stockpiling also must be con- 


(Continued on Page 69, Col. 4) 


Business Barometer 


Auto Production — 138,498 cars, 
trucks in week vs. 202,536 year ago. 

Department Store Sales — Up 
1 percent from year before. 

Freight Loadings — 763,437 cars 
in week, an increase of 62,005 cars 
from year before. 

Gasoline Stocks — 192,933,000 
barrels, a decline of 2,126,000 barrels 
in week. 

Jobless Claims — 202,900 
week vs. 234,400 year earlier. : 

New-Car Registrations—1,188,- 
355 in 1956 to date vs. 1,276,379 
year ago. 

New-Truck Registrations—7208.- 
839 in 1956 to date vs. 182,956 year 


ago. 

Oil Stocks — 270,708,000 barrels, 
an increase of 3,623,000 barrels in 
week. 


Soft Coal Output — 9,895,000 


tons estimated in week vs. 8,542,000 
tons -year ago. 

Steel Output — 99.5 percent 
of capacity estimated vs. 100.5 percent 
week earlier. 

Used-Car Prices — $868 in May 
to date vs. $874 in April. 

Wholesale Prices — 113.7 per- 
cent on 1947-49 index vs. 113.5 per- 
cent week earlier. ; 

~ ££ * 
Common Stocks 

May = April 
2 25 
7 7 
67% 69% 
57% 57 
435% 
8% 


37.25 


1956 
Low 


6% 
66%, 
635% 55 
49% 42% 
10% 8 


High 
8% 
87 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 8% 


Average 





Highest March Toll Ever 


|of public support of these meet- 
ings.” 

The council also wired each 
state governor urging an allout 
effort to reverse the accident 
trend. 

Watchword of the campaign is 
|“Don’t Break the Record.” Unless 
the rising toll is checked, it will 
|exceed 1941’s record 39,969 traffic 
|deaths, the council said. 
| Projecting the first-quarter fatal- 
| ities, the group contended, the toll 
must be cut by 300 deaths a month 
for the rest of the year to remain 
below 1941. It must drop 500 a 
month to stay short of last year’s 
38,300 deaths. 


Dearborn had two bits of advice 
for all motorists in the campaign 
to reduce the slaughter. 

“Drive safely yourself,” he said, 
“and prevent the one accident that 
you can control — the one that 
involves you. Then get behind a 
community attack on this problem.” 

One such program is the 
month-long National Vehicle 
Safety Check for Communities 
which opened May 1. 

This 10-point check plan, spon- 
sored by the safety council, the 
Inter-Industry Highway Safety 
Committee and other automotive 
and highway safety groups, aims at 
eliminating those traffic accidents 
which are due to mechanical 
failure. 

Officials of the program estimate 
more than two million cars and 
trucks will be inspected this month 
in community check lanes across 
the country. 

Traffic deaths can be reduced, 
Dearborn said, pointing out that 15 
states had fewer fatalities in the 
first three months of 1956 than in 
the first quarter of 1955. 

Rhode Island topped this select 
list with a 45 percent decline fol- 
lowed by Minnesota which was 
down 34 percent. 

In addition, 155 of 577 report- 
ing cities had fewer deaths in this 
year’s first quarter. Best records 
among cities over 200,000 popula- 
tion were compiled by Minneapo- 
lis, down 177 percent; Miami, 
down 70 percent, and Dallas, 
down 67 percent. 

Despite March’s record death toll, 
418 cf the 577 cities had clean 
slates for the months. Largest 
were Minneapolis, Rochester, (N. 


(Continued on Page 70, Col. 1) 


Pike’s Peak Mark 
Sought by DeSoto 


DETROIT. The DeSoto Ad- 
venturer, 1956 Pike’s Peak hill 
climb pacer, on July 4, will attempt 
a new stock car pace-car record, 
according to L. Irving Woolson, 
DeSoto president. 

The present record of 19:39:4 
minutes was set last year by 4 
Dodge Lancer, DeSoto said. The 
320 horsepower Adventurer attained 
a speed of 144.19 miles per hour in 
tests at the Chrysler proving 
grounds over'a half-mile stretch, 
DeSoto said. 
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Dealers tell me 


By John 0. Munn 


OR too long we have utilized 

price as our principal appeal in 
selling used cars. This is just too 
pad, because price, alone, arouses 
suspicion. What we need is more 
public acceptance of the used car 
as a safe investment in personal 
transportation. 

In other words, we need to sell 
the quality of the merchandise 
and the fact that used cars can 
be bought with safety. For that 
reason many dealers, who realize 
that the sale of used cars always 
will be an essential part of their 
operation, are turning to pro- 
grams to sell the utility value of 
the used car as both needed and 
wanted merchandise. 

This is indicated by requests 
from many dealers for permission 
to reprint a chapter of my sales 
book, A Guide to Automobile Sell- 
ing, which covers the subject. 


To be helpful at this height of 
the selling season when profit is so 
dependent on moving used cars, I 
am giving below a version of this 
text as was used recently by Lloyd 
H. Pearson, an Oldsmobile dealer 
in Woodbury, N. J., in a little folder 
he distributes at his used-car lot 
and to other prospects by mail. 


I am sure Mr. Pearson would be | 


glad to send you a sample copy on 
request, and perhaps put you in 
touch with his printer, who has the 
type standing. Of course I am glad 
to release my copyright for the use 
of this chapter text for any use 
any reader may want to make of it. 
* * * 


A Question of Value 
WHY BUY A USED CAR 
oo cars serve every practical 
need that new ones do. The 
utility value of a used car is greater 
than most people realize. Any car 


iles—th 
is good for 200,000 miles ere are | How About ‘Used’ Houses? 


many records of 500,000 miles. 


“But no car after having been | 


driven more than 20,000 miles sells 
for 90 percent of its original price. 
In other words, the buyer of such 
a car gets 90 percent of its original 
service value at 50, 60 or 70 per- 
cent of the original price. 

“The used-car buyer saves the 
high first-year depreciation in 
normal times (usually about 40 
percent), and that depreciation is 
imposed even if the car has been 
driven only a short time and for 
only a few hundred miles. 


“But investment isn’t altogether 


the best thing to talk about; many | 


people consider their best invest- 
ment is money in the bank or in 
Government bonds. But money so 
invested brings only 2 or 3 percent, 
while money in the car brings in 
return all the joys of concerted 
family recreation and social and 
business advantages; it brings the 
country to the city and the city to 
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| commit 


|ers take in cars as part payment 


|chased for a fraction of their ac- | 
|tual value. So they buy used cars. 


| homes in which some other fam- 








the country, and these are things 
man wants—or can be made to 
want—more than a bank balance. 

“Remember, the scenery is just 
as beautiful and just as inviting 
from the seat of a used car as from 
the most expensive new car. 

* * * 


More Used Cars Sold 


——— thing — can you or 
anyone else tell a used car 
when you see it, hear it, or ride in 
it? No. There isn’t any way of dis- 
tinguishing an automobile which 
was bought as a used car from one 
that was bought as a new one. 


“They look alike, they sound 
alike, they ride alike. In the strict- 
est sense of the word, any car that 
has been driven around the block 
is a used car, and the fact that an- 
other person previously owned it 
does not detract from its value. 

“The vast market which exists 

in this branch of automobile re- 
tailing is best revealed by the fact 
that seven to eight million used 
cars are sold annually in the 
U. S. Twice as many families buy 
used cars as buy new ones, 

“The purchase price means more 
to the used-car buyer, even though 
the amount is small, than it usually 
does to the new-car buyer. Not all 
people buy used cars because they 
cannot afford a new one. New cars 
are available on small monthly 
payments, so almost anybody who 
can buy a used car could buy a 
new one if he were so inclined. 

“But many people prefer not to| - 
themselves to payments 
lasting many months, so they buy 
used cars. 

“Others prefer to buy a car that 
is “broken in”’—which has been 
seasoned by careful and judicious 
use; so they buy used cars. 

+ * * 











ND still others, realizing the 
conditions under which deal- 


on new ones, know that in used | 
ears there still remain thousands | 
of proft - health - and - happiness- 
bringing miles which can be pur- 


And they usually are far-sighted, 
thrifty citizens. They buy wisely | 
and well. 

“How many people are living in 


ily has lived before—in other 
words, used houses? Where would 
this country be today if every | 
time a man moved out of a house 
he built, it was destroyed? 

“How many people are getting 
profit, happiness and health out of 
automobiles which somebody else 
owned before they did? Where 
would this country be today if all 
the used cars were junked without 
having lived their full life of use- 
fulness? 

“What of the men who, for good 
and sufficient reasons, don’t want 
to buy new cars? What of their 
families? What of their business, 
health and happiness? 

* * ca 

Why Hesitate? 
“TI TSED cars, like used houses, are 
filling a most vital need in 
this country. Where the one shel- 
ters the family as one under its 
roof, the other takes the family as 
one out into unexplored byways 
and reveals to them new delights. 
“Where one is a common meet- 
ing place for the whole family, 
the other is a source of inspira- 





47 Auto Dealers Fail 
In Canada During 1955 


OTTAWA.—There were only 47 
automobile dealers across Canada 
who went bankrupt last year, 
down from 60 such failures in 
1954, the Canadian Government 
has reported. 


Most bankruptcies occurred last 


year in Quebec, 22 against 34 in | 


1954. However, 19 Ontario dealers 
failed with 17 in 1954. Other 
failures included prairie province, 
four; British Columbia, two, and 
Atlantic provinces, none. 





NEW YORK. — The business 
barometer of the auto industry has 
| shifted from stormy to clear, Fred- 

erick J. Bell, executive vice- 

| president of NADA, said last week 
|}in opening NADA’s first working | 
|conference for new-car dealers 
| here. 


| However, Bell said, he is con- 














Phitadelphia Old Timers Draw Full House— 





Representatives of Delaware Valley's automotive industry fill the ballroom of the 
Barclay Hotel in Philadelphia for the annual spring meeting of the Philadelphia | 


Metropolitan Council of The Automobile Old Timers. 
the presentation of the Council's new officers. 


John W. White, vice-president; Charles S. 
secretary- -treasurer. 


Highlight of the meeting was | 
R. A. Harp was elected president, | 
Snyder, vice-president, and Julie Driscoll, 


But Still Sees Need for Ground Rules .. . 


Auto Outlook Better, 
Bell Tells Workshop 





vinced that the industry still 
needs some basic ground rules 
and sensible measures to insure 
continuing fair weather in 
factory-dealer relations, 

Entitled, “Fireworks in Washing- 
ton,” Bell’s talk covered the effects 
the Washington hearings will have 
on even the smallest of dealerships. 


More than 300 dealers attended 
the conference, which was turned 
into a workshop for profits and 
techniques, 

Problems of organized represent- 
ative groups and first-hand, confi- 
dential reports of what actually 
happened to dealers in a highly 
unionized community in New 
England were highlighted by a 
labor relations expert, John J. 
Fitzgerald, Danbury, Conn, 

Fitzgerald showed the conferees 
how they can meet the union chal- 
lenge. 

The “Buzz Session Luncheon” 
which followed the morning meet- 
ing gave dealers an opportunity 
to exchange ideas on controlling 
dealership expenses and how 
to compete with wheeling-and- 
dealing. 

One session was devoted to a 
practical discussion of how to keep 
profit up and loss down. Store 
operations covered by Walter Still- 
man, Englewood, N. J., and shop 
operations covered by Edward 
Sahli, Beaver Falls, Pa., and A. A. 


| Lally, New York, pointed to tested 


ways that a dealer can keep his 
hands out of his own pockets and 
| sell for profit. 

John E. Binns, formerly execu- 
|tive assistant to the president of 
the American Management Assn., 


|now with NADA, directed the con- 











|ference procedures. 


Nationwide Used-Car Push 


Is Set for Sept. 


NEW YORK. 
used-car 
chised new-car dealer level will be 
staged Sept. 6-8, it was announced 
today (May 7) by the NADA and 
Look, magazine, co-sponsors. 

Titled “Operation Demonstra- 
tion,” the theme is “the best place 
to buy a used car is behind the 

wheel.” It will encourage con- 
sumers in a three-day period to 
ask for demonstrations before 

purchasing a car, the co-sponsors 
said. 

The promotion will be coordi- 
nated by Walter Kiplinger sr., 


A nationwide 


| NADA director of promotions, and 


Fred Talento jr., Look’s automotive 
merchandising manager. 

Look said it was preparing kits 
for use by tiein dealers which will 
be available at cost. Kits will con- 





Kentucky Dealers 
Nix Speed Ads; 


Reelect Brents 


LOUISVILLE.—The directors of 
the Kentucky Automobile Dealers 
Assn. have formed a committee to 
object to manufacturers on adver- 
tising stress on speed and power 
rather than safety and “legitimate 
use.” 

Harry Holder sr. (Ford), Owens- 
boro, Ky., is chairman. 

The committee also was _ in- 
structed to discuss a program of 
junking of old cars to get them off 
the roads instead of “selling them 
to kids for drag racing.” 

The directors also elected officers 





tion and joy to the whole family. 
Each plays its part. 

“There is no more reason for 
hesitating about buying a used car 
than for hesitating about moving 
into a used house. Each is an es- 
sential to life, to health and to hap- 
piness. And it is only fair for those 
who have denied themselves the 
advantages of automobile owner- 
ship to consider the question in this 
light thoughtfully and honestly. 

“And remember that, after all is 
said and dane, every car you see on 
the road is a used car.” 


with C. E. Brents (Buick), Leba- 
non, being reelected as president 
for a second term. Other officers 
are N. S. McGraw, Madisonville, 
first vice-president; I, R. Hicks, 
Covington, second vice-president; 
Ben F. Long, Louisville, treasurer, 
and Lew Ullrich, secretary and 
managing director. 

The association’s annual conven- 
tion will meet here at the Seel- 
bach Hotel, Nov. 1-3. Turner Sum- 
mers, now retired, was voted a life 
director. 


promotion at the fran-| 


6-3 


tain all-weather banners, posters, 
stickers, newspaper mats, sug- 
gested TV and radio copy and pen- 
nants. 

The promotion, was said, was de- 
signed to meet dealer need for | 
moving used cars at a time when | 
franchised dealers are anxious to 
reduce used-car inventory in pre- | 





paration for new-car announce- | 
ments. 
“Practically all of our fran- 


chised new-car dealers have ex- 
cellent facilities for reconditioning 
used cars,” said Walter B. Cooper | 
(Chevrolet), chairman, NADA pub- | 
lic relations committee, “and prac- | 
tically all of them give a war-| 
ranty on performance of these | 
cars. 
“Very few of our dealers’ com- 

petitors have such facilities or 

| 





warranties and we feel that (this 
promotion) offers an ideal method 
of pinpointing the advantages of 
purchasing used cars from NADA 
members,” said Cooper. 

He feels that the three-day push 
also will stimulate new-car sales 
because of increased traffic. 


| 





Binns said that the success of 
NADA’s first conference is based 
on the key principle of the de- 


| velopment of dealer skills for them- 


selves by themselves. 

George L. Brainard, a Chrysler- 
Plymouth dealer in Sharon, Pa, 
brought his teen-age son, Lewis, 
to the conference. He told NADA 
staffers that some day his son 
would have to decide whether he 


| wanted to build his future around 
| the auto industry. 


“This is one of the best oppor- 
tunities I've come across,” the 
elder Brainard said, “to let my 
son get close to the problems fac- 
ing the automotive retailing in- 
dustry. Here he’s geeting first- 
hand information from the men 
who know which will be invalua- 
ble when he makes his big de- 
cision.” 


Two other NADA conferences 
following the pattern used in New 
York are scheduled for Cincinnati 
on May 11 and Chicago on May 28. 
| They are open to all dealers and 
their ney a. 


Chaffin in Race 

BOZEMAN, Mont. — Dean Chaf- 
fin, an NADA director and for 30 
years an auto dealer here, has 
filed for reelection to the State 
Legislature. He is completing his 
fifth term in the House of Repre- 
sentatives. 


On the House .. . 


Florida association reports that Alderson & Ses- 
sions, a Philadelphia public relations firm, is mak- 
ing a survey of dealers in various states to deter- 


mine what 


factory’s policies, actions, 


individual dealers think about their 


etc. Manager Walter 


Mallory speculates that perhaps the factory spon- 
soring the survey wants different answers than 
those obtained in. the Monroney committee poll... 


The three newly elected officers of the New 


Orleans dealer 
president; 


Mike Persia jr., 


association — George Bohn jr., 
vice-president, and 


W. J. Willkomm jr., secretary-treasurer — are 
sons of dealers presently in the business, and the 
three are graduates of factory training schools 
. Idaho dealers will golf May 20, Philadelphia dealers June 25... 


Richard Castillo (Pontiac), Belen, 


N. M., is recuperating from a 


heart attack. Attending him during his illness were daughter Gloria 


Castillo, and son Leo Castillo, film celebrities . . 


. M. F. McCarty 


heads the Chicago association’s committee to nominate five new 


directors; other committeemen are 


Charles Hermanek, Ralph Hirsch- 


berg, Earl Palmer and W. C. Stanlik. 


Pere Wemuorr, Editor, 
Automotive News 
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Chrysler Net Is $11 Million... 





Colbert Named Chief Executive 


(Continued from Page 1) 


net earnings declined to $10,905,772 
in the first quarter of 1956, against 
$34,504,730 during the initial 1955 
quarter. 

The earnings drop stemmed 
from a 23 percent decline in total 
sales, although first-quarter busi- 
ness for Chrysler trailed the com- 
parable quarters of only two 
other years—1953 and 1955. 

First-quarter profits this year 
represented only 1.47 percent of to- 
tal sales of $747,349,267, compared 
to 1955’s showing of 3.60 percent 
of $958,128,384. 

“The decline in net earnings, 
sales and production for the first 
three months of this year princi- 
pally reflects a decrease in new- 
car sales and production, as com- 
pared with the record high levels 
of a year ago,” Colbert said. “An- 
other factor was the increased 
costs of doing business in the pres- 
ent intensely competitive market.” 

* * + 


OLBERT explained that Chrys- 

ler’s expenditures for advertis- 
ing, selling and engineering all 
were higher in the first three 1956 
months than in the same 1955 
period. 


“These costs,” he advised, “must | 
continue at a high level to improve , 
our current and future position in| ™% 
the automobile and truck market.” | ; 


The Chrysler chief reported 
that April new-car sales “in- 
creased moderately” over busi- 
ness in the preceding months. He 
attributed the “improved posi- 
tion” of Chrysler Corp. dealers to 
production cutbacks made earlier 
this year. 

“It is important to the share- 
holders to note that Chrysler Corp. 
not only is striving intensely to in- 
crease sales under unusually keen 
competitive conditions,” Colbert 
said, “but at the same time is in 
the midst of a broad long-range 
program of improving efficiency 
and strengthening our physical, 
financial and management re- 
sources. 

“It takes time to reap the full 
benefit of such a program in terms 
of greater profits.” 

+ 7. 


* 

OLBERT said that expenditures 
for land, buildings and ma- 
chinery cost Chrysler $17,872,798 in 
the first quarter, compared with 
$15,028,041 for the same period of 

last year. 
He said defense business ac- 


Wiles to Address 
N. Y. Dealers on 
48th Anniversary 


NEW YORK. — Ivan L. Wiles, 
General Motors dealer-relations 
executive vice-president, will be the 
guest speaker May 10 at the 48th 
anniversary banquet of the Auto- 
mobile Merchants Assn. of New 
York, Inc. 

The dinner‘ will be held in the 
Waldorf-Astoria Hotel here. 

More than 1,000 dealers and their 
guests are expected to attend, 
according to Joseph W. Farlow, 
executive vice-president of the New 
York association. 

It is believed that this will be 
the largest dealer group Wiles has 
addressed since he. was appointed 
to head GM’s dealer relations setup. 


S-P 


(Continued from Page 1) 
dustry “is one of the most serious 
problems facing the industry to- 
day.” 

Earlier, a delegation of NADA 
officers was told by Commerce 
Secretary Sinclair Weeks that 
the Administration is giving seri- 
ous consideration to the difficul- 
ties faced by the manufacturer. 

Meanwhile, reports leaked out 
that the Army is preparing a big 
antitank missile production pro- 
gram for Studebaker-Packard, and 
the Air Force is about to award 
the firm a J-57 jet engine subcon- 
tract, which could run over $100 
million. There is also talk of a 
multi-million dollar guided missile 
development and production pro- 
gram, and the possibility that the 
Navy may award Packard a sub- 
stantial diesel engine contract. 





counted for 8 percent of total first- 
quarter sales, but noted that this 
now is on the decline with the 
completion of tank output at the 
corporation’s Delaware plant. 

Chrysler directors voted a 75-cent 
quarterly dividend, payable June 13 
to stockholders of record May 14. 
First-quarter profits amounted to 
$1.25 per share, contrasted with 
$3.96 in 1955’s first quarter. 

* * * 


HE directors also elected John 
E. Brennan, R. S. Bright and 
Nicholas Kelley jr., vice-presidents, 
and George T. Higgins, secretary. 











| R. 8. Bright N. Kelley 
| Brennan, general manager of 
| Chrysler’s automotive body division 
| since 1953, joined the corporation in 


ate student in the 


of Engineering. 
He received his 
master’s degree 
in 1936. 

He became chief 
production en gi- 
neer of the Dodge 
aircraft engine 
plant in Chicago 
in 1942. Following 
the war Brennan 
was with Chrysler Jefferson plant’s 
engineering department and in 1946 
was named assistant chief engi- 
neer at- Dodge main plant. 

He joined Dodge division in 1949 
and was named general manager 
of the jet engine plant in 1951. 

cal * - 





J. E. Brennan 


ea. named group executive 
this year in charge of the 
engine and transmission group, 
also joined Chrysler as a graduate 
student at the Institute of Engi- 
neering. 

During the war, he was in charge 
of engine assembly production and 
testing at Dodge Chicago aircraft 
engine plant. In 1946, he was as- 
signed to the Chrysler Jefferson 
plant and in 1951 was named gen- 
eral manager of the tank-engine 
division in New Orleans. 

Bright became a Dodge vice- 
president early in 1955 and later 
that year became general manager 
of the supply division, a position 
he held until becoming group 
executive. 

Kelley joined Chrysler 


Hudson Sales Rise 


DETROIT.—Retail sales of new 
Hudson cars for the 10-day sales 
period ending Apr. 20 soared to a 
37 percent increase above the pre- 
ceding 10 days, according to V. E. 
Boyd, general sales manager. 


in 1935, 





1934 as a gradu-| 
| record for that month. 
Chrysler Institute | 





becoming chief local attorney for 


|Chrysler Corp. in 1942, resident at- 


torney in 1946 and secretary in 
1950. He was placed in charge of 
central organization staff this year 
to succeed F. W. Misch, elected fi- 
nance vice-president. 

Higgins, administrative assistant 
to the secretary since July, 1953, 
has been associated with Chrysler 
since January, 1951, on joining the 
secretary's staff. 


Auto Paper Total 
Tops $1414 Billion 
With March Rise 


WASHINGTON. — Auto paper 
outstanding rose $168 million dur- 
ing March, compared with an in- 
crease of $83 million in February, 
the Federal Reserve Board re- 
ported Thursday. 

The March increase brought the 
total of auto paper outstanding to 


$14,565,000,000—a rise of $3,512,000,- | 


000 in the year ended March 31. 


The March, 1956, rise was well | 
below the $412 million added to the| 


auto credit total in March, 1955, 








Pontiac on Broadway— 


The Pontiac name and message will 
appear on New York's Broadway (May 
21-28) in conjunction with a saturation 
radio series being run by the Metropoli- 
tan Pontiac Council over the tri-state 


when new-car sales set an alltime | area of New York, New Jersey and Con- 


Consumer credit as a_ whole 
swelled $264 million in March, 1956, 





| necticut. It is estimated that the message, 


appearing in moving letters 12 feet high, 
and the Pontiac name will make over a 


compared with $430 million in the| million sales impressions in the Times 
| Square area during the sales promotion. 


same month of last year. 





600,000 Month Possible ... 








Will Sun Revive °56 Sales? 


(Continued from Page 1) 


moved the following number of 


an estimated 552,000 registrations|cars through the current title- 


and April, 568,000. 
* ok x 
* May does top 600,000 registra- 
tions, dealers cas congratulate 
themselves. Prior to 1955, only four 
months in history recorded that 
many registrations. 

With the tremendous stock of 
unsold new cars on hand, dealers 
are inclined to view May as a 
“barometer” month. If sales top 
600,000, many believe, there is a 
good chance of getting through a 
summer cleanup relatively un- 
scathed. 

On the other hand, if May regis- 
trations don’t top that number, the 
weeks ahead could be tough in- 
deed, they feel. 

In all phases of auto retailing, 
volume continues to gain weight as 
a market factor. With profit shaved 
so close this year, dealers find that 
volume becomes increasingly neces- 
sary for survival. 

* * = 
As a result, interest has sharp- 
ened in the volume of cars 
handled by the average dealership 
in given lines. 

On the basis of registrations 
counted thus far by R. L. Polk & 
Co. for 1956, and the number of 
dealers, as estimated by AUTOMOTIVE 
News, the average dealership has 


Hudson Dealer Advisory Board Meets— 


Members of the Hudson Dealer Advisory Board pose with company officials during their two-day meeting in Detroit. Seated, 
from left, are Roy Abernethy, automotive marketing and distribution vice-president, American Motors Corp., C. Zarren, Belmont, 
Mass., board secretary; Bill Hermann, Detroit, board chairman; Edd Young, Culver City, Calif., board vice-chairman, and V. E. 
—Wi.u1aM ULLMAN. | Boyd, Hudson general sales manager. All phases of dealer-factory relations were discussed during the conference. 


tabulation period: 
Chevrolet 
Ford 
Buick 
Oldsmobile 
Lincoln-Mercury-Cont’l 
Mercury 





Continental 


Plymouth 
Chrysler 
DeSoto-Plymouth ...................... 
Plymouth 
DeSoto 
Pontiac 
Cadillac 
Nash 
Studebaker 
Hudson 
Packard 

The volume averages listed above, 
of course, do not tell the complete 
profit story. In general, however, 
this “best-seller” list may be con- 
sidered a good yardstick for mea- 
suring a dealer’s new-car profit pos- 
sibilities. 

Where high volume per dealer 
counts most importantly is in cut- 
ting down per-car share of the 
dealer’s fixed overhead. 
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Highway Measure 


Sent to Senate 


Large House Majority 
Cheers Proponents 


WASHINGTON. — Proponents of 
the nation’s $51.8 billion highway 
bill last week could look back with 
pleasure and look ahead with con. 
fidence. 

In an outstanding example of 
bipartisan cooperation, the House 
had approved the measure 338 to 
19 and had sent it to the Senate 
where prospects of favorable 
action are regarded as excellent, 

The measure now is in the hands 
of the Senate Finance and Public 
Works committees. 


The colossal program was the 
most massive peacetime public 
works project ever approved by the 
House and authorized the biggest 
national capital investment in world 
history. 

The House bill was the work of 
two Democratic congressmen. Rep, 
George H. Fallon, Maryland, wrote 
the construction provisions and 
Rep. Hale Boggs, Louisiana, 
authored the revenue features. 


According to Boggs, the new 
taxes in the program would cost 
the average motorist from $6 to $9 
more a year in operating expenses. 

The revenue features call for 
tax hikes on gas and other mo- 
tor fuels, and tires. Retread rub- 
ber would be taxed for the first 
time and excise levies on trucks, 
buses and trailers would be 
raised. 

These increases would provide an 
additional $14.8 billion through 
June 30, 1972. Together with pres- 
ent use taxes, the levies would 
total $38.5 billion during the 16-year 
period. 

A chief purpose of the bill is com- 
pletion of the 40,000-mile National 
System of Interstate Highways 
which will link 42 state capitals and 
90 percent of all cities with 50,000 
or more residents. 

The Federal Government will 
bear 90 percent of the cost of the 
interstate system with the states 
contributing 10 percent. 


AMC Reports 
$827,555 Loss 
For First Half 


DETROIT. — American Motors 
had a net loss of $827,555 for the 
six months ended March 31, after 
realizing a nonrecurring profit of 
$7,141,920 through the sale of stock 
in Ranco, Inc. George Romney, 
president, reported last week. 

The report covered the first half 
of AMC’s fiscal year. For the cor- 
responding period a year ago, the 
company showed a loss of $6,114,479 
after a tax recovery of $6,344,000. 

Sales were $225,919,280, an in- 
crease of 7 percent over the $210,- 
913,068 figure for the first half of 
fiscal 1955. The corporations auto 
production jumped 6 percent to 
74,065 units, spearheaded by a 16.7 
percent hike in Rambler output. 

The AMC figures indicated a net 
loss of $3,340,123 on second-quarter 
operations. The company had an- 
nounced a profit of $2,512,568 for 
the first fiscal quarter. The profit 
figure included the proceeds of the 
Ranco stock sale. 

Net sales in the second fiscal 
quarter dipped to an_ indicated 
$126,738,315 from $133,744,922 in the 
like period a year ago. 

Romney said the corporation’s 
working capital was $60,800,000 on 
March 31 compared with $62,400,000 
on Sept. 30. He mentioned “major 
capital expenditures” in connection 
with the new Rambler line and the 
new V-8 engine introduced last 
month in Nash and Hudson models. 





Ford Discontinues 


Benson’s Old Job 


DEARBORN. — Benson Ford’s 
former job — vice-president and 
group director of the Mercury and 
special products divisions — has 
been discontinued. Ford vacated 
that post when named chairman 
of the firm’s dealer policy board. 

No replacement has been named 
for Walker Williams, former Ford 
Motor Co. sales vice-president, also 
appointed to the board. 
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Progress Report-— 


AMERICAN MOTORS 


On May 1 American Motors completed its 
second year of operation following the merger 
of Nash-Kelvinator and Hudson to form the new 
company. It was anticipated at the beginning 
that it would take at least three years to gain the 
benefits of consolidation, and we are now about 
two-thirds along the way—an appropriate time to 
review the progress American Motors has made, 
and the facts on which we base our confidence 
in our future success. 

We are continuing to make progress in our key 
objectives, which are (1) capitalizing further on 
the strength of our appliance division, (2) ex- 
pansion of our export and subsidiary business, 
(3) expansion of defense manufacturing activities, 
(4) establishment of the Rambler as a basic 
volume car and foundation of our automotive 
program, and (5) maximum reduction of manu- 
facturing and tooling expense through consolida- 
tion and integration. 


APPLIANCE DIVISION 


For the past 27 years, Kelvinator operations 
have been profitable with rare exception in the 
delivery of more than 15,000,000 refrigerators, 
electric ranges, home freezers, ice cream cabinets, 
and other products to users all over the world. 
It is making money today. It is much stronger 
now than it was at the time of the merger. 
Kelvinator household appliance sales each month 
for the past 14 consecutive months have exceeded 
the comparable month of the previous year. We 
anticipate steady increases during the remainder 
of this decade, building up to an all-time record 
demand in the 1960’s. A striking example of 
progress in this division is what has happened 
in our compressor business. During the past three 
years an intensive program to improve labor 
relations, to reduce manufacturing costs and to 
merchandise more extensively in a field in which 
Kelvinator historically has always been a leader, 
has paid off. Today the Detroit plant, which 
builds refrigeration systems for refrigerators, 
freezers, beverage coolers, ice cream cabinets, 
supermarket frozen food cases, etc., for ourselves 
and other companies, is operating at a peak level. 
Sales of condensing units, compressors and 
systems in the first four months of this calendar 
year are already 27% greater than those of the 
entire previous year. We expect to triple last 
year’s commercial sales in 1956. 

Sales of our brands— Kelvinator, Leonard and 
ABC—are moving ahead in refrigerators, electric 
ranges, laundry equipment and in other fields. 

Our plastics operations are growing, and we 
have expanded our research in plastics for both 
automotive and appliance application. Our facili- 
ties for large plastic parts are among the largest 
in the country. 


EXPORT AND SUBSIDIARIES 


Kelvinator export operations are _ steadily 
expanding. Construction will begin May 1 on a 


new appliance plant near Liverpool, England. 
This will more than double our manufacturing 
facilities in the United Kingdom. Export sales of 
products built in our U.S. plants are up 47 per 
cent in the first six months over the same fiscal 
period a year ago. In the past year, four new 
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plants have been added to the foreign-owned 
assembly facilities for building Kelvinator prod- 
ucts abroad, bringing the total to 13. In the 
fast-growing Canadian market, Kelvinator con- 
tinues as one of the top two, with production and 
sales running substantially ahead of a year ago. 
Our partnership with Simpson-Sears (Canada’s 
Sears, Roebuck) is an important element in the 
company’s growth. 

We are experiencing a steady improvement in 
our automobile sales abroad, despite almost 
complete lack of shipments during our change-over 
period in the fiscal quarter. Sales in Canada are 
especially bright. Our Canadian production in the 
first three months of 1956 is up 124 per cent over 
last year for all our cars, but 380 per cent for the 
Rambler. Earlier this year, we formed American 
Motors (Canada) Limited to provide Nash and 
Hudson with advantages comparable to those 
resulting from the merger of the parent companies. 

Our wholly-owned appliance finance subsidiary, 
Redisco, has expanded its activities and is under- 
taking the financing of wholesale and retail paper 
for makers other than Kelvinator, both in the 
United States and Canada. 


Our autonomous Special Products division in 
Detroit was created to handle existing defense 
production and to obtain additional contracts. 

current annual volume of defense business is 
about $18,000,000 and employment totals 2,100. 
Since the merger we have added ten contracts 
of three distinct types, (a) production, (b) research 
and development, and (c) major engineering on a 
new type military aircraft. Two other projects 
developed by American Motors in the fields of 
aircraft and motor vehicles, could involve sub- 
stantial manufacturing programs, and are expected 
to reach the contracting stage in the next few 
months. 


AUTOMOTIVE 


We have repeatedly pointed out that the key to 
American Motors automotive future is the com- 
pact single-unit Rambler. We do not intend to 
meet the Big Three head-on, but seek to outflank 
them with distinct products. The compact 
Rambler is one of three car concepts—the large 
American car, the small European car and the 
new compact car. The Rambler combines the 
large passenger space and comfort features of the 
big American car, with minimum exterior dimen- 
sions, to provide the economy and ease of handling 
of the European cars. That we are making head- 
way with our compact car concept is evident in 
the success of the Rambler. It is the only car out- 
side of the high-price, luxury field to show a 
pronounced gain in sales this year. During the 
March quarter, all Rambler competitors dropped 
sharply in sales, the industry as a whole was 
down 11.4 per cent, while Rambler sales increased 
17.3 per cent. Rambler resale value—an important 
mark of acceptance in the automobile business— 
has stayed at the top in the low price field for the 
past year, regularly leading all other makes 
individually or by their average resale value 
as a group. 

Rambler registrations in January and February, 


according to the latest R. L. Polk figures, were 
up 38 per cent over a year ago, against the in- 
dustry’s decline of 4.05 per cent. Nash and 
Hudson big car sales were up 11.7, but when the 
lateness of 1955 model introduction (February, 
1955) is taken into account, sales of our larger 
cars this year have been below our expectations. 


METROPOLITAN 

In early April, we brought out the latest model 
of the Metropolitan, which is built to our specifi- 
cations in England. For the past two years, we 
have sold the car solely on a market-test basis, 
with little advertising or merchandising support. 
From the beginning, it has been one of the two 
largest selling foreign-built cars. We are now 
engaged in negotiations that could lift the Metro- 
politan out of the market testing stage. Originally 
limited to the U.S. and Canada, the Késtrepetitan 
is now being sold in five foreign countries. 


In the two years since the merger, we have 
nearly completed the tremendous job of con- 
solidating the organizations and physical facilities 
of two large companies and integrating the 
manufacture of their products. A common tooling 
program, comparable to that used by the Big 
Three, has been put into effect, and has already 
saved us millions of dollars. 


FINANCIAL PICTURE 

For the first six months of the 1955-56 fiscal 
year, American Motors had a net loss of $827,555, 
after non-recurring profit of $7,141,920, realized 
through sale of some of its subsidiary interests. 
The company had a net loss of $6,114,479 in the 
corresponding period last year after tax recovery 
of $6,344,000. Our total automobile sales were 
disappointing to us, as they were to most of the 
industry. However, we would have completed the 
period profitably except for the abnormally heavy 
expenses involved in stepping up our new Rambler 
introduction by a full year and putting our new 
V-8 engine into production. In any event, these 
expenses are behind us. For our program, we need 
no credit lines beyond what we already have. We 
have maintained our working capital close to the 
$62,000,000 level at which it stood at the end of 
our last fiscal year, September 30, 1955. From an 
automotive standpoint, our organization permits 
us to break even on a volume well below 200,000 
units annually. 


PROGRESS ON SCHEDULE 


We continue to make progress in our auto- 
mobile, appliance and defense product businesses. 
Our compact car approach will be intensified and 
we are going ahead with Nash, Hudson and 
Rambler cars aimed at that part of the market 
seeking new kinds of cars not offered by the Big 
Three engineering, styling and _ tooling 
programs for automobiles and appliances are up 
to schedule the first time since the -merger. Our 
1957 products will be introduced on time for the 
first time since integration of Nash and Hudson 
production. We will begin enjoying the fruits of 
recent expenditures of $63,700,000 for new tooling 
and facilities, including those made for the new 
Rambler and our new V-8 engine and new 
Kelvinator products. 


4 The above report was made by President George Romney at a press conference in Detroit April 24. Copies of 

° the complete transcription of the conference, including pertinent questions on the company’s attitude toward 
Government intervention in the automobile business and comparison of American Motors with other com- 
panies, are available on request to American Motors Corporation, Detroit 32, Michigan. 


AMERICAN MOTORS CORPORATION 
Rambler —Nash— Hudson — Metropolitan Automobiles 


Kelvinator — Leonard— ABC Household Appliances and Commercial Refrigeration Products 
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Dealer Cooperation Urged Tr 


NADA Tightens Ad Standards 


WASHINGTON. — A strict set 
of principles designed to curb false 
and misleading auto advertising 
was announced last week by 
NADA. The code was developed by 
a@ committee on advertising ethics 
headed by Frank H. Yarnall, Chi- 
cago, 1955 NADA president. 

In presenting the standards, 
NADA pointed out that they are 
an extension of the regulations 
formulated last December in co- 
operation with the Assn. of 
Better Business Bureaus. 

NADA said a-vast improvement 
in advertising practices had been 
noted as a result of the joint ac- 
tion with the BBB, but declared 
there was a need for further state- 
ment of advertising principles. 

The dealer association said it 
hoped “all parties affected will, in 
good faith, cooperate to the end 
that these practical, reasonable and 
workable principles will be em- 
ployed in the public interest.” 

The standards denounce exagger- 
ated claims, “must-go” sales and 
foggy-term advertising, and spell 
out the national group’s position on 
giveaways, allowances and “execu- 
tive-car” offers. 

Commenting on the purpose of 
the principles, NADA said adver- 
tising as a whole should not 
create a misleading impression 
even though individual state- 
ments — considered separately 
—are literally truthful. 

“Advertising,” it said, “should be 
accurate and clean and should not 
be unfair, confusing or deceiving 
to the public in any manner.” 
Following are excerpts from the 
new NADA code: 

Exaccerateo Savincs Ciaims — No 
advertisement should contain gro- 
tesque and exaggerated claims of 
alleged savings. The following are 
typical examples: “$1 Profit,” Prof- 
it is No Motive,” “$50 Over Our 
Cost,” “At Our Actual Cost.” 

“Must” Sates — No ads should 
state the “X” number of new 
vehicles which must or will be sold 
during a specific period. 

Phrasing — Ads containing 
such phrases as “largest volume,” 
“faritastic savings,” “direct fac- 
tory dealer” should not be used. 

Distress Setuinc — Automobiles 
should not continually or frequent- 
ly be advertised as distress mer- 
chandise. Terms such as “over- 
stocked,” “need cash,” “stock re- 
duction week,” “must be disposed 
of,” “warehouse clearance” should 


not be used. 
Supermarkets — No new-car 
dealer should advertise “super- 


market.” 

Term ApvertTisinc—If a dealer ad- 
vertises terms he should show the 
downpayment, the number and the 


GM Proxy Notice 
Bares $1.3 Million 
Contract with Earl 


DETROIT.—Terms of a contract 
under which Harley J. Earl or his 
heirs could receive $1,368,333 through 
1973 were revealed in the proxy 
statement which General Motors 
distributed to its shareholders last 
week. 

Earl is vice-president in charge 
of the corporation’s styling staff. 
Payments mentioned in the con- 
tract are in addition to any pension, 
bonus, insurance and other benefits 
to which Earl or his legal repre- 
sentatives may become entitled. 

The pact, which took effect in 
February, 1956, stipulates that Earl, 
62, will receive an annual salary of 
$130,000 until his normal retirement 
date (Dec. 1, 1958) or his earlier 
retirement with the consent of the 
corporation. : 

Upon retirement, he will receiv 
“post-retirement payments” of $50,- 
000 a year for five years and $75,000 
for an additional 10 years. These 
payments will be for advisory and 
consultative work, and Earl may 
not engage in any activity com- 
petitive to GM. 

Should Earl die before retire- 
ment, the contract is voided. Should 
he retire and die before receiving 
the $1 million in post-retirement 
pay, his legal representatives will 
receive the unpaid balance in an- 


nual installments of 20 percent or 


$25,000. 


amount of payments necessary to 
complete the transaction. 

DowNPAYMENT—Where an adver- 
tisement calls for no payment 
before 45 days or longer, the ad 
should stipulate the amount of 
downpayment necessary to make 
the transaction—as an example, 
“No payments for six months,” 
should be clearly defined. 

BaLtoon Note—If the payments 
advertised in the finance deal have 
as a condition of the deal a “bal- 
loon note,” it should be so stated 
in the advertisement. The amount 
of each monthly payment and the 
amount of the “balloon note” at 
the expiration of the monthly pay- 
ments should be stated. 

Misleading Terms — The terms 
“No Money Down,” “No Down- 
payment,” “$5 Down,” or similar 
phrases should not be used if 
some other condition is required 
to purchase the car so advertised 
unless equally clear explanations 
qualify the terms. These qualifi- 
cations should be printed in 14- 
point type or large or given equal 
prominence with the above 
phrases, 

Votume Deatine No advertise- 
| ment should imply that because of 


| large sales volume a dealer is able 





to purchase new cars for less than | 
another dealer selling the same 
make of car. 

STaTeMENT or Costs—No adver-| 


| tisement should be run which offers | 


cars at $000 over cost.” 
Giveaways—No equipment, acces- 


| sories, finance or insurance| 


Fire Damages Triche 
VICKSBURG, Miss. — A $40,000 
fire damaged Triche Motor Co. and 
knocked out the service depart- 
ment, owner Andrew Triche re- 
ported. Triche moved into the 
building in January and was re- 
modeling it when the fire struck. | 


charges, trips or other items should 
be described as “free” or available 
at a price under wholesale cost if 


the advertised cars can be pur- 


chased at a discount or lesser price 


without such articles or gratuities. 
Usep Cars — No advertisement 
should be so worded to imply that 


a car is new when, in fact, it is a 


used car. 

Demonstration and Executive 
Cars — Current models should 
be advertised only when they 
have been in service a reason- 
able length of time. These cars 
should not be used as “bait,” and 
they should be available as and 
when advertised. 

TravE ALLOWANCES—When a trade 
allowance is quoted as an offer for 
a car of a specific year and make, 
and such trade allowance is de- 
pendent upon the model or condi- 
tion of the car to be traded in and 
the model of the car to be pur- 
chased, that fact should be plainly 
and prominently stated in conjunc- 
tion with the trade allowance of- 
fered. Phrases such as “Up To,” 
“As Much As,” should not be con- 
sidered an adequate explanation. 

EYE-CATCHING Abs 
ments for a particular car should 


not picture another model car as 


an “eye-catcher.” 

Factory Tiein—Cars should not 
be advertised in such a way as 
to imply that the dealer has any 
connection with the factory that 
other dealers handling the same 
make car do not have. 

NADA listed several other ad- 
vertising phrases which it said 
were “not in harmony” with the 
code. Among them were: “Best 
deal in town,” “We will not be 
undersold,” “No reasonable offer 
refused,” “Name your own terms 
(or deal)” and “The deal all other 
dealers have refused.” 


— Advertise-| 


| that 








Dealers Meet with Chevrolet Officials— 


First meeting of 


the Chevrolet National 


Dealer Planning Committee brought 


together eight dealers, one from each wholesale region, for a meeting with W. E, 
Fish, Chevrolet general sales manager, and his staff. From left, clockwise, are T. C, 
Naquin, manager, administrative department; H. C. Wolfe, distribution manager; F. E, 
Byers, used-car manager; Gordon Thompson, Jacksonville, Fla.; H. C. Mundt, Grove 
City, Pa.; A. R. Shuman, Lansdowne, Pa.; Paul A. Kuhn, Indianapolis; Fish; K. E. Staley, 
assistant general sales manager; Vernon H. Kyhl, Parkersburg, la.; R. R. Terrill, 
Springfield, Mo.; Earl F. Hayes, Dallas; R. G. Cranney, Preston, la.; H. P. Sattler, 
truck manager; J. R. Roach jr., fleet manager; G. A. Greig, market analysis manager; 
and V. R. Cramer, business management manager. 





Truck Power Steering Needed? ... 





New Axle Design Shown 


DETROIT. — A new front axle 
is claimed to eliminate the 
need for power steering has been 


|demonstrated to a group of fleet 


operators and truck factory en- 
gineers by Transportation Engi- 
neering Co., Benton Harbor, Mich., 
a division of Superior Steel & Mal- 
leable Castings Co. 

The axle was demonstrated on 
trucks and the firm looks to 
truck makers for its initial busi- 
ness. However, J. K. Hutchens, 
the axle’s designer, claims that 
it will work equally well on cars. 

According to Hutchens, the axle 
is a new concept in design of auto- 


Keeping Ads on the Square 


SIMPLE rule of thumb for 

judging automobile advertising 
has been presented by Birkett L. 
Williams, Cleveland Ford dealer 
and secretary of NADA. 

The key to the situation is the 
selling practices which follow the 
ad, Williams pointed out. “When 
the selling practices do not cor- 
respond with the advertising, 
then the ad becomes false and 
misleading,” he said. 

In other words, if a dealer ad- 





vertises a new car for $1,000 and 


May 2 
(Weather very bad; rain all day. 
Sold 130 cars out of 165 entered.) 
BUICK—’'55 Century Riviera, $2,200*; 
Super Riviera, $1,850*. °54 Super 
Riviera, $1,600%; RM Riviera, $1,- 
545*; 4-dr., $1,445* (ps). '53 Super 
conv., $975*; 4-dr., $860*%; Special 
Riviera, $850; 4-dr., $800. ’52 Special 
4-dr., $595*. 
CADILLAC—'55 
$3,465* (ps). 


CHEVROLET—’56 Bel Air (8) Hard- 
top, $2,150* (ps); Two-ten (8) 2-dr., 
$1,635, $1,610. °55 Bel Air (6) Hard- 
top, $1,605*; 4-dr., $1,360* (ps), 
$1,350; Two-ten (8) station wagon, 
$1,605*; 2-dr., $1,265*; 4-dr., $1,175; 
Two-ten (6) Delray coupe, $1,230. 
’54 Bel Air conv., $1,220; 4-dr., 
$940*. '53 Two-ten station wagon, 
$850; 2-dr., $725*, $710; Bel Air 
4-dr., $775*, $760*. ’52 SL Deluxe 
Bel Air, $650*; 2-dr., $400. ’51 SL 
Deluxe 2-dr., $290*, $280, 2 at $275. 

CHRYSLER—’54 Windsor 4-dr., $1,475. 

DeSOTO—'55 Fire Dome (8) Sports- 
man, $1,990*; Hardtop, $1,900*. '53 
Fire Dome (8) 4-dr., $675*, $620*; 
Powermaster club coupe, $625*. 

DODGE — '56 Custom Royal Hardtop, 
$2,315*. '55 Coronet (8) 4-dr., $1,540. 
"53 Coronet 4-dr., $525; Meadow- 
brook 4-dr., $495; club coupe, $435. 
52 Coronet Diplomat, $440*. : 

FORD—’56 Fairlane (8) Victoria, 
$2,075*. ’55 Country Squire, $1,715; 
Fairlane (8) 2-dr., $1,415*, $1,400; 
Custom (8) 2-dr., $1,200. °54 Crest 
(8) conv., $1,190; 4-dr., $1,090*; Cus- 
tom (8) club coupe, $960; 2-dr., $860; 
Main (8) Ranch Wagon, $1,100. ’53 
Crest (8) Victoria, $975*, $955*, 
$840; 2-dr., $800; Custom (8) 2-dr., 
$765, $695; 4-dr., $675; Main (8) 
4-dr., $525; Custom (6) 4-dr., $390*. 


(62) club _ coupe, 








no tradein, there’s no deception. If 

he doesn’t abide by those terms, 

then he’s hoodwinking the public. 
* ed * 


HE St. Louis Better Business 

Bureau, a militant campaigner 
against misleading auto ads, fol- 
lows the Williams rule. In its latest 
bulletin, the Bureau cited its ac- 
tion against the “unrestrained 
generosity and liberality” of two 
Oldsmobile dealers. 

One called himself “the most 
generous Olds dealer in this 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


"52 Crest (8) conv., $750; Victoria, 
$730*; Custom (8) 2-dr., $570. '51 
Custom (8) 2-dr., $370, $305*; Vic- 
toria, $350; Custom (6) 2-dr., $250. 
"50 Custom (8) 2-dr., $200; Custom 
(6) 2-dr., $185, $175. 

KAISER—’51 2-dr., $125. 

LINCOLN—’50 club coupe, $135. 

MERCURY—’56 Custom Phaeton, 
$2,340*. °55° Monterey 2-dr., $1,465. 
’54 Monterey 4-dr., $1,175. °53 Cus- 
tom Hardtop, $1,010*, $925, $790. ’51 
club coupe, $360*; 4-dr., $290. 

— Rambler station wagon, 

75. 

OLDSMOBILE—’'55 (88) Holiday, 
$2,100* (ps), $2,070* (ps); Super 
2-dr., $1,840*. '54 (98) 4-dr., $1,565*; 
(88) 4-dr., $1,440*. '53 (98) Holiday, 
$1,100*; (88) 2-dr., $975*. ’51 (88) 
2-dr., $500; Super club coupe, $375*. 

PACKARD—’53 Clipper 4-dr., $760*, 
2-dr., $625*, $525*. ’51 Clipper 4-dr., 
$305°*. 

PLYMOUTH—’55 Plaza (6) station 
wagon, $1,430; 2-dr., $1,100; Belve- 
dere (6) Hardtop, $1,400; Savoy (6) 
2-dr., $1,155. °54 Belvedere conv., 
$1,045*; Plaza 4-dr., $615. '53 Cran- . 
brook Belvedere, $710; conv., $780, 
$720; 4-dr., $425; Cambridge station 
wagon, $655. °52 Cranbrook 4-dr., 
$305. ’'50 Deluxe club coupe, $190. 

PONTIAC—’56 Chieftain (8) 2-dr., 
$1,825. ’°55 Chieftain (8) 2-dr., $1,440. 
'54 Chieftain (8) 2-dr., $1,050°*, 
$805*. °53 Chieftain (8) 4-dr., $900* 
(ps), $650; station wagon, $970*, 
$840. '52 Chieftain (8) 2-dr., $475*. 
'50 Silver Streak (8) 4-dr., $195. 

STUDEBAKER—’54 Champion Hard- 
top, $620. '53 Champion Hardtop, 
$655; club coupe, $495, '51 Champion 
4-dr., $200. 

MISC,—’55 Chev % ton pickup, $890. 
"52 Chev. Delivery sedan, $315. '47 
Stude. 1 ton pickup, $140. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 46, 48, 49, 52, 53 








area.” The other insisted he was 
“St. Louis’ largest and most lib- 
eral Oldsmobile dealer.” 

The claims were made in news- 
paper ads and within 15 minutes 
of each other on a morning radio 


| broadcast. 


The bureau cited its ban against 
underselling claims and use of such 
all-inclusive terms as “most gener- 
ous” and “most liberal.” The 
dealers agreed to eliminate the ob- 
jectionable references. 

* x = 

NOTHER BBB action involved a 

St. Louis dealer offering ’56 
Plymouths for $1,295 “if your car 
is worth $500,” and ’56 DeSotos for 
$1,995 “if your car is worth $600.” 

Investigation showed the prices 
were misstated by the amount of 
the tradein. The dealer reinserted 
the ad with new price tages — 
$1,795 for Plymouths and $2,595 
for DeSotos. 

Elsewhere in dealer advertising, 
Railsplitter Motor Sales (Chrysler- 
Plymouth), Springfield, Ill, gave 
away “something every home 
should have—2 live Mexican bur- 
ros.” Interested citizens were in- 
structed to register for a demon- 
stration ride. 

At Pentel Pontiac, Minneapolis, a 
demonstration ride netted the rider 
a free garment storage bag. 

X * x 


us $56 theme is proving to be 
one of the year’s most-copied 
promotional ideas. In Highland 
Park,,. Mich. (a Detroit suburb), 
Carson Buick used its showroom 
windows to advertise, “The big 
push is on—’56 Buicks for $56.82 a 
month.” 

In Baltimore, “$56 monthly pays 
for your beautiful new ’56 Pontiac 
at McSweeney Pontiac.” 

Stoddard Wendle (Ford), ‘Spo- 
kane, invited customers to “be 

our employes the remainder of 

April. Enjoy employe’s discount 
on everything in the house.” 

A “no-finance-charge sale” was 
staged by Elkes Pontiac Co., 
Tampa, Fla. while Drone Ford 
Sales, Springfield, Ill, advertised 
a “forced sale ... to keep up the 
pace we set last month.” 

In Cincinnati, a hotbed of auto 
advertising, Columbia Oldsmobile 

(Continued on Page 8, Col. 5) 





motive front wheel suspension, em- 
bodying the center line principle. 

A live spindle is incorporated 
which is the reverse of the con- 
ventional type. Kingpins are elimi- 
nated with the load being carried 
equally on upper and lower nylon 
bearings, said to outwear steel. 

The demonstration included 
blowing out a 10:00 x 22 left front 
tire with the truck running at 50 
miles per hour and driving it 
around the area with the blown 
tire still on. This was done as 
proof that full control of the 
vehicle could be maintained with a 
flat front tire. 

Another demonstration was done 
with one front wheel brake locked- 
out with a driver new to the truck. 
Brakes were applied to show that 
the axle was free of the danger of 
a “grabbing” wheel which ordinar- 
ily would pull the truck to one 
side. 

The truck was driven through 
a pile of soft sand on the side of 
the pavement with only one 
wheel on the hard surface and 
the driver’s hands were free of 
the steering wheel at impact. 

Control of the vehicle was not 

lost. 

The axle that is in production 
has a capacity of 15,000 pounds, 
yet weighs 100 pounds less than a 
conventional 11,000-pound axle. 

It is claimed that the new axle 
will not cost more than a conven- 
tional one of similar capacity. Na- 
tional distributors are L. O. Hal- 
verstadt Co., Cleveland. 





Citation for Hawk Series— 


Virgil D. Angerman, right, publisher of 
Science and Mechanics magazine, presents 
Studebaker general manager, Harold E. 
Churchill, with a 1956 merit commenda- 
tion for development of “the first Ameri- 
can-made line of sports-type family cars.” 
The award termed the four-car Studebaker 
Hawk series ‘‘a significant advance in pro- 
viding new opportunities for motoring en- 
joyment for the American family." Look- 
ing on is Leavitt T. Kouns, Studebaker 
assistant general sales manager. 
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BULLETIN 
5,236,000 lines 


INQUIRER 
5,937,000 lines 






me 
' 








- 

‘ In 1955, The Inquirer published the largest volume of general 

Z advertising ever carried by any newspaper in the history of 

z e Philadelphia—5,937,000 lines ... a gain of 340,000 lines over 

, 1954; a leadership of 700,000 lines over the second newspaper. 
1955 marked the 7th consecutive year that general advertisers 
have made The Inquirer their first choice for sales in Delaware 
Valley, U.S.A. 

= 

: Ena t alionel Arent Che Philadelphia Inquirer 

‘ First in Retail Advertising Constructively Serving Delaware Valley, U.S.A. 

oO 

nts a 

= First in Classified Advertising Exclusive Advertising Representatives: 

“a NEW YORK—ROBERT T. DEVLIN, JR., 342 Madison Ave., Murray Hill 2-5838; 

a First in TOTAL Advertising CHICAGO—EDWARD J. LYNCH, 20 N. Wacker Drive, Andover 3-6270; 

st —— DETROIT—GEORGE S. DIX, Penobscot Bidg., Woodward 5-7260. 


West Coast Representatives: 
SAN FRANCISCO—FITZPATRICK ASSOCIATES, 155 Montgomery St., Garfield 1-7946; 
LOS ANGELES—FITZPATRICK ASSOCIATES, 3460 Wilshire Boulevard, Dunkirk 5-3557. 


Linage Source: Media Records 
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Chevrolet Completes Record-Making Run— 








City Lots vs. Country Salesmen .. . 





Dealer Claim Jumping in Texas 


SAN ANTONIO. — Automotive 
claim jumping has brought a form 
of guerilla warfare among dealers 
in this area. 


City dealers report that small 
dealers in the surrounding com- 
munities are putting new cars on 
used-car lots in the city. And, 
they admit, the city dealers re- 
taliate by sending salesmen to 
the smaller communities. 
“What is needed, of course,” said 
one dealer, “is a return to pro- 
tected territory. It was not a per- 
fect system, by any means, but it 
was 100 percent better than the 
guerilla warfare that is going on 
between the town and city dealers 
today.” 

The most effective method of 
dealing with the small town “boot- 


Paul Goldsmith, St. Clair Shores, Mich., takes the flag from Norris Friel, NASCAR legging” on city lots was reported 


official, at the completion of a record-making 24-hour run in a 1956 Chevrolet Two- 
Ten sedan. With six drivers taking turns behind the wheel, the car rolled up 2,438 | 


by another San Antonio dealer. 
“In one instance,” he said, “we 


vious sales record showed he was 
not entitled to more than ten cars 
per month. 

“But he was selling his cars— 
mostly by putting them on used- 
car lots here in San Antoni. A 
complaint to the factory cut this 
small-town dealer down to size— 





Houdaille’s McNeill Heads 


Cost-Reduction Seminar 


BUFFALO.—Russell B. McNeill, 
administration vice-president, Hou- 
daille Industries, Inc., here, has 
been selected to conduct an Ameri- 
can Management Assn. workshop 
seminar which opens today (May 
7) at the Sheraton-Astor Hotel in 
New York City. 

The three-day discussion will 
deal with financial controls for a 
cost-reduction program and execu- 
tives have been enrolled by many 


miles in an endurance and performance test over the Darlington (S. C.)-Raceway. The | found that a small town dealer was prominent companies. McNeill also 
car averaged 101.58 m.p.h., NASCAR certification showed, or more than 11 m.p.h.| receiving no less than 45 cars a/is a special consultant to the Air 


faster than the previous mark for a similar run. 
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|month from the factory. His pre-| Force, Houdaille said. 





HELP YOU BUILD REPEAT SALES! 


Es] 
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Your Distributor also offers: 


@ Sales help for equipment specialists 
@ Technical help on equipment problems 


@ Field demonstrations that close 
sales fast 


@ The newest, most advanced line of 
truck equipment on the market! 


‘Wayne, Michigan e 





Another service of your 


To close more truck sales and make more profit, 
offer your customers completely equipped 
units, ready to handle the jobs they have in 
mind, And, to help get new customers off to 
a good start, ask your Gar Wood-St. Paul 
distributor for assistance at delivery time. 


Your Gar Wood-St. Paul truck equipment 
distributor will have an equipment expert 
on hand when you make delivery. He’ll sug- 
gest tips the new owner can use for more 
productive operation . .. outline a preventive 
maintenance system that will assure a long 


ee 





and trouble-free equipment service life .. . 
point out how easily Gar Wood-St. Paul 
equipment can be serviced. In short, your 
Gar Wood-St. Paul distributor can help 
insure customer satisfaction, help you 
develop customer loyalty. 


Here’s an extra.service to help you build 
repeat sales! It’s yours for the asking from 
your Gar Wood-St. Paul distributor...head- 
quarters in your area for the newest, most 
advanced line of truck equipment on the 
market. Call your distributor soon! 


GAR WOOD INDUSTRIES, 


Richmond, California 
Plants in Wayne and Ypsilanti, Mich. ¢ Findlay, Ohio + Mattoon, aM. « 


INC. 


Richmond, Calif. 











12 new cars a month,” he said, 
“And he will have trouble selling 
those.” 

Eventually, many dealers here 
believe, new cars will disappear 
from the used-car lot if for no 
other reason than the _ used-car 
dealer does not make any money 
out of “borrowed” cars and not too 
much from those which he buys. 

Wild trading has eliminated the 
profit for the used-car dealer sell. 
ing new cars as well as for fran- 
chised dealers, was the observation 
of another dealer. 


“About all he (the used-car 
dealer) gets for this service (taking 
new cars from small town dealers) 
is his salesmen’s commission,” the 
dealer said. “And as he must make 
a profit, too, to stay in business, 
there is getting to be no point in 
filling up the lot with new cars 
‘borrowed’ to make sales for the 
new-car dealer.” 

However, the city dealers’ prac- 
tice of so-called “sniping” by put- 
ting a salesman in the small town 
dealer’s territory admittedly doesn’t 
work out too well. 

“Such a salesman usually can- 
not sell enough cars to earn a 
good living,” commented one 
dealer. They eventually become 
dissatisfied with the arrange- 
ment.” 


He pointed out, though, that this 
practice at least “puts the fear of 
God into the auto claim jumpers.” 


Business Bureaus 
Busy Keeping Ads 
On the Square 


(Continued from Page 6) 


offered Oldsmobiles “as cheap as 
you can buy scme models of Ford, 
Chevrolet or Plymouth. These cars 
must be sold regardless of profit.” 
* * ” 

NOTHER Cincinnatian, Ralph 

E. Rockenfield, Inc. (Nash- 
Rambler), boomed, “We’ve gone 
wild on price cuts on used cars. 
Everything goes. We’ve got a quota 
to make this month and we’re out 
to make it regardless of cost.” 

Byerly Motors, Inc. (Ford), 
Louisville, set up a shopper coun- 
seling service advertised as a 
“Public Protection Plan.” 

Byerly asked shoppers to “let us 
analyze your proposition before you 
buy any new Ford. It won’t cost 
you a single penny—it has saved 
other Ford buyers from $17.40 to 
$269.26—an average of $119.63.” 


The company guaranteed “to 
meet or beat any legitimate offer 
made by any Ford dealer in the 
Kentuckiana area.” 


Fred T's Off 
Employes Give °16 Ford 


To Jones at 40 


OKLAHOMA CITY. — The em- 
ployes of Fred Jones (Ford) have 
presented him with a shining 1916 
Model T to commemorate his 40th 
anniversary with Ford Motor Co. 

He began as a parts clerk in the 
new assembly plant which opened 
here Apr. 10, 1916. Today he owns 
two dealerships here, one each in 
Tulsa and Norman, Okla., Amarillo 
and Wichita Falls, Tex., a radio 
station and a golf “buggy” manu- 
facturing plant. 

On his anniversary day, he looked 
out to see the “new” car, all shin- 
ing in black paint with a brass 
radiator, standing in the place 
usually occupied by his Thunder- 
bird. 

Also waiting were company offi- 
cials and friends. 

Jones didn’t stop to ask ques- 
tions. He climbed in, started driv- 
ing. He didn’t realize it was his for 
some 20 minutes. 


“Listen to ’er perk,” he said. 


To End Confusion 


Dlugosch Chevrolet Co., Poeahon- 
tas, Ia., has changed its name to 
John Chevrolet Co. The change 
was made to avoid confusion with 
Dlugosch Chevrolet Co. Storm 
Lake, Ia. John. Diugosch is man- 
ager of the Pocahontas firm. 
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More people named Jones’ 


own Chevrolets than any other car! 


( And their neighbors are keeping up with the Joneses!) 





*QOf course, we haven’t actually counted all the Joneses. But it seems a safe guess. Because this year — 
as they have year after year—more people are buying Chevies. And 2 million more people own 


Chevrolets than any other car. The past, the present and the future look brightest for Chevrolet dealers! 





YOU'LL PROFIT MOST WITH CHEVROLET — AMERICA’S 
FOREMOST AUTOMOTIVE FRANCHISE 


CHEVROLET 





CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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AUTOMOTIVE WASHINGTON 


Congress Breaks Out 
In Rash of “T'axcutitis’ 


By William Ullman 


Washington Correspondent 
OE gpecres again, congressmen have been seized by an election- 
year epidemic of tax-cut fever, and the Administration 
has tossed another bucket of ice water to cool their brows 


a little. 


The newest outbreak occurred when the Joint Economic 


Committee staff predicted a 
budget surplus for this fiscal 
year of $2 billion. This esti- 


mate is a far cry from the $200 mil- 
lion surplus forecast by President 
Eisenhower last January, and it 
immediately set off a clamor for 
individual income-tax reductions. 


But whether the surplus is going | 
to be $200 million or $2 billion, the | 
president still believes reduction of | 
the national debt takes precedence | 
over tax cuts. \ 

Actually, Administration leaders 
disagree with the Joint Economic 
Committee on the size of the sur- | 
plus. 

Treasury Secretary George 

Humphrey thinks the $2 billion 

figure is “too high,” and the 
President 
doesn’t think 
the amount will 
justify even a 
slight reduc- 
tion. But Hum- 
phrey has 
promised to 
look at his bud- 
get again when 
April income- 
tax receipts are 
added up. 

Mr. Ejisen- 
hower’s views make solid economic 
sense, but many in Congress think 
their attitude makes better sense | 
politically. 

The President wonder this: If 
the country can’t whittle down its 
debt a little during a time of un- 
precedented national income, when 
on earth is it going to do it? On 
the other hand, Democrats wonder 
when they are going to be able to 
cut taxes, if they can’t do it when 
there’s a big, fat Treasury sur- 
plus. 





William Uliman 





* * * 


Mason’s Mission 


EP. NOAizZ M MASON, Illinois 

Republicar, is a man with a 
mission. For years, he has stead- 
fastly advocated repeal of all excise 
taxes except those on liquor and 
tobacco, and the substitution of a 
flat 5 percent manufacturer's excise 
on all end products. 

Like any good publicist, Mason 
puts forth his proposal through any 
media he can find. His latest 
vehicle is the Forand report on 
technical and administrative 
changes needed under the present 
excise system. As the newest mem- 
ber of the Forand committee, 
Mason welcomed the opportunity 
to describe his 5 percent plan as “a 
supplemental view” in the report. | 

By no stretch of the imagina- 
tion is the Mason proposal a 
“technical revision.” On the con- 
trary, it is just the sort of notion 
which the Forand committee re- 
fused to consider during hear- 
ings. ‘ 

But one must admire Mason’s 
persistence in pluging away for his 
idea — an idea which has received 
little support from his colleagues 
through the years. The congress- 
man is convinced his plan would 
do away with what he calls the 
“inequitable hit-and-miss” levies: in 
effect today, while bringing in the 
same amount of revenue $5 








billion a year. 

If it became law, of course, the 
tax on new cars would be cut 
exactly in half, while other forms 


Bywater Elected 


CINCINNATI. — Tom Bywater, 
Tom’s Auto Service; has been 
elected president of the Greater 
Cincinnati Chrysler Dealers Assn. 
Other officers of the recently formed 
group are Joseph Stillpass, Lenox 
Motors. Inc., vice-president; Ed- 
ward Truss, Norwood Auto Mart., 
Inc., secretary, and Philip Rosen- 
berg, Madison Motors, Inc., trea- 
surer. 





of transportation, like luxury 
yachts, would be taxed for the first 
time. 

* * x 


Speak Up, Estes 


_ the Senate staff report on 
General Motors couched its re- 
commendations in somewhat am- 
biguous language, Senator Joseph 
C. O’Mahoney pulled no punches in 
discussing the report on the Senate 
floor the other day. 


said: “My belief is that it ought to 
give up its financing operations, 
because GMAC is the money in- 
strument by which competition is 
bound and tied and made unable to 
move.” 

But the Senate guns on the 
auto industry are trained on 
more companies than General 
Motors. In an address before the 
United Auto Workers National 
Education Conference in Wash- 
ington, Senator Estes Kefauver 
said he would like to see a con- 
gressional inquiry into what 
makes up the price of an auto- 
mobile. 

“I think the people of this coun- 
try would be astonished,” he said, 
“to see just how little of the retail 
price for a car is represented by 
labor costs and how much is repre- 
sented by profiteering.” 

If by “profiteering,” the senator 
meant “profits,” it is a little hard 
to understand why it would take a 
congressional investigation to bring 
out the facts. 


The annual profits (or losses) of | 


the various auto makers are among 
the most publicized stories on the 
financial pages. Certainly they are 
no secret. Wages in the industry, 


Referring to GM, O’Mahoney|cost of basic materials and dealer 





profits are no secret either. If the 
senator thinks corporate profits are 
too high today, it’s difficult to see 
why he doesn’t just say so. 

* * * 


Small-Business Ills Aired 


AT causes the high rate of 
failure among small business- 
men? 

As might be expected, the U. S. 
Chamber of Commerce and Rep. 
Abraham Multer, New York Demo- 
crat, differ on the answer to this 
one. 

In a speech before the tool and 
die makers in the Capital recently, 
Multer charged that the Depart- 
ment of Defense has refused to ac- 
cept a congressional definition of 
“small business.” 

Out of annual Defense Depart- 
ment contract expenditures of $4 
billion, Multer said that “all the 
small business throughout the 
whole country is only getting 17.6 
percent of the prime contracts.” 

He also denounced Administra- 
tion fiscal policy. While big busi- 
ness can borrow long-term money 
from insurance companies, sell 
bonds or sell stock to underwriters, 
Multer asked, what does the small 
businessman do? 





lie, 


you, they will,” he added. The 
bankers will say, Multer declared, 
that the Federal Reserve Board hag 
raised the discount rates, “so we 
must charge you more interest, go 
that you cannot afford to borrow.” 


He told his audience not to be 
too optimistic about the value of 
the Small Business Administration, 


“The Secretary of the Treasury 
and the Secretary of Commerce, 
both big businessmen, control the 
Loan Policy Board of that 
agency,” Multer said. He said 
SBA receives about 11,000 in- 
quiries every month, but has 
made only 395 direct loans during 
the last two years. 


The Chamber of Commerce, 
however, doesn’t think Government 
policies have much to do with the 
health of small business. In its 1956 
Policy Declarations, the Chamber 
said the failure rate of small firms 
“indicate the essentiality of improv- 
ing the small businessman’s man- 
agement experience and _ know- 
how.” 

Recommended were more sales 
courses, distribution clinics and 
other educational experiments. The 
Champer also thinks businessmen 
should make more use of public 


“If the bankers have not yet told | school facilities. 





can you tell the 





NEW DESIGN AND COLOR STYLING 
CAN BOOST YOUR SALES! 


The fabulous colors and designs available in today’s 
saran seat covers are the best sales tools you can use 
in selling the rich older car market. For proof. see 
how beautifully the identical covers dress up the 
cars above. It’s hard to tell that one is a 1953 car and 
the other a 1956. Press home this point to your seat 
cover prospects. You'll get a bigger share of the older 
car market and, with quality seat covers of saran, 
you'll make more money doing it! The car at the 


left is the 1953 model. 











w.? 


on, 
ry 


1e 


id 
n- 


e, 
nt 
he 
56 
er 
ms 
v= 
n- 
W- 


les 
nd 
he 
en 
lic 


| 





AUTOMOTIVE NEWS, MAY 7, 1956 


11 





But Many Report Profit Improvement i eee 


Cool Spring for Detroit Dealers 


By Joseph M. Callahan 
Staff Writer 
C HAS been a cold spring in 
Detroit so far. That goes for the 
auto market as well as the weather. 
The only warm note in a check 
among the dealers was a report by 
several that profit per deal has 


improved. 
This was attributed to line- 
association educational efforts 


designed to show that dealer 
cost per car is well above the 
so-called “factory cost.” 


Depressing market factors that} 


were cited included the worst 
spring weather in history and local 
unemployment, especially at some 
of the auto plants. 
* * * 

ANY dealers estimated that 

sales are down about 30 per- 
cent, compared with the first four 
months of last year. 

While dealers in all sections of 
the city report poor sales, dealers 
on Detroit’s East Side feel like a 
house has fallen on them. 





One Big Three dealer said: 

“We expected a little decline in 
sales, but this is ridiculous. In 
March last year we sold 112 cars. 
This March we moved 37. We held 
off as long as we could, but then 
had to let 12 valuable people go— 
and we’re still losing money. This 
is the worst four months in my 
memory.” 

* * ~ 
NUMBER of other East Side 
dealers have lamented their 
lack of sales in a similar vein. 
Dealers in all lines report that they 
have been seriously hurt by unem- 
ployment at Plymouth, Dodge, 

Chrysler and Packard. 


fewer people per dealer on the 
city’s East Side and that the aver- 
|age East Sider’s annual income is 
| lower. 

Said one hitherto successful 
Lincoln-Mercury dealer: 

“There’s a different breed of 
cats on this side of town.” 

It is generally agreed that the 





They also say that there are| 


improved profit-per-sale reported 
by some operators is the result of 
strong campaigns by several line 
associations to persuade their 
dealers to hold out for more profit- 
able sales. 


One association president de- 
clared: 

“It isn’t a matter of price-fixing 
or ‘holding the line’ for any 
particular figure. 

“It’s a matter of ‘educating’ these 
dealers to the fact that the factory 
invoice price is not the whole cost 
of a car; that this cost must also 
include fixed overhead and selling 


dealers must make a profit on each 
deal above this total cost if they are 


” 





| going to survive. 
| * * * 
F ipecews leader said he is urging his 
members to include an extra 
| $150-$200 as fixed and sales costs 
|for each car. Among the items he 
|includes are salesman’s commis- 
| sion, $50-$75; local advertising, $25; 
| rent and utilities, $15; office help, 


53 from the 56? 


expense for each car, and that auto | 


$20; floor-planning and other fi- 
nancing, $10; various insurances, 
$5, and make-ready and one inspec- 
tion, $35. 

Admitting that many dealers 
haven’t felt much improvement in 
their deals, this dealer said: 


“The trouble is times have been 
so tough, the plan hasn’t had a 
chance to operate.” 


Discussing this situation, a Nash 
dealer said: 

“Profits have been considerably 
better this year. The Big Three 
dealers have wised up and ap- 
parently have decided to make a 
respectable profit on each deal. 
We can feel this from the prices 
the shoppers quote to us. 

“We still get quite a few ‘low 
ball’ quotations. But we sit down 
|with these people and show them 
that these dealers are paying more 
|for these cars than the quoted 
|prices. Some of these people will 
|}come back and buy. Some are too 
proud to.” 

Justifying the rights of the 
dealers to hold out for a profitable 
|price, a Chevrolet dealer said that 
|he feels there is a fair middle 
|ground of profit — somewhere be- 
|tween the exaggerated profit-per- 
deal which dealers made in the 








MAKE OLD CARS 


REPEAT ORDERS PROVE IT! YOU SELL 
THE BEST WHEN YOU SELL SARAN! 


Over the years (years which have seen many flash-in-the-pan 
materials sizzle in and fizzle out) seat covers of saran have been 
the most stable, most profitable covers a retailer could handle. 


When you sell today’s saran, you sell the ultimate in seat covers. 


Nothing else equals them for 


variety and excitement of color 


and design. The new weaves, styled to harmonize with any car 
interior, are super-controlled to assure the snug, tight fit that 


looks better longer. 


Stress these points to your prospects. See if they can tell the °53 
from the ’56. You'll win more sales and more satisfied customers 
with saran! THE DOW CHEMICAL CoMPANY, Midland, Michigan. 








You can depend 
on DOW PLASTICS 


EW! 


feature this tag 
... make '56 a 


booming sales year! 





immediate postwar years and the 
no-profits of recent years. 
* * * 


‘oe Chevrolet dealer reported, 

“Our sales and profits have been 
a little better the last few months. 
At least we're making a little 
money, after losing $5,000 a month 
for many 1955 months. We noticed 
an improvement of $30-$40 on each 
deal during April. Used car sales 
are surprisingly good. 

A Ford dealer said that his sales 
were “terribly slow” this year and 
attributed Ford troubles to styling 
of the 1956 models. 


He commented, “It really hurts 
to be licked by Chevrolet in Wayne 
County. I guess it has happened 
in a few other periods, but that 
was usually when Ford didn’t have 
the production.” 


However, he claimed that 
Ford’s weaker showing in Wayne 
County this year is partly due to 
the Ford factory pressure to stop 
bootleg sales. 


He said that a study of the local 
registration reports shows that 
Ford sales to the so-called fleet 
leasing firms — said to supply 50 
percent of the bootleg market — 
has come to a virtual standstill, 
while dealers in other lines are 
still selling to these firms. 

A Packard dealer asserted that 
his sales were below last year and 
that floor traffic has come to a 
virtual standstill since the stock- 
holder’s meeting Apr. 15. He said 
he was at a loss to understand why 
his factory continued to paint such 
a gloomy picture to the public. 

* a * 


Yen dealer said that his primary 
aim has been sell a few cars 
}and to keep his inventory down to 
la minimum. He said that for 
| several days recently his stock was 
|}down to one car. 

Another Packard dealer reported 
|that his sales were also down but 
|that he was making a little money 
handling a large overflow of serv- 
|ice from a neighboring Buick 
| dealership. 

One dealer said that sales and 
profits were poor and he said that 
| a factor being overlooked was the 
| extent to which factory owner- 
ship and control of Detroit 
dealerships was effecting the sit- 
uation. 
| He said the Big Three dealership- 
financing agencies — Motors Hold- 
|ing, Dealer Enterprises and the 
| Dealer Development Division 
were getting a grip on more dealers 
all the time, causing them to take 
|more cars than they needed and 
| consequently reducing profits. 
| An East Side Pontiac dealer com- 
| mented, “Sales on this side of town 
;are way down.” 

A West Side DeSoto-Plymouth 
|dealer asserted, “Sales leave a lot 
to be desired. But I think a few 
sunny days will make a great 
difference. Almost every weekend 
during March and April brought 
snow or rain. And even when 
people do come in, we just can’t 
get them steamed up.” 





| Pittsburgh Region, 
‘Eastern Zone Win 
DeSoto Contest 


DETROIT. DeSoto’s eastern 
zone and its Pittsburgh region won 
top prizes in the division’s “Pace- 
Setter” sales campaign, according 
to A. B. Nielsen, general sales man- 
ager. 

The eastern zone is headed by H. 
L. Shuster and the Pittsburgh re- 
gion by Marc Carrigan, DeSoto has 
four zones and 19 regions, 

The contest was decided on a 
point system and dealers, salesmen 
and field personnel shared in 
awards. Prizes included diamonds, 
mink coats, color TV sets, furni- 
ture and appliances. 

Nielsen called the 60-day contest 
the most successful in DeSoto his- 
tory. 

Other winning regions and their 
managers were Syracuse, W. J. 
Moran (since transferred to New 
York region); Minneapolis, Eugene 
Roberts, and Los Angeles, Y. M. 
Posthuma. 





Darlington Picks Fury 

DARLINGTON, S. C.—The Plym- 
outh Fury has been named pace 
car for two auto races to be held 
at Darlington International Race- 
way this summer. They are the 
July 4 Pee Dee 200 and the annual 
Labor Day Southern 500. 
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Capsule Comment 


Senator O’Mahoney’s subcommittee staff commends GM 
for “genuine effort” to improve dealer relations, but main- 


tains that mutuality law allowing damage suits is needed| 


to protect dealer interests. 
And the NADA staff is still working hard on this one. 


At end of four months, new-car sales for 1956 to date 
exceeded two million mark. 


How many months for the next two million? 


New York joins the growing list of states making illegal 
dealer cancellations without cause. 


Dealers are getting more action in the state legislative 
halls than in Washington. 


Almost everybody’s happy with auto shows, according to 
AUTOMOTIVE NEws survey of trade. 


There’s no business like the business following a show. 
7 * * 


Senator Kefauver demands a Congressional investigation 
of automotive prices and profits. 


For a White House hopeful, this will hog as many head- 
lines as almost anything else. 


Salesman Bert Simons says he departed in the midst of a 
moyie date with his wife to keep an appointment with a new- 
car prospect. 

Maybe too many salesmen have been doing the opposite. 


More communities are participating in the National 


Vehicle Safety Check this month than ever before. 
Safety is no accident. 


Mont- | 


Phoenix—Sheldon | 
Providence—Ruth | 
N. Y.—William Hackman; Salem, Ore. | 
San Antonio—J. H. Reed; San Francisco— | 
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Coming 
Events 


Dealer Conventions 


May 6-8-North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pine- 
hurst, N. C. 


May 10 — 48th Anniversary Banquet, Au- 
tomobile Merchants Assn. of New York, 
Inc., Waldorf Astoria Hotel, New York. 


May 14-15—Missouri Automobile Dealers’ 


— Muehlebach Hotel, Kansas City, 
°. 

May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 


May 15-16—Massachusetts 
bile Dealers Assn., Inc., 


State Automo- 
Hotel Statler, 


Boston. 

May 20-22 — Idaho Automobile Dealers 
Assn., Hotel Boise, Bcise. 

May 24-26 — Washington State Auto 
Dealers Assn., Cascadian Hotel, Wen- 


atchee, Wash, 


May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S, C 


May 29— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 


June 25-27 — Michigan 
Dealers Assn., Hotel Olds, 


June 28-July I—New York State Automo- 
a Dealers, Inc.. Directors and County 
Vice-Presidents Sprin Meeting, Lake 
Placid Club, Lake Placid, N. Y. 


July 26-28—Annual Summer Meeting, Au- 


Automobile 
Lansing. 


tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah, 


Aug. 26-29—Automobile D siers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 


Sept. 7-9 — Maine Automobile Dealers 
Assn., Marshall House. York Harbor, 
Me. 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 


Sept. 18-19—South Dakota 
Dealers Assn. Mitchell, S. D. 


Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc, 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Automobile 


Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. o 
Alabama, inc. Buena Vista Hotel, 
Biloxi, Miss. 
Oct. 21-23—Florida Automobile Dealers 
cam. Fort Harrison Hotel, Clearwater, 

la. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-3! — Illinois 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Automotive Trade 


Nov. 11-13—Kentucky Automobile Dealers 
Assn., Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 


Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 


Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 


* 7 = 
Dealer Auto Shows 


Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 


Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 


Feb. 9-16—Milwaukee Auto Show. 
(See CALENDAR, Page 58, Col. 3) 


30 Years Ago ee 


Interna- 


The Big Stories 


Motor vehicles and highways, 
approximately $26.5 billion, have become the principal mode of short- 
haul passenger transportation of the nation, while steam and electric 
railroads, representing an investment of approximately $27 billion, 
still constitute the nation’s principal freight and long haul passenger 
traffic agencies, according to Henry R. Trumbower of the U. S. 


Bureau of Public Roads. 


A detailed estimate of. Ford’s business in 1925 indicated the actual 
profit of a car realized by Ford Motor Co. from sales was $29, against 


$40 in 1924. 


A new type of automobile headlight, which will give long range 
without glare and illuminate the ditches along side the road by a 
wide side beam, was demonstrated by General Electric. 

General Motors’ profit per car during the first quarter of the 
current year was $124 against $114 in the corresponding period of 
last year. The average monthly sales of cars were 93,630 against 
51,770 during the first quarter of last year. 











Automotive Cartoon 


Of the Week 


(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner). 













UTOMOBILE 
SPRING 


FASHION 
FESTIVAL 


SS Hope 


“The general idea is to accent the autos, not the 
salesmen, Harold!" 


Letterbox 


‘40-Year Salute .....- 


This is an open forum for the discussion of any subject of interest to our 





readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


When Life Begins 

We write this letter to share our 
pride in an important impending 
achievement. This achievement 
will be our anniversary on July 3, 
1956, marking 40 years as a Ford 
dealership. 

We know your publication will 
be happy to assist us in celebrat- 
ing the event by noting this date 
in your columns, so that all our 
automobile friends who read Au- 


garding impact-extruded pistons. 
The two Novi race cars had en- 
gines which originally used sand 
cast pistons. At 8,000 r.p.m., the 
pistons would fail after a few 
hours of operation. 

With the cooperation of Alcoa, 
we developed a forged piston which 
gave excellent service and showed 
no indication of failure. 

It certainly appears that this will 
be the future method of producing 
automobile pistons.—M. A. Mureras, 


tomotive News will be happy | vice-president, Novi Equipment 
with us. _ |Co., Novi, Mich. 
Thank you in advance for this  & * 





consideration on your part. We are 
looking forward to the next 40 
years of pleasant association with 
you in the automobile industry. 
—Max M. Lasky, president, Lasky 
Motor Car Corp., Brooklyn, N. Y. 


* * * 


Likes Forged Pistons 


Referring to your article in 
Automotive News of April 16 re- 


The Legal Case 


I commend you for the excellent 
treatment of the Bushwick-Decatur 
and Biever cases. The more dealers 
learn about what they are up 
against in so far as being unable 
to have their “day-in-court” under 
the present franchise agreements, 
the better off they will be and the 
better off the entire industry will 
be, in my opinion.—JoHN MarsHALL 
Butter, United States senator, 
Washington. 

of * « 


Travel Note 


In your March 19, 1956 issue, 
page 23, Auto Oddities states that 
“the radiator would travel 19 feet 
further than the exhaust pipe, be- 
cause it is fractionally further from 
the center of the earth.” 

It isn’t! 

It is farther from the center of 
the earth, and travels farther by 
an amount equal to two x Pi x 
altitude distance. —JoHN A. Kany, 
22252 Olmstead Ave., , Dearborn. 


To Wild Trader 


Best buy 
In town! 
Will take old car! 
Pay nothing down! 
Popcorn balls 
Make good meal 
While you're paying 
For this deal! 


representing an investment of 


—-From the files of Automotive News. 


—J. H. R. 
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Tires - Batteries 


Accessories 


Electrical 


Mechanical-Tune-up 


Painting and Body 


Wash and Polish 


Lubrication 


Wheel Service 


Brake Service 
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ent . . — 
ea Pennzoil with Z-7 plus The Kontax System 
rable » t . | 
nde surest way to increased overhead absorption! 
wil 
HALL 
ee For effective customer control and profitable cus- tap for repeat car sales. It’s your best bet for 

tomer relations, there’s nothing like this Pennzoil bigger service profits and increased overhead 
Lia profit combination: Pennzoil with Z-7 for your absorption! 
that customers; The Kontax System for you. Feature Pennzoil with Z-7! 
oe The Kontax System—favorite of car dealers Pennzoil with Z-7 is The Tough-Film® motor oil 
from everywhere for over twenty years—sells service on with an ail-oil lubricating body that outperforms 

the basis of actual need . . . when it’s needed, to car and outlasts all others... in actual staying power, 
r < owners who need it. It sells not only lubrication, in protection against power-stealing effects of 
Pi x but a// your services and merchandise. It brings carbon and other contaminants ... in prevention 


in more traffic for every department . . . increases 
the number of items per repair order... develops 
more regular customers ... keeps car buyers on 







of combustion chamber deposits, cam lobe and 
valve lifter wear. A sure way to customer satisfac- 
tion for keeps! 











Get the full Pennzoil profit story NOW/ 


. R. Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; or write Pennzoil, Box 78, Oil City, Pa. 


MEMBER PENN. GRADE 
CRUDE Oil ASSN. 
PERMIT NO. 2 
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NEW YORK. — The trend of the 
spending habits of the Government, 
business and consumers indicates 
that the next 10 years will be the 
most prosperous in U. S. history, 
according to Paul Mazur, a partner 
of Lehman Brothers, national in- 
vestment firm. 

Addressing the bureau of ad- 
vertising of the American News- 
paper Publishers Assn., Mazur 
predicted that defense spending 
will bolster the U. S. economy for 
years to come. 

“Government expenditures (both 
local and federal)” he said, should 
amount to at least $100 million a 

year. It is impossible to assume 
that, until we are certain of peace, 
we will again make the error of in- 
adequate protection. 

“There is no present basis of 
foreseeing in the next 10 years the 
certainty of peace. And it is clear 
that advancing technology creates 
with increasing speed the obsoles- 
cence of existing weapons of war; 
and it demands ever-changing, im- 
proving, more technical and more 
expensive war weapons. This means 
support to the economy.” 

Further support to the econ- 
omy, he said, will come from 
foreign aid, which appears likely 
to continue. 

Mazur said that another support 
to the economy is the anticipated 
expenditures for improving roads. 

Declaring that Government 
spending is far more important to 
the economy than it was a genera- 
tion ago, Mazur said, “In the past 
20 years, particularly in the past) 
10 years, we have developed sys- 
tems of pensions, of Social Security 
and unemployment compensation. 

“These devices assure the exist- 
ance of purchasing power even 
when the participants are not con- 
tributing production or receiving 
wages therefrom.” | 

Mazur asserted that the above | 
elements provided stability to the | 
economy, but that is must also 
be determined if the next decade | 
will have elements that will act | 
like yeast, providing fermentation | 
and expansion. 

Commenting that capital expend- | 
itures in the last decade have been| 
impressive, he noted that these ex-| 
penditures have increased every 
month since July, 1955. He cited) 
these three reasons for continuing 
capital expenditures: 

1. A need for more production 
capacity to satisfy the indicated) 
sales for future years. 

2. The need to improve the loca- 
tion of plant and machinery equip- 
ment to meet or surpass competi- 
tion in the matter of costs. | 

3. The desirability of seeking 
new and added locations to serve 
old or new markets better, to 
distribute the risks and to tap 
new labor markets. 

Mazur continued, “Growth, | 
changing patterns of living, and 
automation give every evidence of 
promoting a continuation and an 





Wealthy Decade Ahead 


Editors Told Nation’s Spending Habits 
Point to Prosperous Era 





increase of capital expenditures by 
American industry and commerce. 
The movement has been evident 
over the past decade — 1946-1955— 
which, by the way, certainly was 
not undynamic. However, there are 
indications that over the next dec- 
ade the same factors may prove to 
be even more potent as forces for 
growth in the economy.” 

He said the most important ele- 
ment in the economy was consumer 
spending, which is three times as 
great as Government spending and 
eight times as great as industry 
spending. 

He cited these favorable con- 
sumer factors: 

1, U. S. population is increasing 
by almost 3 million a year. 

2. Households are increasing at 

a significant pace, and it is the 

household that buys cars, TV 

sets and refrigerators. 

8. Research, now costing industry 
$5 billion a year, is producing new 
materials, designs and products. 

4. The movement of families to 
the suburbs is constantly providing 
new needs. 

5. The five-day week. 

Explaining the above point, 
Mazur declared, “I have been 
puzzled by the lack of emphasis 
placed by economists and businss- 
men upon the shorter work week 
as a factor in expanding our do- 
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mestic markets. For, to me, the 
five-day work week, or rather its 
unmathematical result of the 2%- 
day weekend (Friday afternoon to 
Monday morning) ranks high in- 
deed in the economics of consump- 
tion. 

“It is not the shorter work 
week inherent in the 40-hour 
week that is significant, but 
rather the increase in the liesure 
time in the period from Friday 


afternoon to Monday morning 


Owen Named President 


of N.C. Dealer Group 

CLINTON, N. C.— Randolph K. 
Owen, Owen Motor Co., has been 
elected president of the Sampson 
County Automobile Dealers Assn. 

Other officers are E. C. Parker, 
T. P. L. Motor Co. (Chevrolet), 
vice-president, and James E. Rose, 
James Rose Buick Co., secretary- 
treasurer. 





that gives to the explosive force 
to the power of consumption.” 

He predicted that this movement 
by the people to the suburbs would 
be a bigger factor on our economy 
in the next 10 years than nuclear 
energy. 

Mazur asserted, “It is said, we, as 
a nation, live on rubber. How much 
more will that be true with the 
greater need of moving by car from 
home to work, home to school, 
home to shop, and home to home. 

“What effect will this have 
upon the family ownership of au- 
tomotive transportation. At pres- 
ent, there are 50 million house- 
holds and 50 million passenger 
cars — one car to one household. 

“To the degree that family for- 
mations increase, the automotive 
market will be a beneficiary. To 
the extent that the ratio of car 
ownership per household increases 
above one car per family, there will 
exist a further and more important 
factor of dynamics for the automo- 
tive industry.” 


Ford in His Future 
Ray Nereng, Blair, Wis., has been 
awarded a Ford franchise. Nereng 
has operated a service station in 
Blair since 1936. 
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‘Greatest Go on Earth'— 


Edward D. Ruth, right, Oldsmobile Detroit zone manager, points out one of the 


circus-type 
cnd sales 
Center in 
president, 


posters being used in Oldsmobile's spring meetings with retail salesmen 
managers. Among those attending the first meeting at the GM Technical 
Detroit were Kenneth Bolley, sales manager; Paul Grosenbacher, vice- 
and George Bolley, president, all of Bolley Motor Sales, Defiance, O. 


1955 was the 





] 
| 


best year yet for _ 
magazine reading 


Mayor magazines made solid 
circulation gains...and Reader's Digest 
broke every record in the book! 


hroughout 1955, as in every recent year, the 
American public broke all records in its de- 
mand for the kind of information, inspiration and 
entertainment that magazines provide. 


With constantly increasing leisure time, and 
ever-growing incomes, people are pursuing wider 
interests in all phases of life at home and abroad. 
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4,179,996 


5,552,276 The Digest figures are for its U. S. edition 
. ' alone, while the figures for the other maga- 
zines are for the U. S. and Canada com- 
4,969,930 bined. If the circulation of the Canadian 
editions of the Digest were included, its 
4,764,879 lead over the other magazines would be 
even greater. The Digest total would be 
4,641,018 11,175,000. 


Saas 


1955 CIRCULATIONS OF THE SIX LEADING MAGAZINES* 
All gained substantially over 1954, the Digest most of all 


BETTER HOMES « carbens 





To feed these interests, Americans last year 
bought a record number of monthly, weekly and 
other periodicals. 


The total estimated circulation of all U. S. maga- 
zines audited by ABC in 1955 was 166,286,858. 
This is a rise of more than 13% in the five years 
since 1950. 














10,361,531 


*Source: ABC publishers’ statements for six- 
month period ending December 31, 1955. 
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‘Enlightened? Policy Slow in Trickling Down... 
New Deal for Small Dealers, Too? 


By L. H. Houck 
Staff Correspondent 


Congress may ring with fine senti- 
ment about revising dealer con- 
tracts and the manufacturers’ 
publicity factories may echo senti- 
ments of love for dealers, but the 


| 


was undecided whether to quit 


|now or wait until next week. 
KANSAS CITY.—The halls of | 


most interesting conversations are | 


taking place in private offices of 
dealers. 

The contract improvements 
have not trickled down to the 
average smalltown dealer in 
Missouri, Kansas and Nebraska. 
True, contract signing time has 


not come to all dealers, neverthe- | 


less they report factory representa- 
tives of major manufacturers are 


He recalled 1948 when his factory 
told dealers that it had too many 
car heaters and henceforth, until 
the over-supply was. exhausted, 
each dealer would be required to 
take two heaters per car. 

This dealer was kind enough 
to show most of these heaters to 
this correspondent in April, 1956, 
eight years later. There was a 
pile of obsolete equipment. Some 


| had been robbed of a switch or 


extremely vague as to improve-| 
ments for dealers selling a small | 


number of cars in 1,000 to 5,000- 
population towns. 


Not all the talk is about pro- 


visions of future contracts. Some 
dealers are reminiscing—such as 
one who told Automotive News he 





The Reader’s Digest led all general maga- 
zines in every circulation category and by 
every yardstick. It placed No. 1 in total circu- 
lation, in total subscriptions and in total news- 
The Digest’s average circulation per 
issue for the last half of 1955 was 10,361,531. This 
is the largest coverage of the American market 
ever achieved by any publication with audited 


stand sales. 


circulation. 


We wish it were possible to list the circulation 
records of all America’s fine magazines. But we can 
show you recent records of the leading magazines— 


a fan motor, but most were in 
about the same condition in 
which they were received. 

Two heaters per car are about as 
hard to sell as two lightning rods 
per cow on a farm. The dealer 


said the deal apparently was to)! 
permit one heater to be installed in | 


each new car sold but those cars 
came equipped with heaters. Since 
cars were scarce that year, most 





dealers felt obligated to accept this 
merchandise to get cars to sell. 


The dealer said it was common 
practice for the factory to unload 
any merchandise found in over- 
supply at the end of the year with 
a veiled threat of contract cancel- 
lation now cars are plentiful. 


This method of selling evidently | 
is responsible for the high ratio| 


of obsolete to current parts in 
many small - dealers inventories. | 
Some small dealers and larger ones, 
too, have advertised parts for older | 
cars at reduced prices in an effort| 


to sell them to auto parts stores, | 


salvage yards and rebuilders. 


Another dealer was discovered | 


with a large stock of auto radios 
made for 1948 to 1950 cars. He 
said he accumulated them at 
about $65 each because the fac- 
tory wouldn’t ship him cars with- 
out radios and customers wouldn’t 
buy them. 

To complete the deal he removed 


radios and stocked them, hoping 





Ohio Turnpike Studies 
Lower Truck Tolls 


COLUMBUS, O. — The Ohio 
Turnpike Commission has _ or- 
dered a study of truck rates on 
the East-West Turnpike across 
northern Ohio to determine if 
rates on certain classes of trucks 
can be reduced. 

The study will have to do es- 
pecially with Class 6 toll rates, 
which cover vehicles which 
weigh from 42,001 pounds 
through 53,000 pounds gross 





weight. Easter Sunday revenues 
on the pike were $45,600, highest 
for any day in 1956 so far. The 
commission has adopted an emer- 
| gency regulation providing for a 
| $50 fine for landing an airplane 
on the pike the first time, $500 
for each subsequent landing. 





| to dispose of them to owners who 
later decided they wanted radios. 
This didn’t work and he still has 
| many of them carried on his parts 
| inventory. 

While new contracts in most 
cases are said to contain a clause 
which obligates the factory to buy 
back the parts stock in the event 





lation category, it also delivered the largest bonus 
to advertisers. 

For the nine months of 1955 when it carried ad- 
vertising, April through December, the Digest had 
an ABC net paid circulation average per issue of 
10,377,658 copies—a bonus of 377,658 above the 
Digest’s advertising rate base of 10,000,000 per 
issue. 


Even without this bonus, however, advertisers 


the ones readers buy and read in greatest volume. 


Note to Advertisers: Not only did Reader’s 


Digest lead all general magazines in every circu- 


are reaching the Digest’s giant, responsive audi- 
ence at lower “per 1,000 circulation” cost than in 
any of the magazines shown here. 


People have faith in 


JReaders Digest 


Largest Magazine Circulation in the U.S. 





jincrease my mailing 


of cancellation, this offer is re- 
stricted only to parts three years 
old. This eliminates older parts 
which may be an important part of 
the stock of a dealer rendering a 
wide range of service. 

One dealer said that his parts 
stock in the event of cancellation, 
if he had such a contract, would 
result in payment for about 40 per- 
cent of the stock and he would 
lose or try to sell the 60 percent. 
He spoke about this to a factory 
representative who told him he 
was supposed to sell the parts for 
the older cars—‘“‘not keep them.” 

Another dealer in the three- 
state area said he always figured 
to lose $2,000 every time he signed 
a renewal contract. 

He said he was required to buy 
parts, advertising material and 
other things which he did not need 
and could not use, The bills for this 
material, he said, arrive monthly in 
amounts from $200 to $500 in spite 
of efforts to reduce expenses. He 
said they had three kinds of dealers 
—big, medium and small—but the 
materials for the small dealer were 
always in excess of what he could 
use. 

For example he pointed to a 
stack of unmailed cards in the 
backroom. 

“T have a mailing list of 1,000, an 


| active customer list of possibly 250,” 


he said, “but I can’t buy cards for 
my list. I have to buy 2,000 cards 
every month and I’m supposed to 
list to use 


| them. The excess is a dead loss and 


will lay here until burned with 


| trash.” 





He also pointed to another pile 
of promotional material and asked 


| where he could find enough space 
jon his walls and windows to put 


them up. 

“There is not enough room in 
my building, if I used all the wall 
and window space I have,” he 
said. 

“I have no alternative except to 


| pay for it and pile it up to be 


burned. One dealer told me he sent 
the stuff back but that, it seems 
to me,” he said, “is wrong because 
after you have signed the contract 
you are obligated to take the 
material listed.” 


Dodge e to Give 
Dealers $125 on 


Training Autos 


DETROIT. — Dodge dealers will 
get $125 for each new car they loan 
to the U. S. Air Force in a new 
driver-training program designed 
to make good motorists out of 


| military airmen. 


Byron J. Nichols, Dodge sales 


| vice-president, said the allowance is 


to offset costs that dealers may 
incur in removing dual controls 
and reconditioning cars for resale 
after return. 

The $125-per-car-allowance also 
applies to new cars loaned by 
Dodge dealers for high school and 
college driver-education programs, 
Nichols said. Beginning with 1956 
models, the program will continue 
until further notice, he said. 

The Air Force program is being 
organized in cooperation with the 
AAA and its affiliated clubs. 

“Dealers who identify themselves 
with such programs report that 
they are amply rewarded in com- 
munity respect,” Nichols said. 


Fram’s Contest 


Open to Dealers 


PROVIDENCE.—tTelevision sets, 
new Fram-equipped cars, $1,000 
savings bonds, washing machines 
and other prizes worth a total of 
$110,000 will be awarded to whole- 
sale salesmen and their dealer cus- 
tomers by Fram Corp. 

According to Howard Robinson, 
sales vice-president, all the dealer 
has to do is to enter his estimate 
of the number of Fram filters to 
be supplied to manufacturers in a 
given time. The wholesaler sales- 
man is automatically entered with 
his dealer customer and receives 
a duplicate prize if his dealer wins. 


Zimmerman Buys Small 


C. Lyle Zimmerman has pur- 
chased Small & Sons (Ford), Sum- 
ner, Ia., formerly operated by 
William Small. Under the new 
ownership the firm will be known 
as Zimmerman Ford. Small now is 
a partner in a dealership at Water- 
loo, Ia. 








Top L-M Salesmen Get Awards— 





Lawsuits Affecting Dealers ... 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 

ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Does a bill of 
sale pass legal title to the pur- 
chaser of an auto? Last month a 
higher court answered this ques- 
tion in the affirmative, if the car 
is new. 

In Mallory Motor Co. v. Over- 
all, 279 S. W. (2d) 532, the testi- 
mony showed: One Overall, an 
auto dealer, telephoned Oakley 
Motor Co. and agreed to pur- 
chase two new Mercurys. 
Following the conversation, Over- 
all made out the two checks paya- 
ble to Oakley Co. Overall gave 
these checks to his employe, named 


Stice fastened the cars together and 
started to drive them to Overall’s 
place of business. 

* of * 


Driver Wrecks Cars 


HEN he got within a few miles 
of his destination he ran the 
cars, into a ditch and wrecked 
them. Overall immediately notified 
the bank upon which the checks 
were drawn to dishonor them. The 
bank complied with his request. 
In the meantime Mallory Motor 
Co. brought Oakley Motor Co. Mal- 
lory sued Overall to recover $4,370, 
the amount of the two dishonored 
checks. In holding Overall liable 
for payment of $4,370 to Mallory, 
the court said: 





——, 


chase passes the title, and from 
that time they belong to the ven. 
dee, and are his risk.” 

On the other hand, this 
pointed out that mere delive 
a bill of sale to the purchase: 
used car does not ordinary pass 
title, because the usual state law 
provides that the sale of any vehi. 
cle which has been registered, 
“without the assignment of such 
certificate of ownership, shail be 
fraudulent and void.” 

In this respect the court said: 
“That section law applies to the 
sale of ‘used’, and not ‘new’ motor 
vehicles such as are here invo!ved,” 

* * * 


Is Mortgage Valid 


__. higher courts consist- 
ently hold that a mortgage of 
an auto is void as against creditors 
of the mortgagor, subsequent pur- 
chasers and encumbrancers of the 
car, unless the mortgage be filed 
by depositing it in the office of 
the county clerk of the county 


court 
ry of 
of a 





“In the instant case, not only 
was possession of the cars de- 
livered to Overall’s agent, Stice, 
but bills of sale covering them 
were executed by the Oakley Co. 
A delivery of the possession of 
goods under a contract to pur- 


D. A. Kuhn, center, assistant district sales manager, presents Inner and Regional 
Circle awards to the eight top Lincoln-Mercury salesmen in the Washington district. 
Winners are, from left, Ira S. Brinkley, Antietam Motors, Hagerstown, Md.; Murdock 
C. MacRae, Patuxent Motor Sales, Lexington Park, Md.; Edgar Coleman, Benning Auto 
Sales, Washington; James Dixon, Walter H. Hicks, Inc., Baltimore; Kuhn; Gene Petty, 
Paul H. Pusey, Inc., Richmond, Va.; William B. Rohrer and Lawrence P. Ambrose, 
Antietam Motors, and William S. Donavant, Bridge Street Motors, Martinsville, Va. 


MIDLANDS Tractor-Trailer 
Braking System Meets LATEST 


Regulations ... AND THEN SOME! — 


d’s tractor-trailer braking system meets all the latest 
tions and gives you EXTRA, important benefits: 


where the car is at such time situ- 
ated. 

In Edge v. General Acceptance 
Co., 284 Pac. (2d) 711, it was dis- 
closed that on March 11 Guy 
Thrash Motor Co. executed a 
chattel mortgage to a finance com- 
pany on an auto. 

On March 14 Guy Thrash Mo- 
tor Co. executed another chattel 
mortgage to Luther G. Edge. 
Neither of these mortgages was 
recorded or filed with the county | 
clerk and it was admitted that 
neither mortgagee had any notice | 
of the other mortgage. 

On Apr. 6 the finance company 
felt insecure in its mortgage and 
went to Guy Thrash Motor Co. and 
obtained possession of the car. On 
Apr. 8, Edge brought a replevin 
suit to recover the auto from the 
finance company. 

In subsequent litigation the 
higher court held that the finance 
company must pay Edge the sum 

of $1,915. 

Of course, if the finance company 


Stice, and authorized him to go to 
the Oakley Co.’s place of business 
and get the cars. 

Stice delivered the checks to 
Oakley Company, received the two 
bills of sale and took the cars. 


















7 
ctor protection with the Midland system is AUTO- had filed its mortgage, Edge could = 
° ° ° ° have had no recourse nor would 
TIC, so important in split-second emergencies. he have had any financial interest in 
: . ot the auto after it was repossessed 
fidland valves are large-capacity valves, giving you ie he Manner command. 
er, more positive action. * * * 
. Midland provides a combination manual and automatic Kentucky Tax Law 
dash control valve for instantaneous application and re- Is Ruled Invalid 
. LOUISVILLE. — Kentucky’s ve- 
lease of trailer brakes. hicle-tax law enacted last February 
4. Midland eliminates manual shut-off cocks. has been ruled unconstitutional by 
. : : . " 3 Circuit Judge Macauley L. Smith. 
AND, for the ultimate in braking protection, Midland offers His opinion was handed down in 
: i em a suit filed by the City of Louis- 
you as ssw axle-by axle syst ville against Ge orge C. Trager, 
When you order new Tractor-trailer equipment, specify Mid- county tax commissioner; Sheriff 
land P. Brakes f li f sos Bruce Hoblitzell, and James F. 
an wee rakes tor extra qua ty per ormance, more posi — Queenan, county clerk. An appeal 
protection. Make it Midland, too, when replacing or moderniz- is expected. _ 
: the braki ° Y The law requires that ad valorem 
ing the king System on your present equipment. Your nearest taxes on vehicles must be paid be- 
Midland distributor is anxious to serve you. Just give him a call. fore the vehicles can be licensed, 
changes the assessment date and 
puts assessment in the hands of the 
sheriff. 
MIDLAND GIVES YOU POSITIVE PROTECTION PLUS! 2 ae 
eR cea cen Court Upholds Contract 
i For Future Delivery 
b TACOMA, Wash.—A court ruling 
: upholding the enforceability of a 
' contract for future delivery of a qu 


new car was handed down in Pierce 
County Superior Court here. 

In the case, a buyer had traded 
in his car to Steven Motor Co. 
(Chrysler-Plymouth) on a new 
Chrysler, to be delivered at a later 
date. When the car was ready for 
delivery, the buyer did not want to 
accept it because he was going to 
move to Canada and did not want 
to pay duty on the vehicle. The 
court gave the buyer 90 days to go 
through with the deal or find a 
firm assignee for his $1,800 tradein 
credit. 


Twin Coach to Sell 


Plant to Purolator 


KENT, O.—Twin Coach Co. is’ | 
negotiating for the sale of one of 
its five plants here to Purolator 
Products, Inc. 

“We expect to turn over 75,000 
square feet of manufacturing space 
to Purolator about Junel,” said L. 
J. Fageol, president of Twin Coach. 
“That company will take over an 
additional 25,000 square feet around 
Sept. 30 and another 50,000 square 
feet on Jan. 1.” 

He said Twin Coach will continue 
to operate its other Kent plants 
and to maintain its general offices * 
here. 
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@ Midland Air Compressors feature patented 
automatic inlet valves built into the cylinder 
head for greater efficiency, cleaner air, cooler 
operation—extra safety. Available in models 
7.4 and 12 capacities, these compressors pro- 
vide ample reserve braking power for the 
worst traffic emergencies, require a minimum 
of maintenance. 


@ The new Midland Emergency Relay Valve 
has dual compensating controls. One operates 
the relay section to supply air to the brake 
chambers in proportion to service control line 
air pressure. 

The other operates the emergency section 
which insures you against total loss of air and 
automatically applies trailer brakes. 


@ On Midland-equipped units, if trailer breaks 
away from tractor, Buzzer sounds . . . instant- 
acting Reservoir Check Valve automatically 
seals air supply, giving tractor sufficient re- 
serve ... Break-Away Valve permits tractor 
brakes to be applied to bring tractor to safe 
stop ... trailer braking system automatically 
opplies emergency: feature to stop trailer! 


Those Who Know 
Power Brakes 
CHOOSE MIDLAND! 


THE MIDLAND STEEL PRODUCTS CO. 


6660 MT. ELLIOTT AVE. e DETROIT 11, MICHIGAN 
Export Department: 38. Pearl St., New York, N. Y. 





Plymouths 


Here’s clear, convincing proof of Plymouth’s greater 
unused mileage—biggest selling point of all: 
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PART-BY-PART PROOF OF PLYMOUTH'’S 


BSeooedSan 
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ENGINEERING LEADERSHIP IN THE LOW-PRICE 3! 


Comparison based on 1954 models of the low-price 3, which you will be getting as trade-ins in great 
measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 


Plymouth| Car A Car B 


Resistor-type Spark Plugs NO 
Exhaust Valve Seat Inserts 
Chain-type Camshaft Drive 
Oilite Fuel Filter 
Floating Oil Intake . 
Rotor-type Oil Pump 
Oil Bath Air Cleaner . 
*Safety-Rim Wheels 
*2-cylinder Front Brakes 
*Independent Parking Brake 
*Electric Windshield Wipers .. . 
Oriflow Shock Absorbers 
*Widest, Most Rigid Frame 
Cowl Ventilator ..... 
Complete Rustproofing of Bodyshell 
*Full-width Defroster Vents ... . 


Supreme as “‘Second Car’’! More and 
more motorists are making that “second 
car” a used Plymouth .. . discovering its 
long life and ease of handling in congested 
shopping areas. They like Plymouth’s ex- 
clusive safety features*, too. 


Plymouth No. 1 Taxi! There are more 
Plymouths used as taxicabs than all other 
makes combined! Impressive evidence of 
low upkeep, top stamina. 


BEST BUY NEW... BEST BUY USED! 





P Plymenti. 
PLYMOUTH [ee 
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TURNINGS 


by 
John T. Benedict 


Engineering Editor 





Potential Above 100 Octane | ments rise with increasing com- 
pression ratios. 

For New Refining Process , cian tek tit. naw 
A 98-OCTANE gasoline has been! refining technique makes possible 

placed on sale in Michigan and! the economic production of fuels 
Ohio. Simultaneously with its in-| which may reach the 102-octane 
troduction of the new fuel, Speed- | level without exceeding the pres- 
way Petroleum Corp. released test 


results in which peak values of 96 
octane were found by an inde- Thompson Chooses Logue 


mdent laboratory which sampled| Newly named manager of the 
siet fuels sold int the Detroit area.| light metals division of Thompson 

This announcement was startling | Products, Inc., Cleveland, is Clyde 
enough in itself. But, to me, the C. Logue, former special assistant 
major significance lies in reputed|to the manager of the company’s 
capabilities of the new Soler (cata- replacement division. Before joining 
lytic reforming) process for pro- Thompson last year, Logue oper- 
ducing gasolines of even higher| ated his own manufacturing busi- 
rating as engine octane require-'ness in Texas. 
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ent industry maximum of three 
éubic centimeters of tetraethyl- 
lead per gallon. (Use of the term 
“102-octane” presumes that the 
industry will adopt a standard 
rating method for above 100 
octane fuels—with the basis being 
a “yardstick” of 100 octane gaso- 
line plus varying amounts of 
lead.) 

Some interesting repercussions 
may be expected as information on 
these developments circulates 
around the petroleum and automo- 
tive industries. A major challenge 
obviously is presented to the larger 
petroleum companies; since, for the 
past decade, annual improvement 
has averaged about one octane 
number rise. 

Claims that Soler-refined fuels 
potentially can be boosted to a rat- 
ing that will satisfy compression 
ratios of 12 to 1 no doubt will de- 
light those engine designers who 
see opportunities for power and 
efficiency gains in the steady rise of 
this design factor. 

For the curious: “Soler” stands 
for solvent (sol), extraction (e) and 
recycyling (r). Key to the 98-102 
octane output is a new gasoline 
refining technique that recycles 








i 


low-octane naphtha into high-| may make their first appearance as 


octane fuels. 
* ¢* ®# 


Die Casting Expert 
Discusses Experiments 


EN Fred Bauer, Doehler- 
Jarvis, assistant general mana- 
ger and chief engineer, looks at 
any manufac- 
tured product, his 
mind immediately 
transforms it into 
a potential die 
casting. Largely 
through his faith 
in an idea, the 
industry now has 
arrived at a point 
where it is en- 
tirely reasonable 
to consider mak- 
ing its V-8 cylin- 
der blocks in aluminum die casting. 
Personally, I wouldn’t be sur- 
prised to hear that Bauer might 
consider it possible to dispense with 
frame and sheet metal as they now 
are used — and die-cast the entire 
car in one gigantic shot. In the 
meantime, however, progress must 
be made step-by-step. 

Teamwork between automotive 
engineers and die-casters makes it 
appear likely that such intricate 
parts as the transmission case soon 





Here’s the 
Inside Story on Why 












No wonder Armstrong Truck 
Tires keep operating costs 

down to a minimum! For 
only Armstrongs contain 
2 special full strength 
insert plies in addition to a 
breaker strip! This extra 
strength helps hold the 


You Pay: NOTHING EXTRA for 
ARMSTRONG’S EXTRA QUALITY 


TRUCK TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 


ARMSTRONG & 


TRUCKERS” 


OPERATING COSTS GO Do 
WITH ARMSTRONGS! 


This Exclusive Armstrong Feature Protects Vital Section 
Under Tread From Impact Breaks, Blisters, Separation! 


against heat and impact 
breaks, it makes Armstrongs 
up to 71% more recap- 
pable, as proved by 
grueling road tests! 
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2 EXCLUSIVE EXTRA 
INSERT PLIES GIVE YOU 


MORE MILEAGE - 
MORE RECAPS/ 


carcass tight — reduces tire 
growth and mileage-consuming 
“stretch.” And, by guarding 
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aluminum die castings. (Trade talk 
indicates that a number of such 
applications may appear in 1957 
models, along with additiona! die. 
cast converter housings.) Additionaj 
parts said to look promising in 
die-casting experimental wor: ip. 
clude differential housings, intake 
manifolds, cooling fans and bj- 
metallic brake drums. 

A number of interesting dis- 
closures were made in Bauer’s 
recent presentation before the 
SAE in Toledo (see Automotive 
News, Apr. 30 issue). In discus- 
sing wet-sleeve arrangements on 
the experimental six-cylinder aluy- 
minum die-cast block, he said, 
“In our die-cast engine design, 
the open-box construction with 
wet liners is desirable, because 
this is the best way to build 
the water cooling system with- 
out undercuts.” 


Alleged advantages of wet sleeves 
include controlled cooling with 
smaller water channels of higher 
accuracy and uniformity, resulting 
in less coolant capacity and faster 
warm-up for the car. Also cited 
were superior surface hardness of 
centrifugally cast sleeves and a 
claim for design flexibility that aids 
the engineer in increasing cylinder 
bore size and engine horsepower 
without changing outside dimen- 
sions of the block. 

According to Bauer, the costs for 
production and insertion of wet 
sleeves may be to a great extent 
offset by savings in ease of machin- 
ing the relatively simple sleeves. 
“In our endeavor to decrease the 
over-all costs for these liners,” said 
Bauer, “we have studied the possi- 
bility of casting the sleeves in as 
inserts.” 

Cast-in gray iron inserts were 
said to be widely used in one and 
two-cylinder die-cast engine blocks. 
To stimulate design thinking, Bauer 
showed two different versions of 
cast-in sleeves for a proposed V-8 
engine. 

7 * + 


E IDEA located the sleeve in 

a position completely sur- 
rounded with die-cast aluminum, as 
in the two-cylinder outboard motor. 
In the second version, only the 
lower portion of the sleeve is cast- 
in. The first suggestion was called 
preferable, because of the possibil- 
ity of a leak in the mechanical 
bond on the second design. Bauer 
pointed out that a disadvantage 
common to both designs is that the 
sealing area between explosion 
chamber and water channel is rela- 
tively small. 

Another advanced idea pre- 
sented by Bauer was the aill- 
aluminum block without iron 
sleeves. “If we go one step 
further (than cast-in or set-in 
liners) and eliminate the gray- 
iron sleeves entirely,” he asserted, 
“we are coming close to the ulti- 
mate design of a water-cooled ail- 
aluminum engine block .. . utiliz- 
ing the metal’s excellent thermal 
conductivity.” 

Two versions of such a block 
were shown. One had the cylinder 
walls cast as an integral part of 
the block. The other called for ex- 
truded aluminum sleeves, bored and 
honed and chrome-plated prior to 
assembly in the block. 

With the cylinder walls in alumi- 
num, the bore has to be hard 
chorme-plated to provide wear re- 
sistance. Such designs still are ex- 
perimental in the U. S., but they 
are said to be in production on a 
German car. 

A water-cooled V-8 engine, with 
cylinder block, two cylinder heads 
and transmission, water pump, fan 
and other small parts cast in alumi- 
num allegedly will save approxi- 
mately 230 pounds of weight. Bauer 
reminded the group that this 
amount is more than the 200 
pounds of weight saving anticipated 
for the gas turbine. 

In concluding his remarks, Bauer 
reviewed the potential air-cooled 
engines and. the possibility of using 
magnesium in engine design. 
“Water cooling plays a dominating 
role only because the low heat con- 
ductivity of gray iron does not per- 
mit air cooling,” he stated. 

“With light metal,” he continued, 
“a properly designed air cooling 
system works just as well as water 
cooling.” It was pointed out that a 
number of European cars already 
are using air-cooled light-metal 
engines. 
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SHARON STAINLESS 






Beauty that stays alive under year ‘round 





driving conditions is one big reason why lead- 
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ing designers of automotive trim and acces- 





sories are standardizing on stainless steel. 





Only with stainless can they be sure of a rich, 
lasting finish. Stainless is more than just a 







surface coating — subject to early failure 
through abrasion, wear and corrosion. It is 






solid beauty through and through. Many of 






these designers consider Sharon Stainless to 
have the finest finish in the industry—and, 








with good reason. A special finishing process, 
employed only by Sharon, not only improves 





the luster of the metal, but assures uniform 
quality, coil after coil. When it comes to mate- 
rial for automotive trim and accessories, 






there’s nothing better than Stainless Steel. 





When it comes to Stainless Steel there’s 
nothing better than Sharon quality. 










SHARON STEEL CORPORATION 


AN-5756 
Sharon, Pennsylvania 












, Please send Sharonart Surface Rolled Patterns in 
Steel brochure[] Galvanite booklet FJ 
Sharon 430 Stainless Steel Folder) 


Name. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 


a a dealer meeting. A lot of 
talk about how difficult it is to 
sell these days .. . how few people 
want to buy Hudsons. 

Finally, a new dealer gets up. 
He says: 

“'m glad I didn’t talk with 
you fellows before. P’'ve been a 
Hudson dealer for only 10 days. 
I sold 14 Hudsons in those 10 
days. I didn’t know then that 
people don’t want to buy Hud- 
sons.” 

So sad. So true. Attitude makes 
all the difference in the world. 
In the auto business, everybody 
asks everybody else for opinions. 
And bad news is so readily be- 
lieved. The worse the news is the 





more authentic it sounds. Tip- 
sheets with a policy of prophesying 
doom gain an eager readership and 
speakers who thunder out warnings 
of the perils ahead are sought after. 


* > * 

Competitive Tool? 
HIS sounds like a beat-yourself- 
over-the-head league rather 
than a great selling organization. 
Salesmen need pessimism like 
they need a hole in the head, It 
creates a barrier to the only con- 
versations that really count in this 
industry — those between salesmen 

and prospects. 

Sometimes it seems that dealers 
use pessimism as a competitive 
tool. They so frighten other 


New Hercules Front Mounted 
Telescopic Hoist Gives You 


1000 Ibs. Extra Legal Payload 


You can haul an extra half-ton of payload 
FREE on every trip by choosing the 
sensational new HERCULES Single 
Telescopic Hoist (Model 1210) for yout 
heavy-duty dump truck bodies 

eleven to fifteen feet long. 


This 20-ton capacity 


for itself quickly because it weighs 


so much less . . . shifts 
to front axle .. 
cost per ton.. 


below the truck frame. 


For larger capacities, 
HERCULES builds Twin 


Telescopic Hoists with 
even greater payload- 
boosting advantages. 


Act now to increase 


your profits. Write, wi 


or phone for complete 


information. 


AA-3312 


v 


. reduces driver 
. and minimizes 
maintenance. Available for 
single or tandem axle straight 
trucks, Model 1210 mounts 
easily, no part extending 


hoist pays 


more loa 


re 


Vd 


buy from the line of strongest design 


HERCULES STEEL PRODUCTS COMPANY * GALION, OHIO 


dealers that they cower in their 
empty showrooms while the ag- 
gressive dealers go out and look 
for people who don’t know they 
don’t want to buy cars this year. 

Real merchandisers in this busi- 
ness have made their towns “Hud- 
son” towns or “Buick” towns or 
“Packard” towns or “Chevrolet” 
towns. And they can still do it. 

Instead of wasting their time 
listening to the sad stories told 
in the marketplace, they devote 
their time to an outreaching type 
of sales organization supported by 
service which makes satisfied cus- 
tomers. 

Don’t forget — you’re no better 
than you believe yourself to be. 
The same goes for your product 


and your service. 
+. = a 


They'll Still Be There 


HERE are a lot of rumors about 

the smaller auto companies not 
being able to compete in this mar- 
ket. That is bunk. Five will get 
you 10 that the smaller companies 
will be in there slugging for many 
years to come. 

They offer the public something 
different and desirable and they 
offer dealers something different 
and desirable. They look farther 



























TRUCK 
BODIES AND HOISTS 
Mediurn @ Heavy 
Rock © Conversion 
Platform 


SPREADERS 


Agricultural 
Cinder © Cement 





The front of this 1953 Italian 
two-seater swings open to allow 
the driver and passerger to en- 
ter. The motor is in the rear. 





down the road, knowing that in 
this tremendous American market 
they can carve out a place for 
themselves through automotive in- 
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novations and management cours 
age. 

When the flow of courage fails 
to reach out to the sales ficld, 
they have trouble. 

But there have always been out- 
standing auto dealers who preferred 
to sell the products of the inde. 
pendents. These are the dealers who 
dislike the pressure business but 
revel in the hunt, usually in larger 
territories, for prospects to whom 
they can sell the advantages of 
their products. 

These are the men who want to 
be something more than order 
takers. Aggressive men, they shun 
the job of sitting in a showroom 
and using pencil artistry on traffic 
developed by someone else. 

* * * 


Customer Habits 
E for the hot-stove league, 
Couple of auto men gabbing. 
One says: 

“People are funny. They will brag 
about the deal they got on a new 
car. But no one will ever admit to 
being taken in on a new-car deal.” 

The other auto man: 

“How come that no one will 
admit being taken on a new-car 
deal, but everyone seems to yell 
about being gypped on service by 
a new-car dealer?” 

OK, so how come? 


Rootes Hardtop 
Designed for 


American Buyers 


NEW YORK. — Rootes Motors, 
Inc., has unveiled its Rapier Coupe 
de Sport as the first British auto- 
mobile specifically designed for the 
American market. 

Featuring the continental styling 
of Rootes Sunbeam cars, the two- 
door hardtop, priced to sell in this 
country at $2,499, is on display this 
week at the International Auto- 
mobile Show in the New York 
Coliseum. 

“We designed the new Rapier to 
appeal to the American motorist 
who takes pride in the craftsman- 
ship and performance of his per- 
sonal car,” Sir William Rootes, 
chairman, Rootes Motors, said at 
the premier showing. “We believe 
this car offers individuality in ap- 
pearance, yet embodies all of the 
luxury and comfort required of a 
family car.” 

Available in a variety of two- 
color schemes and.a wraparound 
rear window, the car is equipped 
with a four-cylinder, valve-in-head 
engine that is said to deliver up to 
30 miles per gallon of gasoline and 
a top speed of 90 mph. 

Delivery price includes an over- 
drive unit that offers six forward 
speeds, heater, directional signals, 
tubeless tires, leather trim and 
tachometer. Safety features such as 
rubber dash pads, double grip 
latches and pushbutton handles 
have also been incorporated. 


Plymouth U.C. Job 


Goes to Ferguson 


DETROIT.—Robert M. Ferguson 
has been named manager of used- 
car merchandising for Plymouth. 

Ferguson’s experience in the 
used-car business began 15 years 
ago when he opened his own used- 
vehicle firm in 
Seattle. Five years 
later he was ap- 
pointed used-car 
manager of @ 
dealership in Pas- 
adena, Calif. In 
1951 he became 
associated in a 
dealer develop- 
ment capacity 
with Willys- 
Overland Motors, 

R. M. Ferguson Inc., Los Angeles. 
The following year he was named 
general manager of Marshall & 
Clampett, DeSoto-Plymouth dealer 
in Long Beach, Calif. 

In 1954 he joined Plymouth as 
district manager in Los Angeles, 
later being appointed to the suc- 
cessive posts of regional used-car 
manager, and assistant regional 
sales manager in that city. 


Chamberlain Expands 


Chamberlain Motors, Inc, (Ford), 
Chamberlain, S. D., has been 
awarded a Mercury franchise. 
Owner of the dealership is Pete 
Olson. 
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_ the stage coach lost its 
job in Deadwood, S. D.—where 
Wild Bill Hickok and Calamity 
Jane lived by the law of the six-gun 
—in 1905, four pioneer automobiles 
displaced the only slightly less 
romantic, hay-eating horse coach. 


They were a four-cylinder 
Columbia, a Winton-quad, a 
Pope-Toledo and a Rambler. 
Don’t think we didn’t have our 

“how to” articles then. Just listen 
to the advice of a naval cadet of 
1888, who met the famous explorer, 
Nansen, preparing to cross Green- 
land, carrying only a small kit and 
wearing no fur clothes. 

“Mine ski er baal,” explained 
Nansen, meaning that skiing would 
give him the needed warmth. For 
the benefit of those planning a 
cross-country motor tour, the cadet 
said, “Automobilists don’t get much 
exercise and will need warmer 
clothing.” 

~ + 7 

Poe the helpful hints for vaca- 

tioning motorists you find in 
today’s magazines, his warnings 
would intimidate all but the lion- 
hearted, though with more justifi- 
cation. By comparison, the prepara- 
tions of a Mt. Everest expedition 
seem simple. 

Before even putting hand to 
crank or hand to throttle, it was a 
good idea to “spend several days at 
the library tracing with onion-skin 
held down by tacks,” a regular map, 
a topographical and a Geodetic Sur- 
vey map. After marking in “all 
elevations, valleys, towns, railroads, 
rivers, wayside houses, pine forests, 
hardwood copses, miscellaneous 
woods and percentages of grades 
and drops,” the three maps could be 
made into one “not larger than an 
ordinary pocket handkerchief, with 
the route staked out in red ink.” 

This chart could be wound on 
a cylinder placed in a waterproof 

dashboard-box with an isinglass 
pane. It would show “a whole 
days route,” by turning a crank 
as you progressed ... “easier to 
read in rainstorms and blizzards.” 
“There is not the slightest excuse 
for a chauffeur not to know as 


One Family in 10 
To Buy New Car 
In *56, Poll Says 


NEW YORK. — Consumer in- 
terest in purchasing new cars dur- 
ing the next 12 months is strong, 
according to a research study, 
“Survey of U. S. Markets, 1956,” 
conducted by Alfred Politz Re- 
search, Inc., under the sponsorship 
of Look magazine. 

A total of 10.1 percent of all 
U. S. families plan to purchase new 
cars within the next 12: months, ac- 
cording to the survey. 


It also shows that 28.5 percent of 
U. S. consumers say they believe 
that the financial status in their 
household is better now than it was 
@ year ago. An even higher per- 
centage — 34.5 percent — report 
that they expect the financial 
status in their household to be 
better a year from now. 


Only 11.8 percent feel that the 
financial status of their household 
is worse than it was a year ago, 
and only 3.8 percent believe it will 
be worse a year from now. 


The research shows that buying 
@ new car is being seriously con- 
sidered or talked about in 4,900,000 
U. S. homes. 


This, of course, does not include 
fleet sales, military sales or export 
Sales, 

The survey gives details on such 
things as car ownership, cars pur- 
chased in 1955, number of cars in 
family, plans for buying cars, in- 
formation as to whether cars were 
Purchased new or used and visits 
to new-car dealers in the past 
three months to look at the new 
models, 
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much about the country lying in 
advance as a military commander 
seeing an army through. 
* * + 

‘TE THE party numbers eight per- 

sons, two 1,200-pound cars, with 
one-horse power behind each one 
hundred pounds, would be far more 
preferrable than a big high-powered 
car of double capacity. 

“One can tow the other in a 
breakdown” ... should be same 
model and make so spare parts and 
accessories can be interchanged ... 
“when in doubt about the route, 
one car can go ahead, scouting, 
signaling, ‘All right—come on,’ by 
three flashes of a flashlight.” 

The cars should have search- 
lights for “reading signs, finding 
the road, noting fences and logs 
put across the road by farmers 
... “They can prevent suffering 
the experience of a friend of mine 
whose face was horribly lashed 
by brushing full speed against a 
row of low-hanging willows.” 

The list of supplies included: 
“Proper fur clothes, hoods, masks 
for winter, Japanese palmetto hats 
and khaki suits for summer, 
enameled oil cloth to protect seats 
from dirt, mud and dust... can 
be cleaned in a brook ... a tar- 


paulin for rigging up a ‘car roof, 
a telegrapher’s outfit, tools enough 
to set up a machine shop, rifles, 
shotguns, revolvers, ropes, chains, 
shovels and a bull’s eye lantern.” 

* +* + 


_ the eight people were to 

sit, even with two 1,200-pound 
cars, he never explained. Perhaps 
they intended to take a tip from 
Nansen and run alongside to get 
that “needed warmth.” 

P.S. Sooo ... oh! As you 
breeze across the country on wel- 
marked super-highways in solid 
comfort—air-conditioning in sum- 
mer, heat in winter, with perhaps 
only a spare box of Kleenex in 
the tonneau—no spare parts or 
tool kit anywhere—give a thought 
to those pioneers who made it all 
possible. 

If you feel a little sad at the 
passing of adventure, remember, 
there’s always new adventure 
ahead. We can have a lot more fun 
out of life, if we can recognize it. 
If we don’t have to wait to read 
about it 50 years later. 

of * * 


_ you ever tried to tow an 
iceberg? Well, it takes about 
five days to bring it up to a speed 
of half a knot. That’s probably 


why John D. Isaacs, Scripps Insti- 
tution of Oceanography — an engi- 
neer as well as an oceanograhper, 
says it may take him 20 years to 
figure out how to tow an iceberg 
from the Antarctic to the coast 
of Southern California. 

But what for? Scientists say 
the worst problem of the future 
is the scarcity of fresh water. 
And Secretary of the Interior 
Douglas McKay says Southern 
California is already using every 
drop of available water. 

Back in the 19th Century ships 
often took on glacier ice for drink- 
ing water. And Isaacs picked the 
Antarctic because that is where the 
biggest icebergs are born. A few 
—some weighing around 10 billion 
tons — have turned up off the coast 
of Peru, carried there by the Hum- 
boldt Current. A berg that size 
would be worth $100 million off the 
coast of California. 

He proposes to use six tugs 
generating 80,000 horsepower and 
figures it will take six months and 
$1 million to tow a berg into the 
Humboldt Current and then out of 
it to the California coast. The 
biggest tanker built today could 
haul only $700 worth at many times 
the cost. 








Lloyd Appointed 
To Chrysler Post 


DETROIT.—C. J. Snyder, operat- 
ing manager of Chrysler Corp., has 
announced the appointment of Em- 
lyn Lloyd as oper- 
ating head of the 
corporation’s pur- 
chasing activities, 
preparatory to the 
retirement in Au- 
gust of Joseph 
Pfeiffer who has 
served as director 
of purchases since 
1947. 

Lloyd has been 
with Chrysler and 
its predecessor, 
Maxwell Motor Corp., since 1923 
and has been general purchasing 
agent of the company since March, 
1951. 

Pfeiffer, who joined Maxwell in 
1917, became a buyer for Chrysler 
Corp. in 1929. In 1940 he was named 
staff assistant and supervised the 
purchasing activities of many of the 
company’s major defense produc- 
tion projects. He became general 
purchasing agent in 1945. 


Emiyn Lioyd 


Are you ready to cash in on this business ? 





MOPAR 
6-POINT 
VACATION 


CHECKUP 


LIGHTS 


BRAKES 
STEERING 
COOLING 
VISION 
LUBRICATION 
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It sure helps 
us do a big 
parts business 
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Tie in with MOPAR'’s Vacation Checkup Promotion 


for more parts sales per checkup! 


MoPar is making a big push encouraging 
owners of Plymouth, Dodge, De Soto, Chrysler 
and Imperial cars and Dodge Job-Rated Trucks 
to get a MoPar 6-point Vacation Checkup. 

Cash in on this promotion with MoPar parts 
—the only parts engineered and guaranteed by 
Chrysler Corporation for these cars and trucks. 


BUSINESS-BUILDING 


FULL-PAGE ADVERTISEMENTS 


promote MoPar’s Vacation 
Checkup. One out of three car- 


owning families in your neighbor- 
hood will see this promotion in 


eee 4. 2 na 
POPULAR MECHANICS 
POPULAR SCIENCE 


Help yourself to even more business by 
using MoPar promotion material around your 
shop. You can get it free from your regular 


MoPar supplier. 


MoPar parts are quickly available at all 


Plymouth, Dodge, De Soto 


and Chrysler 


dealers and MoPar Parts Wholesalers. 


STRIKING FULL-COLOR 


POSTERS 


. June 4 
June 
June 





and other hard-hitting sales ma- 
terial will help promote MoPar’s 
Vacation Checkup in your shop. 
Take advantage of these free 
promotional materials by promi- 
nently displaying them. 


MoPAR 


Chrysier Corporation 


Parts Division 














Jennings Heads Los Angeles L-M Dealers— 


James Van Etta, third from left, of Van Etta’s Inc., Santa Barbara, Calif., outgoing 
president of the board of directors, Los Angeles Lincoln-Mercury Dealers Assn., con- 
gratulates his successor, Fred Jennings, Fred Jennings, Inc., Riverside, as new board 
members look on. From left are Hilton Tupman, los Angeles; Bob Estes, Inglewood; 
Van Etta, Jennings, Tommie Vaughn, Glendale; Herb Stevens, Phoenix, Ariz., and 


Warren Wright, San Diego. 
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Eprror’s Nore: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* x + 
Dear Ed: 
IFE in the automobile business 
continues to be exciting as 
ever. To prove this, I'll tell you 
what happened at my dealership 
yesterday. 

A couple of fellows walked in 
looking for one of our porters. 
They turned out to be policemen 
and they were serving a garnishee 
notice. 

Well, Ed, this porter was a 
good guy. He’d done a lot of extra 
little things for salesmen and 
everyone liked him. 

The porter was out and while 
we waited for him to return I 
got to talking to the policemen. 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 
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Being a nosy salesman, I found 
out that this complaint was for 
a nunpaid balance of $237. We 
talked about 
cars, and one of 
the policemen 
showed signs of 
being a pros- 
pect. 
* * * 
N IDEA was 
working out 
in my mind. 
Here’s what I 
j was thinking: 
* Oe If the $237 owed 
Bert Simons by the porter 
could in some way be applied 
to the purchase of an automobile 
(in the form of a special dis- 
count), I could not only help the 
porter but sell another car. 
This would have been easier 
if I had been dealing with the 
actual complainant but he 
wasn’t here. All I had to work 











Sell them the oul that can 


do all this for their cars: 
® Double engine life . . . in summer heat, 


sub-zero cold! 


© Increase gas mileage, engine power. 


© In effect, increase the octane ratirig 


of gasoline... 


® Control engine knock, pre-ignition ping, 


spark plug fouling. 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM ©®! 





® Make a difference they feel at the wheel! 











on was the policeman serving 
the complaint. But he was in- 
terested so here’s the way I ap- 
proached the situation. 

“Officer,” I said, “I have a very 
interesting proposition for you 
that could be beneficial to four 
people all at one time. First, serve 
your summons then go back to 
the complainant and tell him I'd 
like to talk to him about the 
money owed him. 

“I will offer.him the $237 on the 
purchase of a new car and that 
will be better than getting a few 
dollars a week. If we can con- 
vince him of this, I will give you 
the same discount. 

* oe * 

oe way four people will 

benefit. First, the porter’s 
obligation will be settled; second, 
the complainant will get his 
money right away and get a good 
deal on a new car; third, you will 
get a terrific buy, and fourth, me 
—TI'll sell two new cars.” 

Well Ed, as luck would have 
it, plus a lot of hard selling, I 
made a respectable deal with the 
complainant, settled his account 
with the porter, traded the po- 
liceman out of his old car and 
everyone was very happy. 

—Bert Simons. 


Mirror Bright 
Marks 55 Years 
In Glaze Business 


PASADENA , Calif. — Mirror 
Bright Polish Co., which once 
mixed its glazes by hand and later 
with an egg beater, has observed 
its 55th anniversary in the polish 
business. 

The firm was founded in 1901 by 
the late Frank Meguiar jr. and 
still is a family enterprise. Present 
heads are Maurice, Malcolm and 
Kenneth Meguiar, who direct sales, 
research and production, respec- 
tively. 

On the firm’s anniversary, the 
Meguiars reviewed the advance- 
ments made in recent years. To- 
day, they said, Mirror Bright pro- 
duces in one month what it took a 
year to make as late as 1951. 

Sales volume last year was 12 
= that of 1950,.the Meguiars 

d. 


Goodyear Appoints 
Holt Vice-President 


AKRON. — Victor Holt jr., who 
has been vice-president of the sub- 
sidiary sales company in charge of 
tire renewal sales, has been named 
a _ vice - president 
of Goodyear Tire 
& Rubber Co. 

The move is 

part of sweeping 
changes in top 
level management 
of the parent 
company. Holt 
also was ap- 
pointed to the ex- 
ecutive operating 
committee. 
Victor Holt jr. Holt joined 
Goodyear in 1929, in a sales train- 
ing group. In 1943, he was ap- 
pointed assistant manager of tire 
sales at Akron and, in 1944, was 
made manager of the tire sales de- 
partments. 








Smugglers Try to Evade 
$5,600 Cadillac Duty 


MEXICO CITY.—The Ministry 
of Finance is investigating 2 
racketeering ring that is re- 
portedly smuggling in partly- 
assembled Cadillacs to evade the 
$5,600 duty now levied on each 
unit. ‘ 

The racketeers have been 
taking advantage of the _ re- 
vamped custom law that permits 
Cadillacs to be imported for as- 
sembly at a reduced duty of $800. 
By conniving with customs offi- 
cials, the cars have been im- 
ported at the lower rate merely 
by removing fenders or other rel- 
atively minor parts. 
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GET INTO THIS PROFIT PICTURE! © 


For many dealers, the addition of a ‘Jeep’ vehicle franchise to their — 
present operation has meant a substantial increase in net profits. 


Spread your overhead in facilities and in Sales and Service per- 
sonnel over two lines. To get into this profit picture, you don’t need to 
give up anything. You retain your present operation, but you add the 
profit potential of the ‘Jeep’ vehicle franchise to it. With practically no 
increase in operating overhead, you add substantial profits. You use the 
same physical facilities for two lines, without any overlapping of prod- 
ucts or weakening of position with your present owners. 


‘Jeep’ vehicle gross profits are higher than those of most lines. 
Hundreds of dealers who are dualing ‘Jeep’ vehicles with another line 
are amazed to discover how much higher their ‘Jeep’ vehicle gross profit 
opportunity is, because: 


e ‘Jeep’ dealers aren’t in the profitless “volume race”. There’s no 
wheeling and dealing competition down the street when you 
sell ‘Jeep’ vehicles. 


e ‘Jeep’ vehicle resale value is far greater than that of most auto- 


motive products. (For example, a two-year-old Universal ‘Jeep’ 
commands 90.4% of original Factory list price.) 


e 49.8% of all ‘Jeep’ vehicle sales were “clean deals” in 1955. 


e ‘Jeep’ vehicle sales frequently include substantial additional 
profits from the sale of special equipment (either at the time of 
original sale, or later when owners have new jobs to do). 


The seep family of 4-Wheel-Drive vehicles 





Universal ‘Jeep’ ‘Jeep’ Truck 


‘Jeep’ Utility Wagon 


The success of most of the 712 dealers who added the ‘Jeep’ 
franchise to their present operation in 1955—and many others who are 
profitably selling ‘Jeep’ vehicles along with another line—has been so 
great that you are passing up a real bet if you don’t get the facts on how 
easily a similar arrangement could fit into your operation—how you 
could make more efficient use of your Sales and Service force by expand- 
ing their range of prospects—how you could spread your investment in 
facilities and your overhead over two lines instead of one. 


Here is all you do. Get the detailed facts and see what they can mean 
to you—facts about how you give up nothing, but add substantial profit 
opportunities. You owe it to your future to give this opportunity careful 
study. For complete information, fill out and mail the coupon below. 
There’s no obligation. Do it right now! 


WILLYS... 
the company 
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Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 
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Without obligation, please have a representative call and 
give me information about the ‘Jeep’ family franchise. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 

New-car registrations in the 
Pittsburgh district fell sharply in 
the week ended Apr. 21, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 

Business in general declined to 
205.5 percent of the 1935-39 aver- 
age, according to the bureau’s sea- 
sonally adjusted index. It had been 
207.2 a month earlier. 

Steel-mill operations mounted to 
104.5 percent of practical capacity, 
a new high for the year.—(Leon M. 
Leffingwell.) 


* * * 


New England 


New England is keeping a lead 
in textiles—jobwise—according to a 
200-page report by Seymour E. 
Harris, chairman of the New Eng- 
land Governors’ Textile Committee. 

Despite the loss of about 40 per- 
cent of textile jobs since the end 


of the war, the textile industry re- 
mains New England’s most impor- 
tant one, employing about 175,000 
persons, the report said. 

Federal policies have played a 
large part in contributing toward 
regional losses in New England, the 
report said. While observing that 
strong trade unions in the North 
and weak ones in the South tend to 
increase wage differentials, the re- 
port added: 

“The introduction of the Taft- 
Hartley Act, which resulted in a 
freezing of regional wage differ- 
entials and the spread of ‘right- 
to-work’ laws in the South ac- 
companying Taft- Hartley, con- 
tributed also to wage differen- 
tials. 

“New England,” the report said, 
“suffers from mergers which often 
shut up its textile towns, mergers 
which are stimulated by our tax 
laws in no small part; and from 


abuses of Federal tax exemptions 
which are used to entice Northern 
enterprises.” 

Last year’s gains in per capita 
income vary, state by state, it is 
reported, with New Hampshire 
making the largest gains since 1947. 
Massachusetts, hit by the losses in 
woolens, and Rhode Island, without 
the substantial inflow of new indus- 
tries experienced by Connecticut 
and Massachusetts, experienced the 
smallest gains in New England.— 
(Guy Livingston.) 

* * 


Greensboro, N. C. 

Registrations of new cars in 
Guilford County (Greensboro), N. 
C., during March totalled 682. The 
new-truck count was 98. 

New-car titling by makes was: 
Chevrolet, 155; Ford, 136; Olds- 
mobile, 64; Buick, 61; Pontiac, 
60; Plymouth, 54; Mercury, 27; 
Dodge, 25; Cadillac, 19; Chrysler, 


18; DeSoto, 18; Studebaker, 17; 
Nash, 9; Hudson, 4; Lincoln, 3; 
Imperial, 2; Packard, 2; Conti- 
nental, 1, and miscellaneous, 7. 
Truck registrations were: Chev- 
rolet, 33; Ford, 28; International 17; 
Dodge, 9; GMC, 7; Studebaker, 3, 


and Willys, 1. 
. 


San Antonio 

For the third consecutive month 
in 1956, vehicle registrations in San 
Antonio and Bexar County have 
shown an increase. The March 
total was 1,767 cars and trucks, 
compared with 1,629 in February 
and 1,507 in January. 

New cars alone were up 10.7 in 
March, while trucks were down 5.9 
percent. 

The 1,560 new cars registered 
in March were divided as fol- 
lows: Chevrolet, 525; Ford, 344; 
Pontiac, 157; Buick, 137; Olds- 
mobile, 110; Plymouth, 73; Mer- 
cury, 58; Dodge, 53; Cadillac, 26; 
Studebaker, 25; Chrysler, 10; Hud- 
son, 9; Nash, 8; Packard, 8; De- 
Soto, 4; Jaguar, 3; Lincoln, 3; 
Continental, 1; Imperial, 1; Wil- 
lys, 1, and miscellaneous, 4, 
Truck registrations were: Chev- 

rolet, 86; Ford, 52; International, 
34; GMC, 24; White, 5; Dodge, 3; 
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SELLING 





... and here’s what can happen to your customers’ cars if winter-worn anti-freeze or a cooling system failure causes 
clogging or overheating. SELLING SLANT: Sell trouble-free holiday driving with a cooling system checkup. It will 
build business and customer good will for you. 





Dealers Make Extra Sales With 
Anti-Freeze Drain-Out Drive 


Du Pont’s “‘drain-out’’ 
banner and postcards 
create sales 
“Promoting spring drain-out of 
winter-worn anti-freeze gave me 
just the hook I needed to bring 
customers in for spring servicing. 
I put up the banner and mailed 
out the drain-out postcards I got 
from my Du Pont anti-freeze sup- 
plier, and, boy—what a response! 
I figure they’ve brought in around 

$200 in extra business!” 

“I never realized until this year, 
how much extra business a spring 
drain-out program could bring 
into my station. It was certainly 
worth the little time and trouble 
it took to send out the postcards 
and put up the drain-out banner, 
Believe me, I’m going to do this 
every year from now on!” 

These two reports are typical 
of those coming in since the anti- 
freeze drain-out drive got under 





WRITE TO: 

“SELLING SLANTS” 

E. I. DU PONT DE NEMOURS & Co. 
“Zerone”-“Zerex” Section 


Nemours 2420-C-3, Wilmington 98, Del. 


way. Many dealers, like these 
two, reserved their 1956 supply of 
“Zerone” and “Zerex” and took 
advantage of Du Pont’s drain-out 
banner and postcards, They are 
already noticing the added busi- 
ness at their stations. Have you 
reserved your Du Pont anti-freeze 
yet? Better hurry, before it’s too 
late to make the most of these 
powerful selling tools. Ask your 
Du Pont anti-freeze supplier or 
write to Du Pont (address below). 


REG. U.S. PAT. OFF. 





e Here is the drain-out banner used so 
successfully by dealers everywhere. Fifty 
mailing-card replicas of this banner are 
also offered free when dealers reserve 
their’56 supply of “Zerone”’ and “‘Zerex.” 


That each pound of pressure ex- 
erted by the pressure cap on the 
cooling system raises the boiling 
point of the coolant 214 degrees? 

Since most of today’s cars have 
7-pound pressure caps on their 
radiators, there’s a 1714-degree 
margin of safety (7 Ibs. x 214 de- 
grees). This makes it even safer to 
use Du Pont’s low-cost “‘Zerone” 
anti-freeze in all cars with prop- 
erly operating pressurized cooling 
systems. 

Daring tests offer 
convincing proof 
A pressure cap is one reason 
why “Zerone” did not boil away 
in scorching tests at Daytona 
Beach or on the grueling run from 
Death Valley to the freezing sum- 
mit of Pikes Peak when the 
“Zerone” test car was subjected 
to all kinds of weather; even tem- 
peratures well over 100 degrees. 
Keep this fact in mind, and it will 
help you sell more ““Zerone” anti- 
freeze this fall. 
You can sell 
to both markets 

And when you stock both types, 
“Zerone” and “‘Zerex,” you can 
sell customers in both profitable 
anti-freeze markets —‘‘Zerone”’ 
for those who want and can use 
a quality low-cost anti-freeze; 
“Zerex” for those who want and 
need a premium anti-freeze. Re- 
serve your 1956 supply now for 
extra profits this fall. 


SERVICE TIP from the Du Pont Cooling System Manual* 


External leakage can usually be found by carefully inspecting the 
radiator, engine block and all connections. 

Look for: rust streaks or spots left by coolant Saliciiaeeeed, 
Also check for faulty hose and clamps; leaking radiator; heater; 


pump; drain cocks; gaskets and core hole plugs. Don’t overlook 
the possibility of a cracked pump or thermostat housing. 


*Here in one 44-page book is everything you need to know about the 
automotive cooling system—how it works—how to trouble-shoot—how to 
make repairs and how to charge. For your copy of this big (11 x 14° 
coloriul manual, send $1.95 to Du Pont at the address below. 


ZERONE and ZEREX 


ANTI-FREEZE 


BETTER THINGS FOR BETTER LIVING. .. THROUGH CHEMISTRY 












——— 


Studebaker, 2, and Willys, 1.—(J, 
H. Reed.) 

+ * * 

Atlanta 

New-car and truck registrations 
continued their downward trend in 
the Atlanta area during February, 
registering an 11 percent decline 
from the previous month. 

February new-car registrations 
in Fulton and DeKalb counties 
numbered 3,045; new-truck regis. 
trations were 265. 

Cars registered by make were: 
Chevrolet, 929; Ford, 657; Olds- 
mobile, 293; Buick, 266; Pontiac, 
208; Plymouth, 190; Mercury, i61; 
Dodge, 79; Cadillac, 69; Stude- 
baker, 54; Chrysler, 42; Lincoln, 
27; DeSoto, 23; Nash, 16; Pack- 
ard, 12; Willys, 6; Hudson, 2, and 
miscellaneous, 11. 

Trucks registered were: Ford, 
102; Chevrolet, 55; GMC, 44; Inter. 
national, 23; Dodge, 19; White, 8; 
Mack, 7; Willys, 2; Reo, 1; Stude. 
baker, 1, and miscellaneous, 3.—(E. 
C. Bash.) 


* * * 


Denver 

Registrations of new cars in Den- 
ver during March totalled 1,699, an 
increase of 7 percent over the pre. 
vious month’s total of 1,584. 

Truck registrations were 217, an 
increase of 30 percent over the 167 
counted in February. 

Car registrations in the first 
quarter totalled 5,008, compared 
with 4,390 in the same period of 
1955. Truck sales amounted to 
596 in the quarter, compared with 
484 in the 1955 period. 

Chevrolet led in car sales for 
March, with 454, compared with 367 
for Ford. Buick was third with 167 
and Oldsmobile fourth with 129, 
Pontiac was fifth with 108. 

The registration list shows 24 
foreign cars of seven makes sold 
so far this year, with Volkswagen 
the leader with 14—(Ira R. Alex- 


ander.) 
- * . 


Baltimore 

An increase of 30 percent marked 
new-car registrations in Baltimore 
during March, when the total was 
3,573, compared with 2,756 in Feb- 
ruary. 

Truck registrations, however, 
dipped 13 percent, as the total fell 
from 333 to 290. 

March new-car registrations by 
make were: Chevroeotet, 1,002; 
Ford, 693; Plymouth, 431; Buick, 
344; Oldsmobile, 264; Pontiac, 
191; Dodge, 170; Mercury, 113; 
DeSoto, 87; Chrysler, 82; Cadillac, 
60; Studebaker, 53; Nash, 21; 
Hudson, 18; Lincoln, 14; Packard, 
11, and miscellaneous, 19. 

Truck registrations were: Chev- 
rolet, 90; Ford, 51; GMC, 49; Mack, 
31; International, 28; Dodge, 23; 
White, 4; Reo, 3; Studebaker, 2; 
Brockway, 1; Diamond T, 1; Willys, 
1, and miscellaneous, 6.— (Kate 
Savage.) 

. * = 
Cleveland 

A sharp rise in automotive in- 
terest was noted for the week 
ended Apr. 21 as used-car sales 
jumped to 2,040, more than 100 over 
the previous week and near the 
figure of a year ago. New-car sales, 
however, continue to lag, with turn- 
over reported at 1,666. 

Commercial sales were good, new 
trucks selling at 111 and used at 
82. ; 

Noting the trend, the Federal 
Reserve Bank here said “not much 
week-to-week change took place in 
motor sales. New-car deliveries are 
about 20 percent under last month’s 
level, while used-car sales showed 
a corresponding decline of 5 per- 
cent.”—(Sanford Markey.) 

* * * 


Flint 

Buick was again No. 1 sales- 
maker in its home territory, Gene- 
see County (Flint), during Febru- 
ary, according to registration fig- 
ures compiled by the Michigan 
Automobile Dealers Assn. 
February registrations totalled 
2,151, compared with 1,785 in Jan- 
uary. 

Following Buick, 756, were: 
Chevrolet, 681; Ford, 235; Pon- 
tiac, 115; Oldsmobile, 97; Plym- 
outh, 75; Cadillac, 68; Mercury, 
40; Dodge, 21; Chrysler, 14; Nash, 
14; DeSoto, 9; Studebaker, 9; Lin- 
coln, 5; Hudson, 1; Packard, 1, 
and miscellaneous, 10. 

Truck registrations amounted to 
151, compared with 156 in January. 
By make, they were: Chevrolet, 
90; Ford, 30; Dodge, 8; GMC, 8; 
Willys, 5; International, 4; Divco, 
2; Mack, 2, and miscellaneous, 2. 
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AUTOMOTIVE NEWS, MAY 7, 1956 


On the Legislative Front... 


Bridges, Turnpikes 


Spurred Ac 


NEW developments in toll high-| 
way and bridge financing and 
construction, as reported from 
state capitals, include: 

Connecticut has started work 
on a $10.5 million bridge which is 
said to have the longest plate 
girder span in the country. It 
will take the Connecticut Turn- 
pike over the Quinnipiac River | 
and is due for completion in No- 
vember, 1957. 
The span and its approaches will | 
be 3,799 feet with the principal 
span 387 feet. Two similar units 
on either side will be 287 feet. 
Meanwhile, the $398 million cost 
estimate for the 129-mile Connecti- 
cut pike has been boosted to $430 


million. 
* + * 


ee reported construction of 
east-west turnpike in the north- 
ern part of the state is ahead of 
schedule. The easternmost 50 miles 


are expected to be ready about the| 


end of June with full completion 
due by Nov. 15. 

Kansas expects to complete its 
turnpike by October as scheduled, | 
but Kentucky is some six months 
behind its timetable. The 38-mile 
road from Louisville to Eliza- | 
bethtown missed its Dec. 31 com- | 
pletion date and has set July 4 
as its new target. Inclement | 
weather was blamed for the | 
delay. 

A $65 million bridge over the 
Mississippi River at New Orleans 
is expected to be opened to traffic 
in January, 1958. Louisiana author- 
ities said work was six months 
ahead of schedule. 





. * 7 
E New York Legislature has 
passed bills creating a West- 
chester County Parkway Authority 
to carry out a $65 million program 
of modernizing toll parkways. 
Borrowing will be limited to that | 
figure and tolls will be limited to! 
25 cents. 

Moving ahead in Pennsylvania 
is a bill to extend the state’s 
turnpike from Chester to the 
main system in Philadelphia. 
Construction of the proposed 
Spur would complete a loop | 
around Philadelphia, with the | 
Valley Forge Interchange the 
probable junction point. 

In West Virginia, engineering 
firms have been hired to make 
construction and traffic surveys on} 
turnpike extensions north from 
Charleston to the Ohio and 
Pennsylvania borders and south 
from Princeton to the Virginia| 
line. 





OST of the surveys was limited 
to $60.000 and the reports are 

to be submitted by July 1. 
Gov. William C. Marland has| 





Public Becoming 
Cost-Conscious, 


AMC Reports 


DETROIT. The car-buying 
Public is becoming increasingly 
cost-conscious, according to a sur- 
vey of 1956 Rambler buyers just 
completed by American Motors. 

Roy Abernethy, vice-president in 
charge of distribution and market- 
ing, said more than 81 percent of 
the replies cited economy of opera- 
tion as a factor in deciding to pur- 
chase a Rambler and 25 percent 
mentioned low purchase price. 

Ease of handling was second with 
43 percent, followed by perform- 
ance, 37 percent; owned Rambler 
before, 33 percent; distinctive styl- 
ing. 32 percent; riding comfort, 29 
percent, and roominess, 24 percent. 
Most respondents checked several 
reasons. 

The survey revealed that 51 per- 
cent of the buyers had owned Ram- 
blers before. More than 27 percent 
of the purchasers said they own at 
least one other car. 

In replying to the “primary use” 
question, 68 percent said the Ram- 
bler is used for general family use, 
45 said it is used mainly for driving 
to and from work and 26 said it is 
used for business. The total is more 
than 100 percent since many 
checked two categories. 











ross U. S. 


indicated he will call a_ special 
legislative session to provide for 


submitting the question to the} 


voters at the November election if 
the turnpike extension committee 
reaches a favorable decision on the 
reports. 


* * * 


Ohio Plans Examination 


|Of All Drivers by °57 


The Ohio Highway Safety De- 
partment has announced that driver 
reexamination will become compul- 
sory within a year. 

It was said that if examinations 
being given in Franklin County 
(Columbus) are indicative, more 
than 20 percent of licensed drivers 
are incompetent to drive. 

* * * 


Uninsured Must Pay 


New Jersey’s Senate has passed 











and sent to the House ‘a bill which 
would relieve the state’s insured 
drivers of responsibility of contrib- 
uting to the unsatisfied claim and 
judgment fund. Uninsured drivers, 
under the bill, would pay the entire 
cost. The first contribution, in 1954, 
consisted of $1 from insured and 


$3 from uninsured drivers, 
. * * 


Korean War Bonus 

A Pennsylvania constitutional 
amendment to authorize a $150 mil- 
lion bond issue for payment of a 
bonus to Korean war veterans has 
been given initial approval. It also 
must be passed by the 1957 Legis-| 
lature before it can be submitted | 
to the voters. An unspecified tax is | 
to pay off the bonds. Borrowing is 
prohibited until taxation is pro- | 
vided. 

* * * 
Ton-Mile-Tax Bill Killed 
Both the Senate and the House 

in Massachusetts have rejected a} 
proposed ton-mile tax on trucks | 
using state highways. The legisla- | 
tion has been proposed in an at-| 
tempt to avoid a one-cent-a-gallon 





increase in the state gasoline tax. 








| Boston Hudson Dealers Hear Dr. Fuchs— 


Dr. Lawrence Fuchs, seated left, head of the Political Science Department, Brandeis 
University, was the guest speaker at a meeting of the Greater Boston Hudson 
Dealers Assn. in Quincy, Mass. Guests included, from left, seated, Dr. Fuchs; Clarence 
Zarren, Belmont, association president; and R. W. Dillaway, Hudson Boston zone 
manager. Standing: C. Ashton Cox, Quincy, host dealer for the evening; Mendel 
Kornitski, association treasurer; Fred Bosworth, station WCRB, Waltham; and Bob 
Ivaldi, Canton, secretary. 






- P 4 rs 2° F ; ke A Be =o 
Flying Farmer Lee Talladay, a partner in the operation of 900 
acres at Milan, Michigan, exhibits concrete tile made on the farm. 





Where Miles Are “Stacked” Up, Too! 


It’s the farmer in the high-and-steady-income states of Ohio, 


Michigan and Pennsylvania who “stacks” up the miles—with 
tractors, trucks, automobiles and implements of all kinds. 


His equipment is on the move all year long caring for the 


Send for Your Free Copies of the 
FARM PETROLEUM MARKET 


vast variety of crops he grows and the livestock he raises. 


That makes him a big user of fuel and lubricants, tires, bat- 


teries, accessories and replacement parts. 


Yes, farm families in Ohio, Michigan and Pennsylvania buy 
big—every month! And their favorite buying guides are the 
home-state farm papers that carry the practices they can 
apply profitably, the news that interests them most—THE OHIO 
EARMER, MICHIGAN FARMER, PENNSYLVANIA FARMER. 

Here are rich, steady farm markets that are easy and eco- 
nomical to reach. These three state papers are published twice 
each month, rotogravure printed to save you the cost of plates. 


In three interesting booklets on 
the farm markets in Ohio, Michi- 
gan and Pennsylvania are many 
important facts on automobiles, 
trucks, farm tractors, garden trac- 
tors, petroleum products, tires and 
accessories (plus heating and 
cooking equipment). 

The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell Ave- 
nue, Cleveland 14, Ohio. 
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THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


Cleveland 


East Lansing 


Harrisburg 
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Davey Opens Hudson Dealership— 


When O. B. Davey, an automobile dealer for the past 30 years, opened his new 
Hudson dealership in San Diego, more than 40 area dealers sent floral bouquets 
wishing his new enterprise, the O. B. Davey & Co., success. 
G. L. Austin, general manager, and Leonard Pender, salesman and national vice- 
president of the Hudson Triangle Club. 


From left are Davey, 


Across the Nation... 


Auto Dealer Changes 


Frank Edelen held a nine-day 
open house to celebrate the opening 
of Frank Edelen Buick Co., 7200 
N.W. Second Ave., Miami. It is 


Miami’s third Buick dealership. 


* * * 


Lester Takes Willys 


Jack Lester, who formerly 
operated Jack Lester Motors 
(Nash), New Orleans, has taken 
on the Willys Jeep dealership and 
will operate under the firm name 
of Lester Tractor Co., Inc., 1337 
Jefferson Highway. He is associ- 
ated with his son, Jack Lester jr., 
in the business. 

Ea + e 


Weil ‘Solos;’ Klein Retires 


Klein-Weil Chevrolet, Inc., Buf- 
falo, is being reorganized as Ray 
Weil Chevrolet, Inc. Ray Weil, son 
of one of the firm’s original part- 
ners, is president of the new cor- 
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poration. He has been partner in 
the business for the last nine years. 
Howard Klein is retiring. 

* + a 


Walker Takes Nash 


R. D. Walker has been granted 
a Nash franchise and has opened 
Walker Motor Co., 1600 Highway 
17, Orange Park, Fla. 


Chrysler Signs 
12 New Dealers 


Twelve new automobile retailing 
organizations have signed Chrysler 
dealer agreements. They are: 

Village Motors, Auburn, Ala., Joe 
E. Drake and Rex Ball, partners; 
Russell Motors, Inc., Vidalia, Ga., 
Roy F. Russell, president. Indian 
Hill Motors, Inc., Winnetka, IIl., 
M. S. Reichelt, president. 

Prewit Motor Co., Stamford, Tex., 
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Practical-minded customers will get the point 


It needs less care, and is easier to keep clean. Hard use 


actually polishes it to a richer patina. And it adds to the re-sale value 


of the car. Make more sales—with leather! 


Only genuine leather wears as well as it looks 


in a hurry when you tell them about the value that genuine leather 
upholstery gives them. For performance, it can’t be matched. 


THE UPHOLSTERY LEATHER GROUP, INC. © 99 West Bethune, Detroit 2, Mich. + 141 E. 44th St., New York 17, N.Y. 


—_—- 


headed by D. E. Prewitt; H & H 
Chrysler-Plymouth, Inc, Boung 
Brook, N. J., Isidore Hunsher, pres. 
ident; Waltz & Kelly, Inc., 3altj- 
more, C. Ridgley Waltz, president; 
C. B. Flinn Motors, Olive Branch, 
Miss., C. B. Flinn, owner. 

Ocean Imperial Motors, Inc, 
Toms River, N. J., J. T. Rosa, »resj- 
dent; Murphy Chrysler-Plyn “ 
Inc., Terryville, Conn., WV. 
Murphy, president; Coldbrook a 
tors, Inc., Chambersburg, Pa., R. B, 
Shively, president; Gettysburg Mo- 
tors, Inc., Gettysburg, Pa., operat- 
ing manager, H. G. Council jr., ang 
Boyett Motor Co. Blakely, Ga, 
headed by C. E. Boyett. 


* * * 


Studebaker for Smiti: 


Smith Motor & Implement Co, 
has been awarded a Studebaker 
franchise in McPherson, Kang, 
Robert V. Smith is owner and man- 
ager of the firm. 

* * e 


Homer Buys Hunt Ford 


Donald S. Homer has purchased 
a Ford dealership in Buhl, Id., from 
Mitchell W. Hunt. Homer formerly 
was sales manager of Stoddard 
Motor Co. (Ford), Idaho Falls, Id, 

* * 


* 


Kellam, Waits Buy Dotson 


J. O. Dotson, owner of North 
Texas Motors (Ford), Wichita Falls, 
Tex., has sold his interests to K. K, 
Kellam, Fort Worth, and W. 0O, 
Waits, Chattanooga, Tenn. Kellam, 
former partner in a Fort Worth 
Ford dealership, has taken over 


management of the dealership. 
* * * 


Gabel Buys Hall Ford 


Hall Motor Co. (Ford), Viola, 
Wis., has been purchased by Otto 
Gabel, formerly of Soldiers Grove, 
Wis. Under the new ownership the 
dealership will be known as Gabel 


Motors. 
* * * 


Park Modernizes Building 


Alterations and modernization of 
the seven-story building occupied 
by Park Motor Sales, Inc. (Lincoln- 
Mercury), 1884 Broadway, New 
York City, has been completed. 
Five floors are devoted to new-car 
lines, two to used cars. 

* * * 


Lee Elliot Imports Opens 


Lee Elliot Motor Imports, Inc. 
operated by James R. Elliot, Russell 
H. Lee and Clifford R. Brenna, has 
opened in Richfield, Minn., a sub- 
urb of Minneapolis. Elliot, former 
general manager of Archie Walker 
jr., Imported Motors, Minneapolis, 
will manage the firm, Lee will be 
sales manager. 

* * * 


Champion Buys Rickabaugh 

Clinton A. Champion, manager 
of Rickabaugh Motor Co. (Dodge- 
Plymouth), Ellsworth, Kans., since 
1953, has purchased the dealership 
from Sam Rickabaugh, Lyons, 
Kans. He will operate as Champion 
Motor Co. 


* * * 


Young Heads Hart Buick 


James L. Young has been named 
president and general manager of 
W. Hart Buick Co., Hartford, Conn. 
He has worked with and managed 
dealerships in Vergo Beach, Fila. 
and East Hartford, Conn. 

* * * 


Street Opens DeSoto 


James Street, manager of Street 
Motor Sales, Batesville, Ark., has 
announced the opening of a 
DeSoto - Pymouth dealership at 
Central and College Sts. in that 
city. 

* * * 


Amentini Nash Opens 


Amentini Motors, Inc., has signed 
a Nash franchise, according to 
Anthony Amentini, president. The 
firm first opened in 1949 as a 
Willys-Kaiser dealership. 

* * * 


Ferrante Gets Deal 


Cleveland’s newest DeScto- 
Plymouth dealer is Anthony A. 
Ferrante, president of Ferrante 
Motors, who purchased O’Connor 
Motors. 

* 


Kelly Adds Lloyd 600 


Martin J. Kelly, Chicago Chrysler- 
Plymouth dealer, has been appointed 
Midwest representative for Lloyd 
600 cars. 

+ x * 


Evans Dodge Sold 
Ben P. Robinson has sold Evans 
Motor Co. (Dodge - Plymouth), 


(Continued on Page 27, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 26) 


Wichita, to Spencer Auto Service 
Co. (Dodge-Plymouth). The firm 


will be renamed Spencer-Faust, | 


Inc. Robinson will retain ABC 
Motors (DeSoto-Plymouth). He 
also has been awarded a Buick 
franchise. wv 


Illingsworth Moves 


Motor Cars, Ltd., Portland, Ore.,| 
has moved to new quarters ‘which 
give the dealership three times as} 
much space. F. G. Illingsworth is| 
president of the firm which handles | 
Austin, Austin-Healy, MG, Jaguar, 
Lancia, English Ford and Rolls- 
Royce. 


* * * 


Packard for Hawkins 


Wendell Hawkins Packard is a 
newly franchised dealership at 
2221 Milam, Houston. 


* * * 


Day, Hall Quit Hudson 


D. M. Day and Roy Hall have 
given up their Hudson franchise 
in Portland, Ore. 


Dealers. 
x 7 * 


Hahn Buys Sayres 


Carl H. Hahn has purchased 
the Seattle dealership of Stan 
Sayres and will operate it as 
Hahn Chrysler - Plymouth Co. 
Hahn’s son, Richard, will succeed 
him as president of his Yakima 
(Wash.) dealership. 


* * * 


Kelly Quits Willys 


Hubert Kelly Motor Co., which 
began business 38 years ago in 
Charleston, W. Va., is going out of 
business as a distributorship for 
Willys Motors, Inc. 

* * * 


Mock Mercury Opens 


Lyle Mock has opened Mock’s 
Mercury Motors, Corvallis, Ore. The 


firm formerly was Corvallis Motors. 
. . = 


Levin Signs With Hudson 


A new Hudson dealership, Wonder 
Car City, 6547 S. Cicero, Chicago, 
has been established by Herbert 
Levin, who also heads Autoville, 
Inc., 3838 N. Western Ave. 

» * * 


Isetta for Fadex 


Fadex Commercial Corp., 136 
Liberty St. New York, has been 
appointed importer and distributor 
for the U. S. of Isetta, the small 


German auto. 
>= 


Baysek Gets Oldsmobile 


Henry T. Baysek, who has been 
in the auto business for many years, 
has established an Oldsmobile 
dealership at 900 West North Ave., 
Northside, Pa. 

* 


* ~ 


DeLeigh Appointed 


DeLeigh Motors is the new 
Studebaker dealership in Medford, 
Ore. The firm will serve Jackson 


and Josephine counties. 
- * * 


Dodge Franchises 


17 Exclusives; 
22 Other Dealers 


Dodge has announced the addi- 
tion of 39 dealers, including 17 ex- 
clusives. Exclusively handling 
Dodge cars are Theriault Motors, 
Fort Kent, Me., and Roy Brooke 
Motors, Ottumwa, Ia. 

Dealers exclusively handling both 
Dodge cars and trucks are: Gale- 
more Bros. Garage, Charleston, Mo.; 
Boone County Motors, Inc., Colum- 
bia, Mo.; Kramer & Palmer. Inc., 
Dansville, N. Y.; Barker & Weeks 
Motor Co., Inc., Hollywood, Fla.; 
Pender Motor Co., Paola, Kans.; 
Perkins Motors, Inc., Cheshire, 
Conn.; Gearhart Dodge Sales, Inc., 
Hanover, N. Y., and George B. 
Doyle Co., Shrewsbury, Mass. 

Drake Motor Co. Haverhill, 
Mass.; Archer-Dodge Co., Zanes- 
ville, 0.; Allen’s Sales & Service, 
Winamac, Ind.; Main Street Motors, 
Albert Lea, Minn.; West-Side 
Dodge, Inc., Portland, Ore., Donald 
T. Nash, Inc., Owego, N. ¥., and 


The firm had|} 
operated as West Side Hudson | 
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Dodge Co., 


tor Co., Lake View, Ia.; Otto Broth- 
ers, Saint Cloud, Minn.; 


Leckie 
Pendleton, Ore. and 


Tracy Dodge-Plymouth Co., St. 


Joseph, Mo., 
Chrysler-Dodge, Inc., La Jolla, Calif. 
* 


| Vannette Motor Sales, New Era, 
| Mich. 
Others are Bigger Motor Sales, 
| Minonk, Ill.; Lee Myers Motor 
| Sales, Clyde, O.; Auto Service Co. 
| Dodge, Rockport, Tex.; Dolores Mo- 
tors, Inc., Dolores, Colo.; Craig Mo- 
tor Co., Inc. Abingdon, Va.; 
Dependable Dodge Sales, Inc., Sey- 
mour, Ind.; Bullock- Ebier, Wash- 
ington, Ind.; Trumble Motors Inc., 
El Paso, Tex.: Taylor-Parker Mo- 
|tors, Midland, Tex.; Mackall Mo- 
| tors, Inc., East Liverpool, U.3; 
| McFarland Motors, Inc., Hamilton, 


ship. 


dent. 


O.; Kilgore Dodge, Charleroi, Pa., 
and Tom Stewart Motor Co. 
Demopolis, Ala. 

Burgess- Harrison Motors, Inc., 


| Florala, Ala.; Halperin Sales, Inc., 

Natick, Mass.; Chris Birk Motor 
|Co., Kennett, Mo.; Carroll Motor 
| Co., Malvern, Ark.; Lake View Mo- 





Davison Adds Studebaker 


Earl Davison, the Willys dealer 
in Roseburg, Ore., has added the 
Studebaker franchise. 


LeFevre Gets Pontiac 
LeFevre Motor Co., a Nash outlet 
in Brookings, S. D., for 20 years, 
has become a Pontiac-GMC dealer- 
“Doc” LeFevre is the owner. 


Willys for Grimes 
Grimes Motors, Inc., 
appointed Willys dealership in Eau 
Claire, Wis. Charles Grimes is presi- 


Grubbs Buys Ford Deal 


In Greensboro, N. C. 
David T. Grubbs, Burbank, Calif., | 
has purchased Ingram Motor Co. 
(Ford) from W. P. 
Greensboro, N. C. 
Grubbs, a Ford dealer in Bur- 
bank, will operate as Greensboro 


What makes 
the difference”? 


and Jewel City 


* * 


* * * 


* * * 


is the newly 


* * * 


their rear ends!” 


Ingram in 
















“If you ask me, the designers 
are spending too much time on 





Motor Co. with two locations, 315 
N. Elm St. and 205 S. Forbis St. 
Grubbs said Dexter Howard, sales 
manager of the California business, 
will be general manager of the 
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Greensboro operation. Grubbs will 
continue to live in California and 
operate the Burbank firm. 

+ * * 


Newmann Joins Procnow 


As Chevrolet Partners 


Will Newmann, former fleet man- 
ager for Chevrolet, and Roy Proc- 
now, formerly of Central Chevrolet, 
Los Angeles, have bought the Eagle 
Rock (Calif.) Chevrolet dealership 
from Joe Wynn. 

* * * 


Olds for Nortell-Edidin 


Herbert D. Nortell and Mortin 
Edidin, doing business as Nortell- 
Edidin, Inc., have been appointed 
Oldsmobile dealers in Maywood, IIl. 


* * * 


Naverud, Johnson Open 


Main Street Motors, Albert Lea, 
Minn., has received a Dodge- 
Plymouth franchise. John J. 
Naverud and Delvin J. Johnson are 
owners. They bought out Danielson 
Motors. 





* * * 


Walker Nash Opens 


Walker Motor Co. (Nash) has 
opened at 1600 Highway 17, Orange 
Park, Tampa, Fla. Bob Walker is 
owner of the dealership. 





A Pittsburgh []/ N-V|S\()) Stare Frent! 


It pays to keep up with the times . . . to have 
an automobile showroom that’s smart, mod- 
ern, inviting. That’s why so many forward- 
looking automobile dealers have decided to 
modernize . . . and to use Pittsburgh Store 
Front Products. When you put a new Pitts- 
burgh Open-Vision Front on your show- 
room you are making an investment that will 
pay off for years to come. 

Take this showroom of the Flinn Motor 
Corp., of Larchmont, N. Y. Before moderni- 
zation it was just another place of business 
—dignified and static. But after a complete 


face-lifting with a Pittsburgh Open-Vision 
Front, it now has distinction—is an eye- 
stopper and attention-getter. A number of 
Pittsburgh Products were used on this job— 
Pittsburgh Polished Plate Glass, Pittco® 
Store Front Metal, Herculite® Plate Glass 
Doors and Pittsburgh Door Frames. Archi- 
tects were McCoy & Blair of Larchmont, 
New York. 

For more information on Pittsburgh 
Store’ Fronts, just send in the convenient 
coupon. We'll be happy to send you a free 
copy of our store front booklet. 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 
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IN CANADA: 


PLATE 
CANADIAN PITTSBURGH INDUSTRIES 


COMPANY 
LIMITED 


Gtass 
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| 
| 
| 
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Pittsburgh Plate Glass Company 
Room 6222, 623 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Without obligation on my part, please send 
me a FREE copy of your modernization book- 
let, “How To Give Your Store The Look That 
Sells.” 
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Credit Picture Seen Improving . 


Fribley Hits. 





By Ruth M. Eddy 
Staff Correspondent 

PROVIDENCE, R. I. — Competi- 
tion is vital to the auto industry 
but it is the responsibility of both 
the factories and the dealers to see 
that this competition is properly 
used, according to NADA President 
Carl E. Fribley. 

Addressing 400 dealers at the 
annual convention of the Rhode 
Island Automobile Dealers Assn., 
Fribley said that—on the local 
level—unfair, unethical competi- 
tors go broke quickly or are ex- 
posed by competitors. 

He said, however, that on the 
national level there has been un- 


healthy competition during the last | 


few years in the way in which the 


AUTOMOTIVE NEWS, MAY 7, 1956 


| factories have fought for auto reg- 
| istrations. 

| Fribley commented that un- 
| healthy competition between banks 
}and finance companies is coming 
|under control, with the tightening 
up_,of money markets. He said ma- 


| Ohio Suspends Spitzer 


|For 30-Day Period 
| COLUMBUS, O. — The license of 
| Spitzer Motors, Lorain, O., has been 
| suspended for 30 days by the State 
|Dealers and Salesmens Licensing 
Board. 

The firm was charged with fail- 
ing to give a customer a properly 
filled-out purchase order. 














Unfair Competition 


jor finance companies are trying to 
hold the line. 

He added that, even though 
many auto buyers had been taken 
out of the market for two or more 
years by the long-term credit, the 
industry would still sell 6.5 to 6.8 
million cars in 1956. 

“It will be the second best year 
we've ever had,” he continued. 
“Let’s sell autos on a legitimate 
business basis and get rid of price 
packing and unethical advertising.” 

Observing that dealers have a 
tremendous responsibility to im- 
prove their reputations, Fribley 


said that poor leadership has made 


bad public opinion. 

He declared, “Dealers should 
no longer sign away their rights 
in contracts and should be en- 


BIGGER 
HIGHER 


BETTER 


Light, thick, heat-treated Aluminum Alloy Panels 
and Grumman’s 26 years of Aero-construction Skill provide 
more capacity, more loadspace height and more features 


without extra cost than any other bodies. 


Olson 8-ft. Bodies now have 315 cubic feet of loadspace, 
10-ft. Olsons have 390 cubic feet and 12-ft. Models have 


460 cubic feet. 


Built on chassis that have the frequent-stop stamina 
and lower operating and maintenance costs essential in to- 


day’s congested traffic. 


Bodies with less deadweight that save gasoline, tires, 
brakes, clutches, engine repairs...that last longer, depreci- 


ate less and bring better resale prices. 


Bodies that deliver more payload with a light chassis 
than big heavy bodies on a 114-ton chassis —that is why 
Olson Bodies have revolutionized delivery economics. Be- 


ware of imitations! 


STANDARD FEATURES include 


¥g”-thick side panels, side skirts, rub rails, rear-quarter 
panels ...big, rugged rear bumper with step... windshield 
glass area 354” higher... hinged access to radiator and gas- 
tank filler caps... flat-top wheelhousings and engine cover 
...3 storage compartments...heavy-duty, over-size dual 
windshield wipers...4 reflectors... roll-type windows in 
both side doors— choice of 38” or 58” rear doors with or 


without glass, and other valuable features. 


Bodies that are in Demand because they Weigh 
less, Dent less, Corrode less and “Pay for Themselves 


thru Savings.” Write today: 


J. B. E. Olson Corp., 1740 Broadway, New York 19, N. Y. 





titled to a day in court. A threat | mental legislation” to dealers which 


or fear hangs over the heads of 
dealers because of signed agree- 
ments.” 


Referring to a need for more ad- 
vertising honesty, Fribley said, “One 
step past unethical advertising is 
the ‘wheel and deal’ and finance 
packing. Let’s get customers in on 
a legitimate basis, such as an auto- 
bile fashion show, and reappraise 
sales personnel.” 

Lt. Gov. John S. McKiernan told 
the dealers that they are in a posi- 
tion to do their own “police work” 
on advertising and other matters 
which may crop up with some deal- 
ers on the local level. 

He said factory inequities are 
being corrected on the national 
level, and he feels that Senators 
Monroney and O'Mahoney de- 
serve a “pat on the back” for 
their efforts to bring equity for 
the dealers. 

Incoming president John M. 
Dunne commented on the “detri- 











—. 


is now in committee in the Rhode 
Island General Assembly. ‘These 
bills would eliminate dealers from 
writing fire, theft and collision in- 
surance; prohibit financing of in. 
surance premiums by dealers and 
require dealers to record condi- 
tional sales contracts. 

Dunne, owner of Dunne Motor 
Sales (Ford), Providence, succeeds 
Leo B. Carey. Frank W. Blaney 
was elected vice-president and 
Philip A. Desrochers was reelected 
treasurer. Robert W. Pierce wag 
named bulletin editor. 

Mrs. Harry A. Sandager received 
a “Memoriam to a Man” from the 
RIADA in honor of her late hus- 
band’s service to the organization, 
Harold Lanphear, honorary life 
member of the association, made 
the presentation. 

A plaque was presented to Miss 
Margaret T. Boodry, executive 
secretary of RIADA by Col. 
Thomas A. Clarke, R. I. repre- 
sentative for NADA, for “her 
proficiency in connection with 
dealers’ activities.” 

Directors of the association for 
the coming year are Thomas A. 
Clarke, Eugene J. Brady, Walter E. 
Winters, Patrick J. Crowley, Frank 
L. Hurd, William A. Mambro, 
Charles Steingold, Samuel White, 
Berthelot A. Leclaire, Fred G. Hal- 
big, Joseph L. Nunes, David F. 
Fitzgerald, Manuel F. Cardoza, 
Frank A. Morrone, George M. West- 
lake, John H. Ahr, Frank J. Kohl, 
Eugene B. Moone, Julius L. Abrams, 
Leo B. Carey, Romeo D. Asselin, 
C. George DeStefano and Wallace 
A. Sefsick. 


Trew to Close 
42-Year-Old Deal; 
Blames Profit Dip 


WASHINGTON, — Trew Motor 
Co., one of the capital’s biggest and 
oldest Dodge-Plymouth dealerships, 
plans to close its doors June 1. 

President Joseph R. Trew said 
he is quitting the auto business 
after 42 years because his firm 
“hasn’t made peanuts” on its in- 
vestment during three of the last 
four years. 

He admitted concern over what 
he termed “the unethical practices 
of a minority of dealers,” but he 
said the problem was strictly “a 
side issue” as far as he was con- 
cerned. 

The company was founded in 1914 
and was a Reo dealership until 
1929, when it obtained its Dodge 
franchise. Since then, Trew has 
sold 75,000 new Dodges and Plym- 
ouths. Last year’s sales totalled 1,- 
600 new cars. 

A veteran Trew salesman said 
sales so far this year have been 
better than in 1955, but that profits 
have been practically nonexistent. 
The salesmen, he explained, always 
have made a good living, but lately 
the company hasn’t. 


Stock Increase 


OK’d for Mack 


NEW YORK. — Shareholders of 
Mack Trucks, Inc., at their annual 
meeting, voted to increase author- 
ized common stock of $5 par value 
from two to three million shares. 

A preferred issue of $10,000,000, 
represented by 200,000 shares, $50 
par, issuable in series, also was 
authorized. 

P. O. Peterson, president, told the 
shareholders that there were no im- 
mediate plans for issuing the newly 
authorized shares. The new shares 
will be issued from time to time, as 
and if the directors deem it advisa- 
ble, Peterson stated. The terms and 
conditions will be determined at the 
time of issuance, he added. 

Mack has outstanding 1,795,346 
common shares of $5 par value. 
There is no preferred stock out- 
standing. 


158 Auto Complaints 


Filed with Chicago BBB 

CHICAGO, — According to the 
Chicago Automobile Trade Assn., 
the Better Business Bureau _ re- 
ported that during February 158 
auto complaints were registered. 

They included 34 on bushing, 22 
on packed finance charges, 17 on 
“questionable” credit with no de- 
posit return, 13 on ambiguous 
guarantees and five on baiting. 

Four corrections were published 
and 20 advertising claims were re- 
vised. 





——+ 
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High ways and Safety a2 


15,730 Rode to Death 
On 1955 Weekends 


EKENDS are deadly. Accord- | compared with 659,000 in 1954. 

f ing to Travelers Insurance a 

' am | Companies, one-fifth of last year’s THER facts reported in the 
“mn |traffic deaths occurred on Satur- booklet are: 

days and 15,730 died in weekend 1. One out of every 75 persons 
accidents. in the U. S. became a traffic casu- 


This is blamed on the motoring | @lty last year. 
habits of the public. 2. Eighty-five percent of vehicles 


“Too frequently, the strain and 
fatigue of distance driving are ° wht ow 
ignored in anticipation of ample Michigan to Crack Down 
relaxation at the journey’s end,” On Truck Violations 
commented Travelers’ Safety LANSING. — Stricter enforce- 
Service. ment of Michigan’s 45-mile speed 

“Fatal Fallacies,” the 22nd in| jimit for trucks and the ban on 
an annual series of traffic acci-| “tailgating” has been called for 
dent data booklets published by! by Gov. G. Mennen Williams. 

: Travelers, said traffic deaths to- He said he had directed Joseph 

talled 37,800 last year, compared/ #, Childs, State Police commis- 

Boyertown's New Delivery Body— with 35,500 in 1954. sioner, Saas special efforts to 

. : Excessive speed was blamed in| enforce the speed limit and the 

This new forward-control delivery body, built by Boyertown Auto Body Works, 12,700 deaths. The 1954 total was| jaw calling for 500-foot intervals 
Boyertown, Pa., was unveiled at the company's annual general sales meeting. The | 12.380. The injury total resulting} petween trucks on highways. 

body is designed for use on retail routes where a lower and narrower body is desired. |from excessive speed was 702,560 









| 
. GET ON 
THE ROAD 
TO HIGHER 
PROFITS WITH 


GALION 
DUO-SCOPIC 
HOISTS 






Medel 66381 outrigger mounted Duo- 
scopic hoist with Model 12N-5 body. : ~ . 
Hoist capacity up to 22 tons. Galion Duo-scopic hoists, mounted 


on high payload design tandem axle trucks, 
offer a solution to your customer’s problem 
of profitable truck operation under conditions 
imposed by today’s axle weight limit laws. 
Duo-scopics are engineered to eliminate 
unnecessary dead weight and to relocate a greater 
portion of hoist, body and load weight forward 
off the rear axles. Teamed with Galion’s weight- 
saving contractor’s bodies, they can carry as 
much as 1,500 lbs. more payload than 
conventional hoists and bodies. 
And, every Galion Allsteel hoist is twice-tested 
before shipment. When you sell Galion, 
you sell the best! ance 








GALION ALLSTEEL BODY COMPANY - GALION, OHIO 








involved in mishaps were pa<sen. 
ger cars. 

3. Twenty-two percent of the 
deaths occurred on Saturdays. 


4. Four to 8 p.m. are the most 
dangerous hours of the day. 

5. The year 1955 reveals that 
traffic deaths and injuries are on 
the increase. There were 57 in. 
juries to each death, compared with 


37 in 1941. 
7 * 


Panel Discussion, 
Speakers Headline 
Highway Meeting 


Speakers and panel discussions 
will headline the sessions of the 
sixth Highway Transportation Con. 
gress in Washington, D. C., May 8- 
10, according to the National High. 
way Users Conference. 


The theme of the congress is 
“Follow Through in the States.” 
Speakers include Albert Bradley, 
board chairman, General Motors 
Corp., who will deliver the keynote 
address. 

Others are Dr. Ralph W. Sock- 
man, clergyman and lecturer, Her- 
schel D. Newsom, master of the 
National Grange, and W. A. Buggs, 
first vice-president, American Assn. 
of State Highway Officials. 

The Golden Milestone Award will 
be presented by Nicholas Kelley 
jr., Chrysler Corp. secretary. 

Panels will discuss “Traffic Free- 
dom and Good Business With Con- 
trolled Access,” “State Conference 
Support to Official Action for 
Safety,” and “The Highway User 
Wants to Know.” 

= + * 


Wisconsin Driver Testing 
Taken Over by State 


State examiners have taken over 
the work of examining applications 
for drivers’ licenses in Wisconsin, 
according to John Thompson, direc- 
tor of driver control, State motor 
vehicle department. Local police 
and sheriffs’ officers formerly had 
assisted in testing. 

An advisory committee is meet- 
ing with motor vehicle officials to 
agree upon a point system for de- 
termining when a license should be 
suspended or revoked. A _ public 
hearing will be held before the plan 
is put into effect, Thompson said. 

+ * 2 


20th Anniversary 


The Traffic Institute of North- 
western University and the traffic 
division of the International Assn. 
of Chiefs of Police will jointly cele- 
brate their 20th anniversary June 
12 in Evanston, Ill. Principal 
speaker will be Paul G. Hoffman, 
chairman of Studebaker-Packard. 

iz o ” 


Strict Traffic Laws Urged 


By Colorado Governor 


Gov. Edwin C. Johnson has 
called for stiffer national and 
Colorado traffic laws aimed at 
curbing both high-powered auto- 
mobiles and careless drivers. 

Nationally, Johnson said Con- 
gress should use its authority to 
force car manufacturers to in- 
clude speed governors and all 
safety devices as standard equip- 
ment on all models. “Excessive 
speed was the second 
cause of accidents in Colorado 
last year,” he declared. “One of 
the reasons was that manufac- 
turers are building more power 
and more speed into their cars.” 

* 3 * 


Seat Belts for Firemen 


The Chicago Fire Department 
has ordered 1.400 seat belts in- 
stalled on its 275 cars, trucks and 
ambulances. The fire commissioner 
said three deaths of firemen in the 
last year might have been pre- 
vented by seat belts. 

2 - . 


Vt. Accidents Increase 


A highway safety program failed 
to reduce the number of accidents 
or deaths in Vermont during the 
first quarter of 1956, it has been 
reported by’ H. Elmer Marsh, Mo- 
tor Vehicle Commissioner. The 
total accidents were 2,810, or 80 
more than in 1955, Vermont’s worst 
post-war year. 


Ideal Chevrolet Opens 


The Browns Valley, Minn., deal- 
ership formerly known as Stor- 
steen Chevrolet now is operating 
as Ideal Chevrolet. Manager of 
the firm is John Meyen. 
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4 Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 


+ by Jack Weed 





THINK it rather unusual for a 

working newspaperman to be 
able to recount many highlights of 
the more than half-century of prog- 
ress of GMC, one of this industry’s 
top truck companies, that do not 
appear in its official records. 


Yet, I enjoyed just that type of 
reaction when a few days ago I 
went to Pontiac to gather a few 
facts to weave into my accounting 
of the history of the GMC Truck 
and Coach division. 

For, in a sense, it was a home- 
“coming in more ways than one. 
I grew up in Pontiac and as a 
boy I had the rare good fortune 
to be a wide-eyed observer at the 
birth of what today is GMC. 

So, perhaps my readers will par- 
don me if at times I seem to be- 
come touched by misty-eyed nos- 
talgia as I review the events that 
happened in boyhood and youth. 

Also, to forestall any observa- 
tions from many close acquaint- 
ances who may feel inclined to re- 
taliate with some of the same 
heavy-handed quips I hand out as 
a reasonable facsimile of light- 
hearted ribbing, I do not intend to 
take any credit for the Great Arch- 
itect allowing me to be in the right 
place at the right time. 

* * * 


A= LEAST two of my good 
friends among the _ writing-| 
machine-pounding fraternity, Leon | 
Pinkson and Dave Wilkie, could 
well have had the same experience 
if they had been brought up in a 
town where one of the early com- | 
panies was located. 

At that. though, I really think | 
that my first ‘introduction to the} 
truck business and GMC, which oc- | 
curred at the same time, was a} 
little unusual. 

Bert North, head of Pontiac 
Spring & Wagon Co., and my | 
grandfather were bosom hunting 
and fishing pals and I was just | 
old enough to be the “handy | 
man” on most of their expedi- 


tions. I took care of the horse, | 


rowed the boat for them when 
fishing and, of course, cleaned the | 
fish which Bert North took great | 
pride in cooking in camp for | 
dinner. 

So, I have quite a clear recollec- 
tion of Bert North’s telling of Max 
Grabowsky’s approach to him to} 
take over output of the truck which | 


Max was building in Detroit. The' 
ND 


deal was made. Pontiac Spring & 
Wagon started making the Rapid 
Motor Truck in Pontiac. 

* * ad 


A Hazy Recollection 


‘J HAVE a hazy recollection of my 
| grandfather building the first 
| plant that ever was constructed for 
the sole purpose of making trucks, 
a cement block building on what 
was then Rapid Street, and which I 
|found, is still standing. 

| Max started building trucks in 
1902, sold the first one to American 


| Pontiac in 1905, and became Rapid 
|Motor Vehicle Co. 
But is was in 1908 that I got 
my big thrill out of the truck 
business. It was in that year 
that Rapid was sold to General 
Motors Corp. and Bert North de- 
cided to honor the event with a 
big fish fry for the heads of the 
corporation at our stag cottage 
on Union Lake, near Pontiac. 
So, the day before the “fry”, Bert 
North, my grandfather, Charlie 
Van Buskirk and I went out to the 
lake and caught 83 small mouth 
(Continued on Page 35, Col. 1) 


How They Fared ... 








Diamond T 
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131,619 


* White includes Autocar, Freightliner and Sterling. 


Garment Cleaning Co., moved to}! 


"56 Market 


HORTAGE of trained manpower 

is the big problem of the truck 
dealer today, according to a na- 
tionwide Automotive News poll of 
all types of truck dealers. Most 
dealers reported truck sales this 
year as good to excellent, with a 
decided trend toward heavier trucks 
showing up in purchases and pros- 
pects thus far. 

The majority of the truck 
dealers réporting also said used 
trucks are moving fast, with 
stocks about equally divided bet- 
tween normal and low. 

However, more than half the 
dealers reported they are getting 
inadequate aid in training good 
| truck salesmen while slightly more 
than 60 percent feel the sales 
| literature furnished them by their 
factories is adequate. However, 
in this regard many said that up 
to this year the “handout” litera- 
ture ‘was very inadequate and many 
reported it was poorly prepared. 

Help in training truck mechanics 
seems to be the biggest need of the 
retail truck outlets, with 70 percent 
of the dealers saying they are hav- 
|ing great difficulty in finding good 
|truck men. Approximately 30 per- 
|eent of the dealers said they have 





Commercial Car Registrations 
By Makes 


January, February, 1956-55 
a 
1956 


Jan.-Feb. 
Regis., 
1955 
35,924 
38,175 
15,251 
9,014 


Percent 
Point 
Change 


Percent 
Share of 
"55 Market 
30.33 
32.23 
12.88 
7.61 
8.41 
3.14 


Percent 
Share of 


33.75 
28.74 
12.12 
10.52 
6.08 
2.21 
1.94 
1.41 
1.29 
46 
31 
-10 
1.07 


100.00 


877 


118,435 100.00 


** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, 


Federal, etc. 


°56 Truck Registrations Top 
1955’s as Chevrolet Leads 


N=W-TRUCE registrations con- 
tinued their pace over 1955 
during February with a 11.13 per- 
cent edge for the year as Chevrolet 
led the field and spurted a healthy 
3.42 percentage points in market 
Penetration, according to figures 
compiled by R. L. Polk & Co. 
February registrations were 
65,478, compared with 56,242 for 
the same month of 1955 — bring- 
ing 1956’s two-month total to 131,- 
619. This is 13,184 more than for 
the same two months of 1955. 
Ford, which led Chevrolet at this 
time last year, was in second place 
with 37,835 registrations to its com- 
Petitor’s 44,419. In market penetra- 


TRUCK NEW PRODUCTS 


Page 44 





tion, Ford slumped more than 
Chevrolet gained, its loss being 3.49 
percentage points. 
* ~~ * 

ALIFORNIA led the states 

again with 5,701 new registra- 
tions, followed by Texas_with 5,443 
and Pennsylvania with 3,697. New 
York, which tumbled to fifth in 
January, fell to tenth in February. 

Thirty-eight states exceeded 
their February, 1955, registrations 
with 10 lagging behind last year’s 
total. One — Arkansas—finished 
in a dead heat with exactly 1,181 
registered in February, 1955 and 
1956. 

Chevrolet dominated the field in 
39 states and Ford was champ in 
ten. In market penetration, Inter- 
national was third with 12.12 per- 
cent; GMC, fourth, overtaking 

(Continued on Page 38, Col. 5) 


—Compiled from R. L. Polk & Co. data. 
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Built for Long Wear— 





enough mechanics now, but the 
balance said they needed from one} 
to 10 more men. | 

a = * 


Sources of Supply 


EALERS claim in about the 
same ratio that they rely on 
the union, on advertising and on 
training their cwn men as the 
source of supply for truck me- 
chanics, with the fourth largest 
group saying that they try to hire 
men away from their competitors 
when they need additional help. 
Some depend upon word-of- 
mouth advertising to bring men 
to them while others look to me- 
chanics who are working in other 
lines for their supply. 

In the cities where they are 
unionized, the majority of the 
mechanics work on the hourly 
rate but 57 percent of the dealers 
queried said they still are paying 
their truck mechanics on the flat 
rate. 

Dealers who said they have 
enough mechanics and those who 
said they are not having trouble 
getting good men claimed it is be- 
cause they have modern, clean, 
well-lighted and well-tooled shops 
or because they pay above the pre- 
vailing rate. 

All dealers queried, however, 
were fully cognizant of the short- 
age of good truck men, and many 
of those who are not in need of ad- 
ditional men are keeping their 
fingers crossed in fear that they 
will be among those who will have 
to go into the market for addi- 
tional help before the year is much 
older. 

* * 


Used Stocks Normal, Low 


RACTICALLY all: dealers con-| 
tacted said the factories could | 
do much to alleviate this mechanic | 








Trained Help Scarce, 
Truck Dealers Agree 


shortage by doing more to train 
mechanics to be better truck men. 
The shortage of truck salesmen 


|is just about as acute as the me- 
| chanic situation, according to the 


dealers contacted. Sixty percent 
said they are having real trouble 
trying to find truck salesmen worth 
their salt. 

Only 56 percent of the dealers 
contacted felt the truck salesman 
training aid they get from their 
factories is anywhere near ade- 
quate for their acute needs, but 
more than 60 percent said the 
selling literature they get from 
their factories is adequate and 
in ample supply. 

The truck sales outlook for this 
year is good to excellent with 86 
percent of the dealers contacted 
and looks fair or equal to last year 
with the other 14 percent. . 

Used trucks are moving well for 
67 percent, and another 20 percent 
said the used-truck business is fair 
or normal. 

Used-truck stocks are either nor- 
mal or critically low for practically 

(Continued on Page 34, Col. 1) 





Auto Lift Institute 


Meets Auto Makers 


DETROIT. — A committee of 
the Automotive Service Lift Insti- 
tute has met here with service 
representatives of various auto 
manufacturers in an effort to 
establish closer relations with a 
view to improving service facili- 
ties for the public. 

It was agreed that individual 
conferences with service and en- 
gineering officials of manufac- 
turers would be desirable. Such 
meetings are being organized by 
the liaison committee of the lift 
institute, it was reported. 





‘A Legislative Watchdog’ .. . 


NADA Truck Unit Hailed 


7s appointment of an active 
truck committee within the 
framework of NADA can, and no 
doubt will, be a very stabilizing in- 


| fluence on the entire truck industry. 


Such a committee, especially if 
the various state associations get 
into the swing with active truck 





The stainless steel body Allegheny Ludium Steel Corp. added to its 24%-ton delivery 
truck, above, is expected to outlast the chassis many times over. The body, built on an 
experimental basis, used 220 pounds of Type 304 stainless steel in 20 gage sheets, 
size 48 by 144 inches. Because of its long wear, it is expected that premium stainless 
will be less expensive than standard materials. 





committees at the state level, can 
do much to stabilize trading and 
discount practices within the in- 
dustry and can wield a power- 
ful and leveling influence on im- 
pending and harmful state legis- 
lation as it applies to truck 
weights, sizes and other limiting 
legislation. 

Right now, for instance, with 
practically every state turning over 
every stone in the search for more 
money with which to pay its share 
of the national highway program, 
active truck committees at both the 
state and national level can bring 
great pressure to bear to ward off 
legislation that would be harmful 
to the industry. 

The committees can also keep 
trucks from carrying more than 
their rightful burden of taxation 
and can be of tremendous value to 
the owners by making certain that 
such legislation as is passed will 
be equitable to all. 


* * * 


Watchdog Is Needed 


OR instance in their desire to 

ward off legislation that might 
be harmful to the over-road 
truckers, the “haul for hire” boys 
may not be as considerate of the 
private owners or individual users 
as they might. This is said not 
as a criticism but as an impelling 
reason why the dealers as a body 
must step up to their responsibility 

(Continued on Page 38, Col. 3) 





LIK ATR! 


soaring sales paced 
by sound expansion 
and tremendous 

product acceptance! 
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EXPANDED SALES! 





EXPANDED POWER! 





EXPANDED LINE! 





EXPANDED FACILITIES! 





EXPANDED DISTRIBUTION! 





Reo Sales Climbed 52% in 1955 over 1954 with the first 
3 months of this year 12% higher than the same period of 1955. 
Reo performance has proved itself. Every day, truckers are 
turning to Reo for the big trucks that fill their needs best. 


Reo Line Expands With Sales — New Super-V 63 
COE Models added to Reo lines are recognized as the indus- 
try’s first COEs completely designed for today’s high-volume 
trailers. They guarantee largest possible payloads within 45’ 
overall limit . . . and are particularly suited for West Coast 
“Camelback” or “Doubles”. Cummins Turbodiesels were 
introduced in Reo A, F and AC Series making Reo 96” “‘full- 
comfort”, Standard and COE models available with a com- 
plete choice of power—diesel, gasoline or L.P.G. Reo’s rugged 
Tandem line is expanded to offer exactly the right “six- 
wheeler” for any job. 27 basic models from 28,000 to 63,000 
lbs. GVW and 55,000 to 78,000 lbs. GCW. Every Reo truck 
and tractor is custom-built at the factory for the specialized 
job it is asked to perform. 


THE BIG THINGS 


Expanded Branch and Distributor Outlets assure 
customers prompt delivery of their new Reos and of responsi- 
ble, skilled handling of all their service and maintenance require- 
ments. Completely stocked parts departments speed overhaul 
and maintenance work. Full facilities, at all Factory Branches 
and major Distributors, keep downtime at a minimum. 


100,000 Mile or 1 Year Service Warranty backs 
the world’s most advanced heavy-duty truck engines—the rev- 
olutionary wet-sleeve, short-stroke Gold Comets. In h.p. per 
pound of engine weight, Reo V-8’s are the most powerful engines 
ever built—up to 35% more efficient than the industry average. 


REO MOTORS, INC. 


LANSING 20, MICHIGAN + TORONTO, ONTARIO 


SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 


COME FIRST FROM REO! 
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Sales Good, Truck-Dealer Poll Shows... 
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Salesmen, Mechanics Scarce 


(Continued from Page 31) 
all dealers contacted, 49 percent 
saying stocks are normal and 
another 49 percent saying stocks 
are far too low for this time of the 
year. Only 2 percent of the dealers 
said their used-truck stocks are 
higher than usual for this time of 


the year and these were small} 


dealers in small towns. 
+ 


East, South Need Mechanics 


MORE than 80 percent of the 
dealers contacted said that 
they had noted a definite trend to- 
ward the purchase of heavier 
trucks and said they expect this 
trend to continue. 

The areas that seem to feel the 
shortage of truck mechanics the 
least are southern California and 
Denver. Dealers in both areas re- 
ported quite an influx of mechanics 
from other parts of the country. 

Two out of three dealers con- 
tacted in the Chicago area said 
they were not having any diffi- 
culty getting truck mechanics, but 
in the Mississippi valley right 
down to the Gulf all dealers are 
complaining about the shortage 
as they are in New England and 
in other spots on the East Coast 
and in the deep south. 

Dealers in unionized areas com- 
plained about the type of men sup- 
plied by the union. One dealer said 
he got only drifters from the 
unions. 

Most of the dealers who seem to 
be getting along without feeling a 
truck mechanic shortage are those 
who either take passenger-car me- 
chanics and train them on heavy- 
truck work or who bring in young 
fellows, put them to work as help- 
ers and bring them along until 
they are competent mechanics. 


Wanted: Truck Salesmen 


_aae dealers usually mention 
that one of the things that helps 
them is a clean, well-lighted shop 
with the latest tools and equip- 
ment. They feel that they get the 
pick of the mechanics who look 
for a new job and hold their men 
because the men like to work in 
better surroundings. Most of these 
shops also pay a little more than 
the going rate unless they are on 
flat rate. 

But in every area, the survey 
found a need for salesmen who 
knew something about the truck 
business and will work. 

In Cleveland, for instance every 
dealer contacted was crying for 
salesmen who, as one dealer put 
it, “know their business, know 
what trucks to sell to potential 
owners and know what equip- 
ment to put on them to make 
the truck a good transportation 
investment.” 

Dealers in other makes of trucks 
in Cleveland and Miami said they 
hoped the Ford and Chevrolet deal- 
ers soon will wake up to the fact 
that money can be made in the 
truck business and will stop “giv- 
ing away” their lighter models. In 
Dallas the dealers declared the 
“country dealers” were the ones 
who give away their trucks, and in 
Seattle some dealers complained of 
the “chiseling” that went on in the 
business. 

Summarizing the survey for vari- 
ous sections of the country shows 
that in the far northwest mechan- 
ics and salesmen are in short sup- 
ply. The sales outlook for both new 
and used units is good and stocks 
generally are normal or below nor- 


Around the Country 


'W ENGLAND dealers called 

the mechanic situation acute, 
and said salesmen were scarce. 
They saw a definite trend toward 
heavier models, said business was 
continuing normal and uséd stocks 
were normal. Mid-south dealers re- 
ported good mechanics very hard 
to find but salesmen easier to find, 
buyers favoring heavier models, 
sales outlook very good, used-truck 
sales normal to good and stocks 
normal to low. 

Dallas dealers reported me- 
chanics very scarce and all 
dealers contacted needed men, 
some as many as 10 mechanics 
right now. They are having less 
difficulty with salesmen although 
some dealers are crying for good 
men. The sales outlook is not as 





bright as in other sections of the 
country on both new and used, 
and stocks are normal to high for 
this time of the year. 

St. Louis-Kansas City area: All 
dealers reported having difficulty 
getting truck mechanics and all 
but two reported the same for 
truck salesmen. Nearly all the deal- 
ers said the sales outlook is better 
than last year with a trend toward 
larger trucks. Most dealers re- 


Ford Tractor Dealers 


Take On Miracle Power 


TOLEDO. — Miracle Power, a 
lubrication aid, has been specially 
packaged for the tractor and 
implement division of Ford Motor 
Co. and is being distributed by 
Ford tractor dealers. 

The new package carries the 
Ford name and is the fifth such 


distribution setup for Miracle 
Power. Others include Interna- 
tional Harvester, Willys, Stude- 


baker and Ford division. 





ported used-truck movement good 
to excellent with stocks less than 
normal. 

Florida dealers reported an up- 
trend in sales and a swing toward 
heavier trucks. About half the 
dealers said it was difficult to get 
truck mechanics, and all said they 
have difficulty getting truck sales- 
men. Used-truck stocks are normal 
to below normal with several deal- 
ers reporting no used units on 
hand. 


* x * 


Sales Outlook Good 
— COAST dealers said good 
truck mechanics are few and 
far between and that it is practi- 
cally impossible to find a good re- 
placement. About half said they 
were having trouble finding trained 
salesmen and those who are not in 
trouble have made it a practice to 
train their own men. 
All dealers called the sales out- 
look good and most expected to 
show a fair increase over last year. 





The big volume is in the lighter 
trucks, but the heavies are defi- 
nitely picking up. Used trucks are 
moving well and stocks are below 
normal. 

Southern California: Not hav- 
ing too much trouble getting 
mechanics but salesman are a 
headache. Truck sales outlook 
good with a trend toward heavier 
models, used trucks moving well 
and stocks normal. 

Chicago dealers reported no trou- 
ble getting mechanics but most 
dealers are having trouble getting 
salesmen. Outlook was slow for 
first two months, but the sales pace 
is stepping up now and they look 
for a good year. Heavier models 
are in greater demand; used-truck 
sales are better than normal, and 
stocks are normal to low. 

Minneapolis-area dealers all seem 
to be having trouble getting both 
mechanics and salesmen. The sales 
outlook is good for the year; used 
trucks are moving fairly well, and 
stocks are normal. There is a trend 
toward heavier models. 

Rocky Mountain-area dealers re- 
ported good sales with good sales- 
men hard to find but good supply 
of mechanics. Used stocks are 
about normal with sales good. 








Perma-Plated Rim— 
John V. Lyons, research engineer, Fire. 


stone Steel Products Co., Akron, points 
out the damage and corrosion resulting 
from an 100-hour salt spray test on the 
conventional zinc-plated truck rim at left, 
A similar rim, right, perma-plated with 
Firestone’s new process, derived from 
epoxy resins, was subjected to the same 





test and showed no damage or corrosion, 
it is claimed. 
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Truckin’ © © e by Jack Weed 





(Continued from Page 31) 


bass for the feed — I distinctly can 
remember having to clean that 
wash-tub full of bass, all alone. 


From that day, when I helped 
entertain Billy Durant and other 
executives of the then young corpo- 
ration, I have had the pleasure and 
opportunity of knowing most of the 
active heads of the truck company. 

* * * 


oe those early 
were Bill Day, the first presi-| 
dent and general manager of Gen- 
eral Motors Truck Co., organized 
in 1908, his son Vance Day, sales 
manager, and Jim (Deacon) Baird, 
advertising manager. I knew the 
Deacon all too well. He was ad- 
vertising manager when I wrote 
copy for GMC advertising as an 
embryonic copy-writer for the old 
Carl M. Green Co. which handled 
the General Motors Truck Co. ac- 


pioneers | 


Then again, I had the pleasure 
of writing an accolade to GMC 
as one of the pioneer users of the 
Timken worm drive axle when I 
edited Timken Magazine. 

Of course when digging into the 
nostalgic side of a story such as 

this, names keep popping up that 


Reo Buys Distributor; 
Plans Factory Branch 


LANSING. — Reo has announced 
that it acquired E. A. Mock & Son, 
Reo distributor in Eugene, Ore., 
and will operate the firm as a 
factory-owned branch. This brings 
the total of Reo branches in the 
U. S. and Canada to 33. 

J. L. Adams, Reo sales vice- 
president, said Reo has been plan- 
ning for some time to open an Ore- 
gon branch to meet the needs of 





count. Loren Robinson, now a vice- 
president of Campbell Ewald Co., 
followed me on the account. 





the logging industry. Plans are to 
expand the property to bring it up 
to branch standards, Adams said. 


TDA Driving Tandem 





were attached to intimate remem- 
brances such as R. J. (Shamy) 
Shamerhorn and Larry Shaffner, 
GMC graduates, who were fishing 
buddies; Harry Howard and Pierre 
Schon, fountainheads of practical 
engineering data when I sorely 
needed it; Joe Golden, a GMC 


dealer who guarded the west side | ‘ 


of the state for me, Rufe Jones 
who designed the trailers, and 
many others down through the 
years. 

GMC’s history has been one of 
amalgamations even from the very 
early days when Reliance was ab- 
sorbed into Rapid and the company 
first got its GMC label, but the real 
whirligig of “in again out again 


Finnigan” didn’t really get started | 


until about 1925 when GM bought 
controlling interest in Yellow 
Truck & Coach Mfg. Co., Chicago. 

From then until 1943, when the 
corporation acquired all the stock 
in the company and made it a 
regular division of the corporation, 


Mercury, Too 
Clintonville Motors, Inc. (Ford), 
Clintonville, Wis., has been 
awarded a Mercury franchise. 
Manager of the firm is Leo Kautz. 





and Trailer Axles! 


Used together, Timken-Detroit® lightweight driv- 
ing tandem and trailer axles weigh up to 980 


pounds less than other axles of the 


On any single loading, a trucker can carry almost 
a half-ton more payload with a tractor and trailer 
equipped with TDA lightweight axles. During an 
average year, this can add up to 36,000 extra ton- 


miles of bonus revenue. 


Longer service, simpler maintenance! Most wear- 
ing parts in these axles are identical to compo- 
nents in other widely used Timken-Detroit axles. 
This use of standard gears, pinions, differentials, 
bearings and brakes means more time on the 
road for operators... reduces parts inventories... 


and speeds service. 


same capacity. 


TDA Tandem Inter-Axle Differential divides 
torque evenly between driving axles—and yet 
permits wheels of one axle to revolve faster or 
slower than wheels of the other axle. This means 
both axles are always doing equal amounts of 
work — driving parts and tires last longer! 


Driver-Controlled Lockout. With TDA inter-axle 


differential, the driver can obtain the advantages 


of straight-through drive under slick or soft con- 
ditions by locking out the differential at any driv- 
ing speed .. . an exclusive TDA feature! 

Weight-saving trailer axle features include a 


new improved one-piece brake flange and spider 
... rugged pierced spindles... new design 


lightweight steel hubs. . . ribbed, heat-dissipating 
drums... and new pressed steel brake shoes! All 


combine to give more payload. 

These new axles afford new payload profits, 
faster, easier service and operating economies for 
truck operators everywhere. For complete infor- 
mation, contact your vehicle dealer or branch. 


©1956, R S & A Company 





| Unishif# Transmission— 


This new Unishift truck transmission, 
being produced by Mack Trucks, Inc., pro- 
|vides ten forward speeds shifted by a 
| single lever. It is offered in three differ- 
ent sizes to accommodate the entire range 
of highway trucks. 


we on the outside sometimes had 
trouble trying to guess if it was 
a truck manufacturing company, a 
bus or a taxicab company and, at 
times, if the corporation had any 
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actual interest in the company 
except from its stock holdings. 


~ * * 

Distribution History 
ee Ta of company 

products was through direct 
dealers and distributors up to about 
1918 when factory branches began 
to enter the picture in a major 
way. 

Well do I remember one of those 
early dealers here in Detroit, Owen 
& Graham Co. They did such a fine 
job of selling and servicing that 
they were able to sell a fairly large 


share of their vehicles over the 
phone. 


There never was any doubt in the 
buyer’s mind but that this dealer 
would give him a fair appraisal on 
his old truck and that the new 
truck would be right for the job 
he wanted done. Joe Golden in 
Grand Rapids was another dealer 
of the same type. 


By 1925, the company had 30 
branches around the country. With 
the advent of Yellow Coach it also 
had a national sales organization 
that sold buses direct. The peak 
was reached in 1932 when the com- 
pany had 41 branches in the prin- 
cipal cities. 

In 1931, the company took a 
flyer in the truck-trailer end of 

the business, both in manufac- 
turing and sales, and by 1940, 
when it finally came to the reali- 
zation that the two did not mix, 
had built and sold 8,283 trailers 
of all types. 


In 1936, however, distrinoution be- 
gan to swing back to direct dealers 
and today its retail outlets number 
over 3,000, with nearly 1,000 exclu- 
sive truck dealers and the balance 
being dualed with passenger car 
franchises. 

Wholesale centeres are main- 
tained at parts depots in principal 
distribution centers, giving the 
company both a widespread but 
close-knit distribution set-up both 
flexible and hard hitting. It is the 
feeling at GMC now that, due to 
the wide variety of large trucks 
built and because of its big fleet 
business, a minimum number of re- 
tail branches must be continued in 
fleet owner centers. 

* * - 


Ge HAS a dealer policy that 
works to the advantage of both 
dealer and factory. It doesn’t take 
on a new dealer until it is certain 
there is enough truck business in 
the area to support one and it feels 
certain that it can make the dealer- 
ship profitable and strong. GMC 
knows that to be successful, truck 
dealers must provide good service. 


An instance of the high regard 
in which GMC holds its dealers 
was illustrated a year ago when it 
came out with a complete line of 
new trucks. Despite the fact that 
it knew it would suffer in the 
highly competitive sales race, the 
company cut back production early 
in the year to give dealers time to 
merchandise the older models be- 
fore the new models were an- 
nounced. The worth of this policy 
is showing up this spring. For the 
first two monthes of the year, GMC 
registrations are up over 55 percent 
for the same period of last year 
and both used and new stocks in 
the field are low. 


Down through the years GMC 
has been notable for its “firsts”. 
In addition to producing the first 
worm drive truck, other firsts in- 
clude the two-cycle diesel truck, 
the first automatic transmission 
in trucks and the first automa- 
tic transmissions in heavy-duty 
trucks. 


Recently new things have been 
popping out of GMC’s engineering 
department with regularity — the 
“cocktail shaker” which makes a 
half-ton pickup ride like a passen- 
ger car and takes the “bob” out of 
the front end, air springing, 
destined in the eyes of many engi- 
neers to become universal and, of 
course, the “L’Universelle”’ the 
dream truck of yesterday destined 
for production. 


Phil Monaghan, general manager, 
and Dick Woodhouse, general sales 
manager, know the basis of sound 
truck merchandising is in giving top 
service. For that reason they are 
keeping mobile mechanic training 
units in the field although, along 
with other General Motors divi- 
sions, GMC is making full use of 
training centers spread across the 
nation for both dealer mechanic 
and salesman training. 








FORECAST: 








MUSHROOMING MARKETS SEEN AHEAD! 


MORE FAMILIES WILL HAVE MORE MONEY TO SPEND 


emt oy 
Disposable income after 


taxes for consumer 

spending units 
$7500 and up 9% Te 
$5000-$7500 . : % 


Under $5000 


Total spending waits 000, A i L 


TO THE SUBURBS WILL CONTINUE 
Suburbs of 168 


1955 C] 1975 
population population 
Biggest Cities 83 377. 000 up 8 
Cities Within o : : O 
168 Biggest TET ee 13 
. > 






Metropolitan Areas 


Other 
(smaller cities, 7 ea 
rural areas) " se 
Total U.S. Population 1955— 165,248,000 1976— 228,463,000 up 38% 
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GREAT TOMORROW 


WITH ADVANCED PRODUCTS 


Of all major automotive manufacturers, only Nash and American 
Motors had the foresight to design a car especially for today and 
tomorrow’s congested urban traffic and suburban two-car needs— 
the compact Rambler . . . the only successful new entry to the lowest 
priced field in more than twenty years. Proof of the practicality of the 
Rambler for modern living can be found in the fact that every year 
has shown a marked increase in Rambler sales. More than 300,000 
Ramblers have been sold since its introduction in 1950 . . . and each 
week finds more motorists making the Smart Switch to Rambler. 


BROADEST MARKET COVERAGE 


The Nash dealer is in the uniquely fortunate position of being able— 
with one line of cars—to meet 95% of the needs of our rapidly ex- 
panding market. In every price range, from the lowest to the highest, 
the Nash dealer can offer cars with features exclusive in their field 
. . . features like All-Season Air-Conditioning, Airliner Reclining 
Seats, Twin Travel Beds, and others. 


ADVANCED ENGINEERING 


The Nash tradition is firmly based on new engineering developments. 
For example, Nash pioneered Single-Unit Construction—the most 
modern and safest method of building cars. Competition is only now 
beginning to catch up. Reliable reports reveal that other manu- 
facturers plan to adopt this superior construction technique within 
the next two years. Another significant stride recently announced by 
Nash is the development of America’s most advanced V-8 engine— 
the only overhead-valve V-8 that combines blazing, high-compression 
power with practical fuel economy. This leadership will continue 


PRODUCT DIVERSIFICATION 


Nash, as a division of American Motors Corporation, is a part of one 
of America’s top-ranking corporations. American Motors, as a manu- 
facturer of many diversified products, can effect widespread produc- 
tion savings through mass purchasing of materials, through design 
and fabrication coordination and through interchangeability of basic 
parts and components. American Motors has world-wide distribution. 


NASH HAS THE FRANCHISE YOU CAN GROW WITH 


Never before in history has there been such a brilliant 
opportunity for the man without unlimited capital to build 
his future in America’s biggest business—the automobile 
business. Nash is the one franchise that—in policy, in 
product and in philosophy—is tailored to let the dealer 


take fullest advantage of the great potential of this business 
without an excessive capital outlay! As a prime example: 
Recent reports show that, while the automobile business in 
general has declined this- year, Nash is second among all 
makes in sales increase for the period January 1 to March 1! 


TODAY-TOMORROW AND ALWAYS... 


IT PAYS 
TO SELL 


Call or Write J. W. Raisbeck, Vice-President Sales, Nash Motors Division of American Motors Corporation, Detroit 32, Michigan 












Studebaker Caravan Tours Texas— 


Kicking off a two-month tour of Texas, three units of a ten-truck caravan line up 
for a parade to demonstrate the newest safety and performance engineering advances 
in Studebaker trucks. Standing by the lead truck are, from left, John R. Duncan, 
Studebaker's supervisor of truck product development; John W. Frye, southern regional 
truck manager; Robert S. Schuyler, Studebaker truck sales manager; and Alfred E. 
Townsend, Dallas zone truck merchandising manager. 


... Install It 





WPL 


express bodies in minutes—by yourself! 


ready to install—ready to go to work! 
*East of Rocky Mountains. Local and State Tax, if any, extra. 





ORDER 





Here it is! A simple, elevating tail gate 
you can install on 4, 34 and 1 ton pick-up, 


Get one for your service truck — Use it as your demonstrator, too! 
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On Legislative Proposals 


NADA Tru 


ck Group 


Hailed as Watchdog 


(Continued from Page 31) 


to their owners, regardless of their 
vocational use of trucks. 

Today about the only truck 
group that is solidly united and 
active in watching adverse legis- 
lation is the American Trucking 
Assns. And while it is doing the 
finest type of legislative job at 
both the national and state level, 
it represents but one type of 





Woman Trucker Sells 


MILWAUKEE. Edward N. 
Lucas Motor Service of Wausau 
has been sold to Badger Freight- 
ways, Inc., of Sheboygan, Wis., ac- 
cording to Marie Lucas, formerly 
the only woman operator of a com- 
mon carrier trucking firm in Wis- 
consin. 


to Attach 





This all-steel heavy gauge ramp-type gate lifts from ground to truck 
bed level and swings upright. Permits one man to handle loads up to 600 
Ibs., safely and quickly, with less possiblity of merchandise damage or 
personal injury. Refrigerators, juke boxes, TV sets, bottled gas, oil drums, 
rebuilt engines, etc., and all heavy, bulky loads load easily and surely with 
the-new “Jiffy-Lift”. The unit itself weighs only 175 lbs., won’t increase 
your license fee. Simple, patented, mechanical lifting mechanism with ball 
bearings throughout for easiest hand operating—long life, NO maintenance 
problems. Save $150 to $170 in addition to expensive installation costs and 
truck “down time”. Can be easily and inexpensively reinstalled when you 
replace your truck. “Jiffy-Lift” comes in a complete “‘packaged” kit— 





Assembled — Ready to install. 
Nothing Else to Buy! 


INSTALLS IN LESS THAN 2 
HOURS ... Requires Only 6 Bolts 


FITS ALL POPULAR TRUCKS 
Pick-Up and Express Bodies 


hauler basically and that is the 
hauler for hire. 

Private owners, farmers, local 
merchants and others not so well 
organized from purely a trucking 
standpoint need someone to look 
out for their interests. The truck 
dealer is the logical meeting point 
of all trucking interests as he is 
the one who participates in all 


truck interests to some extent. 
= * *~ 


A Job for the Dealer 


b feeces truck sizes tending to in- 
crease as they have for the 
past two years, it is in the truck 
dealers’ interest to make certain 
that groups adverse to trucking are 
not allowed to saddle ruinous taxes 
and restrictions on the trucking in- 
dustry. 

If the truck dealers in New 





New MID WEST 4@Ze 
Loads Trucks...Does Work of 2 Men 


Yourself ! 

















WEIGHS ONLY 175 LBS. No 
Overload Springs Needed 


ASSURES SAFE HANDLING OF 
HEAVY, BULKY LOADS... safety 
for Merchandise 





SIMPLEST OF ALL MECHANISMS 


..- Incorporates All important 
Safety Features 


TRUCK DEALERS, NOTE! Write or call 
your local Mid West Distributor or direct to 
factory for literature, and the hottest Dealer 


AND AWAY! 


oe ee 


deal ever to hit the market —Send for it today! 

From Your Local Mid West Distributor or Write Direct, for Your Dealer Discount — State 
Inside Width of Body, and Height From Floor-to-Ground’’—That’s All. ORDER NOW. 
Ye ee Ca 


PARIS, 


York and Ohio had been or; an- 
ized under a watchful commi tee 
in the state organization and ‘iad 
had the aid of the NADA truck 
committee, the ton-mile taxes 
which were imposed there—taxes 
which disrupt reciprocity betv een 
states—might have been warded 
off. 

An attempt now is being made in 
Pennsylvania toward cutting truck 
accident rates and preventing truck 
overloading by establishing the 
truck manufacturer’s rated capacity 
of the truck as its maximum carry- 
ing .capicity. 

If adopted, it could result in g 
complete change in the present 
method of tonnage rating of com- 
mercial vehicles. Dealers should 
know all of the benefits as well ag 
the bad points of such legislation 
while it is in the proposal stage. 

* * * 


Cooperation Is Assured 


T IS assured even now that 
NADA’s new truck committee 
will get the cooperation of the 
manufacturers, ATA, the Truck 
Body and Equipment Assn. and the 
Council of Private Owners in any 
legislative programs it may wish 
to take up. 

In selecting the new truck com- 
mittee, the NADA directors made 
certain that each member was a 
successful truck dealer dedicated 
to truck merchandising and also 
that the Automotive Trade Assn. 
Managers member on the com- 
mittee represented trucking in- 
terests. 

The committee is composed of E. 
A. Sahli (Chevrolet), Beaver Falls, 
Pa, chairman; Bob Pursell 
(White), Syracuse, vice-chairman; 
Jerry Valiant, (International), Sal- 
isbury, Md.; Paul Matheny (Inter- 
national), Parkersburg, W. Va.; 
Miller White (GMC), Oklahoma 
City; Lew Ullrich (ATAM and also 
managing director of the Kentucky 
Motor Transport Assn., Inc. LeRoy 
J. Smith, secretary. Ray Sullivan, 
of the NADA staff, also has been 
assigned to the committee. 


06 Truck Titling 
Tops 1955’s as 
Chevrolet Leads 


(Continued from Page 31) 
Dodge, with 10.52 percent; Dodge, 
fifth, 6.08; Willys, sixth, 2.21; White, 
seventh, 1.94; Mack, forging ahead 
of Studebaker, eighth, 1.41; Stude- 
baker, ninth, 1.29 — its exact per- 
centage of February, 1955; Dia- 
mond T, 10th, 0.46; Reo, 11th, 0.31, 
and Brockway, 12th, 0.10. 

* * * 


HEVROLET commanded a 
strong 33.75 percent, more than 
one-third of the total market, and 
Ford’s share was 28.74 percent. 
Georgia, 10th best truck market 
in 1955, again showed a sharp drop 
from 2.077 registrations in Febru- 
ary, 1955, to 970 this year. January, 
1956, registrations fell to 931 from 
2,472 in the same month of 1955. 
However, observers noted that 
the Georgia and New York situ- 
ation may be due to a lag im reg- 
istration reporting rather than 
reflecting a sharp drop in sales. 
The top 10 states for the month 
were: 


1956 1955 
1. California. .............. 5,701 5,003 
EE 5,443 3,652 
3. Pennsylvania ........ 3,697 2,447 
BWA devinitcencacestannl 3,604 3,030 
Wi MD FasindcsSscnscceticastocaei 3,226 2,500 
6. Michigan ................ 2,892 2,879 
7. Missouri. ............:....: 2,621 1,684 
ie BMI, hccesienncdisoncced 2,336 1,967 
9. North Carolina ....2,018 1,678 
10. New York. ............... 1,997 2,648 


Carpenter Builds 
After Plant Fire 


MITCHELL, Ind. Carpenter 
Body Works is constructing a new 
assembly plant to replace the fa- 
cility destroyed by fire March 12. 
It is scheduled to be completed in 
June. 

The new plant will be 1,000 feet 
long and 250 feet wide and its 
capacity will be twice that of the 
former building, according to John 
Foddrill, general manager of the 
school bus company. 

Foddrill estimated fire damage at 
$1 million but said it did not cur- 
tail production completely. Seven 
other buildings, including a ware- 
house of fabricated parts and the 
painting upholstering departments 
and 500 finished bus bodies were 
undamaged. 


a 
———— ee ae 
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About 650 motor carriers from 
seven states attended the three-day 
convention here, according to James 
Babington, executive secretary. 

Other officers elected were Dave 
Sanelin, first vice-president; T. L. 





ige, Mydland, treasurer, and Earl C. 
‘ite, Gibbon, vice-president of the Amer- 
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LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NoRol...CoMaX BRAKE LINING... AIR 
BRAKES ... TACHOGRAPHS .. . ELECTRIC MOTORS .. .TRANSFORMERS ... INDUSTRIAL BRAKES 
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Hendrickson and General Motors 
Corp. chassis. 


+ * at 


Five-Day Safety Course 


EVANSTON, Ill. — A five-day 
motor fleet supervisor course will 
begin June 4 at the Traffic Institute 
of Northwestern University here. 
It is designed for operators and su- 
pervisors of large and over-the- 
road fleets and will stress ways of 
improving fleet safety and effi- 
ciency. 

+ * a 


Bigger Engines, New Axle 


Introduced by GMC 


PONTIAC. — Truck advances 
ranging from more powerful V-8 
and six-cylinder engines to road 
shock dampers and versatile axles 
have been introduced in GMC’s 
“Blue Chip” truck line for 1956. 

Besides engines, vibration ab- 
sorbers and new axles, the new 
GMC’s also offer tubeless tires, 12- 


volt electrical systems, and op- 
tional equipment never before 
offered. 


Power steering, for instance, is 
an option for light-duty trucks, and 
a sheet metal grille for trucks using 
front-mounted equipment such as 
snowplows is available for medium- 
duty GMCs. 

The trucks retain the GMC low 
silhouette and lines. 

The new rear axle is designed to 
reduce driver fatigue and to im- 
prove vehicle performance, GMC 
said. The high and low ranges are 
spaced to permit progressive gear 
combinations with only one shift 
of the axle, GMC said. It may be 
used with either Hydra-Matic or 


manual shift transmissions. 
* + * 


New I-H Muffler 
CHICAGO. — A new 125-sone 
muffler has been made standard 
equipment on all International 
R-line trucks equipped with Red 
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Diamond engines to quiet opera- 
tion inside the cab and out. The 
new muffler, meets the sound 
quality and volume standards 
established in the AMA Truck 
noise subcommittee, International 
said. 


* * * 


International Store 
WAYNE, Neb. — A new Mc- 
Cormick farm equipment store has 
been opened here as a sales outlet 
for International trucks. A. W. 


Brune is manager. 
m * + 


Diesel Power ‘Tilt Cab’ Truck 


Introduced by Diamond T 


CHICAGO. — Diamond T has in- 
troduced a new cab-over-engine 
tractor, Model 723-CJT, with a cab 
that tilts forward for easy access 
for maintenance. 

According to Z. C. R. Hansen, 
executive vice-president, the trac- 
tor provides about 2,000 pounds of 
extra payload under common legal 
restrictions. 

It is rated for 60,000 GVW with 
a base chassis weight of 9,500 
pounds with less than 3,100 pounds 
at the rear axle. It is powered by a 





Up It Goes— 

Diamond T's new “'Tilt-Cab,"" the com- 
pany says, eliminates the disadvantage of 
lack of accessibility in cab-over-engine 
models. The engine, all wiring and all 
parts of the cooling system are exposed, 
Diamond T said. 


turbo-super-charged Cummins JT-6 
diesel engine. 

Chassis and cab dimensions per- 
mit use of 35-foot, square-nose 
trailers in 45-foot-limit states, Dia- 
mon T said. Bumper to back-of-cab 








a Sitting Duck needs protection 


WITH AS FEW AS 4 LAMPS AND 
1 SWITCH SIGFLARE PROVIDES: 


A—The most powerful Class A, Type 1, direc- 
tional signals on the market. 


8—Flare feature to warn oncoming traffic that 


the vehicle is disabled. 


¢—2 Stop Lamps as powerful as Class A, Type 1, 


signal lamps. 


0—2 Tail Lamps as powerful as the law allows. 


With Signal-Stat #800 switch and heavy duty 
Flasher, one set of lamps does it all. 


Sioflare 


available for passenger cars too 





DIRECTIONAL SIGNALS - 


A disabled vehicle is a sitting duck for a highway pile-up . . . unless 
it has Sigflare protection. 
With Sigflare, a flick of the special wing lever on the switch 
instantly flashes all 4 signal lamps as a powerful warning to alert 
and slow down oncoming traffic during those ‘“‘murderous minutes” 
before flares are set and after they have been picked up. 

Sigflare provides this extra safety feature as part of a ‘4 in 1” 
signaling system that conforms with every new ATA lighting and 
wiring specification. 
Equipped with a heavy-duty Signal-Stat flasher engineered to 
flash 1, 2, 3 or 4 lamps. Flasher life is not curtailed when used on 
bob-tailed tractors, making them ideal for tractor-trailer combi- 
nations. The Sigflare switch provides positive pilot action too! 


For more information about Sioflare and a complimentary copy of 
the new ATA Lighting Recommendations, see ‘your jobber or write to: 


SWITCHES - 


FLASHERS 


Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, New York 


FLARESTAT ENABLES ALREADY INSTALLED SIGNAL LAMPS TO DOUBLE AS DISABILITY LAMPS 
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measurement is 76 inches; less than 
84 inches with sleeper cab. 

The cab tilt mechanism is a set 
of counter-balancing springs, de. 
scribed by Diamond T as similar 
to those that activate a tilting zar- 
age door. Controls are not dis- 
turbed when cab is lifted, said the 
firm. 


Trailer-Carrying 
‘Peace Ship’ 
Gets New Backing 


WASHINGTON. — The Truck- 
Trailer Manufacturers Assn. hag 
approved construction of a mode] 
of an atomic-powered trailership 
and will present it to Rep. James 
E. Van Zandt, Pennsylvania Re. 
publican. 

He will give it to President 
Eisenhower, the group said, who 
originally requested Congress to 
authorize an atomic-powered 
“Peace Ship.” 

Van Zandt has authorized a bill 
providing for the “Peace Ship” and 
having it constructed so that 
trailer-mounted exhibits may be 
carried. They will be taken to the 
interior of countries visited so ad- 
ditional people may see them. 

A summer meeting, July 19-21, 
at the Edgewater Beach Hotel, Chi- 
cago, has been approved by the 
TTMA board, it also was an- 
nounced, Program will contain a 
“what’s new in trailer manufac- 
turing” discussion, a legislative re- 
port and a half-day session devoted 
to sales. 


Check he Driver 


Vehicle-Inspection Value 


Is Questioned 


NEW YORK.—Periodic vehicle 
inspections will not decrease acci- 
dents greatly, according to Merrill 
C. Horine, consulting engineer, 
Mack Mfg. Co. He said this was 
especially true in the cases of 
buses and trucks. 

Most accidents are caused by 
human error in meeting traffic sit- 
uations or by hazardous road con- 
ditions, he told the Greater New 
York Safety Council, Inc. 

“Responsibility for most highway 
accidents involving malfunctioning 
of the vehicle,” Horine said, “must 
be laid at the door of the opera- 
tor, not only through neglect of 
proper maintenance, but also to a 
considerable extent through misuse 
of the equipment.” 

* * * 


12-Volt Head Lamp Developed 


For Heavy Truck Use 


CLEVELAND.—General Electric 
Co. announced that its minature 
lamp department has developed a 
12-volt truck headlamp designed to 
withstand unusual shock and vibra- 
tion. 

The lamp is intended for use 
only on certain heavy trucks, usu- 
ally diesel-powered, whose vibra- 
tion could damage filaments and 
cause premature burnouts of exist- 
ing headlamps recommended for 
lighter trucks. 

GE said the rough-service head- 
lamp, No. 5440, has three antishock 
construction features: 


1. A small shock-absorbing ce- 
ramic block through which the 
four lead-in wires are threaded to 
keep them separated and in posi- 
tion, and to prevent filaments from 
touching and shorting under exces- 
sive vibration. 

2. A separate rod, to hold the 
fog shield, eliminating a potential 
source of lead-in wire and filament 
vibration. 

3. Preformed lead-in wires, to 
eliminate any “spring” action which 
might tear filaments loose. 

The new lamps are expected to 
be available in October. 

* = > 


Trailmobile Opens Branch 

TULSA, Okla. — Trailmobile has 
opened its new local branch at 1301 
S. Sheridan Rd. Total equipment 
and inventory investment was esti- 
mated between $100,000 and $125,000. 


Studebaker for Alliance 

Alliance Auto Sales is a new 
Studebaker dealership in Cleve- 
land. Heading the firm are Joesph 
Kowall, president, and his brother, 
Leonard, general manager. 
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‘ models are 
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duced a new line of tandem-axle | bination weight a of 55,000| payload capacities and were de- 

six-wheel trucks ranging from|Pounds. The rear axle bogie capa-|<iened for maximum flexibility and 

31,000 to 46,000 pounds maximum | City is 28,000 pounds. traction in rough off-highway 
| gross vehicle weight and up to The YX model is powered by | operations, Minor said. 











































































2 65,000 pounds maximum gross com-|_* 220-horsepower V-8 engine with The new tandems are offered 
k- bination weight. with five-speed transmissions as 
as New V-8 engines ranging up Flashing Red Lights standard equipment. Available = 
Jel : 299 horsepower are available . |factory installed extra equipmen 
ii to * ~~ > | Ordered in Conn. is a complete line of three-speed 
Pp in the new line of six-wheelers, a 4 ie 
es according to Jack W. Minor WATERBURY, Conn, — Use of | auxiliary transmissions. 
te. ¥ : : highw | es 
eneral sales manager of Dodge | flashing red lights on state highway | : 
¢ cee and trucks, Previously |trucks in Connecticut is being ex- | Roadway Express Equips 
nt Dodge had offered a tandem-axle | panded. Terminal With Radio 
ho six-wheel model with a 171- Under the new rules, highway| DETROIT. — Roadway Express, 
a horsepower six-cylinder engine, (trucks will display flashing red\Inc., has completed installation of 
and with gross vehicle weight of |\ights at all times when operating|a two-way radio system in its De-| ~ — 
. ) 40,000 — aa — at night, on all sanding or plowing|troit terminal. The equipment in| —_ 
i tion weight o , pounds. operations, night or day, and on|the terminal marks the second ter- . 
nd | Because of the increasing de-/all operations in heavy fog. They) minal for Roadway to be equipped | New Line of Dodge Six Wheel Trucks ; ; 
at mand for six-wheelers for both/| will also be displayed whenever it| with radio facilities, according to | A new Dodge six-wheel cement mixer, one of the new line of trucks ranging from 
be over-the-road and _  off-highway|is necessary for trucks to stop or) Emerson W. Swan, operations vice- | 31,000 to 46,000 pounds maximum gross vehicle weight. The six-wheelers have V-8 





d- trucks are offered in a wide range | 
of power, wheelbases and capaci- 
ties, Minor said. > x ee Se 
The KX model is powered by u 
201-horsepower V-8 with 331-cubic- 
inch displacement. It is offered in | 
wheelbases of 141, 153, 171 and 189 
inches. It has a maximum gross 
vehicle weight rating of 31,000 
pounds and a maximum gross com- 
bination weight rating of 45,000 
pounds. The rear axle _ bogie 
capacity is 22,000 pounds, with 
28,000 pounds offered as extra 
equipment. 

The TX model has a 212- 
horsepower V-8 with twin car- 
buretion. It is offered in wheel- 
bases of 144, 156, 174 and 192 
inches. It has a maximum gross 
vehicle weight rating of 36,000 
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he uses, the new Dodge tandem-axle| park on the pavement or shoulder. ' president. | engines ranging up to 220 horsepower. Wheelbases range from 141 to 192 inches- 
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Mack Offers New | 
| 10-Speed Gearbox 
- With One Lever 


Ww 
y NEW YORK. — Unishift — a} 
truck transmission with 10 forward 





= speed shifted by a single lever— 


» is now in production by Mack 
of Trucks. *% sin 
a The new Unishift transmission is ; 
se a redesign and development of the | x, . 


Mack Mono-shift series, the pio- | i ¥ si 
neer single-lever, 10-speed trans- ' bc 
mission used by Mack for 10 years. f es. 3 


Sell 3 -Way Customer Protection 

















d The Unishift is a unit 10-speed 
transmission with a _ single-lever 
. shift in which is combined a five- 
speed main gearset and a two- 
re | speed ‘compound, with power. Specify HEIL Bodies and Hoists 
- operated synchronized shifting of | 


the compound. Having a single | 
case, the unit eliminates the extra 
drive-shaft and universals. 
Unishift is offered in three sizes, 
each of which is available with 


i BUILT RIGHT vides straighter shaft drive for less friction 


and wear on universals. 


When you specify Heil bodies and hoists, 





d ew ae > Se ae wee you sell strength and capacity without ® Lifting arms, designed on bell-crank prin- 
b camer Se Soueth os Sth. Wheee the avyload-robbing excess weight low ciple, offer most effective use of hydraulic 
| direct drive is in fifth, ten separate P y! & & tie f bbi int: 

VF integrated ratios are afforded. In maintenance features for dependable SOW, Oe ees a a 


the overgeared version, nine such 
steps are provided. 

The main geaset is of the con- 
ventional type having constant- 
mesh helical gearing for the four 


matched-to-the-truck performance. e Foul-proof assembly design prevents rock 
or debris spillage from interfering with 


e Welded, interlocked subframe prevents hoist lifting arm action. 


: sagging of body floor, soaks up shock. 


e top speeds. The compound like- @ One-piece sides with V-section braces, : 
tO wise is constant-mesh and the com- rugged corner posts provide rigidity... 3 HT 
i- — a > of Se prevent bulging or sagging at tailgate. SERVICED RIG 
m. ultiple dis es with a , 
5° ring which eae positive engage- e Double-acting tailgate provides easy You benefit because yom customer s dump- 
ment possible only when full syn- spreading or fast dumping .. . is reinforced ing unit stays on the job longer with expert 
e chronization has been attained. with rugged box-section members. maintenance service and prompt, efficient 
e ee ee promp 
it Fleet u rvi or parts from your Heil distributor. 
Conf Supe Se MOUNTED RIGHT 
to on : area, -e e All-steel body parts permit simple welding 
h erence Set Your skilled Heil distributor mounts the repairs, eliminate costly replacement of 
UNIVERSITY PARK, Pa. — A body and hoist on any truck chassis. Heil entire castings. 
0 conference to keep motor fleet per- : : : : . 
sonnel supervisors aware of new design gives longer life and easier service. © Seuwad colindesbends daw eile: dele 
ee Fy pane me by e Independently hung Perma Pump mounts service accessibility to all cylinder com- 
Pennsylvania State University here, in direct line with power take-off . . . pro- ponents ...save time and money. 5-42 
As May 10-11. 
)1 Participants will discuss accident 
it analysis, human relations, effective 
i- communications, training employes, THE HEIL co. 
0. and engineering and research de- 
velopments as they affect the fleet ams. 5956, 3059 W. Montana St., Milwaukee 1, Wisconsin 
supervisor. actories: Milwaukee, Wis.— Hillside, New Jersey 
Major topics will include person- 
nel management factors, certifica- = 
2 tion requirements for safety direc- 2 
tors and others, insurance, research 
r, and public relations to work for 


you. See your HEIL distributor for information on Heil telescopic or twin arm hoists and a complete line of truck bodies. 
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GMC Off-Road Heavy-Duty Truck— 


Above is shown the new GMC model DW-630 diesel-powered, tandem-axle dump 
truck hauling crushed rock, one of the off-road functions performed by GMC's new 
line of heavy-duty trucks, announced last week. Many, GMC said, were designed for 
combined highway and off-road work. The line ranges from four-wheel gasoline 
models with 22,000-pound GVW to tandem-axles with 90,000-pound gross combination 
weight. 









JONES AUTO SALES 
Uf 


Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
- to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere ...are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 










resale value, and 


For details, write, 
wire or call today. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 


established financially responsible manvu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 
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GMC Shows Heavies 





New 6-Wheelers Go Up to 90,000 Lbs. GCW; 
Horsepower Pushed to 230 


PONTIAC. — A new line of 
heavy-duty GMC trucks, designed 
to do both highway hauling and 
off-road operations, last week was 
announced by Philip J. Monaghan, 
GMC general manager. 

The 1956 heavy-duty GMCs in- 
clude an expanded line of 
tandem-axle models, four-wheel 
vehicles with more powerful 
gasoline and diesel engines and 
engineering advances designed to 
give greater durability and per- 
formance. 

Monaghan said the majority of 
tandem-axle models were designed 
for combined highway and off-the- 
road work. Optional equipment like 
frame reinforcements and a selec- 
tion of axle ratios are available. 

The heavy-duty line ranges from 
four-wheel gasoline models with 
22,000-pound GVW to tandem-axle 
vehicles with 90,000-pound gross 
combination weight. 

Entirely new models, including 
an FW550 dual-purpose, tandem- 
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backing by a well 





VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 


axle tractor and a tandem-axle 
W670, are offered. 

The FW550 has a front axle 
rated at 14,000 pounds and a 34,000- 
pound rear axle, a five-speed syn- 
cromesh transmission, 210 horse- 


Willys Builds 150 Trucks 


For Educational Work 


TOLEDO. — Willys has built 
almost 150 audio-visual trucks 
for educational work in back- 
ward areas of the free world. 
Many of the units are now in 
use in Far Eastern and Asiatic 
countries. 

The vehicles are four-wheel- 
drive Jeep panel trucks with 
special bodies and a variety of 
equipment for setting up out- 
door theater classrooms under 
primitive conditions. Each unit 
has a tape recorder, motion pic- 
ture, slide and strip film pro- 
jectors and other equipment. 











“There’s no slack season for me!” 



















STEWART COACH INDUSTRIES, INC. 
Department AN 


e Bristol, Indiana 


— 


power V-8 engine, power steering 
and other features designed for 
concrete-mixer and dump-truck 
operations. 

With 59,000-pound GVW, the 
W670 is suited for heavy trucking 
operations in states where high 
GVW’s are permitted, GMC said, 
It offers a choice of an 11,000 or 
14,000-pound front axle and a 48, 
000 or 50,000-pound rear axle, has 
as standard equipment a five-speed 
main and three-speed auxiliary 
transmission, 225-horsepower zgaso- 
line engine and double channel 
frames. 

Six and eight-cylinder engines 
ranging from 160 to 225 horse- 
power, and diesels from 150 to 
230 horsepower are offered in 
various models. A new 324-cubic- 
inch V-8 has a 210 gross horse- 
power rating compared with its 
predecessor’s 175 horsepower, a 
gain of 35 horsepower. Models 
may be powered by either the 
210-horsepower or a 180 horse- 
power V-8. 

On tandem-axle vehicles, GMC 
said, an inter-axle differential in- 
cluding a lockout feature gives 
them peak highway and off-the- 
road performance. The lockout dis- 
connects the inter-axle differential 
for off-road operations, but con- 
nects it for highway use. 

This, GMC said, eliminates the 
need for matching of tires for good 
highway performance. The inter- 
axle differential also extends tire 
life, prevents overheating and pro- 
vides advantages over straight, 
conventional type tandem axles, ac- 
cording to GMC. 


Twelve-volt electrical systems 
are standard equipment on the 
heavy-duty vehicles and so are 
tubeless tires. Vehicles, combining 
Payload capacity and maneuvera- 
bility of cab-over-engine models 
with easy cab and engine accessi- 
bility and lower step heights, are 
included among this year’s heavy- 
duty models, GMC said. 


Firestone Issues 
Tubeless Tire 
Progress Report 


AKRON. — With many truck 
makers equipping their new trucks 
with tubeless tires, Firestone Tire 
& Rubber Co. has announced that 
many fleet operators have asked 
proof that these tires are more 
economical. 

W. E. Lyon, Firestone director 
of tire engineering and develop- 
ment, has released a report com- 
piled from the experience of 18 
trucking firms. Some have been 
using tubeless for more than a 
year. 

Included was the following data: 


Tires with § Tube- 
Tubes less 
No. of tires 
ee 1,195 3,857 
No. of punctures... 110 36 
Road delays due 
to punctures ....... 27 7 


Two Indiana companies with 
long-haul freight runs with 131 tires 
have exceeded 87,000 miles of serv- 
ice with original treads. 

A car haulaway company in 
Michigan removed its tractor tires 
for the first time at 62,000 miles for 
retreading. 

A general freight, long-haul com- 
pany in Colorado which reported it 
was plagued by tube pinching 
solved its problems by use of tube- 
less. 


Trailmobile Buys 
West Coast Site, 


Promotes Two 


BERKELEY, Calif. — Trailmobile 
Inc., announced expansion plans 
and two administrative promotions 
as it began producing in _ its 
Berkeley plant the standard inter- 
changeable components for its “cus- 
tomer individualized design” units. 


The company has purchased 40 
acres near Livermore, Calif., for a 
new plant and has taken an option 
on 20 additional acres pending a 
zoning change. Livermore is 30 
miles east of Oakland. 

Promoted were Alan Waddell and 
E. G. Weiss. Waddell, West Coast 
sales manager, has been named a 
Trailmobile vice-president, and 
Weiss, formerly Berkeley plant 
manager, becomes Berkeley opera- 
tions manager. 
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Sizes, Weights Increased . . . 


State Laws Ease Truck Curbs 


DETROIT. — State legislaturestoward heavier trucks. A bill pend- 


across the country this year have 
shown a tendency to liberalize 
truck size and weight regulations. 
Here are some of the latest bills 
passed or pending: 

Virginia enacted a series of 
bilis boosting size and weight 
limits and increasing truck taxes 
by $2,940,000. The main provision 
was a weight hike from 50,000 to 
56,300 pounds. 

Maximum combination length 
was upped to 50 feet and it was 
decided that vehicles in use July 1, 
1956, may be used until worn out 
despite any conflicts with regula- 
tion under the new law. 


On the revenue side, the Virginia 
measure repealed a 2 percent gross- 
receipts tax on for-hire carriers 
and shifted to tractors a basic 
license fee which had been applica- 
ble to trailers. 

Fuel taxes were increased on a 
mileage basis for trucks with more 
than two axles and license fees 
were revised to place the heaviest 
burden on trucks over 18,000 
pounds. 

South Caroline hiked the height 
limit to 138% feet and approved a 
60-foot length for house trailers. 
Special permits for overweight 
or oversize loads—previously free 
—will cost $10 plus five cents a 
mile. 

Massachusetts reversed the trend 


Exhaust Brake 
Brought Back 
On Mack Diesels 


PLAINFIELD, N. J.—A new ex- 
haust brake has been announced 
by Mack Trucks. It is said to in- 
crease engine retardation by more 
than 50 percent, adding to diesel 
truck safety and reducing wear on 
brakes. Introduced experimentally 
in the 1920s, Mack has revived the 
device. 

By means of a simple butterfly 
valve in the exhaust line, accord- 
ing to Elliott G. Ewell, Mack vice- 
president, back pressure is created 
to transform the engine into an air 
compressor, thus augmenting full 
engine braking which long has 
been a Mack feature. 

An electro-pneumatic control sys- 
tem enables the new exhaust brake 
to assist the conventional braking 
system in slowing down or bring- 
ing the vehicle to a stop. 

Mack’s new exhaust brake is un- 
der the driver’s control constantly. 
A simple three-position switch per- 
mits the exhaust brake to actuate 
automatically whenever the brakes 
are applied, to respond when the 
accelerator is released or to be cut 
out of action entirely. 

An overriding switch actuated by 
the fuel injection pump permits the 
new Mack exhaust brake to func- 
tion only when injection ceases, so 
that nothing but pure air is trapped 
by the butterfly valve, it was said. 


Illinois Company 
Prepares to Write 


Truck Insurance 


ELGIN, Ill. — Mid-Union Indem- 
nity Co. soon will begin writing 
insurance in the trucking and 
transportation field, it has been an- 
nounced by Keith W. Stewart, pres- 
ident. 

Stewart said the company’s or- 
ganizational processes are nearly 
complete and declared that such 
an operation requires specially 
qualified men who are familiar 
with all phases of the trucking and 
transportation field. 

Mid-Union said that when pre- 
mium income from the transporta- 
tion insurance department reaches 
a suitable level, it will set up a full 
line of casualty coverage in Mlinois 
and other states. 


Yellow Opens Office 

PORTLAND, Ore. Yellow 
Mfg. Acceptance Corp., a subsidiary 
of General Motors Corp. has 
opened an office here at NE 23rd 
Ave. and Sandy Blvd. Branch S. 
Ruley is manager. The firm handles 
dealer financing for GM trucks and 
Euclid earth moving equipment. 


ing there would cut weight limits 
from 60,000 to 50,000 pounds. The 
limit was 50,000 pounds prior to 
1955. 

Michigan’s Legislature passed a 
bill to make permanent a maximum 
length of 55 feet. Under a World 
War IT law, the limit is scheduled 
to revert to 50 feet in 1960. The new 
measure also would allow auto 
haulaway trailers 40 feet long. 


A bill pending in New Jersey 
would repeal a 1950 provision en- 
abling construction trucks to ex- 
ceed weight limits upon payment 
of a special fee. The fee is $15 
per 1,000 pounds GCW and is ap- 
plicable to vehicles between 40,000 
and 70,000 pounds. 

Minnesota truckers served notice 
they will introduce again next year 
a bill to boost length limits from 
45 to 50 feet. The bill failed last 
year, but came closer to enactment 
than in any previous session. 

Also expected to be revived is a 
defeated 1956 proposal to raise the 





tandem axle load limits from 28,000 
to 32,000 pounds. 

In New Mexico, the Supreme 
Court decided that a 1955 law lib- 
eralizing truck sizes and weights 
was a valid exercise of the State’s 
police powers and therefore is not 
subject to a referendum. 

Opponents said the act allows 
greater weights than any west- 
ern state, but backers declared 
it merely gave all truckers a 20 

percent “tolerance” formerly al- 
lowed to haulers of unprocessed 

New Mexico products. 

The law gave all haulers the 
right to carry 86,400 pounds gross 
maximum weight. 


Whitver Joins Schaal 

Loren Whitver has purchased 
a one-third interest in Schaal 
Motor Co. (Oldsmobile), Jeffer- 
son, Ia. Other partners in the 
dealership are C. W. Schaal and 
Bill Morehead. Whitver will share 
management of the firm with 
Morehead. 





New Import— 


Martin J. Kelly, Martin J. Kelly, Inc. 
(Chrysler-Plymouth), Chicago, points out 
to Phyllis Gratton the features of one of 
the first German-built Lloyd 600s to ar- 
rive in the U. S. The sedan has an air- 
cooled engine and is said to deliver up 
to 43 miles per gallon of gasoline. Top 
speed is 60 m.p.h. Kelly will represent 
the German firm in the Midwest. 


43 
Tubeless Wheels 


For Haulaways 


Are Introduced 


LANSING. — New tubeless truck 
wheels designed especially for the 
haulaway industry have been intro- 
duced by Motor Wheel Corp., it has 
been announced by Anson D. 
Grimes, sales manager, merchan- 
dise sales division. 

The company says the new 
wheels permit car trailers to oper- 
ate within 96-inch maximum high- 
way width limits when used with 
9.00-22.5 tubeless tires, which re- 
place 8.25-20 conventional tube tires. 

Grimes said that advantages of 
tubeless tires for the haulaway in- 
dustry include weight reduction 
with a corresponding increase in 
payload capacity, cooler running, 
increased safety and simplified tire 
maintenance. 

The new tubeless tire wheels are 
available with choice of Motor 
Wheel’s spring-action cone locking 
nut or double cap nut mounting, in 
five or six-hole design. 
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the Louisville “standard”’... 
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In service like that of Louisville Transit Company, Bower roller 
bearings prove their outstanding quality and design perfection. 


ROLLER 
BEARINGS 
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Bower tapered roller bearings are “Spher-O-Honed"”— 


with spherical roll-head and flange surfaces . . 
and durable races honed to micro-inch smooth- 


groove... 


. liberal oil 


ness. “Spher-O-Honing" means less friction, cooler operation, 


longer wear. 


of precision. 


bearing service. 





Federal-Megul Service 
(Division of Federal-Mogu!-Bower Bearings, Inc.) 
DETROIT 13, MICHIGAN 


ellie 


Bower straight roller bearings have the exclusive “double 
lip" design which permits them to carry light intermittent thrust 
loads in addition to supporting radial loads. 


Bower journal bearings—designed for small radial loads or 
where space is limited—are built to the same high standards 


It pays to specify Bower—for the best in roller bearings and 





Get the bearings you need WHEN you need them. Call your Federal-Mogul Service jobber. 
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TRUCK HOIST — A hydraulically oper- 
ated conversion truck hoist, with a three 
to five-ton lift capacity, has been added 
to the Schwartz line of farm and com- 
mercial truck equipment. Known as the 
Schwartz Uni-Link Hoist, the unit is avail- 
able either in the conversion model, for 
installation on original truck frame and 
body, or in standard model, complete 
with tubular steel subframe and long 
beams. The hoists feature a patented 


principle — vunitized, self-stressed hoist- 
ing mechanism with power linkage, offer- 
ing peak performance at all stages of 
lift and 50-degree dump angle, it is 
claimed. Schwartz 
Prairie, Minn. 


Mfg. Co., Lester 





FULL-VISION MIRRORS—A line of full- 
vision truck mirrors, said to give safe, de- 
pendable service day and night, year 
after year, has been marketed by Detroit 
Products Co. Sturdy mounts, extra-strong 
tubings and tension-tight couplings are 
said to insure vibration-free installation. 
Black and hammertone finishes are baked 
on to protect againt rust, corrosion and 
fornish. Made of heavy-duty plate glass, 
the mirrors are easily replaced when 
necessary. There is a Detroit mirror to 
fit every size and type of truck, it is 
claimed. Detroit Products Co., 301 W. EI 
Segundo Bivd., Ei Segundo, Calif. 





HYDRAULIC CRANE — A ‘4-ton capac- 
ity hand-operated, truck-mounted hydrav- 
lic crane, said to be capable of being 
mounted on the smallest capacity trucks, 
has been added to the Ruger line. 
Known as model TM-%, the 100-pound 
unit rotates a full. circle in its well and 
can be locked in any of 12 positions, it 
is claimed. Hydraulics have been com- 
bined into one self-contained unit, includ- 
ing lifting cylinder, pump, release valve 
and overload relief, which is set at 700 
pounds. The unit offers a vertical travel 
of 68 inches. Ruger Equipment, inc., 
615 W. Fourth St., Uhrichsville, O. 

se @ 


Hercules Publishes Catalog 


On Powerlift Tailgates 


Publication of a catalog describ- 
ing model H-6 series Load-N-Gate 


powerlift tailgates is announced by 


word. 
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TRUCK NEW PRODUCTS 


Hercules Steel Products Co., Gal- 
ion, O. 


The catalog, Bulletin No. 51, de- 


scribes Hercules’ 600-pound capac- 
ity electrically-powered Load-N- 
Gates. 
tions cover construction, operation 
and controls. 
cations are also shown. 


Description and _ illustra- 


Condensed specifi- 


HYDRAULIC HOIST — The Hydrahoist 


is said to mechanize loading and unload- 


ing operations through the use of hydrav- 


lic power activated by the truck engine. 


A bridge-type superstructure of tubular 
steel, the unit features adjustable cables, 
working over roller-bearing trolley wheels, 
that transmit power for lifting and moving 
as the trolley telescopes forward or back- 
The hydraulic equipment is said 
to permit lifting or lowering at the rate 
of six inches per second, for loads as 
heavy as 8,000 pounds. Russell Mfg. Co., 
1328 Maple Ave., Haddon Heights, N. J. 
*> ¢ ® 





RIVET SETTING GUN — A blind rivet 
setting gun, designed for use with a 
standard Y%-inch drill or \%4-inch pnev- 
matic drill, has been marketed. The gun 
is said to set all lengths and diameters 
of aluminum, steel and monel Cherry 
rivets and Townsend Commercial rivets. 
Weight without drill motor is 3%, pounds. 
Length of gun, including pulling head 
without drill motor, is 14% inches. Data 
sheet, giving recommended drill motors 
and pulling heads, instructions for oper- 
ations and parts list, is available from 
Townsend Co., P. O. Box 237-Z, New 
Brighton, Pa. 

* *¢ 


For Hunters, Campers 

A free plan for making a de- 
mountable pickup truck cover to 
provide a camping enclosure is 
offered by Home Service Bureau, 
Masonite Corp., 111 W. Washington 
St., Chicago 2, Ill. Ask for Plan 
No. AE-321, 





WHEEL BLOCK — The WB2H “Standard 
Safety Wheel Block" is designed with 
rounded edges, stiffening ribs and sup- 
porting members, as well as integrally cast 
gripper teeth, it is claimed. The approxi- 
mate overall dimensions are 9 by 10 by 
10 inches, and weight is 14 pounds. Pro- 
vision is made for chaining to dock or 
vehicle. Calumet Steel Castings Corp., 
Hammond, ind. 





HYDRAULIC HOISTS — Two hydraulic 
hoists, designed for installation on 4, % 
and one-ton trucks, have been introduced 
by Hercules Steel Products Co., Galion, 
O. Called the “300 Series,” the hoists are 
engineered for mounting on trucks with 
either straight or raised frames. They can 
be mounted under pickup bodies, plat- 
form bodies up to nine feet in length, or 
8-foot, 2-yard light-duty dump bodies. 

* * 





POWER SUPPLY — The Electro model 
H 6/12-volt DC power supply is designed 
to replace batteries for servicing LPI 
(low power input), 10-watt mobile com- 


tomatic regulation possible is a 
friction arrangement, it is claimed. 
Located on the shaft used in set- 
ting the clock, the arrangement is 
engineered to accomplish compen- 
sation automatically. 


* * * 





AIR BRAKE VALVE — The Wagner relay 
emergency air brake valve is said to pro- 
vide safety features required in event of 
failures in the air brake actuating system. 
When air pressure in the system, other 
than the pressure in the tank protected 
by the valve, falls to approximately 50 
p.s.i., the valve produces an automatic 
application of the brake it protects, it 
is claimed. On a slow leak-down, brakes 
are applied to produce a gradual in- 
crease in brake drag. “Dynamiting” or 
instantaneous brake application occurs in 
the event of a trailer breakaway, a line 
rupture or at the driver's discretion, it is 
said. Wagner Electric Corp., 6400 Plym- 
wth Ave., St. Lovis 14, Mo. 





munications equipment such as used in| > 


taxis, police cars, fire trucks and civil 
defense vehicles. Less than half a cubic 
foot in size, the power supply has a 
dual range of six and 12 volts DC output 
from an AC line source, it is claimed. 
Electro Products Laboratories, 4500 N. 
Ravenswood Ave., Chicago 40, Ill. 
* 2 * 


Aluminum Trailer Features 


Greater Cargo Capacity 

A maximum capacity aluminum 
trailer, with approximately 20 per- 
cent more loading space, has been 
introduced by Brown Trailers, Inc., 
P. O. Box 54, Spokane, Wash. 

The greater capacity is achieved 
through the use of a shallower and 
wider side and roof stiffener, it is 
claimed. The firm also announced 
that all standard models have been 
enlarged for greater cargo capacity. 


> * * 





SERVICE CART — A steel service cart, 
designed to move merchandise and small 
parts quickly to work, display or inventory 
areas, has 
heavy-duty, the cart is 32 inches high, 
30 inches wide and 16 inches deep. It 
weighs 43 pounds and is equipped with 
4-inch hard rubber swivel wheels. Frontier 
Mfg. Co., P. O. Box 13266, 10800 Harry 
Hines Bivd., Dallas, Tex. ; 


Lux Electric Auto Clock 
Regulates Automatically 

An electric automobile clock 
which adjusts automatically to run 
faster or slower merely by setting 
the clock has been introduced by 
Lux Clock Mfg. Co., Waterbury, 
Conn. 

Design feature which makes au- 


been marketed. Built for| | 





REAR BUMPER — The Deko heavy-duty 
rear bumper has been added to the line 


of Redi-Fit accessories. The unit is said 
to enclose rear of pickup box behind 
the fenders, and provides step area for 
masy access to box. It also has a built- 
in trailer hitch plate connected by V- 
bracing to bumper arms at frame contact 
points. Hutchinson Co., P. O. Box 6025, 
Shreveport, La. 
7. * 


Filt-O-Reg Called Answer 


To Carburetor Flooding 

Alondra Sales, Inc., 959 Crenshaw 
Blvd., Los Angeles 19, Calif., claims 
that its Filt-O-Reg unit prevents 
carburetor flooding, rough idling 
and fuel waste in four-barrel carbu- 
retors. 

Alondra says that the Filt-O-Reg 





is a combination filter and fuel-, 


pressure regulator. It is sold ex- 
clusively through automotive 
jobbers. 





Res oe 


BARREL-SHAPED TIRES With its 
driving force transmitted from fhe motor 
through the rear axle by any conventional 
drive system, Goodyear's barrel-shaped, 
pneumatic Terra-Tires can take trucks, 
trailers and other off-the-road vehicles 
over all types of terrain and roadways, 
it is claimed. Speeds up to 65 m.p.h. 
have been achieved with the tires, it is 
said. Features of the tires, available in 
@ range of sizes from 24 to 42 inches 
in width, are said to be low pressure 
inflation (three to five pounds), wide 
load dispersement and thin pliable 
walls. Goodyear Tire and Rubber Co., 
Akron 16, O. 





DUAL MUFFLERS — ATI Balanced Dual 
Exhaust Systems, including ATI ‘‘engine- 
mated" mufflers said to be custom speci- 
fied to the cubic inch displacement of 
and easily installed on 1954 and 1955 
Ford V-8 trucks (750, 800 and 900 EAL, 
EAM Cargo King engines), are being 
offered by Alexander-Tagg Industries, Inc., 
Hatboro, Pa. The muffler system is said 
to eliminate the crossover pipe and treats 
each side of a V-8 engine as a separate 
power source. Systems are available in 
packaged conversion kits which include 
two ATI heavy-duty mufflers, the neces- 
sary hangers, clamps, pipes and gaskets. 

= @ 





GRILLE GUARD — The Super-Sturdee 
grille guard is engineered to meet the 
special needs of current truck models, in 
which the grille extends up to and, in 
some cases, beyond the bumper, it is 
claimed. It is said to solve the problem 
of clearance through the use of tapered 
channel steel uprights. Types are avail- 
able for most truck models. Voltz Bros., 
Inc., 2520 Indiana Ave., Chicago 16, Ill. 





TRUCK BODIES — Olson body models 
for Dodge Forward Control chassis model 
DN6, with 116 and 126-inch wheelbases, 
have been marketed. The firm will build 
its 10-foot body, with 390 cubic feet of 
loadspace, on both 116 and 126-inch 
wheelbases, and its 12-foot body, with 
460 cubic feet of loadspace, on the 126- 
inch wheelbase Dodge. The bodies are 
said to eliminate deadweight through the 
use of thick but light aluminum alloys. 
J. B. E. Olson Corp... New York 19, N. Y. 


Brake Fluid Reservoir 


A glass reservoir for brake fluid, 
which can be installed on the fire- 
wall under the hood to give a 
positive visual check on fluid level, 
has been introduced by Berkeley 
Specialties Co, 899 Gilman St, 
Berkeley 10, Calif. 

. = 





PICKUP KITS — Kits containing neces- 
sary hardware for assembling stock racks, 
grain boxes and cab rails for any make 
of pickup with four, six or eight stake 
pockets are being marketed. Featuring a 
special square channel shape for vertica! 
standards of extra-ordinary strength, and 
a newly-designed end-gate latch, the kits 
have baked-on enamel inside and out on 
all major pieces, it is claimed. Kits dc 
not include lumber. Mustang Mfg. Co., P. 
O. Box 1377, Amarillo, Tex. 
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MR. USED CAR DEALER: 


Joe’s auction trips cost lots of chips, 
a woeful man is he... 





But costs are down for dealer Brown, 
thanks to Fidelity. 


Save trips, save time, save money... 
buy at Fidelity-Insured Auctions. 


ONE TRIP TO A FIDELITY-INSURED 
AUCTION will probably save you five or six trips to 
smaller auctions and lots...thanks to the tremendous 
selection of used cars at all Fidelity-Insured 
Auctions. And a trip saved is time and money earned. 


THAT’S JUST THE BEGINNING of the Fidelity 
story. You get accurate market prices from the bid- 


ding around you, information you won’t get on the 
average lot. And at Fidelity Title-Insured Auctions 
every title to every car you buy is guaranteed sound. 


FIDELITY PAYS CLAIMS DIRECTLY TO DEALERS WITHIN 48 HOURS. 


Try any of the auctions listed here next time you buy. 


AIRPORT AUTO AUCTION* 
U. S. Truck Route 22, Weirton, W. Va. 


APTCO AUTO AUCTION Wed. & Fri. 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


Friday 


BEREA AUTO AUCTION, INC. Tuesday 
799 Front Street, Berea, Ohio 
CAPITAL AUTO AUCTION, INC.* Thursday 


Ohio State Fairgrounds, Columbus, Ohio 


CENTRAL STATES AUTO AUCTION* Wednesday 
211 South Delaware, Mason City, lowa 


CHATTANOOGA AUTO AUCTION* Thursday 
35th & 36th St., Rossville Blvd., Chattanooga, Tenn. 


CLEVELAND) AUTO AUCTION, INC. Tuesday 
4305 Euclid Ave. (rear), Cleveland 3, Ohio 


COFIELD AUTO AUCTION* Monday 
Boaz, Alabama 


CONCORD AUTO AUCTION, INC.* 
Hosmer Street, Acton, Mass. 


DAYTON DIXIE AUTO AUCTION, INC. Monday 
5300 North Dixie Drive, Dayton, Ohio 


DEALERS AUTOMOBILE AUCTION, Inc.* Thurs. & Fri. 
3528 South 7th St. Road, Louisville, Ky. 


DECATUR AUTO AUCTION* 
Highway 48, N., Decatur, Illinois 


GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 N. Market St., Shreveport, La. 


Mon. & Fri. 


Monday 


JOHNSON AUTO AUCTION* Friday 
Jordan Lane, Huntsville, Alabama 

LEBANON AUTO AUCTION, INC.* Wednesday 
Highway 22, N. Plainfield, N. J. 

LEITCH MOTOR SALES, INC.* Thursday 


1450 E. Main St., Owosso, Michigan 


*auctions offering both check and title insurance. 


**title insurance only. 


LIMA AUTO AUCTION Wednesday 
4409 South Dixie, Lima, Ohio 

MIDDLE GEORGIA AUTO AUCTION* Wednesday 
Eastside Highway, Macon, Georgia 

MONTPELIER AUTO AUCTION CO. Monday 

R. F. D. #1, Montpelier, Ohio 

MUNCIE AUTO AUCTION Friday 

3344 So. Madison St., Muncie, Ind. 

ORANGE COUNTY AUTO AUCTION* Thursday 
Campbell Hall, N. Y. 

QUINCY AUTO AUCTION Friday 

3220 Broadway, Quincy, Illinois 

ROCKFORD AUTO AUCTION, INC. Tuesday 
6402 Forest Hills Rd., Rockford, Ill. 

SOUTH GEORGIA AUTO AUCTION* Friday 

3 Mi. South U. S. 41, Valdosta, Ga. 

SOUTHERN AUTO SALES, INC.* Wednesday 


9 miles N. of E. Hartford, East Windsor, Conn. 


it'll save you trips, time, and money! 


SYRACUSE AUTO AUCTION* Wednesday 
R. D. #1, La Fayette, New York 

THOMASVILLE AUTO AUCTION* Thursday 
U. S. Air Base, Thomasville, Georgia 

THRUWAY AUTO AUCTION, INC.* Monday 
2224 Union Road, Buffalo 25, N. Y. 

TOLEDO AUTO AUCTION CoO. Thursday 
5902 Telegraph Rd., Toledo, Ohio 

TRI-STATE AUCTION CO.* Thursday 
3021 W. Front St., Box 981, Fargo, N. D. 
TRI-STATE AUTO AUCTION, INC. Friday 


Valley Springs, S$. Dakota ‘ 


TULSA AUTOMOBILE DEALER AUCTION** Thursday 
Tulsa State Fairgrounds, Tulsa, Okla. 


ART WATSON MOTOR CO.* 
2979 N. W. 36th St., Miami, Fla, 


WESTCHESTER AUTO DEALERS AUCTION, INC. 
Albany Post Road, Croton-On-Hudson, New York 
Wednesday 


Wednesday 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., 


Nashville, Tenn. 
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Market Trend 


A decline of $6 last week 
marked the overall average price 
of used cars sold at wholesale 
auction, according to Automotive 
News’ index. 

Four models advanced in price 
and four declined. Gains included 
’5ls up $14; ’49s, up $12; ’53s, up 
$1, and ’50s, up $1. 

Setbacks were: '52s, down $12; 
54s, down $15; 55s, down $16, 
and ’56s, down $37. 

The adjusted price on ’56s rep- 
resented a record low for that 
model. 


At a group of representative 
auctions last week, the average 
consignment hit the year’s high 
of 205.2 units. It had been 199.2 in 
the previous week. The sales 
ratio, at 74.3 percent, was un- 
changed from the previous week. 


(Compiled by Automotive News from auction reports.) 


Sept. 





Prices marked with an * indi- 
cate a unit equipped with an au- 


AUTOMOTIVE NEWS, MAY 7, 1956 







Average Used-Car Auction Prices 


1956 


$943* 


$915 - 





Dec. 
'48s dropped. 


Nov. 
56s added; 


Oct. 
* Prices of 


tomatic transmission or overdrive 
and (ps) indicates power steering. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 

Monday. Prices are for sale of Apr. 23.) 

(Continuation of last week’s market 
prices prevailed here today, as we sold 

169 of the 199 used cars offered to a 
yard full of good, solid, substantial car 
buyers, Again °56 models of all makes 
fell far behind in price with very few in- 
terested customers. Only 7 out of 17 
changed ownership, a bare 41 percent of 
these sold.) 

BUICK—’55 Special Riviera, $1,800* (ps). 
'54 Special 4-dr., $1,350*, $1,225*; Rivi- 
era, $1,280°; 2-dr., $1,250°*, $1, 160. "53 
Super 4-dr., $950*; Riviera, $830*; Spe- 
cial 2-dr., $880*; 4-dr., $810*, $770. °52 
Special 2-dr., $555. °51 Super Riviera, 
$530*, $470*; 4-dr., $450°; RM 2-dr., 
$500*. '50 Super 4-dr., $305*, $230*; RM 
4-dr., $260*. 49 Super 2-dr., $150. 

| CADILLAC — ’55 Eldorado conv., $4,450* 
(ps); (62) coupe, $3,325* (ps). ’54 (62) 
conv., $2,885* (ps); 4-dr., $2,580*- (ps); 
(75) 4-dr., $2,875* (ps). °53 (62) 4-dr., 
$1,740* (ps); °52 (62) coupe de Ville, 
$1,230* (ps); conv., $1,160* (ps). ’51 
(62) 4-dr., $1,000%. °50 (61) coupe, 
$800*; (62) 4-dr., $670*. °48 (61) 4-dr., 
$135*. 

CHEVROLET — ‘56 Two-ten 


(6) station 


$880 


Jan. 


spore, $2,030, $1,750, Delray coupe, 
670; 
Air (8) 4-dr., 
dr., $1,125; Two-ten 
4-dr., 


conv., 
station wagon, $1,185*, 
coupe, 
$750*. 
dr., $490*, 
2-dr., 
’50 FL Deluxe 4-dr., 
cial 
$160. 
CHRYSLER — ’53 Windsor 2-dr., 
NY 4-dr., 
DeSOTO— 54 
100*. 
luxe 4-dr., 
$240. 
DODGE—’55 Royal Lancer coupe, $1,375*. 
$1,190; Royal 4-dr., 
$675*, 
Diplomat, 
Meadowbrook 4-dr., 


’54 Coronet 4-dr., 
$860* 
$500°, 
$350°; 
$305*. 
FORD—’55 Main 
400; 4-dr., 
on, $1,450. 
270*; conv., 
Main (8) 4-dr., 
tion wagon, 
$950; Custom (8) 4-dr., 
$610*; Custom (6) 4-dr., 





$873 $873 $874 


Feb. March May 


to date 


Apr. 





Two-ten (8) 4-dr., 
$1,460*; 
(6) 2-dr., 
$1,260, $1,250, $1,210; 
station wagon, $1,450. 
$1,220*; 4-dr., 


$1,900. 


(6) 
$940*; 


$780*; 2-dr., $780*; 
’51 SL Deluxe Bel Air, 
$450*, $425, $400*, 
$370, 


4-dr., $180. °49 SL Special 


$640*. 

Fire Dome 
‘53 Custom 4-dr., 
$320* (ps). 


(8) 4-dr., 
$860°*. 


(ps). °53 Coronet 4-dr., 
$470*. ’52 Coronet 
4-dr., $420*; 
*51 Cistom 4-dr., $340. 
(8) 
"54 Crest (8) 
$1,150* (ps); 
$750. '53 Crest (8) 
$1,125, $1,000°; 





$1,- 
"55 Bel 
Two-ten (8) 2- 

$1,300; 
One-fifty 
"54 Bel Air 
One-fifty 
’53 Two-ten Sport 
4-dr., 2 at 
$490; 4- 
$380; 
$390*, $250; SL Special 2-dr., $315. 
$280; FL Spe- 
2-dr., 


$720°; 


$1,- 
"52 De- 
*50 Custom 4-dr., 


Ranch Wagon, §$1,- 
$950; Main (6) Ranch Wag- 
Victoria, $1,- 
2-dr., $970*; 
sta- 
Victoria, 
$840; 2-dr., $750, 
$715; Main (8) 


Ranch Wagon, $1,050*. °52 Custom (6) 
station wagon, $380. ’51 Crest (8) Vic- 
a $235; conv., $450; Custom (8) 4- 
$250; 2-dr., $160*; Deluxe (8) 4-dr., 
$260; Deluxe (6) 2-dr., $230. ’50 Deluxe 
(8) 2-dr., $250; Custom (8) conv., $190. 
49 Custom (8) club coupe, $185; De- 
luxe (6) 4-dr., $100. 
LINCOLN—’53 Capri coupe, $1,250*. 
MERCURY—’55 Monterey Sport coupe, $2,- 


050* (ps). °54 2-dr., $990. °53 Sport 
coupe, $1,000; 2-dr., $840, $620*. °52 
Sport coupe, $710*. °’51 Deluxe 4-dr., 


$340*, 
NASH- 
180. 


’50 4-dr., $215. 

—56 Rambler Cross Country, $2,- 

‘51 Rambler 2-dr., $320; Ambassa- 
dor 4-dr., $150; Super 4-dr., $150. 
Statesman 4-dr., $150*. 

OLDSMOBILE—’56 (88) Holiday, $2,500*. 
"54 (88) 4-dr., $1,410*, $1,200. ’53 (88) 
Holiday, $1,220*; (98) 4-dr., $1,200* 
(ps), $1,030* (ps). ’50 (88) 4-dr., $175*. 
’49 (98) 4-dr., $130*. 

i 51 Clipper 4-dr., 

2-dr., $100. 

PLYMOUTH—’56 Plaza (8) 4-dr., $1,710. 
’54 Belvedere 4-dr., $925. '52 Cambridge 
4-dr., $420; Cranbrook 4-dr., $325. ’51 
Cranbrook Belvedere, $400; Cambridge 
4-dr., $230. °50 Special Deluxe 4-dr., 
$170*. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
700* (ps). ’54 Star Chief (8) 4-dr., $1,- 
365*. °53 Chieftain (8) 2-dr., $870, $800°*, 
$600. ’51 Silver Streak (8) 4-dr., $500*, 
$340; conv., $390*; Silver Streak (6) 
2-dr., $330. ’50 Silver Streak (6) 4-dr., 
$235. °49 Silver Streak (8) conv., $190*. 

STUDEBAKER — ’'54 Champion station 
wagon, $1,100. °52 Commander coupe, 
$450*; 4-dr., $270. '51 Champion 4-dr., 
$180. °50 Champion 2-dr., $150*. 

WILLYS—’53 Ace 4-dr., $430. ’52 station 
wagon, $370. °51 station wagon, $340, 
$325. °46 Jeepster, $270. 

MISCELLANEOUS—’ 55 Ford Courier, $990. 
’52 Ford %-ton panel, $280. ’49 Chevro- 
let Carryall, $200. °48 Chevrolet 2-ton 
dump, $510. 


$260*, ’50 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 24.) 
(Sold 318 cars out of 455 offerings.) 
BUICK—’56 Century Riviera, $2,670* (ps), 
$2,500* (ps). '55 Special Riviera, $2,250* 
(ps); Super conv., $2,200* (ps); 2-dr., 
$2,020* (ps); Century Riviera, $2,175* 
(ps), $2,070* (ps); 4-dr., $2,150* (ps); 
RM Riviera, $2,050* (ps); 4-dr., $2,000° 
(ps). °54 Super Riviera, $1,590* (ps). 
CADILLAC—’56 (62) conv., $4,695* (ps). 
*55 (62) coupe de Ville, $3,600* (ps); 
4-dr., $3,265* (ps), $3,190* (ps). 54 (62) 
conv., $3,000° (ps), $2,975* (ps). ‘53 
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COLORADO 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 








Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
First National Bank of Englewood. 


| 





DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 

4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 

We Issue Auction Checks and Guarantee Titles 








ILLINOIS 





CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 





MICHIGAN 








Flint ‘Auto Auction, Inc. 
3711 Western Rd. Flint, 
Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 


M. D. McCollum, Mgr. Phone Cedar 9-4492 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'’ Nagy 
"Michigan's Best" 

Phone: ARdmore 6-4720 








MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Ever 








Phone Dunkirk 3-0150 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Fidelity 
Insured Checks and Titles (Wed.). 


Center of Empire State, 


OHIO 








MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Sale 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A 





CLEVELAND—Cleveland Auto Auc- 
tion, 4305 Euclid Ave. (rear), Tel. 


EN. 1-2100 (Every Tues. 1 p.m.). 


Phone 5-9535 


PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








AUTO AUCTION 


Every Thursday at 1 P.M. 
1000 S. George Street 
Opposite Hospital - York, Pa. 








TENNESSEE 








JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 


(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 


Lawrenceburg, Tenn. Every Tuesday 


Crossroads 


. . . Where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 

You will reach both groups 
through an ad in Automotive 


News. 





(62) 4-dr., $1,650* (ps). coupe 
de Ville, $1,375*. 


"52 (62) 


CHEVROLET—’55 Bel Air (8) conv. §1,. 
835*, $1,780; Sport coupe, $1,695": Two. 
ten (8) Handyman, $1,715; 4-dr $1,- 
325; Bel Air (6) 4-dr., $1,450, $§:,419- 
Two-ten (6) 2-dr., $1,195. 54 Bl Air 
conv., $1,300*, $1,230*; Sport coupe, $1,. 
210, $1,180, $1,125; 2-dr., $1,030; 4-dr, 
$1,000*, $980, $940; Two-ten 4-dr., 5995" 

CHRYSLER—’54 NY 4-dr., $1,240". ‘53 
NY 4-dr., $895* (ps), $830* (ps); Wind. 
sor 2-dr., $675*. 52 NY station wagon, 
$820* (ps); Windsor 4-dr., $590", 5] 
Windsor 4-dr., $395*. ’50 NY N: wport, 
$260. 


50 | DeSOTO—’55 Fire Dome (8) Sportsman, 


$1,920* (ps). ’53 Powermaster sports. 
man, $800* (ps); Fire Dome (8) 4-dr, 
$615*, '52 Fire Dome (8) 4-dr. $485¢ 
(ps). 

DODGE — ’56 Coronet (8) 4-dr., $1,850*, 
55 Coronet (8) 4-dr., $1,700*. ’54 Royal 
(8) 4-dr., $1,000* (ps), $980* (ps); 
Meadowbrook 2-dr., $805*. ’53 Coronet 


(8) Diplomat, $775*; 4-dr., —. 


FORD — ’56 Fairlane (8) conv., 2,120°, 
$2,100*, $2,050*; Victoria, $1, oe5°. 4-dr., 
$1,980* ; Custom (8) 2-dr., $1,765 $1,- 
725*; Main (8) 4-dr., $1,445, °55 Fair. 
lane (8) Victoria, $1,965* (ps), $1,650*; 
Custom (8) 2-dr., $1,285; 4-dr., $1,250; 
Custom (6) 4-dr., $1,275*. '54 Custom 
(8) conv., $1,200*; Country Squire, $1,- 
150. 

HUDSON—’55 Hornet 4-dr., $1,705* (ps); 


Hollywood, $1,650*. 


Model Breakdown 
Of Auction Averages 


54 Hornet Holly- 











May, 1956 £Apr., Mar., 
to date 1956 1956 
$2,219 $2,256 $2,240 

1,604 1,620 1,603 

1,100 1,115 1,100 

758 757 757 

487 499 508 

343 329 349 

242 241 246 

189 177 183 

Averages $ 868 $ $74 $ 873 


ll 


wood, $1,170*, $1,050%; Jet 4-dr., $525*, 

KAISER—’53 4-dr., $600*. 

LINCOLN — ’56 Premiere coupe, $3,800* 
(ps). °54 Capri 4-dr., $1,695* (ps), $1,- 
685* (ps). °52 conv., $600*, °51 Cosmo- 
politan 4-dr., $340*, 

MERCURY—’56 Montclair coupe, $2,675*, 
$2,550* (ps). °55 Montclair coupe, $2,- 
185* (ps); conv., $2,090*%; Monterey 
coupe, $2,105*, $2,010* (ps), $1,980* (ps), 
$1,925* (ps), $1,880*; Custom 4-dr., $1,- 
435. '54 Monterey coupe, $1,575*; Sport 
coupe, $1,355*. 

NASH — ’'55 Ambassador club coupe, $1,- 
800*; Rambler club coupe, $1,650°. °54 
Ambassador 4-dr., $1,000*. '53 Ambassa- 
dor club coupe, $760°; 4-dr., $605*; 
Statesman 4-dr., $585, $450*. 

OLDSMOBILE—'56 (98) Holiday, $3,200* 
(ps); (88) Holiday, $2,575* (ps). °55 
(88) Holiday, $2,275* (ps), $2,130* (ps); 
4-dr., $1,975*; 2-dr., $1,785*; (98) 4-dr., 
$2,035* (ps), $2,000* (ps). ’54 (98) Holi- 
day, $1,810* (ps); (88) Holiday, $1,650*° 
(ps). 

PACKARD—’56 Clipper 4-dr., $2,535* (ps). 
'55 Clipper 4-dr., $1,855* (ps). '53 Clip- 
per 2-dr., $725*. 

PLYMOUTH — ‘'56 Belvedere (8) Sport 
coupe, $1,895*; Plaza (6) Suburban, $1,- 
415. °55 Belvedere (8) conv., $1,780*; 
Sport coupe, $1,650*, $1,595*; Savoy (8) 
4-dr., $1,220; Savoy (6) 4-dr., $1,070. 
"54 Belvedere 4-dr.,. $790; Savoy 4-dr., 
$695. 

PONTIAC—’55 Star Chief 
150°. °54 Star Chief (8) 
(ps); Catalina, $1,455*, 
$1,240*; Chieftain (8) 4-dr., 
Chieftain (8) Catalina, $1,100*, 
(ps), $990°; Star Chief (8) conv., 
050*, $880*. 

STUDEBAKER — 
$645*; 2-dr., $480; Champion 4-dr., 

WILLYS—’53 Aero Lark 2-dr., $400. 

MISCELLANEOUS — ‘54 Chevrolet 1-ton 
pickup, $795. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 

day. Prices are for sale of Apr. 20.) 

(Market active on all cars. Sold 125 
cars out of 215 offerings.) 

BUICK—’56 Century Riviera, $2,870* (ps); 
Special 4-dr., $1,975*. °55 Century Rivi- 
era, $1,870*, $1,750* (ps); Special 4-dr., 
$1,550*°. °54 Super Riviera, $1,560*. ‘53 
Century 4-dr., $1,290*; Super 4-dr., $900*° 
(ps); RM 4-dr., $855* (ps). 

CADILLAC—’56 (62) sedan de Ville, $4,- 
920* (ps). '55 (60) Special 4-dr., $3,695° 
(ps); (62) 4-dr., $3,150* (ps). °51 (62) 
coupe, $895*. 

CHEVROLET—’56 Bel Air (8) conv., $2,- 
475*; 4-dr., $2,325* (ps), $2,150*, $2,- 
145°; Sport’ coupe, $2,170*, $1,990; Two- 
ten (8) station wagon, $2,420*, 
4-dr., $2,150°%, $2,075*; 2-dr., $1,505. 

CHRYSLER—’54 NY 4-dr., $1,370* 
$1,165*, °48 NY 4-dr., $165°*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,700* 
(ps). °53 Fire Dome (8) station wagon, 
$1,100* (ps). 


(8) conv., $2,- 
conv., $1,520* 
$1,320*; 4-dr., 
$1,125°. '53 
$1,080* 
$1,- 


’53 Commander 4-dr., 
$500*. 


(ps), 


DODGE—’56 Custom Royal Lancer, $2,- 
420°. ’51 4-dr., $325*. 

FORD— 56 Fairlane (8) Crown Victoria, 
$1,960* (ps); 4-dr., $1,850, $1,775, 2 at 
$1,850, 2 at $1,775, 4 at $1,500°. °55 
Custom (8) 4-dr., $1,300. ’'54 Main (8) 
Ranch Wagon, $1,175; Custom (8) 2-dr., 
$860*. °53 Custom (8) 4-dr., $775*; 
conv., $720. 

HUDSON—’53 Jet 2-dr., $360*. 


KAISER—’51 2-dr., $360*. 

MERCURY—'56 Custom Sport coupe, $2,- 
105*. °55 Monterey Sport coupe, $1,975*. 
’54 Monterey Sport coupe, $1,335; 2-dr., 
$855. °53 Custom Sport coupe, $1,000*. 
*49 Custom club coupe, $205; 4-dr., $200. 

OLDSMOBILE-—-’56 (98) Holiday, $3,300* 
(ps), $3,130 (ps), $2,980* (ps); (88) 
Holiday, $2,550. ’55 (98) Holiday, $2,300* 
(ps). °53 (88) Super 4-dr., $1,255*; (98) 
Holiday, $1,220* (ps). 

PACKARD—’50 sedan, $200*. 

PLYMOUTH—’'54 Belvedere 4-dr., $1,060. 
*51 Cambridge Suburban, $505; station 
wagon, $490. °50 Special Deluxe conv., 
$385. 

PONTIAC — ’56 Star Chief (8) Catalina, 
$2,500*, $2,470*; Chieftain (8) Catalina, 
$2,150*, $2,130°. ‘55 Star Chief (8) 
conv., $1,775* (ps). ’54 Star Chief (8) 


(Continued on Page 48, Col. 1) 








— ep ar NN AE SE mM 


ee 


Is part of your audience simply; 


Every car salesman knows he’s ’way ahead if 
he can get both the husband and wife interested 
in his new models. But it’s often hard to do. He 
also knows that it’s a waste of time to try to sell 
people who can’t afford to buy. But it is quite a 
trick to separate the buyers from the browsers. 

The factory faces the same problems. But the 
solution is easier. When their ad appears in The 
Saturday Evening Post, they know what—and 
whom—they are getting. 

For instance, they’re getting just as many 
husbands as wives. (No half selling here.) And 
they’re getting to the above-average-income 
families who already own cars...and are the 


top prospects for new ones. (No wasted shots.) 
And when you consider that people spend 
more time with ads in the Post—and have 
more confidence in them—you’ll realize why 
the automotive industry puts far more pages 
in the Post than in any other magazine. 
The Post gets to the heart of America. 
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CHRYSLER—'54 NY 4-dr., $1,350°. ‘50 
DeSOTO—'51 Sportsman, $325. ‘49 4-dr., 
DODGE — '54 Meadowbrook 4-dr., $1,050, 





FORD — ‘56 Thunderbird, $3,215* (ps); 
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Used-Car Auction Prices 





(Continued from Page 46) 


Catalina, $1,175*. '53 Chieftain (8) 4-dr., 
$895* (ps). 


STUDEBAKER—’'54 Commander coupe, $1,- 


050. 


WILLYS — '50 station wagon, $280. '46 


Jeepster, $340. 


MISCELLANEOUS — '56 Chevrolet %-ton 


pickup, $1,475, $1,400. ‘55 Ford ‘%-ton 
pickup, $985. °54 Ford %-ton pickup, 
$705. '53 Dodge %-ton pickup, $510. ‘51 
GMC *%-ton pickup, $400, $340. °49 
Willys 1-ton pickup, $140, 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 


Prices are for sale of Apr, 20.) 


(Market strong on sharp autos but 
dropped a little on average and common 
merchandise, Sold 234 cars out of 320 
offerings.) 


BUICK—’56 Special Riviera, $2,525*. ‘55 


Century Riviera, $1,950*; Special Rivi- 
era, $1,850° (ps), $1,745*. ‘54 Century 
Riviera, $1,550°%; RM Riviera, $1,435* 
(ps); Super Riviera, $1,460°. '53 RM 
conv., $1,120* (ps); Super 4-dr., $1,075*. 
’52 Special 4-dr., $555, $500. 


CADILLAC—'55 (62) coupe, $3,235* (ps). 


’55 (62) coupe de Ville, $3,505* (ps). '54 
(62) coupe de Ville, $3,050* (ps); 4-dr., 
$2,725* (ps). °52 (62) coupe, $1,335* 
(ps). °51 (62) 4-dr., $930*, $875*. 


CHEVROLET —'56 Bel Air (8) Sport coupe, 


$1,880. '55 Bel Air (8) Sport coupe, $1,- 
745° (ps), $1,665*, $1,525*°; conv., $1,- 
805*; Two-ten (6) station wagon, $1,650°; 
4-dr., $1,275, $1,155; Two-ten (8) 4-dr., 
$1,465*; Bel Air (6) 2-dr., $1,595*, $1,275. 
"54 Bel Air conv., $1,420; 2-dr., $995, 
$935; Two-ten 4-dr., $920*, $910, $860, 
$815. ‘53 Bel Air Sport coupe, $910*; 
4-dr., $825*; Two-ten 4-dr., $775, $755, 
$740, $710, $670. 


Windsor Newport, $410; NY 4-dr., $230. 
$130. 


$720. °53 Meadowbrook 4-dr., $515. ‘50 
Coronet 4-dr., $115. 


Country sedan, $2,225* (ps); Fairlane 
(8) Victoria, $2,250*; conv., $2,200 *(ps); | 
4-dr., $2,000*; Custom (6) 2-dr., $1,670. 
*55 Fairlane (8) conv., $1,900° (ps); Vic- 
toria, $1,800* (ps), $1,785* (ps), $1,- 
595°; 2-dr., $1,585*; Custom (8) 2-dr., 
$1,345. ‘54 Custom (8) 4-dr., $1,160° 
(ps). 





| 
| 
| 
| 
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HUDSON—’53 Hornet 4-dr., $520. '52 Wasp | 


4-dr., $340. 


KAISER—’'52 Deluxe 4-dr., $160. | 
LINCOLN—'49 4-dr., $175*. 
MERCURY—'56 Montclair conv., $2,500°. 


‘55 Montclair coupe, $1,975*, $1,960; 
Sport coupe, $1,905* <(ps); Monterey | 
coupe, $1,815*. "54 Monterey coupe, $1,- | 
200°. °53 Monterey coupe, $1,100*; 4-«r., 
$950*. 


NASH — ‘55 Rambler Cross Country, $1,- 


515°, $1,500°. ‘52 “Ambassador 4-dr., 
$355*. "51 Ambassador 4-dr., $295, $225*; 
Rambler station wagon, $235. 


OLDSMOBILE—’56 (98) Holiday, $3,320* 
(ps); (88) coupe, $2,420°. '55 (98) 4-dr., | 


$2,200* ‘ps); (88) Super Holiday, $2,- 
110*, $1,895*. °54 (98) Holiday, $1,650°; 
(88) Holiday, $1,650°. '53 (88) Holiday, 
$1,235° (ps); Super 2-dr., $1,075°. 








PACKARD — '54 Panama coupe, $1,175*. 


"53 Clipper 2-dr., $675*. '50 Clipper 4-dr., 
$315° 


PLYMOUTH — '54 Belvedere 4-dr., $925*. 
‘53 Cranbrook conv., $820°; 2-dr., $535, | 


$485*, $445. °52 Cranbrook 4-dr., $325, 


$260. ‘50 Special Deluxe 4-dr., $250; | 


club coupe, $190, $175. 


PONTIAC — ‘55 Star Chief (8) Catalina, | 


$1,.985° ‘ps); Chieftain (8) 4-dr., §$1,- 
850° (ps). '54 Chieftain (8) 4-dr., $1,- 
070*. °53 Chieftain (8) 4-dr., $725*. ‘52 


Chieftain (8) Catalina, $800°; 4-dr., | 


$700*; Chieftain (6) 4-dr., $395°. 


STU DEBAKER—'55 Champion club coupe, 
$1,185°; Commander 4-dr., $1,100°. ‘54 | 


Commander 2-dr., $710. ‘52 Champion 
4-dr., $195°. ‘51 Champion 4-dr., $165°*, 
$150°*, $105*; Commander Land Cruiser, 
$205°. 


MISCELLANEOUS—'53 Dodge 2-ton truck, 


$700. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Wed- | 
nesday. Prices are for sale of Apr. 25.) 


(Market very firm on clean autos, Sold 
168 cars out of 298 offerings.) 


BUICK—’56 Century 4-dr., $2,820* (ps). | 
55 Super Riviera, $2,270* (ps); Special | 
Riviera, $1,850*. '54 Special conv., $1,- | 


480. '51 Super 4-dr., $400. 
CADILLAC—'55 (60) Special 4-dr., $3,700* 
(ps). °54 Eldorado conv., $3,145* (ps). 
’53 (62) 4-dr., $1,040*. '50°(62) coupe, 
$1,275*, $800°. 
HEVROLET — '56 Bel Air (8) station 
wagon, $2,400°; 4-dr:, $2,220*; Two-ten 
(8) 4-dr., $2,055*. '55 Bel Air (8) coupe, 
$1.775*; 4-dr., $1,710*; Bel Air (6) 4-dr., 
$1.375; Two-ten (8) station wagon, $1,- 
725, $1,720, $1,710; Two-ten (6) 2-dr., 
$1,395, $1,295. °54 Two-ten 4-dr., $940*; 
One-fifty sedan, $600. '53 Be) Air 2-dr., 
$980; 4-dr., $950, $910, $905° (ps); One- 
fifty coupe, $505. ‘52 SL Deluxe 4-dr., 
$610, $550*°, $520*, $515; coupe, $400; 
FL Deluxe sedan, $595. ‘50 SL Deluxe 
Bei Air, $410; 4-dr., $185. '49 SL Deluxe 
4-dr., $205. 
CHRYSLER — '55 NY St. Regis, $2,460* 
(ps); Windsor 4-dr., $1,900* (ps). ’54 
NY 4-dr., $1,500* (ps). "53 NY 4-dr., 
$1,000* (ps), $815* (ps), $815*. ‘50 
Windsor coupe, $290*. 

‘54 Powermaster 4-dr., $1,150*. 
*S2 Fire Dome (8) 4-dr., $580*, °51 Cus- 
tom Hardtop, $495*. 
DODGE—’'53 Coronet (8) station wagon, 
$930. 50 Coronet 4-dr., $225°*. 


FORD—’'56 Thunderbird, $3,010*; Fairlane 








OUR BEST 
passeor® BUSINESS BUILDER 
Proved way to keep old custom- 
ers... getnew! Complete details 


on reqvest. 


ee STEMAC sires coe 


Crown Vic- 
Ranch Wagon, 
$2,320*, $2,170*. '55 Fairlane (8) Crown 
club coupe, 
$1,575*; Main (8) Ranch Wagon, $1,805*; 


toria, $2,340°; 





$995; Main 


$1,020*; coupe, $710. '53 Crest (8) Coun- 
try sedan, $1,000*; Victoria, $995*, $940*, 
$795; Custom 
$685, $680; 
sedan, $640, '52 Custom (6) 2-dr., 


; station wagon, $350; 4-dr., 


2-dr., $175. 
HUDSON—’53 club coupe, $675*. 
’54 Manhattan 4-dr., 
‘52 Manhattan 
"51 Manhattan 4-dr., | 
$305*; 2-dr., $120°*. 
Hardtop, $1,790* 
Lido coupe, 
MERCURY "56 Monterey Hardtop, $2,580° | 
'54 Monterey coupe, $1,675* 
Custom sedan, $840. 
Custom 2-dr., ‘51. Monterey 
$260*, $245°. 
Rambler station wagon, 


ep— Look! ae- Here’s the 
all your journals 





conv., $325. 50 Ambassador 4-dr., $210*. 


OLDSMOBILE — '55 (98) coupe, $2,500* 


(ps); (88) 4-dr., $2,255*%, $2,075*, ’54 
(88) Super coupe, $1,680. '52 (88) Super 
4-dr., $710*. °50 (88) Hardtop, $605*; 
conv., $195*. °49 (98) conv., $220*. 


PACKARD — '53 4-dr., $815*. '51 2-dr., | 


$415*. 


| PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 
510°. '54 Savoy 2-dr., $915; Belvedere 


4-dr., $900. °53 Cranbrook 4-dr., $750*; 


Cambridge sedan, $610. '52 Cambridge 
4-dr., $380. °51 Cranbréok conv., $350; 


4-dr., $265. °50 Special Deluxe 2-dr., 
$280. 


PONTIAC—’55 Star Chief (8) 4-dr., $1,- 


905*. '53 Chieftain (8) Catalina, $1,060*. 
‘51 Silver Streak (8) 4-dr., $460*°. ‘50 
Silver Streak (8) 2-dr., $320*%; 4-dr., 
$300, $260. 


| STUDEBAKER — ‘52 Champion coupe, 


$470°. 


WILLYS—’'52 Ace 2-dr., $425*. 
MISCELLANEOUS ‘55 Chevrolet %-ton 


pickup, $945. '53 Henry J 2-dr., $240*; 
Dodge %-ton panel, $630. '51 Ford %-ton 
pickup, $535; Willys %-ton pickup, $520. 


FLINT 


(Flint Auto Auction, Inc, Sale every 


Wednesday. Prices are for sale of Apr. 25.) 


(The market was very active as prices 


still are holding firm, Sold 164 cars out 
of 232 offerings.) 

BUICK—’55 Century Riviera, $2,135* (ps), 
$1,985; 2-dr., $1,970*, $1,960*, $1,850; | 
Super Riviera, $1,995* (ps), $1,975* (ps); | 
Special Riviera, $1,965", $1,955*, $1,950°; | 
2-dr., $1,885*°, $1,845, $1,435. ‘54 Cen-| 
tury Riviera, $1;460*, $1,400* (ps); Su-/| 


per Riviera, $1,320*; Special 4-dr., $1,- 


380°; 2-dr., $1,295. '53 Super Riviera, | 
$935*, $920*, $890°; 4-dr., $780, $565; 
Special Riviera, $910; 4-dr., $805, $485; | 


RM 4-dr., $810* (ps). °52 Super Riviera, 
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$360*; conv., $535; RM 4-dr., $610*. '51 
Super Riviera, $325*, $240*; 4-dr., $125. 
"50 RM 4-dr., $300; Special 4-dr., $300; 
2-dr., $125, $115*; Super Riviera, $220. 
’49 Super conv., $100*. 


CADILLAC—’'56 (62) 4-dr., $4,750* (ps). 


’53 (60) Special 4-dr., $1,455*. 


CHEVROLET—’'56 Two-ten (6) 2-dr., $1,- 


825, $1,600. 55 Bel Air (8) Sport coupe, 
$1,685*; club coupe, $1,685*, $1,590*, 


$1,305; Two-ten (8) 4-dr., $1,315*, §$1,- 
220; 2-dr., $1,225, $1,220. ~’54 Two-ten 


4-dr., $975, $720; 2-dr., $825*, $815; Del- 
ray coupe, $875; Bel Air 4-dr., $960, 


$905*; 2-dr., $905; One-fifty 2-dr., $665. 
’53 Bel Air Sport coupe, $960*, $880; 
4-dr., $800* (ps), $750; Two-ten 4-dr., 
$590, $500; 2-dr., $550; One-fifty 2-dr., 
$510, $430. °52 SL Deluxe 2-dr., $500*, 
$465, $290. 51 SL Deluxe 4-dr., $440*, 


$220*; 2-dr., $300*; Bel Air, 2 at $400. 
"50 SL -Deluxe 2-dr., $260, '49 SL Deluxe 
4-dr., $185. 


HRYSLER — '55 Windsor Hardtop, §$1,- 

985°. ’°54 NY 2-dr., $1,450* (ps). 

DeSOTO—-'53 Windsor 4-dr., $560. 

| DODGE—’54 Royal club coupe, $1,010*. 
’53 Meadowbrook club coupe, $350. ’51 
Coronet 4-dr., $265*, $190. 

|} FORD — ’56 Fairlane (8) 4-dr., $2,000* 


(ps). °55 Fairlane (8) conv., $1,705*%; 
Victoria, $1,670*; 2-dr., $1,395*, $1,345*; 


club sedan, $1,240; Custom (6) 2-dr., $1,- 
020*, '54 Custom (8) station wagon, $1,- 
285; 2-dr., $900*, $880, $840*°; 2-dr., 
$880; Main (8) Ranch Wagon, $1,255*; 
Custom (6) 4-dr., $815; 2-dr., 785*, 
$700, ’°53 Crest (8) Victoria, $910*, $880, 
$805; Custom (8) 2-dr., $710*%; 4-dr., | 


$665. '52 Crest (8) Victoria, $585*; Cus- 


tom (8) 4-dr., $470*, $375*. °51 Custom | 
(8) 4-dr., $445; Main (8) 2-dr., $200. | 
50 Custom (8) 2-dr., $140. °49 Custom 


(8) 2-dr., $120. 


HUDSON—’51 Hornet conv., $235*. 








LINCOLN—’'53 Cosmopolitan 2-dr., 
(ps). 


MERCURY—’55 Monterey 4-dr., $1 


club coupe, $1,840. ‘53 Custom 


$830*. °50 club coupe, $285, $160. 
NASH—’53 Statesman Hardtop, $6: 
Rambler Hardtop, $350. "51 Amba 


4-dr., $130°, 

OLDSMOBILE—’55 (88) Holiday, $ 
"54 (88) Super 4-dr., $1,565* (; 
(98) 4-dr., $655*, $625*. °51 (S88) 
4-dr., $405*, $160*. 


PLYMOUTH—'56 Belvedere (8) 4-cdr 


900*, °55 Belvedere (8) 2-dr., § 
’54 Savoy 4-dr., $770. °53 Cr 
club coupe, $535*; Cambridge 
wagon, $425*. ’°51 Cranbrook clul 
$195. °50 4-dr., $155. 
PONTIAC—'55 Chieftain (8) Catalir 
735*; station wagon, $1,690*; Sta 
(8) 4A-dr., $1,680*%. °54 Chieftain 
dr., $900*. '53 Star Chief (8) 


$785*; Chieftain (8) 4-dr., $72 


Chieftain (8) 4-dr., $415*; 2-dr. 
"51 Silver Streak (8) 4-dr., $18: 


club coupe, $255*. '49 conv., $230* 
STU DEBAKER—’55 Commander 4-dr 


400*. 
MISCELLANEOUS — '55 Chevrolet 
pickup, $840. °54 Ford Delivery 


$600. °53 Ford %-ton pickup, $695 
’51 Chevrolet %-ton panel, $150 
Suburban, $275. "50 GMC express 
"49 Dodge e:press, $100; Ford 
panel, $140. 


JENISON, MICH. 





$945° 


970°: 
2-dr., 


"52 
sador 


045* 
52 
Super 
$1,- 
375*, 
brook 


tation 


oupe, 


$1,- 


Chief 
S) 2. 


4-dr., 
"52 


$390°, 


"50 
$1,- 


-ton 
edan, 
$515. 
GMC 
$340. 
-ton 


(Grand Rapids Auctions, Inc. Sale every 


Tuesday. Prices are for sale of Apr 


24.) 


(The market showed signs of weakness 
in spots, but bidding was active through- 
out the sale and all models seemed to 


(Continued on Page 49, Col. 1) 





With the Burroughs Sensimatic 


you mechanically speed up your 


accounting without changing 





‘your factory-approved system! 
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Used-Car Auction Prices 





2 
ir 
: (Continued from Page 48) 
fr sell well, Sold 102 cars out of 142 offer- (8) sedan, $400; Custom (6) sedan, $200. 
sags.) ’50 Custom (6) sedan, $160. ’49 Custom 
B BUICK—’55 Special Riviera, $1,950*; Su- (6) 4-dr., $120, $100. 
. per Riviera, $1,900* (ps). ’54 Super Rivi- | HUDSON—'51 4-dr., $165. ’50 4-dr., $100. 
; era, $1,390*; Spostal Se See KAISER—’51 4-dr., $165. 
Super Riviera, ps), , LINCOLN — '56 P -dr., ,600* 
,y (ps); Special 2-dr., $950°, $800*; 4-dr., (ps). Se ee ee 
i $860*, $825*, $675. ‘52 Special 4-dr., my’ 
a $535*. °51 Super Riviera, $450*. '50 Su- Stee aed, euee. Monterey club coupe, $940. 
f j ivi 300*, $280*; RM Riviera, ° . 
: > se ag 4-d $ $210* $185°. ad NASH—’53 Statesman Hardtop, $640; 4- 
$230°; Specia Be, , . dr., $585. ’51 Stat 4-d $165 
; MM sedan, $100". OLDSMOBILE—'55 (98) Holiday, §2.235° 
, CADILLAC—'56 (62) coupe de Ville, $4,- (ps); (88) ‘Super Holiday $2,200° (ps). 
; 700* (ps). °54 (62) coupe de Ville, $2,-| +54 (98) 4-dr., $1,650* (ps); (88) 4-dr. 
950* (ps). "51 (62) club coupe, $1,000*. $1,590*. °53 (88) Holiday $1,150": 2-dr., 
; "50 (62) club coupe, §775°. $925*; (98) 4-dr., $915*. '52 (88) 2-dr., 
CHEVROLET—’56 Two-ten (8) 4-dr., $1,- $645*. °50 (78) 4-dr., $115. '49 (88) 2- 
780°. '55 Bel Air (8) club coupe, $1,640*; dr., $175. 
- 4-dr., $1,550°; 2-dr., | $1,550°; Two-ten | pacKARD—'53 Clipper 4-dr., $725 
| @B (6) 2-dr., $1,300, $1,230, $1,220, $1,210, | PLYMOUTH — ‘54 Belvedere 4-dr., $900°, 
; $1,200; 4-dr., $1,075*. 53 Bel Air 4-dr., | $835. '51 Cranbrook club coupe, §205. 
F 750°, $740; 2-dr., $675; Two-ten 2-dr., | pONTIAC—'56 Chieftain (8) Catalina, $2,- 
. $710, $560, $520. '52 SL Deluxe 4-dr.,| 995%. °55 Chieftain (8) Catalina, $1,700*. 
x $385. '51 SL Deluxe 4-dr., $405, $350°,| +54 Star Chief (8) 4-dr., $1,235* (ps); 
$295°. Chieftain (8) 4-dr., $1,290%, $950*. ’53 
CHRYSLER—’51 NY 4-dr., $390*. ’49 sta- Chieftain (8) Catalina, $975*; 4-dr., $715. 
tion wagon, $275; 4-dr., $165*, $165. ’52 Chieftain (8) 4-dr., $870. '51 Chief- 
y DODGE—’55 Coronet (8) 4-dr., $1,530*%.| tain (8) 4-dr., $365, $295, $290, $250. 


) ] "53 Coronet club coupe, $575*. 
FORD—’56 Fairlane (8) Victoria, $2,030* 


LITTLETON, COLO. 


(ps). '55 Custom (8) 4-dr., $1,335*. °54 

Crest (8) Victoria, $1,100*; Custom (8) (Colorado Auto Auction. Sale every Mon- 
4-dr., $830°, $790; 2-dr., $815. '52 Cus-| day. Prices are for sale of Apr. 23.) 

tom (8) 2-dr., $500, $415. °51 Custom (Sold 330 cars out of 420 offerings.) 
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BUICK — '56 RM Riviera, $2,985* (ps); 
Century Riviera, $2,730* (ps), $2,710* 
(ps), $2,655* (ps); Special station wag- 
on, $2,600* (ps). ‘55 RM Riviera, $2,- 
280° (ps); Super Riviera, $2,185* (ps), 
$2,150* (ps); Century Riviera, $2,095°, 
2 at $2,085* (ps), $2,005* (ps). °54 
Super Riviera, $1,570*; Century Riviera, 
$1,535*. '53 Super 4-dr., $915*. 


CADILLAC—’56 (62) sedan de Ville, $5,- 
120* (ps); coupe de Ville, $4,590* (ps). 
"55 (62) coupe de Ville, $3,725* (ps); 


coupe, $3,450* (ps). °54 (60) Special se- 


dan, $3,145* (ps), $3,095* (ps). '53 (62) 
conv., $2,075* (ps), $1,975* (ps). 
CHEVROLET—-'56 Bel Air (8) 4-dr., $2,- 


215* (ps), $2,205*, $2,180*, $2,175*; Two- 


ten (8) 4-dr., $2,045* (ps), $1,995*, $1,- 
905. °55 Bel Air (8) 4-dr., $1,610, $1,550*, 
$1,520 (ps), $1,505; Two-ten (8) 2-dr., 
2 at $1,170. ’54 Bel Air 4-dr., $1,150*, 
$1,120, $1,120*, $940; Two-ten 4-dr., 
$855; One-fifty 2-dr., $795. '53 Bel Air 
conv., $920*; 4-dr., 2 at $750, $715*; 


Two-ten 4-dr., $535, $505. °52 SL Deluxe 
4-dr., $365°; 4-dr., $220. 

CHRYSLER—’55 NY 4-dr., $2,220* 
Windsor Newport, $2,105* (ps); 4-dr., 
$1,550. °54 NY 4-dr., $1,535* (ps). ‘53 
NY 4-dr., $950* (ps); Windsor 4-dr., 
$640*. ’°51 Windsor 4-dr., $435*. '50 Royal 
club coupe, $280, 

DeSOTO — '56 Fireflite Hardtop, $2,780* 
(ps); Fire Dome (8) Seville, $2,655*. '50 
Deluxe club coupe, $275*. 

DODGE — '56 Coronet (8) 2-dr., $2,050*. 
’*55 Royal Hardtop, $1,785*. °53 Coronet 
(8) 4-dr., $680*; Hardtop, 2 at $675*; 
2-dr., $600°. 

FORD—’56 Thunderbird, $3,130*; Fairlane 
(8) Victoria, $2,205*; Custom (8) 4-dr., 
$1,910* (ps), 2 at $1,900* (ps), 2 at $1,- 
875* (ps). °55 Country Squire, $1,950*; 
Fairlane (8) Crown Victoria, $1,800*; 
Victoria, $1,785* (ps), $1,740* (ps), $1,- 


(ps); 





590, $1,585; conv., $1,700*, $1,485*; Cus- 
tom (8) 2-dr., 2 at $1,370", $1,330; Main 


(8) 2-dr., $1,255, $1,115. '54 Crest (8) 
Victoria, $1,285. °53 Custom (8) 2-dr., 
$1,180*, $725*. 

HUDSON—’54 Hornet 4-dr., $1,025* (ps). 


’52 Hornet Hardtop, $325*. 
KAISER—’54 Manhattan 4-dr., $800. 
LINCOLN — ’'56 Premiere coupe, $3,990* 


(ps). °55 Capri 4-dr., $2,265* (ps), $1,- 
975*. °54 Capri 4-dr., $1,705* (ps), $1,- 
695* (ps), 2 at $1,595* (ps). '53 Capri 
coupe, $1,295*. 

MERCURY—’56 Montclair Hardtop, §$2,- 
625* (ps); Custom Hardtop, $2,485*, °55 
Monterey station wagon, $2,140* (ps); 
4-dr., $2,000*%, $1,930*, $1,700*; Mont- 
clair coupe, $2,010* (ps), $1,760* (ps). 


’54 Monterey Sport coupe, $1,370*, $1,200. 

"53 Monterey Sport coupe, $1,100* (ps). 

| NASH — '56 Ambassador 4-dr., $2,505* 
(ps); Rambler station wagon, $2,470*, 
$2,210; 4-dr., $1,920. °55 Ambassador 
club coupe, $2,060*. '54 Rambler station 
wagon, $920; 2-dr., $650. 

OLDSMOBILE "56 (98) 4-dr., $3,380* 
(ps), $3,350* (ps); Holiday, $3,340* (ps), 
$3,160* (ps); (88) Super Holiday, $3,- 
000* (ps), $2,925* (ps). 55 (98) Holiday, 
$2,395* (ps); (88) Super 4-dr., $2,110* 
(ps), $1,950*%; Deluxe 2-dr., $1,725*, $1,- 
655*. °54 (98) 4-dr., $1,750* (ps). °53 
(88) Super 4-dr., $1,030* (ps). 

PACKARD—’55 Clipper Hardtop, $2,160* 
(ps). '52 Clipper 4-dr., $285. 

PLYMOUTH—’56 Belvedere (8) 4-dr., $2,- 
185*, ’'55 Belvedere (8) Hardtop, $1,680*; 
4-dr., $1,550*, $1,495*, $1,350; Savoy (8) 
4-dr., $1,400*, $1,225. °54 Plaza 4-dr., 
$710, $675. °53 Cranbrook Belvedere, 
$625; 4-dr., $605*, 52 Cranbrook Belve- 
dere, $505. 

PONTIAC — ’56 Star Chief (8) Catalina, 
$2,575*, $2,445* (ps). °55 Star Chief (8) 
conv., $1,885* (ps); Chieftain (8) Cata- 








machine that prepares 


3 times faster! 


When the Sensimatic takes over on your dealer 
journals—or for that matter, all your account- 
ing records—it pulls out all the stops! 

Following your present factory-approved 
system, you can prepare your daily Distribu- 
tion Journals in one-third the time it takes to do 
them by hand. (Totals for each column print 
automatically across the page with a simple turn 
‘ of a knob and touch of a single motor bar.) 
And, even more amazing, a Sensimatic lets you 
complete your monthly financial statement in 
just 2% hours! No wonder users call it the 
fastest accounting machine of them all! 

Easy to operate? Yes, even beginners become 
fast-working experts in practically no time. 
And that’s because your Sensimatic is so auto- 
matic that it actually makes most of the 
accounting decisions for you. 


eae) Nea a a 





























ast nnaiens antesiedh 





A ee 





PURCHASE sovmNAL 







INTER CEP ANT: 
MENTAL So. ae 
cnn 
PURER oe renee 
Ot en ane Rt... ec2 


ec alpn itee ty O Soo 3 eas Si i angi ae 





atm emma “ “ote mae 


T3466 » 
Fev.7> <0e 
107% ae at 
% 739 
j rs 32398 
i i Woes ape 

$ aeere nd 
enaaee “OOF 


What’s more, today’s Sensimatic will stay 
modern tomorrow. If your system changes, you 
simply change the “sensing panel’’ —the master 
control that provides automatic operation—to 
adapt your Sensimatic to any new procedures. 

It will certainly be worth your while to get 
all the facts on how much time, effort and 
expense the Sensimatic promises to save you. 
Call our nearest branch office and ask for our 
free booklet on Automobile Dealer Accounting 
Systems. Or write to Burroughs Corporation, 
Detroit 32, Michigan. 


“Burroughs” and “‘Sensimatic’’ are trademarks 
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lina, $1,775*, $1,715* (ps). '54 Chieftain 
(8) 4-dr., $1,285* (ps). '53 Chieftain (8) 
Catalina, $855*; 4-dr., $820*, $800*, 

WILLYS—’55 station wagon, $1,220. 
station wagon, $735, $685. 

MISCELLANEOUS—’'56 Chevrolet Handy- 
man, $2,355". '54 GMC %-ton pickup, 
$800. '53 GMC %-ton pickup, $575. °52 
Dodge %-ton pickup, $360. '49 GMC %- 
ton Suburban, $310. '48 International \%- 
ton pickup, $225. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Thursday and Friday. Prices are for sale 
of Apr. 26-27.) 

(Buying and selling seems to be pretty 
steady in this area with clean autos 
bringing good prices. More clean mer- 
chandise coming in. Sold 70 percent of 
340 cars offered.) 

BUICK—’55 Super 4-dr., $1,775*; Special 
Riviera, $1,635, $1,450. '53 Special 2-dr., 
$725*. '52 Special 4-dr., $500*. ‘51 Spe- 
cial 2-dr., $290*. '49 Super 4-dr., $180. 

CADILLAC—’56 (62) 4-dr., $4,105* (ps), 
$4,050* (ps). '54 (62) 4-dr., $2,710* (ps). 
"52 (60) Special 4-dr., $1,325* (ps). 

CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,250* (ps), $2,060, $2,050*. '55 Bel Air 
(8) Hardtop, $1,540*; Two-ten (8) 4-dr., 
$1,280; 2-dr., $1,250. '54 Bel Air 4-dr., 
$935, $900, $600*; Two-ten 4-dr., $870*; 
2-dr., $850, $750. '53 Bel Air Sport coupe, 
$725*; 4-dr., $630, $600, $565; Two-ten 
4-dr., $705, $700, $655. ‘50 SL Deluxe 
4-dr., $335, $275; 2-dr., $225. 


"53 


CHRYSLER—'55 Windsor 4-dr., $1,725*. 
‘54 Imperial 4-dr., $1,350*. 
DODGE—'52 Coronet 2-dr., $350*; 4-dr., 


$220. 

FORD—'56 Fairlane (8) Victoria, $2,100; 
4-dr., $1,880*; Custom (8) 4-dr., $1,895. 
‘55 Fairlane (8) Crown Victoria, $1,675*. 
’54 Crest (8) conv., $1,000*; Custom (8) 
4-dr., $1,000*. ‘53 Custom (8) 4-dr., 
$800*. "52 Crest (8) Victoria, $675*. '51 
Custom (8) 4-dr., $455*. "50 Custom (8) 
2-dr., $375, $335. 

HUDSON—’50 4-dr., $400*. 

KAISER—’'52 Manhattan 4-dr., $310. 

LINCOLN — '56 Premiere coupe, $3,825* 


(ps). °54 Cosmopolitan coupe, $1,570* 
(ps). 

MERCURY—’'54 conv., $1,275. °48 4-dr., 
$155. 

NASH—'55 Statesman 4-dr., $1,050. 

OLDSMOBILE—'56 (88) Holiday, $2,460* 
(ps), $2,425* (ps). '55 (98) 2-dr., §2,- 
000* (ps). "53 (98) 4-dr., $1,175*. 


PACKARD—’53 Clipper sedan, $750*. 

PLYMOUTH—'55 Belvedere (8) 2-dr., $1,- 
325*. °54 Savoy 4-dr., $830. °52 Cran- 
brook 4-dr., $465; 2-dr., $325. 

PONTIAC — '55 Chieftain (8) 
500*, $1,450*. ‘54 Chieftain (8) 4-dr., 
$1,125*. 53 Chieftain (8) 4-dr., $810*. 
’52 Chieftain (8) Catalina, $700°. ‘51 
Silver Streak (8) 4-dr., $425°*. 

STUDEBAKER — '53 Commander Land 
Cruiser, $575*. '50 conv., $105. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 26.) 

(Market very good. Sold 72 percent of 
over 200 cars consigned.) 

BUICK—'56 Super Riviera, $2,770* (ps). 
’55 RM Riviera, $2,165* (ps); Super 
Riviera, $2,085* (ps); Century Riviera, 
$2,085* (ps). °54 Century 4-dr., $1,470* 
(ps); Super 4-dr., $1,460° (ps). °53 Su- 
per 4-dr., $965*. ‘51 Special Riviera, 
$500, $305*. 

CADILLAC—'56 
600* (ps); 4-dr., 


4-dr., $1,- 


(62) coupe de Ville, $4,- 

$4,305* (ps). '55 (62) 
4-dr., $3,600* (ps), $3,495* (ps), $3,- 
300* (ps). °53 (62) 4-dr., $1,725* (ps). 
'52 (62) coupe, $1,275* (ps). "50 (62) 
4-dr., $830°. 

CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
070*, $2,065* (ps), $2,030*, $2,025*; sta- 
tion wagon, $2,025*. '55 Bel Air (8) 4- 
dr., $1,600*, $1,520*; Two-ten (8) 4-dr., 
$1,345*, $1,340*; 2-dr., $1,250; One-fifty 
(6) 4-dr., $1,025. '54 Corvette, $1,535*; 
Bel Air 4-dr., $895; Two-ten 4-dr., 2 at 
$880; 2-dr., $725. ‘53 Bel Air 4-dr., $845, 
$790*, $775, $755*; Two-ten 2-dr., $750; 
4-dr., $725; One-fifty 2-dr., $675, $585, 
$575; club coupe, $500. ‘51 SL Deluxe 
4-dr., $480*. '50 SL Deluxe 2-dr., $195. 
'49 SL Deluxe 4-dr., $130. 

CHRYSLER—’55 NY 4-dr., 
"51 NY conv., $295*. 

DeSOTO—’51 4-dr., $170. 

DODGE—’53 Coronet 4-dr., $650*. °51 Cor- 
onet 4-dr., $300. 

FORD — '56 Main (6) 2-dr., $1,490. ‘55 
Fairlane (8) Crown Victoria, $1,785*; 
4-dr., $1,540*, $1.530*, $1,395; Main (8) 
2-dr., $1,280*; 4-dr., $1,140; Custom (8) 


$2,345° (ps). 


2-dr., $1,205*. ‘54 Crest, (8) Victoria, 
$1,200*; 4-dr., $995*; Custom (8) 2-dr., 
$800. '53 Crest (8) Victoria, $900° (ps); 
conv., $840; Custom (8) 4-dr., $885, 


$705; Main (8) 2-dr., $700. '52 Main (8) 
Ranch Wagon, $685. '51 Custom (8) 4- 
dr., $400*. '50 Custom (8) station wag- 
on, $495*; 2-dr., $165; 4-dr., $150°. "49 
Custom (6) 4-dr., $100*. 

KAISER—’51 4-dr., $160, $110. 

MERCURY—’55 Monterey 4-dr., $2,115*; 
Hardtop, $2,065*. ‘54 Monterey 4-dr., 
$1,305*. °53 Monterey 4-dr., $980*°. '52 
coupe, $835*; 4-dr., $645*°. ‘51 coupe, 
$220. '50 2-dr., $295. '49 coupe, $200*. 

NASH—'52 Rambler station wagon, $495. 

OLDSMOBILE—’56 (98) Holiday, $2,500*. 
’55 (88) 4-dr., $2,125*, $1,880*. '53 (98) 
4-dr., $1,130* (ps). '52 (88) Super 2-dr., 
$650*. 

PACKARD—’51 4-dr., $375*, $285*, $270*. 

PLYMOUTH—'56 Plaza (6) 4-dr., $1,420. 
’55 Belvedere (8) 4-dr., $1,580*, $1,565°; 


(Continued on Page 52, Col. 1) 
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Manufactured by 


Macton Machinery Co. 
DYKE LANE 


Stemford 2, 
Cona. 
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Dodge Buyers 
Favor 3-Tones, 


Solid Colors 


DETROIT. — Buyers of 1956 
Dodges are ordering more triple- 
tones and single-color cars than 
last year and fewer two-tones. 

Byron Nichols, Dodge sales vice- 
president, commented, “Our single 
tones have increased from 8.9 per- 
cent to 11.4, while the once radical 
two-tone has decreased from 67.7 to 
46.9. The three-tone combinations, 
however, have jumped from 23.4 
percent to 41.7.” 

Nichols reported that the most 
popular 1956 single-tone colors are 
black, 19.4 percent; dark gray 
metallic, 11.4 percent, and white, 
10.9 percent. Last year the most 
sought after colors were light blue, 
15.8 percent; black, 15 percent, and 
dark green, 12 percent. 


The most desired two-tone colors 
this year are dark gray and light 
gray, 12.8 percent; dark green and 
light green, 9.4 percent, and dark 
blue and light blue, 9 percent. 

The most popular three-tones are 
white, dark gray and coral, 18.3 
percent; white, dark green and 
light green, 12.2 percent, and white, 
dark gray and light gray, 10.4 per- 


y Talk 


Monrone 
o * 
Set in Chicago 

CHICAGO.—Senator A. S. Mike 
Monroney, Oklahoma Democrat, 
will speak at the Chicago Automo- 
tive Trade Assn. annual meeting on 
May 21. 

A business meeting and election 
of five new directors will precede 
the Senator’s talk, according to the 
agenda. The program will com- 


mence at 6 p.m. in the Palmer 
House. 





Jeeps Compete 


Race Crosses Mountains 


And Desert 


TRUTH OR CONSEQUENCES, 
N. M.—A Jeep race over a rugged 
30-mile mountain course was run 
here during the spring fiesta. 

The race was sponsored by Willys 
through A. Ray Barker, Albuquer- 
que distributor, and Marvin Ellis, 
dealer here. 

Standard Jeeps ran two laps over 
the course, which followed an old 
stage trail across the desert and 
through the mountains. Top driv- 
ers participated, including C. D. 
Evans, El Paso, Tex., who won the 
small-stock division of the 1953 Pan 
American Road Race. 

Kenneth Johnson and Richard E. 
Harris, the winners, averaged 25 
miles an hour. 
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The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 

dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; conv., $3,539. Roadmaster 
—4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
flow standard on Century, ‘Super and Road- 
master. Power Steering standard on Super 
and Roadmaster. ) 

CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 


—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 
CHRYSLER—Windsor—4-dr. sed., $2,- 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newpurt hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 


port hardtop, $4,097; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B—-2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New 
Yorker. ) 

CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL — 2-dr. sed., $9,538. 
(Turbo-Drive and power steering standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. wag., $3,366.25. Fireflite—4-dr. 
sed.. $3,114.50; 4-dr. Sportsman hardtop, 
$3,426.50; 2-dr. Sportsman hardtop, §$3,- 
341.50; Adventurer %-dr. hardtop, §$3,- 
723.50; conv., $3,539.50; Pace Car conv., 
$3,610.50. (PowerFlite standard on Fire- 
flite.) 


DODGE — Coronet 6 — 4-dr. sed., 
263.50; 2-dr. sed., $2,190.50. Coronet 


Houston Elected 


In San Antonio 


SAN ANTONIO. — (UTPS) — 
Frank Houston has been elected 
president of the San Antonio Auto- 
mobile Dealers Assn., succeeding 
Frank Bitter. 

Walter Windsor was named vice- 
president and Ned Collins, treas- 
urer. 


$2,- 
V-8— 





Current Prices on New Cars 


——_ 


$1,780.50. Plaza V-8—4-dr. sed., $2,125.75; 
2-dr. sed., $1,982.75; bus. cpe., $1,483. 15. 
Savoy 6—4-dr. sed., $2,021.50; 2-dr sed., 

| $1,978.50; 2-dr. hardtop, $2, 125.75. “avoy 
| V-8—4-ar. sed., $2,124.75; 2-dr. sec. $2. 
081.75; 2-dr. hardtop, $2, 228.25. Bei vedere 











4-dr. sed., $2,371.25; 2-dr. sed., $2,298; LINCOLN—Capri — 4-dr. sed., $4,207; 6—4-dr. sed., $2,105.50; 2-dr. sed. $2,. 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop, 2-dr. hardtop, $4,114.50. Premiere—4-dr. | 062.50; 4-dr. hardtop, $2,277.50; 2-ar 
$2,547.50; 2-dr. hardtop, $2,433.50; conv., | 8¢d., $4,596; 2-dr. hardtop, $4,596; conv., | hardtop, $2,209.75. Belvedere V-8 4-dr. 
$2,773.50. Royal — 4-dr. sed., $2,508. 75: | $4,742. (Turbo-Drive and power steering | sed., $2,208.75; 2-dr. sed., $2,165.75 ; 4-dr. 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, [eee hardtop, $2,381; 2-dr. hardtop, $2,313; 
$2,578.75. Custom Royal——4-dr. sed., $2,.| MERCURY—Medalist—4-ar. sed., $2,309; | COnV., $2,473.50. Fury—2-dr. hardtop,” §2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr.|2-dr. sed., $2,250; 4-dr. hardtop, §2.454.|862. Suburban 6 — 2-dr. 2seat Deluxe 
hardtop, $2,688.50; conv., $2,908. Station | 2-dr. hardtop, $2,384.50. Custom—4-dr. | Stat. wag., $2,192.50: 2-dr. 2-seat Custom 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr.|sed., $2,406; 2-dr. sed., $2,346.50; 4-dr. | Stat. wag., $2,263.50; 4-dr. 2-seat Custom 
Suburban V-8, $2,595; 2-dr. Custom Sub-| hardtop, $2,551; 2-dr. hardtop, $2,481; | Stat. wag., $2,309.75; 4-dr. 2-seat Sport 
urban V-8, §2,724; 4-dr. 6-pass. Sierra|conv., $2,707.50; 4-dr. 6-pass. stat. wag., | Stat. wag., $2,479.75. Suburban V-8 —2-dr, 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8,| $2,718; 4-dr.. 8-pass, stat. wag., $2,815. |2-Seat Deluxe stat. wag., $2,296, 2-dr. 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8,| Monterey—4-dr. sed., $2,551; 4-dr. spt.|2-Seat Custom stat. wag., $2,367; 4-dr. 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, | sed,. $2,647.50; 4-dr. hardtop, $2,696; 2-dr, | 2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
$2,969.50. hardtop, $2,626; 4-dr. 8-pass. stat.’ wag.,|SPort stat. wag., $2,583.25. 
FORD—(Prices for 6-cyl. models; for | $2,973. Montclair—4-dr. spt. sed., $2,782; PONTIAC—Chieftain 860—4-dr. sed., $2,. 
V-8s, add $99.98.)—Mainline—4-dr. sed.,|4-dr. hardtop, $2,830.50; 2-dr. hardtop, | 294; 2-dr. sed., $2,236; 4-dr. hardtop $2.- 
$1,891.48; 2-dr. sed. $1,846.30; business | $2,760.50; conv., $2,895.50. 439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
2-dr., $1,744.22. Customline — 4-dr. sed.,| METROPOLITAN—2-dr. hardtop, $1,527; | stat. wag., $2,564; 4-dr. 3-seat stat ay 
$1,981.76: 2-dr, sed., $1,935.58; 2-dr. hard.| conv., $1,551. "| $2,647. Chieftain 870—4-dr. sed., $2,409: 
top, $2,098.93. Fairlane—4-dr. sed., $2,- NASH—Statesman Super 6—4-dr. sed., | 4-dr. hardtop, $2,530; 2-dr. hardtop, 32 476; 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, | $2,381. Ambassador Special V-8 — Super |4-dr. 2-seat stat. wag., $2,744. Star Chief 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown | 4-dr. sed., $2,591; Custom 4-dr. sed., $2,-|—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
Victoria 2-dr., $2,333.75; conv., $2,355.07. | 816; 2-dr. hardtop, $2,681. Ambassador |2-dr. hardtop, $2,661; conv. $2,853; 2-dr. 
Station Wasons — | 2-dr. 2-seat Ranch | Super 6—4-dr. sed., $2,685. Ambassador | 2-seat Safari stat. wag., $3,124. 
gon, ’ .05; -dr. 2-seat Custom Super V-8—4-dr. sed., $2,997. Ambassador ; “ 
Ranch Wagon, $2,245.60; 2-dr. 2-seat| Custom V-8—4-dr. sed., $3,236; 2-dr. hard- iunehene Gok Taeen a ey 
Parklane, $2,424.05; 4-dr. 2-seat Country | top, $3,379. : : —— > on we stay Bg ge ae 
Sedan, $2,292.87; 4-dr. 3-seat Country Se-| OLDSMOBILE — Series 88 — 4-ar. sed.,| 1 -a0” hardtop $3,001; @-as. Soont cont 
dan, $2,424.05; i dr. 3-seat Country Squire, | $2,483; 2-dr. sed., $2,418: 4-dr. hardtop, | wag. $2 326: 4-dr 2-seat "hardto an 
$2,528.60 Thunderbird—Hardtop cpe. (V-8 §2.667: 2-dr. hardtop, $2,595. Super 88—| wag. $2,491. ; ae 
j only), $3,147.60. 4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr.| orypEBAKER — Cham 6 
HUDSON — Wasp Super 6—4-dr, sea., hardtop, $2,876; 2-dr. hardtop, $2,803; | ..4, 1.993: 2-dr. sed ena. Ho 
$2,416. Hornet Special V-8_4-dr. sed.,|COV., $3,026. Series 98—4-dr. sed. $3,-| Sedan’ $1043, Hawk @ Flight’ Hawk 
$2,626; 2-dr. hardtop, $2,741. Hornet Super 293; 4-dr. hardtop, $3,546; 2-dr. hardtop, | S¢da”- | $1,943; Biawe a 3 tat Bg 
6—4-dr. sed., $2,770. Hornet Custom 6— $3,475; conv., $3,735. (Jetaway Hydra- | D&O Feist; 2d anne, 10; 2ar 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136,| Matle and power steering standard on | S42” $0120: Sadr. sedanet, $1,970; 2dr. 
Mornet Custom V-6—4.ér, eed $3,286. | Series 98.) sedan, $2,072. President V-8—4-dr. sedan, 
oa. th . me, > $ ‘ _. . $2,231; 2-dr. sedan, $2,184. President Cias- 
r. ardtop, $3,429. PACKARD Executive—4-dr. sed., $3,- | si¢e—4-ar. sedan $2,485. Hawk V-8—P 
IMPERIAL—Imperial — 4-dr. sed., $4,-| 465; 2-dr. hardtop, $3,560. Patrician—|tiowk 5. ‘oe. § ; ahy Hook 
ORT. 4-Gr. bate  - . ° ‘ -pass. cpe., $2,097; Sky Hawk 
; r. hardtop, $5,220.50; 2-dr. hard 4-dr. sed., $4,160. 400—2-dr. hardtop, | 2-ar. hardtop, $2,473; Golden Hawk 2 
| top, $5,089.25. Crown Imperial—4-dr. 8- | $4,190. Caribbean—2-dr. hardtop, $5,495; | hardto $3,057 ‘Station Wa canine 
| pass. sed., $7,597.50; 8-pass. lim., §$7,-| conv., $5,995. (Ultramatie standard. ) 6-cyl dr... $2,229: Parkview V-8 Tan 
| 731.50. (PowerFlite and power steering) PLYMOUTH—Plaza 6—4-dr. sed., $1,- | $2,350; Pinehurst V-8 2-dr., $2,525 on 
| standard. ) 922.50; 2-dr. sed., $1,879.50; bus. cpe., | drive standard on Golden Hawk.) 
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27 States Previously "56 | 8; 1007! 147; 1896; 8605; 2758; 3886 464 90 317 39 741 

Reported for March 55 19} 6084| 133} 2620} 10504) 1528; 3728 310 64 447 453 950 8 77088 
Connecticut 56 3) «175 7) 39 133 64) o8 24 . 10 15} 2 23, O68 
‘5S 3) 102! 5 49 161 17 70 24 ' al 1c * 3 bo 
Georgia "56 | 325) 4 80 379 160 it 32 3 3 37 14 (1160 
‘55 545| 7} (199 ~— 840) 136 239 % 3 33 28 13 : 2079 
lowa "56 | 343) - 56,299 45| 230 2) 3 - i8 8) 15; 1035 
"55 | 9) 92| 564 43 267 24 1 23 13 22 24 = 1359 
Kentucky "56 392 | 4 56 308 | 137) 130 3) i 14 T 19) 1075 
: ‘55 | _337| 2) 52) 409) 66} 7 13, 12) 4) 100 

Massachusetts "56 3 377) 16) 133 401 137) 192 | 77 14 5 84 53| 40; 1 
"55 4 180 7| 75| 423 36 179 36! 9 " 42 40 20 1082 
Michigan "56 1148 3 294; «+1163, ~=—341) ~—«250 38 19 19 3 60 3438 
55 519 12} 221) Ss 163 98 187 18 13 3) 19 54 30 68 

Minnesota "bb 509 | 7 75 537 148 275 17 4 2% 2 8 1 
‘55 289 4 62 503) 52 190 : i 15 7 % - 1 
Mississippi "56 495 2 53 413 140 166 4 | 22 3 14 | 1313 
ie 55 414| 80 546 103 146 2 22 3 20 2) (1338 
Nebraska "56 277) 6| 32 233 65 147 12 4 20 3 799 
‘SS 196) 12 75 375 37; 165 4 1 16 12 35 13 941 
New Mexico "56 | 173) | 24; —«*172) 79) 43) i B 4) 2 5) 531 
es ‘55 118| 2; 3ij_—sS4j. 0 32! 8 9 2 23/ 5414 
Oregon "56 444, 10 66; 318} S125) ~—S—«w 8 10 2 45 21 68 23; 1300 
Si ‘55! 189| 5| gi] 316} =~! S386) 2 21 20) _ 9% 33,978 
South Carolina 56 | 297) 2| 49; —-250) 57) 55 17 2 a 2). 749 
55 130) 3 36} 201) 2! 44 2 : 5 | 448 
Texas ‘56 3448, 38; 67/2321; 592; 92; 14 65) 139 82 20; 7969 
55 1221 | 10 297; 1665 255 467 15 42 57 68 6 4103 
40 States Reported "56 14, 18474; 264; 3120! 15532; 4848) 6663 760 157 572 769| «1157 560 52890 
To Date for March 55! 26) 10601} 211| _—_-:3970)_*17824| 2491) ~—«£963 502 % 699 683! 1404 360! 44830 
Year "56 | 145| 62893;  871| 11123) 53367) 18690| 22613) 2616 566|  2266| 3320' 4073) 1966) 184509 
| _ To Date 55 209} 46525! 668] 13933} 55999) 11505! 21214) 1573] 434! 2221! 2625) 5122! 1237) 163265 


“The information contained in this report has been compiled from official state documents. Every reasonable Precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and ipeees - P ng time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. 
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21 States Previously 56] «1096| 2348] «3444! +«2352| +225] -«-2112| -4477| 10933| 20099) 30308;  920| 6281! 42) «37551 13592! 3142| 35559) 10305; 9659; 71257; 719) 2020/2739) +—«1059) 136149 
Reported for March 55; __-1325|__2193| 3518) __3379| 326) ~—2645|_—«6098!_*(15224) 27672| (33117 _-642|__—7623] | 41382} 15778| 3156] 32687| 12804! 11325| 75750| 1290| 2565|3855| _678| 152855 
Alabama °56 | 45) 62) 107) 1311 5) 77| 177| 630) 1020) 1994) 49) 370 1) 2414 139) 3004) 658) 516) 5119) 23) 92) +115) 34) 6809 
. ‘55 | 36} 100 ise] 103} | _12|__— 423] 382) 931th] 2467 |e | Sal Sel tail 2a7o| 689] 7838031] se] a] 19] 9916 
Arkans "56 | 21) Si) -72)~—~SO 48) ~SC*S |S) SS) 380) 628) 1133) 19) 280 | 1432) 311) 74) 1281) 308) 255) 2229; 7| 52) 59) +10) ~—«4430 
rkanses a 41 aa} Sal Sa i 43} 1651 «420 ——685| «1124! | 3 | tai; 352} 5a] tons] 39s] a] argo; uals 2| 4353 
Se oe te a 116) 176 167| 100 306; 521) —sNNNt| = -1268) 288 4; 1589) 564 143] 1409) 548, 417; 3081! 41' 101; 142) 138) 6237 
— : ‘55 | @ 168| 28 deo] ales] aaa) 988 1848| 2007] 36 = 2519 8 22 | 1849 78 779| 4605! 106] 172) ee] 9659 
ae 7s 90, NN) SA) 234) S66) 985) 1808) 5 123) 2142) 41| 3898) 24) 114) 138) 40) 6970 
- ‘55! 7s fs 171 14] 123) a 1021} 1746] 3333! 3p 3903 | 1034 3020) 5 923| 5954 59 191; 250 29| (11970 
a agama ceeememmmamman | 129) 126 é) 115) 271) 624) 1142) 1785] ai 345 1) 2172) 743 1s 2108 460; 4066) 26| 122, ~«(148)~~«S6) «76 
= ‘55 | tol 108] 168 za 19 is 405| 971| 1771| +2306} = 2t| 480 2007|953| 49! 2372} Yer] os0|aoee] «731s a8 19] 9972 
Weine °56 ra a or | 837; 263 813; 173) 172) 1467| 15) 67) @2|~~<S6) «3109 
‘55 | 16} 31 a1 ist 57; 150) 244) -~—«360) 5| 67 432) ‘118 4] 318; ea} steel aay 10] 33], 43 15| 1418 
ee ig 
Maryland 56) 50, 97 ~~«147|——O198)~—~«7) mA 461| 1169) 2088, 2314-46) ~—«406 1| 2767| 975) 165| 3039) 727| 673; 5579; 59| 160) 219) 95) 10895 
poe ‘55 | 71\ Nat 184) 238) ~=—Ss19}_—= 219} ~—«533]—«*1392| +2401] +2399) %| S29 | 2964] 1127} 190! 2626, yal 999] 8823] 78127) t0a) aa IIB 
ae ry @| 2al|—205/ 12/248) 418) 810) 693) 2730) Go) 6 | 3337| 1051/ 197| 30361 1019) 632) 5935| 68! 222) 290) 24) 11560 
‘55 97| tsel 2831261 15] 231 485} ~—«1073|~—-2085| (2929 618 | 3591] 1121} 226; +2627) ~—«1238| ~~ « Bet} +6073! ~—-104)—S227| 331 35| 12348 
dcipet 36) 13) 12) ~—~O8) SC 5; 60) 155) 418) 694) 1209) 19) 214 1442| 450) -79) 1488) 314) 314! 2645) 20) 70; ~—~*90 4901 
ee “55 | ae ee : 194] 534! 889| 1439 3] 3a | {eee S461 _75|_t504] 354309) 7068) 26) aat tol | 8589 
er nena a ae er m4) i — e 145| 328; 610| 1065) 17) 183 ed 9) 4152 
‘55 | 19) 44) 63 1501 9 244) 573) 1073) «15! 24) 288 1823} 656] 81; «41305! «= 443|—=—«-408} «2893; += 48} ~—st04)— 152) 6} 6010 
“Hew Hampshire 6) 7 8 ay 9 | 127 2| | ys 7 2 eo Ss oS CR a 7 657 
“55 | 3 162 375 10 s 451; 141 20| 541 93} 145; 9401 ~—t7]} St; a8! 29] 84 
ee aI 17 318 38 a — 305) 34) 375| 577) 1236) 2607) 2682 3) 3202) 1431; 333) 2921| 1036) 762) 6483) @2) 180) 262) 1911 
eas | 333) 2921) 10 762| 6483, _@2| 180) 262) 191) 13037 
a ‘55; 213] ~«—«334] 547] 948 = 83] 763] +1228) ~—3005| 6027 io] 1694 | = san) 70s| $306, 2052 2180 14021] 363 4Bt| Baa m 28906 
i acme came — 2. . ”:d Ue”. 6h hcUn.6hl Ue.) ha Ig 22| 445) 123) «1, 805 Ml 1503 
a “55 | | §| tol Sal : 19 i 142} 2 ee ae %5| 3601 tai] ter| gr 3] 48 1639 
es 56 217) ‘517 7H all vol 34317173 you 1813 3) Toes 839; 9550) 3080  3000| 20433 Py 572| _832| mh 40525 
‘55 300} 598} 898) 1073 se bwi| 4si2| eri? = = iar i908] 923 3366| 3485} 21144] 4731 +~—«607|_—«1080|-—=«292| 44868 
a sea 1 a et ee @ a 
| 14 
— ee et ee 2022 00) 21 ie 8517 1902 10663| 4297| _697| 9157| 29881 2711, 19850| 288) 715) 1003 aie 
opal seal ysel tise] oa] ere 2129 782] ite] tea a RE ee iy 40356 
States Reported Se) 2162) 4637 6799) 5884) 511| 5698) 11779) 26966 ses 68022| 1930! 14054! 72| 84078) 30225| 6379) 78870, 23218) 19868| 158560, 1685| 4752|  6437| _2453| 309165 
To Date for March SS| 2673} + 4585| 7258} —8387| —-746| +6693] 15450} 36025 67301 78134] 1365] 18102) | 97601| 37835) 7017} 76187) = 27028| 176769| 3239} 5997/9236] 1936} 36010! 
car "| 7393| 16279| 23672| 22140| 2226| 20798| 43387| 102252| 190803| 247696|  8041| 53890 447| 310074) 2osa0) 29159302879 9631) 77109| ézeaae)—72si/T9Ts2) 26403 12965 | 1188355 
To Date ‘55; 7618} 13555] 21173} 31125| 2744] 24040) 55902) 129907] 243718| 275706| 5537| 62558 343801| 140081] 30467] 252261| 108952] 99018; 630739] 8028) 19945] 27973) 897511276379 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Bulletin Board 





Plant Engineers’ Guide 
Plant Engineers’ Guide to Ma- 
chinery Mounting, Vibration and 
Noise Control — free. Korfund 
Co., Inc., 48-02B, 32nd Place, Long 
Island City 1, New York. 
- * * 


Industrial Mathematics 


Mathematics in an _ Industrial 
Economy—free. Industrial Mathe- 
matics Society, 100 Farnsworth, 
Detroit 1, Mich. 

+ 


Costs ‘a Accident 


Safety Management — 568 pages, 
$7.80. Richard D. Irwin, Inc., Home- 
wood, Il. 


* * + 
Plastic Laminating 


AUTOMOTIVE NEWS, MAY 7, 1956 


booklet, free. Merit Mufflers, 619 
Smith St., Toledo, O. 


* * * 
Point-of-Sale Signs 
Catalog of signs—16 pages, free. 
Mulholland-Harper Co., 5800 Ta- 
cony St., Philadelphia, Pa. 
pages, $3.50. Assn. of Better Busi- . © 


* 
ness Bureaus, Inc., 405 Lexington Muffler Material 


Ave., New Yorks yy N. ¥. Heavy-duty truck and bus muf- 


flers — catalog No. 101, free, 12 


‘i Power Tool Team pages. Alexander - Tagg Industries, 
Make up Your Own Mind about | Inc., Hatboro, Pa. 


Using Power Tools Teamed with * * «* 
Machine Tools”—eight pages, free. IHC Multi-Stop Trucks 
International multi-stop truck 


Delta Power Tool division, Rock- 
well Mfg. Co. 450 N. Lexington 
Ave., Pittsburgh 8, Pa. catalog (CR-619-F) 24 pages, free. 
> Ss = International Harvester Co., 180 
N. Michigan Ave., Chicago 1, IIL 
* a +. 
Electrical Tape Booklet 
“Big Four Electrical Tapes”’—12 


Burr-Master Bulletin 


Burr-Master Bulletin No. BM-1— 
free. Modern Industrial Engineer- 


ing Co., 14230 Birwood Ave., De- 
troit 38, atch. pages, free. Johns-Manville Dutch 
* Brand division, 7800 S. Woodlawn 
Cleaning Methods Ave., Chicago 19, Ill. 


51 








. “Mechanized Cleaning Gives You Se ae 
Glasser’s Manual—$1. Taylor & | the Most for Your Cleaning Dollar” Flexon for Autos 
Art, Inc., 1710 E. Twelfth St., Oak-| free. Oakite Products, Inc., 157 Flexon thermostats and tubing 
land 6, Calif. . Rectar St, New York 6, N. ¥. 
* 
Honeycomb Adhesloes Muffler Racks 
Adhesives for honeycomb struc-} “Suggested Stocking Racks” 
tures — 20 pages, free. Adhesives 
& Coatings division, Minnesota 
Mining & Mfg. Co., 423 Piquette 
Ave., Detroit 2 Mich. 


Data on "Welding 


Eutectic Welding Pocket Data 
Book—140 pages, free. Technical 
Information Service, Eutectic 
Welding Alloys Corp., 40-40 172nd 
St,. Flushing 5, N. ¥. 


Reinforced Plastics 
Reinforced plastic pamphlet 
(TPL-1) —- free. George Smead, 
Reinforcement Sales Manager, 
L-O-F Glass Fibers Co., 1810 Madi- 
son Ave., Toledo 1, O. 
* * ~ 
Casting Aluminum Book 


i “Casting Aluminum” — 130 
¢y pages, free to those who write on 
company letterhead requesting it. 
Reynolds Metal Co., Desk PR- 
4810, 2500 S. Third St., Louisville 
1, Ky. 


Leading L-M Salesmen Get Awards— 


Fred Jones, Inc., Oklahoma City, is one of the few Lincoln-Mercury dealerships in 
suitable for automotive use (Bulle-| the country to have two Inner-Circle award winners on its sales staff. From left, 
tin No. 154)—eight pages, free.| William Alen, Kansas City district sales manager, presents the awards, based on 
Flexonics Corp., 1315 S. Third Ave., | salesmen's achievements in 1955, to Bob Huckaby and Jim Stratton, while V. S. 





— | Maywood, Il. Nicholson, Jones general sales manager, looks on 
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Premiums as a Gimmick 


“Making a Premium Work—The 
Gimmick That Moves Your Goods” 
—16 pages, free. Bud Shankin, Pre- 
mium Division, Stetson China Co., 
Lincoln, Il. 
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Wire-Rope Bulletin 
8 Bulletin describing wire-rope fit- 
9 tings and assemblies — 24 pages, 
8 free. Wire Rope Division, Ameri- 
9 can Chain & Cable Co, Inc. 
3 | Wilkes-Barre, Pa. 
; : * * * 
9 Bearing Corrosion 
5 “Investigation of the Effects of 
n Corrosion on the Service Life of ®@ Only Alemite Wheel Balancer never becomes obsolete 
. Ball Bearings”’—44 pages, $1.25. U. —never any attachments to buy! (Note: Many 1957 cars 
S. Department of Commerce, Wash- will have 14” wheels. Alemite Wheel Balancer is ready 
ington 25, D. C. for them right now!) 
* ” * 1 
Electric Tool Catalog ® Only Alemite Wheel Balancer does a complete wheel 
Electric tool catalog—44 pages, balancing job on the car. . . does both “up-and-down” and 
free. Thor Power Tool Co., Au- “side-to-side” balancing! ‘ 
r Til. 4 
j a Se ae ® Only Alemite does a perfect balancing job— without } 
a Help for Advertisers adding or removing anything from the car. : 
; “A Guide for Retail oa @ Only Alemite offers such complete free merchandising | 
? a — eee alone aan support! Everything you need to get into the profitable i 
: — 3 - wheel balancing business. : 
3 . ° ¢ 
; be Yes, compare before you buy! Let an Alemite Wheel Bal- ‘ 
7 ’ | 
9 Maryland Pro s ancer bring you fast extra sales this vacation season and | 
. Charges of Fraud all year long. Ask your supplier about it today! i 
6 . 
2 | In Auto Coverage t 
9 Hs 
, nde, glean, ‘ll MOST COMPLETE WHEEL BALANCING PACKAGE EVER OFFERED 
; ance Commission is investigating a 
- number of charges that Maryland a 3 | 
; far owners are forced to buy in- Eye-catching new Alemite Styling! Attracts at- FREE Merchandising Kit! Mailing pieces, news- 
"| surance from the companies which tention, helps step up sales! Only Alemite’s Vue- paper ad mats, postcards, advertising hand bills. 
9 finance their purchases. Scale Meter gives visual proof of the need for All powerful selling helps that make your serv- | 
2 Although a commission spokes- balancing . . . and shows the job has been done. ice department wheel-balancing headquarters! : 
0 man declined to estimate the : 
; ene of gypping resulting from ; 
e tiein, reports indicate that car FREE Dealer Sign! Th . ; Nati 1 Ad tisi ! “On-th 
7 ’ , gn e same sign your prospects Continuous Nationa vertising n-the- 
‘a buyers have been bilked of more see in Alemite national advertising. Draws pre- beam” ads in The Saturday Evening Post build a 
3 man $1 million. Id to your service department! You d d ket f u! Your customers are 
9 Most-common complaint is that sold prospects to yo parwnee: FERGYANAGS MATEY SOE YOU! 2 0Us 
5 many finance-insurance firms sell display a name famous for dependability! told about the need for your service! 
8 insurance to persons over 25, but 
| charge the under-25 rate. The over- 
0 charge reportedly ranges from $25 : Dept. C-56 
; to $30 per policy on popular-priced 1826 Diversey Parkway 
; cars in such cases. Chlenge 14, Mineis REG. U. $. PAT. OFF 
Commission investigators have Same a 
; been told that some companies not A Product of STEWART-WARNER CORPORATION 
9 only overcharge customers, but 
7 force them to buy policies approved 





by the companies. 
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(Continued from Page 49) 


Savoy (6) station wagon, $1,055; Plaza, 


(6) 4-dr., $1,030. °53 Cranbrook 4-dr., 


$625*; Belvedere, $570*; coupe, $490; | 
club coupe, $415. °51 Cranbrook 4-dr., | 


$440, $370, $215; conv., $405. 
PONTIAC—’56 Chieftain (8) 2-dr., §2,- 
085*. °55 Chieftain (8) 2-dr., $1,480*. 
' ’54 Star Chief (8) conv., $1,225*; Chief- 
i tain (8) 2-dr., $720. ’53 Chieftain (8) 
; 4-dr., $785*. 
WILLYS—’52 Aero Hardtop, $590*. 
MISCELLANEOUS ’52 Chevrolet 2-ton 
truck, $500. '46 Studebaker %-ton pick- 
i up, $125. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 

th Wednesday. Prices are for sale of Apr. 25.) 

i (Looks like postwar business is back. 

: Price seems to be no object on good, 

f clean autos. Sold 90 cars out of 147 
offerings.) 

j BUICK—’55 Special 4-dr., $1,600. '54 Spe- 
H cial Riviera, $1,410*. ‘53 Super Riviera, 
$990*. '51 Special 4-dr., $510*, $370*. 

i CADILLAC—’'56 (62) 4-dr., $4,370* (ps). 
4 ’55 (62) 4-dr., $3,250* (ps). °54 (62) 

| coupe de Ville, $2,990* (ps). 

j CHEV ROLET—’56 Bel Air (8) 2-dr., $2,- 
Hi 050*. °55 Bel Air (8) 4-dr., $1,505*; 
Hi Two-ten (8) 4-dr., $1,320*, $1,295, $1,- 
270, $1,235; One-fifty (6) 4-dr., $1,030. 
i "54 Bel Air 4-dr., $985*, $940; Two-ten 








4-dr., $910*, $860; 2-dr., $780. '53 Two- 
ten 4-dr., $730, $695; 2-dr., $660. "52 SL 
Deluxe 4-dr., $570, $535. °51 SL Deluxe 
4-dr., $365, $275. '50 SL Deluxe 4-dr., 
$295, $260, $200. '49 SL Deluxe 2-dr., 
$195, $175. 


| CHRYSLER—’54 Windsor 4-dr., $1,235*. 
| FORD — '55 Fairlane (8) 4-dr., $1,570*, 


$1,550*, $1,545*; 2-dr., $1,540*, $1,500*, 
$1,460. '54 Custom (8) 4-dr., $815, $810, 
$790; Main (8) 4-dr., $700, $690. ’53 
Custom (8) 4-dr., $735, $720. '52 Custom 
(8) 4-dr., $650*, $585, $560; Main (6) 
4-dr., $485, $370. '51 Custom (8) Vic- 
toria, $485*. '50 Custom (8) 4-dr., $260, 
$250, $240, $200. '49 Custom (8) 4-dr., 
$160, $135, $105. 


MERCURY—'54 Custom 4-dr., $1,270. ’53 
2-dr., $985. '49 2-dr., $180. 


NASH—'53 Ambassador 4-dr., $710. ‘51 
Deluxe 4-dr., $190. 


OLDSMOBILE—’54 (88) 4-dr., $1,595*. °53 
(98) Holiday, $1,375, $1,310; (88) 2-dr., 
$1,035. 

PLYMOUTH—’55 Plaza (8) 4-dr., $1,145. 
’53 Cranbrook 2-dr., $590. '52 Cranbrook 
4-dr., $350, $340. °51 Cranbrook 2-dr., 
$255. '49 Deluxe 4-dr., $190, $160. 


PONTIAC—'54 Chieftain (8) 4-dr., $960*. 
‘53 Chieftain (8) 4-dr., $865*, $805*, 
$760. 52 Chieftain (8) 2-dr., $450*, $430. 
"51 Silver Streak (8) 4-dr., $340, $335. 


"50 Silver Streak (8) 2-dr., $225, $210. 
STUDEBAKER—’51 Champion 4-dr., $200, 
$165. $110. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Apr. 26.) 


(Sold 229 cars out of 381 offerings.) 


BUICK—’56 Super Riviera, $2,670* (ps), 
$2,105*; Special Riviera, $1,855* (ps); 
RM 4-dr., $1,850* (ps). '54 Super 4-dr., 
$1,560* (ps), $1,355* (ps); RM 4-dr., 
$1,525*; Special 4-dr., $1,140. °53 Special 
Riviera, $1,000*, $880; 4-dr., $975*, 
$840; Super 4-dr., $930* (ps), $915* 
(ps); Riviera, $880* (ps); RM 4-dr., 
$840* (ps). "52 Super 2-dr., $700*; 4-dr., 
$625*; RM 4-dr., $530* (ps). 

CADILLAC—’56 (62) coupe de Ville, $4,- 
750* (ps); conv., $4,510* (ps); coupe, 
$4,195* (ps), $4,145* (ps), $4,130* (ps). 
"55 (62) coupe de Ville, $3,925* (ps), 
$3,900* (ps); conv., $3,775* (ps), $3,- 
750* (ps); (60) Special sedan, $3,450* 
(ps); coupe, $3,350* (ps). '54 (62) conv., 
$3,050* (ps); coupe, $2,800* (ps), $2,- 
415* (ps). '53 (62) coupe de Ville, $1,- 
785* (ps); coupe, $1,690*; 4-dr., $1,660* 
(ps). "52 (62) conv., $1,395*; 4-dr., $1,- 
100* (ps), $805*; coupe, $1,265*. ‘51 
(60) Special sedan, $750*. '50 (60) Spe- 
cial sedan, $565*. 

CHEVROLET—’'56 Bel Air (8) conv., $2,- 
090°; Two-ten (6) 4-dr., $1,825*. ‘55 
Bel Air (8) conv., $1,800*; Sport coupe, 
$1,575*; Bel Air (6) 2-dr., $1,625; 4-dr., 
$1,600*° (ps); Two-ten (6) Delray coupe, 
$1,420; 2-dr., $1,370*, $1,240, $1,195, 
$1,170*; 4-dr., $1,255. °54 Bel Air Sport 
coupe, $1,255*; Two-ten Delray, $950; 
2-dr., $900, $890, $775. '53 Bel Air 2-dr., 
$920, $800*, $765; 4-dr., $810* (ps), 
$725; Two-ten 4-dr., $820, $615. "52 SL 








Deluxe 4-dr., $580*, $530, $440; 2-ar., 
$415*, $350*. ’51 SL Deluxe 2-dr., $275*. 


CHRYSLER—’55 Windsor Nassau, $1,970* 


(ps); Windsor 4-dr., $1,765*. ‘52 NY 
conv., $485* (ps); Windsor 4-dr., $470* 
(ps); club coupe, $400* (ps); Saratoga 
4-dr., $285*. °51 Windsor 4-dr., $335*; 
NY 4-dr., $325* (ps). 50 Imperial 4-dr., 
$250. 


DeSOTO—’53 Fire Dome (8) 4-dr., $650*, 


$505*, $490*; Powermaster 4-dr., $255. 


DODGE—’55 Coronet (6) 4-dr., $1,360". 
FORD—’'56 Fairlane (8) Victoria, $2,320* 


(ps), $2,045* (ps); conv., $2,300*. °55 
Fairlane (8) Victoria, $1,700, $1,570*; 
conv., $1,650; Country sedan, $1,580; 
Custom (8) 4-dr., $1,205. '54 Crest (8) 
conv., $1,360*; Victoria, $1,360*; Main 
(8) Ranch Wagon, $1,075; Custom (8) 
4-dr., $1,075*; 2-dr., $1,000, $970*. °53 
Crest (8) conv., $1,000; Victoria, $900; 
Main.(8) Ranch Wagon, $870*; 2-dr., 
$745; 4-dr., $560, 2 at $515; Custom (8) 
2-dr., $730*. '52 Crest (8) conv., $705; 
Victoria, $700*; Custom (8) 2-dr., $580°; 
4-dr., $435. 


HUDSON—’55 Hornet sedan, $1,750*; 2-dr., 


$1,715*; 4-dr., $1,655, $1,315. °54 Hor- 
net 4-dr., $835* (ps). 


KAISER—’54 Manhattan 4-dr., $955*. 
LINCOLN—’54 Capri conv., $1,830* (ps). 


’53 Capri coupe, $1,390* (ps). °52 Capri 
4-dr., $550*. 


MERCURY — ’54 Monterey coupe, $1,375 


(ps); Sport coupe, $1,355; Custom 4-dr., 
$1,245, $950; 2-dr., $1,120. °53 2-dr., 
$680; 4-dr., $500*. ‘52 Sport coupe, 
$500*. '51 4-dr., $335, $320. 


NASH — ’55 Ambassador 4-dr., $1,790* 


(ps); Rambler 4-dr., $1,450*, $1,130. '54 
Ambassador 4-dr., $1,130; Statesman 
4-dr., $1,125; Country club, $1,025°; 
Rambler station wagon, $1,200*; 2-dr., 
$635. ‘53 Statesman 2-dr., $505; Ram- 
bler conv., $675. ‘52 Statesman 4-dr., 
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i PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets * Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater Defroster Units « Snap Rings 
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Greater braking efficiency, quick action, quick release—these are the result of Eaton’s 
compact, close-coupled design, which features reduced bracket deflection, reduced 
camshaft wind-up, and shorter chamber stroke. For a given input, greater braking 
effort is delivered at the ground. The strong, rigid chamber bracket, mounted 
directly on the brake spider, entirely supports the short camshaft, which is completely 
protected from water and mud. Lubrication of the shaft is provided by a reservoir 


contained in the bracket. 


In addition to quicker, safer stops, Eaton’s advanced design provides a number 
of other important benefits. Floating split-shoe design—using a single pin at the 
anchor ends, with rollers and floating pins at the cam ends of the shoes—eliminates 
the need for anchor pin lubrication, and prevents pin seizure. Simply constructed 
with fewer parts, over-all weight is reduced approximately 15 per cent. Relining is 
quick and easy, cutting labor as much as two to four hours. 





AXLE DIVISION 
MANUFACTURING COMPANY 
CLEVELAND, OHIO 





= Springtites eSpring Washers «Cold Drawn Steel « Stampings «Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 
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$380; Rambler club coupe, $420. '51 Am. 
bassador 2-dr., $230. 
OLDSMOBILE—'56 (88) Holiday, $3,209 
(ps), $2,655* (ps), $2,460° (ps), $2,035 
"55 (88) 4-dr., $1,760° (ps); 2-dr, gi: 
650*. '54 (98) Holiday, $1,790* (ps). 
(88) Holiday, $1,770* (ps), $1,710*. '53 
(98) Holiday, $1,030*; (88) 2-dr.. $925* 
"52 (98) 4-dr., $815*, $750° (ps) $5a5¢ 
(ps); (88) 4-dr., $800*, $590*; Holiday, 
$750*. °50 (88) 2-dr., $300*. 
PACKARD — '55 (400) Hardtop, $2,459+ 
(ps); (200) 4-dr., $1,825*. °54 4-ar. 
$1,000*. : 
PLYMOUTH—'55 Savoy (6) 2-dr., $1,165, 
’54 Plaza 4-dr., $810. '53 Cambridge 4. 
dr., $455. ‘51 Cranbrook Beivedere 
$320*, $250. : 
PONTIAC—’55 Chieftain (8) conv., $2. 
150* (ps); 4-dr., $1,455*; Star Chief (8) 
4-dr., $1,570*. °54 Chieftain (8 4-dr., 
$1,085*, $975; Chieftain (6) 2-dr., $805, 
’53 Chieftain (8) sedan, $1,000*, conv, 
$915*. ‘52 Chieftain (8) station wagon, 
$675; 2-dr., $565*; Catalina, $530°, 
$320*. ‘51 Silver Streak (8) Catalina, 
$500*; 4-dr., $340*. 
WILLYS—’53 Aero Ace, $395. 
MISCELLANEOUS—’55 Ford %-ton pick- 
up, $890. '54 Ford %-ton pickup, $580, 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 25.) 
BUICK—'56 Super Riviera, $2,745* (ps); 

Special Riviera, $2,515*. ‘55 Century 

Riviera, $2,115* (ps); Special Riviera, 

$1,900*. '54 Super 4-dr., $1,565*:; Rivi- 

era, $1,490*; Special 2-dr., $1,170. '51 

RM conv., $500*; 4-dr., $455°. 
CADILLAC—’'56 (62) coupe de Ville, $4,- 

950* (ps). '55 (62) coupe, $3,410* (ps); 

4-dr., $3,240* (ps). '54 (60) Special 4- 

dr., $2,980* (ps); (62) 4-dr., $2,670* 

(ps). "52 (62) coupe, $1,395*. °51 (62) 

coupe de Ville, $1,165*. °48 (62) 4-dr., 

$315". 

CHEVROLET—’56 Bel Air (8) 4-dr., §$2,- 
125* (ps); Two-ten (6) 4-dr., $2,150*, 
$1,890*; station wagon, $2,070. ‘55 Bel 
Air (8) conv., $1,640*; Hardtop, $1,595°*; 
4-dr., _$1,495*; Two-ten (6) 2-dr., $1,- 
365, $1,185; 4-dr., $1,250; 2 at $1,165°; 
Bel Air (6) 4-dr., $1,325°. '54 Bel Air 
4-dr., $1,055*; Two-ten 2-dr., $910; One- 
fifty 4-dr., $750. °53 Bel Air 2-dr., $770, 
$760*, $705; Two-ten 4-dr., $710. ‘52 
SL Deluxe 2-dr., $570; SL Special 2-dr., 
$430. '49 SL Deluxe 2-dr., $240 

CHRYSLER—’55 NY 4-dr., $2,125* (ps). 
"50 Royal sedan, $205. 

DODGE—'55 Royal 4-dr., 2 at $1,690*. '54 
Royal 4-dr., $1,105*. ‘52 Meadowbrook 
4-dr., $265; Coronet 4-dr., $215*. ‘50 
Meadowbrook 4-dr., $200. 

FORD — ‘'56 Thunderbird, $3,175* (ps); 
Fairlane (8) 4-dr., $2,075* (ps); 2-dr., 
$1,830; Country sedan, $2,260*° (ps). '55 
Fairlane (8) Victoria, $1,615*; Custom 
(8) 2-dr., $1,390*, $1,260; 4-dr., $1,375*. 
*54 Custom (8) 2-dr., $875, $730*, $710. 
’53 Main (6) Ranch Wagon, $930*; Cus- 
tom (8) 2-dr., 2 at $750*. "51 Custom 
(8) Victoria, $490°*. 

MERCURY — '55 Monterey Hardtop, §$2,- 
225°; 4-dr., $1,740*; 2-dr., $1,615°*; 
coupe, $1,365* (ps). ‘53 Monterey Hard- 
top, $1,095*. ’°52 Monterey sedan, $705*. 
"51 Custom 4-dr., $280. 

NASH—’'55 Ambassador 4-dr., $1,625*. ‘53 
Ambassador 4-dr., $690°*. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
440°. '55 (98) 4-dr., $2,115* (ps); (88) 
Super 4-dr., $1,995*° (ps); Deluxe 2-dr., 
$1,750*. "54 (88) Super Hardtop, $1,780* 
(ps); Deluxe 2-dr., $1,590°. ‘53 (88) 
2-dr., $1,015*. ‘51 (88) Super 4-dr., 
$455°. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,360°, 
$1,350° (ps), $1,325° (ps); 2-dr., $1,- 
145; Plaza (8) 2-dr., $1,120*. '54 Cran- 
brook 4-dr., $940*. '53 Cranbrook Belve- 
dere, $680; Cambridge station wagon, 
$695; 4-dr., $515. ’50 Deluxe 4-dr., $200. 
"49 Deluxe 2-dr., $130. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
470* (ps), $2,380%. ‘55 Chieftain (8) 
conv., $1,845* (ps); 4-dr., $1,595*. ‘54 
Chieftain (8) 2-dr., $1,000*. '53 Chief- 
tain (8) 4-dr., $815*, $805*°. °50 Silver 
Streak (8). 4-dr., 2 at $190*. ‘49 Silver 
Streak (8) 2-dr., $105°. 

STUDEBAKER — '53 Champion Hardtop, 
$715*; station wagon, $455*. °51 Cham- 
pion 2-dr., $205. 

WILLYS—’53 station wagon, $455°. 

MISCELLANEOUS—’53 Chevrolet Handy- 
man, $935. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Apr. 26.) 
(Very active sale. Dealer demand ex- 
cellent and prices good. Sold 87 cars out 
of 102 offerings.) 

BUICK—’55 Super Riviera, $2,000* (ps). 
"54 Special Riviera, $1,305. ‘51 Super 
Riviera, $550*. °49 Super conv., $175°*; 
4-dr., $140; 2-dr., $170. 

CADILLAC—’53 (62) 4-dr., $1,665*. °50 
(61) 4-dr., $700*. 

CHEVROLET—'56 Bel Air (8) Hardtop, 
$2,053*. ’°55 Bel Air (8) conv., $1,600°. 
’54 Two-ten 4-dr., $800. ‘53 Bel Air 
Hardtop, $905*; Two-ten 4-dr., $480; 
2-dr., $750*. '52 SL Deluxe 4-dr., $555; 
FL Deluxe 2-dr., $435. ’51 SL Deluxe 
2-dr., $450°; 4-dr., $420°. ’50 SL Deluxe 
4-dr., $320, $180; FL Deluxe 2-dr., $330, 
$325; SL Special 4-dr., $300. '49 SL De- 
luxe 2-dr., $220. 

CHRYSLER—'55 Windsor Nassau, $1,910* 
(ps). ’48 Windsor 4-dr., $100. 

DeSOTO—'52 Fire Dome (8) 4-dr., $405° 
(ps). ’°50 Custom 4-dr., $150. 

DODGE—’53 Coronet (6) 4-dr., $650. 

FORD—’56 Custom (8) 4-dr., $1,675; Main 
(6) 2-dr., $1,435. ’55 Fairlane (8) Vic- 
toria, $1,635*; Custom (8) 4-dr., $1,215; 
Main (8) 2-dr., $1,115. °54 Custom (6) 
station wagon, $1,050*%; Custom (8) 4- 
dr., $960. °53 Custom (8) conv., $825. 
*52 Custom (6) 4-dr., $545°*. '51 Custom 
(8) Victoria, $450, $250°; 2-dr., $450°; 
Deluxe (8) 2-dr., $400. '50 Custom (8) 
4-dr., $255, $185. '49 Custom (8) 4-dr., 
2 at $195; 2-dr., $150. 

HUDSON—’52 Hornet 4-dr., $400*%; Wasp 
4-dr., $280°. 

MERCURY—’54 Monterey Sun Valley, $1,- 
375° (ps). '52 4-dr., $595. 

NASH—’53 Rambler station wagon, $570°. 
*51 Ambassador 4-dr., $155*. '50 States- 
man 2-dr., $245. 

OLDSMOBILE—'51 (98) Holiday, $575°*; 
(88) 2-dr., $340*. '50 (88) 2-dr., $240°. 
"49 (76) 2-dr., $105°. 

PACKARD — ‘51 4-dr., $235. ‘50 4-dr., 


$155. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,210. 
"52 Cambridge 4-dr., $180. ‘51 Cran- 
brook 4-dr., $335, $305; Concord 2-dr., 
$255; Cambridge club coupe, $195. °50 


(Continued on Page 53, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 52) 


Special Deluxe 4-dr., $150. ‘49 Deluxe 
club coupe, $185; 4-dr., $140. 
PONTIAC—'51 Silver Streak (8) station 


wagon, $375*. 

STUDEBAKER — 
$540*. °51 Champion 4-dr., 

WILLYS — '52 station wagon, 
station wagon, $400*, $360*. 

MISCELLANEOUS — '54 International %- 
ton pickup, $680. ‘52 Henry J sedan, 
$180; Chevrolet Carryall, $555. ‘51 Inter- 
national %-ton pickup, $405. ‘47 
%-ton pickup, $175. 


NEW YORK CITY 


$195". 


$260*. ‘51 


(Skyline Auto Auction. Sale every Tues- | 


day. Prices are for sale of Apr. 24.) 
(Market remains firm in this area as 
clean and sharp units continue scarce. 
Rough autos are bringing no more than 
what they are worth, Sold 96 cars out 
of 131 offerings.) 

BUICK—’'55 Special 2-dr., $1,810*. '53 RM 


4-dr., $935*; Super Riviera, $875*. ‘52 
RM conv., $605* (ps); Super conv., 
$590*; Special 4-dr., $485*; 2-dr., $380. 
‘51 RM 4-dr., $365*. “49 RM Riviera, 
$260°. 
CADILLAC—’55 (62) 2-dr., $3,425* (ps). 
54 (62) 4-dr., $3,150*° (ps). ‘51 (62) 
conv., $800*. ‘50 (62) coupe, $860*. ‘48 
(62) 4-dr., $195*. '47 (62) 4-dr., $120*. 
CHEVROLET—'56 Two-ten (6) 2-dr., $1,- 
450. °55 Bel Air (8) station wagon, $1,- 
590*; Two-ten (8) 4-dr., $1,215*, $1,200, 
$1,185, $1,150; 2-dr., $1,255°, $1,200, 
$1,180, $1,120; One-fifty (6) 4-dr., $1,- 
005; 2-dr., $1,060. ‘54 Two-ten 4-dr., 
$925*, $850; 2-dr., $825, $815, $805, 
$775, $755, $745; One-fifty 4-dr., $715, 


$655; 2-dr., $715, $690, 2 at $675, $670. | 


'53 One-fifty 4-dr., $460. "52 SL Deluxe 
4-dr., $200. "51 SL Deluxe 4-dr., $405. 
'49 SL Deluxe 4-dr., $250. '47 FL Aero- 
sedan, $150. 

DODGE—’'55 Royal Lancer, $1,575* (ps). 
'53 Coronet Diplomat, $660*; 4-dr., $635*. 

FORD—'55 Fairlane (8) Victoria, $1,475* 
(ps); Custom (6) 2-dr., $1,215; Main (6) 
2-dr., $1,040. "54 Main (8) Ranch Wag- 
on, $1,140; Custom (6) 4-dr., $760; 2-dr., 
$635. '53 Main (6) 4-dr., $540. 50 Cus- 
tom (6) 4-dr., $200, $115; 2-dr., $160. 

HUDSON—’'50 Pacemaker 4-dr., $170. 

KAISER—’51 2-dr., $105. 

LINCOLN—’'56 Premiere Hardtop, $3,650* 
(ps). °54 Capri 2-dr., $1,750* (ps). ‘53 
Capri 4-dr., $1,090* (ps). 

MERCURY—'51 2-dr., $360. 

NASH--'52 Rambler station wagon, $350. 
’51 Custom station wagon, $180. 

OLDSMOBILE—'55 (88) Holiday, $1,590*. 
"53 (88) 4-dr., $760. '51 (98) 4-dr., $340*. 
"50 (98) 4-dr., $130°. 


PACKARD—'53 Clipper 4-dr., $310°. ‘51 
4-dr., $340, $215°*. 
PLYMOUTH—'55 Plaza (6) 4-dr., $1,110, 


$975. ‘54 Savoy 4-dr., $700; Plaza 4-dr., 
$590. ‘53 Cranbrook 4-dr., $480; Cam- 
bridge 4-dr., $475. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
300. "54 Chieftain (8) 4-dr., $1,090°. ‘53 
Chieftain (8) 2-dr., $930*. ‘49 Silver 
Streak (8) 4-dr., $125. 

STUDEBAKER—’'53 Champion 4-dr., $510. 
’51 Champion 4-dr., $215. 

WILLYS—'51 station wagon, $305. 

MISCELLANEOUS — '53 MG conv., 
'50 Chevrolet Carryall, $165. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Apr. 25.) 
(Very excellent sale. Demand heavy. 
Sold 1%2 cars out of 168 offerings.) 

BUICK—'52 Special 2-dr., $605. "51 RM 
4-dr., $370*. ‘50 Super 4-dr., $370*, 
$310; 4-dr., $225; Special 2-dr., $260; 
RM conv., $120. "49 RM 4-dr., $110*. 

CADILLAC—'52 (62) coupe, $1,405* (ps). 
"51 (62) 4-dr., $1,055*. "50 (61) 
$880. 

CHEVROLET—'55 Two-ten 
130. ‘54 Two-ten 2-dr., $905. '53 Bel Air 
2-dr., $700* (ps); Two-ten 4-dr., $630, 
$625, $560, $550. "52 SL Deluxe 2-dr., 
$530, $520, $515, $355. ‘51 SL Deluxe 
4-dr., $355*, $330, $210*; Bel Air, $265; 
2-dr., $405, $355, $350; club coupe, $480; 
SL Special 4-dr., $150. "50 SL Deluxe Bel 
Air, $385*; 4-dr., $355, $250, $220*, $205; 
2-dr., $370, $310. "49 SL Deluxe 4-dr., 
$165; 2-dr., $235. °48 FM club coupe, 
$215; 4-dr., $135. 

DeSOTO—'50 Custom 4-dr., 


$775. 


(6) 4-dr., $1,- 


$150. 


DODGE—'56 Custom Royal 4-dr., $2,335. 
"55 Coronet 4-dr., $1,245. ‘54 Royal 4- 
dr., $975. 

FORD—'55 Fairlane (8) 2-dr., $1,480. ‘54 
Custom (8) 2-dr., $955, $915, $895; 4- 
dr., $870, $855; Main (8) 2-dr., $585. 
’53 Crest (8) conv., $880; 2-dr., $805; 
Custom (8) 2-dr., $835; 4-dr., $610; 
Main (8) Ranch Wagon, $1,035; 2-dr., 
$725. °52 Custom (8) 2-dr., $605, $595, 
$555; Main (8) 2-dr., $440. ‘51 Custom 


Chrysler Explains 
Policy Abroad 


NEW YORK. — Discussing the 
key “ground rules” for successful 
Management of foreign subsidiary 
companies, C. N. Galer, vice- 
president of Chrysler Corp.’s export 
division, told a meeting of the In- 
ternational Management Assn.: 

“We have found that the appli- 
cation of the Golden Rule, as a 
practical operational policy, pays 
dividends today as it did 2,000 
years ago.” 

“Don’t try to over-staff your 
foreign subsidiary company man- 
agement with Americans,” he con- 
tinued. “A foreign  subsidiary’s 
middle and senior management 
should be nationals of the country 
in which the company is operating. 
Its top management should be 
either nationals or internationally 
minded Americans with considera- 
ble practical experience in the ex- 
Port business.” 


Ford 


2-dr., | 


53 Commander 4-dr., | 
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(8) 2-dr., 2 at $440*, $350; 4-dr., $340*, 


$275*; Deluxe (8) 2-dr., $330*. '50 Cus- 
tom (8) club coupe, $600; 4-dr., $305, 
$270; 2-dr., $375, $325; Custom (6) 4- 
dr., $145. ‘49 Custom (8) 4-dr., $210. 
°48 Deluxe (8) 2-dr., $180. ‘46 Deluxe 
(8) 4-dr., $185. 

HUDSON—’53 Hornet 4-dr., $560*. 


KAISER—’51 4-dr., $150. | 
LINCOLN—’41 Cosmopolitan 4-dr., $170. 
MERCURY—’54 Custom 4-dr., $1,100*. '53 


Monterey 2-dr., $1,000, $955*; Custom 
2-dr., $685. °52 Custom 4-dr., $615. ‘51 
Custom 2-dr., $395, $240*; 4-dr., $390, 
$170*. '50 Custom 4-dr., $285*. 
OLDSMOBILE — ’'56 (88) 2-dr., $2,410*, 
$1,825. ‘54 (88) 4-dr., $1,475. '53 (88) 
2-dr., $1,100*. °51 (88) 4-dr., $500*; 


2-dr., $350*. '50 (88) 4-dr., $460°; 2-dr., | 
$420*. '49 (88) club coupe, $255*. | 
PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
510* (ps). ‘53 Cranbrook 4-dr., $675, | 
$410. ‘52 Cranbrook 4-dr., $350. ‘51 
Cranbrook 2-dr., $230; Concord 2-dr., 
$300. ‘50 Special Deluxe 4-dr., $150. '46 
Special Deluxe 4-dr., $100. | 
PONTIAC—’54 Chieftain (8) 4-dr., $1,100. 
‘53 Chieftain (8) 4-dr., $670*; 2-dr., 
$605. °52 Chieftain (8) Catalina, $600*. 
‘51 Silver Streak (8) 4-dr., $395. '50) 
Silver Streak (8) Catalina, $425; conv., 
$155*. °49 Silver Streak (8) 4-dr., $230. 
STUDEBAKER—’53 Champion 4-dr., $250. | 
’52 Champion 2-dr., $305*. | 
MISCELLANEOUS—’54 Chevrolet %-ton 





pickup, $625. ‘53 Ford %-ton pickup, 
$470. 


DENVER 


(Jack Layton’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr. 24.) 


(Demand good. We still need ’53s | 
through '55s.) | 
BUICK—'56 Special Riviera, $2,525*. '55| 
Century Riviera, $2,200* (ps), $2,000*. 
"54 Super Riviera, $1,590*; Special 4-dr., 
$1,300*. °53 Special 4-dr., $790*. '52 Spe- 
cial 2-dr., $300. ’51 Super 4-dr., $445*; 
Special 4-dr., $310*. ‘50 Super Riviera, 


$355*, $260*; 4-dr., $170. 


CADILLAC—’53 (62) coupe de Ville, $1,- | 
910* (ps). '49 (62) 4-dr., $430°*. 
CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 


222*; Two-ten (6) 4-dr., $1,795. '55 Bel | 
Air (8) 4-dr., $1,585*; 2-dr., $1,480°. | 
'54 Bel Air 4-dr., $1,070*; One-fifty 4-| 


dr., $755. '53 Bel Air coupe, $955*; Two- 
ten 4-dr., $505. ‘52 SL Deluxe 4-dr., 
$295; 2-dr., $295. '51 SL Deluxe 2-dr., 


$350*. | 
CHRYSLER—’52 Windsor 4-dr., $515*. | 
FORD—'56 Country sedan, $2,315*; Fair- | 
lane (8) 4-dr., 2 at $2,075", $1,865; | 
Main (8) 4-dr., $1,775. ‘55 Fairlane (8) | 
(Crown Victoria, $1,900* (ps); Victoria, 
$1,575; 4-dr., $1,545; Custom (6) 2-dr., | 
$1,230. '54 Crest (8) Victoria, $1,265; | 
conv., $1,250; 4-dr., $1,010*; Crest (6) | 
conv., $920; Main (8) Ranch Wagon, | 
$1,145. °53 Crest (8) conv., $1,030*; | 
Victoria, $885 (ps); 2-dr., $735; Custom 
(6) 2-dr., $550. 52 Custom (6) 4-dr.,| 
$400*. ‘50 Deluxe (8) 4-dr., $270. | 
LINCOLN—’54 Capri 4-dr., $1,415*. ‘53 
Cosmopolitan 4-dr., $970*. | 
MERCURY—’56 Monterey coupe, $2,665* | 
- (ps). °55 Monterey 4-dr., $1,665. "54 | 
4-dr., $1,100. '53 station wagon, $1,255*; 


4-dr., $835. ‘51 club coupe, $330. 
4-dr., $150. '49 4-dr., $115. 
NASH—'53 Statesman 4-dr., $635. '49 Am- 
bassador 2-dr., $190. 
OLDSMOBILE—’54 (88) 4-dr., $1,345 (ps). 


50 


‘53 (88) Super 4-dr., $1,110* (ps). '52 
(88) 4-dr., $795*, 2 at $625. °51 (98) 
4-dr., $395*. '49 (88) 2-dr., $245*. 


PACKARD—'53 Clipper sedan, $600*. 

PLYMOUTH—'55 Plaza (8) sedan, $1,220. 
'54 Savoy 4-dr., $685. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $1,690*. '51 Silver Streak (8) Cata- 
lina, $500*. 

WILLYS—'48 Jeepster, $455. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $1,490; Ford %-ton pickup, $1,- 
375. °55 Chevrolet %-ton pickup, $1,095. 
’54 Chevrolet %-ton pickup, $585; Ford 
%-ton pickup, $580; GMC %-ton pickup, 


$775. °53 Ford %-ton pickup, $630; In- 
ternational %-ton pickup, $410. ‘52 
Chevrolet %-ton pickup, $525, $465; 


GMC %-ton pickup, $500; International 


%-ton pickup, $420; Dodge %-ton pick- 
up, $400. | 
+ * + 
— Auctions in Brief — 
FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs- 
day (Apr. 26). Today’s sale was one of 
the most active we have ever had. Sold 108 
cars out of 164 consigned. 

om * + 
INDIANAPOLIS 

Ken Schaefer Auto Auction. Sale every 
Thursday (Apr. 26). Market strong on all 
clean cars. Many buyers left short today 
as consignors seem to be holding cars for 
increased retail trade. 

* of + 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 

day (Apr. 27). Another well-attended sale 





53 


today as we sold 296 cars out of 362 offer- 
ings. Prices were very firm and there was 
a great demand for late model cars. 


* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Apr. 26). We had a very good sale 
this week with many makes and varieties 
of cars being represented. 

* * . 


ST. LOUIS 


St. Louis Auction Barn, Sale every Fri- 
day (Apr. 20). Prices about the same, al- 
though demand is greater. Sold 116 out of 
271. 





* * * 


FT. WAYNE, IND. 

Carl Marker’s Auto Auction. Sale every 
Tuesday (Apr. 24). Market very good on 
all clean cars. Sold 93 out of 110. 

* * * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (Apr. 25). Market steady to slightly 
off with mixed retail action. Sold 73 cars 
out of 99 offerings. 
ca ++ * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Apr. 25). Today’s market con- 
tinued the trend established last week. 
Clean and sharp cars were stronger than 
ever; common and rougher cars, weaker. 
* * * 


PHILADELPHIA 


Harold B. Robinson Auto Auction. Sales 
every Tuesday and Thursday (Apr. 19-24). 
Prices still very high as wused-cars are 
scarce. Sold 156 out of 195. 
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POSITIVE OlL CONTROL 
AT HIGH SPEEDS 








“LIGHT HOUSE” INSPECTION 
OF FINISHED RAILS 





Millions of installations have proved beyond a doubt that Chrome Control 
Leak-proof Piston Ring sets will outperform any other piston ring set regardless 
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Heat Shaped Cylinder Contacting Rails. Cam 
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ing by heat treatment produces 


“light tight” fit in cylinders that exist in piston 
rings that are individually cast to a cam shape. 


This cam shaping, exclusive with 


Norris, is very important where the 
edges chrome armored. When these - and 


Positive Low Speed “‘High Vacuum” Oil 


Control. Low speed oil creep around the side of 
using an accurately 
supports the cylinder 

ir depth and cir- 
mference and prevents rocking. This provides 
uniformly close clearance between the groove 
wall and the rail without reducing the free action 


Positive Oil Control at High Speeds. High 
is control 
by special flexible reverse loop expander which | 


e rails are 


No Gouging or Scuffing of Cynder Wall. | 
The spacer will not gouge or scuff the cylinder 
wall because it is made of electric furnace iron. § 
t in itself with built-in ten- 
sion and two additional scraping edges. With 
wo chrome armored rails and the two oil 
omsping edges on the spacer, the 400 oil ring is 
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A COMPLETELY 
WASHED CAR 
EVERY 

10 MINUTES! 
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Customized 
PRODUCTION Models 
for EVERY Business 


v ENGINEERED for Efficiency 
v¥ CUSTOMIZED for Versatility 





Models MC-8, 10, 12 


v¥ MASS-PRODUCED for Economy 
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For Hard-Hitting, Fact-Filled Sales Aids—Write to 


"Sea: 


Gives quick car-wash service without 


expensive installation or additional help. 


No 


ONE MAN can operate 
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BOYERTOWN BUILDS 
the Most Complete Line of 

DELIVERY BODIES 

“Better Built” Since 1872 


OHLERT ALL PURPOSE SYSTEM 
REVOLUTIONIZES CAR WASHING AND 
YONE 


PUTS IT WITHIN REACH OF EVER 
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interruption of regular routine. 


it and wash at least 





Merchandiser 


als MF-B, 10, 12 





27 cars a day. Two men can handle 40 cars. 


The spray of water is so controlled that it does not impede 


the work of operator as it washes away the dirt and 








grime and thoroughly rinses away detergent 
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LANSING 5 MICHIGAN 


WOHLERT CORPORATION 











LANSING, MICHIGAN 
Please send Informative Car Washer Folder 
















Auto Personnel 





Promotions of six Chevrolet plant 
executives in St. Louis, Atlanta, 
Indianapolis and Detroit have been 
announced. 

They are: James H. Allen, man- 
ager of the St. Louis assembly 
plant, to the Detroit central office 
manufacturing staff. Leonard R. 
Mason, manager of the Atlanta as- 
sembly plant, to succeed Allen. 
Leonard F. Coyle, general super- 
intendent of Atlanta production, to 
succeed Mason. Harvey L. Green, 
St. Louis general superintendent of 
Corvette production, to succeed 
Coyle. John H. Greenough, general 
superintendent-master mechanic of 
the Flint V-8 engine plant, to man- 
ager of the Indianapolis truck body 
plant. Earl A. Hall, manager of 
the Indianapolis truck body plant, 
to central office manufacturing 
staff. ; 

+ * 


DeSoto Appoints Roth 


Midwest Zone Manager 


Richard G. Roth, formerly De- 
Soto field training supervisor, has 
been named man- 
ager of the divi- 
sion’s midwest 
zone with head- 
quarters in Chi- 
cago. He joined 
Chrysler Corp. in 
1934. 

DeSoto also an- 
nounced the ap- 
pointment of two 
new regional 

; x managers. They 
R. G. Roth are Paul J. 
Dougherty jr., in Dallas, and Rich- 
ard L. Vogt, in Seattle. 


Pontiac Names Copeland 


To Head Milwaukee Zone 


Charles L. Copeland has been 
named manager of Pontiac’s Mil- 
waukee zone. He succeeds J. E. 
Dickens who has been transferred 
to the company’s central office. 

Copeland joined the company 
in 1937 and has been assistant 
sales promotion manager since 
1952 with headquarters at the 
central office. 

* 





*y a 
a 


* * 


Houdaille Elects Peo 


As Board Chairman 


Ralph F. Peo, president, Houdaille 
Industries, Inc., has been elected 
chairman of the board and will 
serve in both capacities. Peo, as 
chairman, succeeds Charles Getler, 
who is retiring from active busi- 
ness. 

Wade Stevenson has been elected 
a director to succeed Getler who 
also is retiring as a board member. 
Stevenson is president of the East- 
man Machine Co. 

* ~ x 
Van Norman Names Moulton 


General Sales Manager 


Philip D. Moulton has been 
named general sales manager of 
Van Norman Au- 
tomotive Equip- 
ment Co., Spring- 
field, Mass., it 
was announced by 
Selby F. Greer, 
president. 

Moulton for- 
merly was eastern 
sales manager. He 
has been with 
the company and * 
its predecessor, a 
Van Norman P. D. Moulton 
Machine Tool Co., since 1929. 

om * * 





Connard Goes to Lincoln 


Malcolm J. Connard has been ap- 
pointed administrative department 
manager in Lincoln’s purchasing 
office. He formerly was administra- 
tive department manager of Conti- 


nental. 
* a ” 


U. S. Rubber Renee 
In Fisk-Gillette Tire 


Five new promotions within the 
Fisk-Gillette tire division, United 
States Rubber Co., including a new 
truck tire sales manager and a new 
district manager, have been an- 
nounced. 

J. P. Donnelly is the new truck 
tire sales manager. V. C. Keough 
succeeds Donnelly as district man- 
ager in the New York branch, 
moving up from assistant district 








manager. J. T. Baldwin, formerly 
division truck tire manager in Chi. 
cago, is the new assistant district 
manager of the New York branch, 
J. J. Stephens, is advanced to 
branch manager, New York branch, 
and H. D. Keturakat becomes ag. 
sistant district manager at the Chi- 


cago branch. 
* * * 


| Old Timers Pick Beesemyer 


As Regional Official 
Clarence S. Beesemyer, consult- 
ant to General Petroleum Corp, 
Los Angeles, has been appointed 
regional vice- 
president of Au- 
tomobile Old 
Timers for the 
Pacific district, 
embracing Cali- 
fornia, Oregon 
and Washington. 
He began his 
career in the oil 
business in 1912 
and resigned Jan. 
: F 1, 1953, as execu- 
C. 8. Beesemyer tive vice - presi- 
dent and a director of General 
Petroleum. 


Beesemyer always has been 
active in fostering automobile con- 
tests and was responsible for bring- 
ing John Cobb to this country from 
England to establish the world 
speed record on the Utah Salt Flats. 
He originated and is active in 
conducting the Mobilgas Economy 


Runs and other automotive events. 
* * * 









Packara-Clipper Promotes 


Albers to New Position 
Donald D. Albers has been ap- 
pointed product planning manager 
of Packard-Clipper divi- 
sion, Studebaker- 
Packard Corp. 
Albers, for- 
merly executive 
assistant to the 
purchasing and 
product planning, 
joined Packard in 
1953 from Ford 
Motor Co. In his 
new assignment, 
Albers will be 
; responsible for 
D. D. Albers the planning and 
coordinating of engineering and 
sales development of the Packard 
and Clipper lines. 
* + * 
Oldsmobile Announces 


3 Service Promotions 


Oldsmobile has appointed two 
new assistant service managers 
and has promoted Clare G. Oxen- 
dale, former assistant service 
manager, to executive assistant 
to the general service manager in 
Lansing. 

Named to the new posts were 
Glenn S. Rittinger as assistant 
service manager for the eastern 
U. S., and A. Ray Beaudion for 
the west. 


Wonderlic Elected Head 


Of General Finance 


E. F. Wonderlic has been elected 
president of General Finance 
Corp. ; 

Wonderlic, who 
has been in the 
consumer finance 
business since 
1932, joined Gen- 
eral Finance in 
1945. He was 
elected a vice- 
president the fol- 
lowing year. Ray 
E. Titus, who has 
been with the : 
company since its E. F, Wonderiic 
founding in 1925 and who had been 
president since 1948, has been 
elected vice-chairman of the board. 

* om * 


Pontiac Names Hearn 


Richard .D. Hearn has been 
named Pontiac district manager in 
Los Angeles. For several years, he 
has been active in the auto retail 


business in Southern California. 
of * * 


Goodrich Picks Alexander 


As Central Zone Manager 
Richard Alexander, Indianapolis 
district field manager of B. F. 
Goodrich Co.’s associated tires and 

(Continued on Page 55, Col. 2) 
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Fisk Boy Is 50— 


Created by Burr E. Giffen, right, in 
1906, Fisk Rubber Co.'s yawning, tousle- 
headed boy is celebrating his golden 
anniversary and is still going strong. He 
ond his “Time To Re-Tire” slogan have 
been a Fisk trademark since 1916. At 
left is John A. Boll, Fisk sales manager. 


Auto Personnel 





(Continued from Page 54) 


accessories division, has been 
named central zone manager. 

The zone comprises western 
Pennsylvania, West Virginia, Ken- 
tucky, Ohio, Indiana and Michigan. 
Alexander joined Goodrich in 1939 
as a wholesale supervisor. 

+ + * 
Willys Appoints Flynn 

J. Daniel Flynn has been named 
Willys assistant zone manager for 
Minneapolis. Flynn has been associ- 
ated with Willys for about a year 
and previously was a Moorhead 
(Minn.) Chrysler-Plymouth dealer. 

= * * 


MEWA’s Meeker Assigned 


To National Sales Execs 


The Motor & Equipment Whole- 
salers Assn. has delegated Edward 
D. Meeker, vice-president, Wheels, 
Inc., to the wholesaling advisory 
committee of the National Sales 
Executives, Inc. 

Within ‘the sales organization 


On the Financial Front 





Credit highway financing is be- 
ing considered in several states this 
year to provide for or continue 
highway construction programs. 

According to the National High- 


way Users Conference, these states} 
are seeking the funds listed below: | 


Kentucky .......... $100 million 
Massachusetts .. 200 million 
Mississippi ........ 10 million 
New Jersey ...... 750 million 
New York ......... 500 million 
Pennsylvania .... 60 million 
West Virginia .. 10 million 


The measures are in these stages | 


of development: Kentucky, up to 
the voters in November; Massachu- 
setts, bill in Legislature; Missis- 
sippi, bill passed senate; New Jer- 
sey, bill now in house; New York, 
up to the voters in November; 
Pennsylvania, bill passed house, 
and West Virginia, legislation en- 
acted. 


White’s Sales 
Smash Record 


White Motor Co.’s dollar sales 
in the first quarter of 1956 rose to 
the highest levels for any quarter 
in the history of the company, and 
net income increased 36.4 percent 
over the 1955 period. 

Sales for the three months ended 
March 31, amounted to $52,718,507, 
as compared with $38,839,950 for the 
same period of 1955, representing 
an increase of 35.7 percent. 

Net income of the company for 
the quarter was $1,503,276. A year 
ago, net income amounted to $1,- 
102,496. 


= © . 
McLouth First-Quarter Net 
Reported as $2,439,077 

McLouth Steel Corp. has reported 
earnings for the first quarter of 
1956 amounted to $2,439,077, an in- 
crease of $1,545,822 over the first 
quarter of 1955. 

Net sales for the quarter were 
$40,561,513, compared with net sales 
of $28,579,415 for the first quarter 
of 1955. 


Seiberling Sales Climb 
To First-Quarter Mark 


Seiberling Rubber Co. reported 
its first-quarter sales were the 
highest in its history and that earn- 
ings were 32 percent above those 
of the first quarter last year. 

Sales were $10,716,356, President 
J. P. Seiberling said, against $10,- 
054,459 in the first three months of 
1955. Earnings were $176,168 com- 
pared to $133,328. 

= ” 


* 
Holdover Orders Credited 
For Machine Tool Boom 


A flood of orders received late 
in 1955 will boost deliveries and 
profits of machine tool compa- 
nies in 1956 and in cases 
will carry over into 1957, accord- 
ing to Value Line Investment 

ey. 

The survey expects this year’s 
deliveries to be the highest ever 





in peacetime, but sees a gradual 
easing off of orders. The report 


estimates the industry will be 
close to a cyclical peak by the 
end of this year. 

+ * 


L.O.F. Glass Fibers 


L.O.F. Glass Fibers Co., Toledo, 
first quarter (interim) report, 1956: 
Net earnings, $95,768 (comparative 
figures not given). 

. = 


Eaton Mfg. 
Eaton Mfg. Co., Cleveland, first 


there are set up three advisory 
committees—retailing, wholesaling, 
and manufacturing. The committee 
members create a program for dis- 
cussion of trends and problems at 
the various economic levels. 

* * * 


Durham, Millar, Taylor 
Promoted by Buick in East 
Grover R. Durham, Buick zone 


d ee ys — 









J. G,. Millar G. W. Taylor 


Manager in Newark, N. J., has 
been appointed zone manager in 
New York City. 
He replaces Her- 
bert C. Hagstrom 
who resigned to 
become a Buick 
dealer. 

James G. Mil- 
lar, assistant zone 
manager in New 
York, succeeds 
Durham as zone 
j manager in New- 

: ark, and Grant 

G. R. Durham W. Taylor, assist- 
ant zone manager in Boston, will 
go to New York in the same posi- 


tion. 
* * 


Detroit Diesel Engine 
Appoints Radebaugh 
D. W. Radebaugh has been ap- 


quarter (interim) report, 1956 vs.| pointed sales promotion manager of 


1955: Net profit, $7,826,744 and $6,- 
995,345; sales, $61,983,299 and $54,- 
363,041. 





the Detroit Diesel Engine division 


of General Motors Corp. He suc- 


ceeds T. L. Guarniere, who re- 





AUTOMOTIVE NEWS, MAY 7, 1956 


cently was made merchandising 
manager. 

Radebaugh joined GM in 1938 
as a lecturer with GM’s Parade of 
Progress. He transferred to Detroit 
Diesel’s sales department in 1942. 
Prior to his present appointment 
he was sales engineer in the divi- 
sion’s automotive and tractor sales 


section. 
* * * 


Thompson Products Elects 


Moore Vice-President 


G. R. Moore, manager of the 
valve division of Thompson Prod- 
ucts, Inc, has 
been elected a 
vice-president. 

Moore joined 
Thompson Prod- 
ucts as a parts 
salesman in 1931. 
He advanced 
through a series 
of regional sales 
positions, becom- 
ing manager of 
the company’s te 
largest automo- G. R. Moore 
tive parts division in 1949. 

* * * 


Lincoln Appoints 


Langlotz in Sales 


Frederic E. Langlotz has been 
named administrative sales 
planning manager at Lincoln. 

Langlotz joined the company in 
1949 as a supervisor of reports 
and records in the sales office at 
Ford division. In 1954 he was 
made supervisor of customer rela- 
tions at Ford’s factory delivery 
office. 

* od * 


Warner Names Scudder 


James B. Scudder has been ap- 
pointed sales representative for 
Warner Electric Brake & Clutch 
Co., Beloit, Wis. Scudder will work 
out of Warner’s New York office 
at 36 Main st., Madison, N. J. 

* 


* * 


Bickham and Lytle 
Named by Champion 
Champion Spark Plug Co. has 


announced the appointment of C. 
H. Lytle as district manager of 





55 


equipment sales, with headquarters 
in Detroit. 

At the same time, Champion re- 
vealed the naming of Paul Bick- 
ham, formerly with B. F. Goodrich 
Co. in Bogota, Columbia, as export 
sales representatitve in the Carib- 


bean area. 
* * * 


Long Appoints Mann 
Appointment of W. C. Mann as 
vice-president of Al Long (Ford), 
Inc., has been announced. Mann 
joined Long in 1947 as bump shop 
foreman. In 1950, he was named 
service manager. Two years later 
he became general manager and 
remained in that position until his 
present appointment. 
* * * 


Mercury Chooses Mitchell 


Appointment of Norman J, 
Mitchell as assistant Kansas City 
district sales manager for Mercury 
has been announced. Mitchell suc- 
ceeds Charles E. Gradwhol, who 
has been named to Mercury’s 
Chicago regional sales office. 

* + * 


Nash Promotes Tuckwell, 


Gallacher in Zone Setup 


R. L. Tuckwell, former Nash zone 
manager in Denver, has been trans- 
ferred in the same capacity to St. 





R. D. Gallacher 


Louis, and R. D. Gallacher has 
been promoted from assistant man- 
ager of the Los Angeles zone to 
zone manager in Denver. 
Tuckwell joined Nash in 1947 and 
was appointed Denver zone man- 
ager last year. Gallacher has been 
an assistant manager in Seattle, 
Portland and Los Angeles since 
1951. He joined Nash in 1946. 


R. L,. Tuckwell 





ADVERTISEMENT 


ADVERTISEMENT 








for the ATTENTION of only 8 BUICK DEALERS 


You are offered a proven program to build your 
profits—which is now operating successfully for 
other Buick dealers of national prominence. 
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+ BUICK 


Consultants 
California 


Attention: 


Automotive 
Los Angeles, 





Dear Sirs: 













regarding sales program, 
ing, etc. 


for the full integration 
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Buick feel that the past 
future. 


feel free to 
Please to the true 


automotive merchandising 





when SETTER AU 


RMINGHAM 4 ALABAMA 
— 1 1301 Fifth Avenue, North 8! 
Telephone 54-337 


for Jim Burke Buick, 
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Your report encompasses the many po of Jim Burke Buick. 


ToOMOBILES ARE 










February 29, 1956 


Mr. Monroe Gretske 


commendations 
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Inc. 
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n success of . Angeles last yeer to visit you 


siterat the Ed James Buick Company» 


sing and merchandising 


time you 


oan op 0 ie Is Sin 
to a finer science. 
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Harlow Curtice, in his closed circuit television 
talk to all GM dealers and key factory men, outlined 
the future of GM dealers—“Quality Merchandising.” 
This is the foundation of our program, which is 
tailored and fitted to the needs of your dealership. 


Some of the services 


penditures 





relations 






Because this requires full personalized services and 
follow-through of Automotive Consultants, only 
8 additional Buick dealers can be served this year. 


offered will include: 


New and used car sales training 

Service sales development 

Internal merchandising 

Key job assignments 

Incentive pay plan 

Parts sales and displays 

Advertising program, monthly and annual 
themes, recommendations for dollar ex- 


Planned publicity and personalized public 


Customer relations follow-up 

Recommendations for signs and displays for 
entire premises 

Other problems of management, finance— 
confidential consultations on future agency 
development, etc. 


Automotive Consultants make personal investi- 
gations, recommendations and follow-through to 
put plans into effect—tailored to fit your needs— 
to create for you new customers, referred customers 
and repeat customers for new and used car sales 
and service—on a reasonable fixed fee basis. For 
fuli details write or wire Automotive Consultants, 


6087 Sunset Blvd., Los Angeles 28, Calif. Telephone 


OLdfield 44520. 
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Affecting Factories and Dealers . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Sixteen companies invested over 
$1 million each in business publi- 
cations in 1955, according to the 
Associated Business Publications’ 
“Fifth Annual Study of Leading 
Advertisers.” 

General Electric led the list, 
as it has in the four previous 
studies, with an investment of 
$3,793,000. General Motors was 
second with $2,276,100. 

Other members of the top five 
were Allis Chalmers with $1,945,900; 
DuPont with $1,919,700, and Allied 
Chemical & Dye, $1,700,000. 

The association also revealed 
that 214 advertisers, 37 more than 
last year, invested $175,000 or more 
in business publications in 1955. 
Collectively, they invested $92,163,- 
791 or roughly 23.7 percent of the 
$390 million invested in business 
publication space in 1955, 


companies alphabetically and 
their investments. It is obtain- 
able from APB headquarters, 205 
E. 42nd St., New York 17, N. Y., 
at $3 a copy. 

The 1,281 companies invested 
$160,279,091, or 41.1 percent of the 
total 1955 investment in business 
publications. An analysis of those 
companies investing $50,000 or more 
indicates an average business-paper 
budget of $181,222 last year, the 


association said, 
+ + * 


API Plans Advisory Council 


Creation of an educational ad- 
visory council to work with the 
Oil Industry Information Commit- 
tee and its nationwide school pro- 
gram has been announced. 

Specific ojective of the coun- 
cil’s formation, according to H. 
B. Miller, executive director, is 


APB has the complete results | to broaden the scope and depth of 


available in a booklet listing 1,281 


@ One of six basic Morrison 
models — Model 900 S 

for %4 and 1-ton chassis with 
single rear wheels. Cab-to-axle 
dimensions from 48” to 53”. 
A complete line of 

Morrison Service Accessories 
is available for all 

Morrison Service Bodies. 


the school program, and to pro- 


vide OIIC with specialized coun- 
sel and guidance on this activity. 

The council consists of 14 mem- 
bers appointed by Frank M. Porter, 
president of the American Petro- 
leum Institute. The first meeting 
of the council is May 17-18 in New 
York. 

The Institute also announced that 
motion pictures produced by API 
were seen by more than 18 million 
persons in 1955. 

oe * * 


POPAI Show Draws 12,000 


Complete and efficient use of the 
point-of-purchase advertising me- 
dium definitely increases sales, ac- 
cording to a panel of merchandis- 
ing “experts” in the sales, adver- 
tising and retail fields taking part 
in the 10th annual symposium and 
exhibit sponsored by the Point-of- 
Purchase Advertising Institute. 

Points established by the panel 
were: 

(1) Don’t sell a product, but sell 
an idea which requires use of the 
product; (2) a variety of point-of- 
purchase displays is no drawback 
but it helps to increase consumer 
interest; (3) a minimum of copy 
and a maximum of sales impact is 
the ideal format for a point-of- 
purchase display, and (4) retail 





Sell Trucks as ready-to-go Work Units by equipping them 
with Morrison Service Bodies and Accessories. 


The Largest Group of Truck Users — vocational tradesmen, plumbers, 
electricians, contractors, installers and servicemen — are all “hot” prospects. 


A Good Practical Demonstration will prove they can save time, work and money 
with your chassis and a Morrison Service Body. It’s often the difference between 
“yes” and “no” in a truck sale. Your Morrison Truck Equipment Distributor 


can tell you all about it. 


Big, Extra Body Profits are yours, 
guaranteed by your dealer discount. For complete 
information on all Morrison Service Bodies 

and Accessories, check your Truck Special Equipment 
Manual and then call your Morrison Truck 
Equipment Distributor or call, wire or write: 





Extra Profits for you too! 


Make sure you cash in on the extra dollars provided 
expressly for you with MORRISON MERIT 
MONEY. Either you or the boss get in touch with 
the sales manager of the Morrison Service Body 
Division today for all the facts. 


MORRISON SERVICE BODY DIVISION 





MORRISON STEEL PRODUCTS, INC. e 


680 AMHERST ST. e 


BUFFALO 7, N. Y. 


Also manufacturers of Mor-Sun Warm Air Furnaces and Morrison Roly-Door Steel Sectional Overhead Doors 


stores need a display program as a 
part of their merchandising pro- 
gram. 

The general theme of the forum 
was “Getting the Most Out of Your 
Point-of-Purchase Advertising.” 

Over 12,000 persons attended the 
symposium and exhibit in New 
York. 

+ * * 
Newspaper Linage Up 

Newspaper national advertising 
linage chalked up in March an in- 
crease of 3.9 percent over the same 
month last year and a gain of 13.2 
percent for the first quarter, ac- 
cording to the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn., and Media Rec- 
ords, Inc. 

The report, covering measured 
linage in 52 Index cities, showed 
general linage (all National other 
than automotive) up 5 percent 
for March and 8.8 percent for 
the quarter, Automotive’s gains 
were 1.3 percent for March and 
23.6 percent for the quarter. 

All other linage classifications 
also showed _ substantial first- 
quarter increases, the bureau said. 
Retail was up 3.2 percent; classified, 
up 12.9 percent; and financial, up 
10.8 percent. Total linage — all 
classifications combined — recorded 
a 3.6 percent gain for the month 
and 7.7 percent for the first three 
months. 

Every linage classification, it was 
noted, hit its highest point on rec- 
ord, both for the month of March 
and for the first quarter. 

*€ + + 


Geyer Employes Get Stock 


In a move to expand the agency’s 
operations, 40 executives and key 
employes of Geyer Advertising, Inc., 
have purchase a substantial inter- 
est in the 46-year-old national ad- 
vertising agency, B. B. Geyer, 
chairman of the board has an- 
nounced. 

The company, one of the pioneers 
in the agency field, was organized 
by Geyer and his father in Dayton, 





Sam M, Ballard B. B. Geyer 


O., in 1910. For many years it has 
been the advertising agency for 
Nash and Rambler automobiles and 
Kelvinator and Leonard home and 
commercial appliances, now pro- 
ducts of American Motors Corp., 
as well as a number of national ad- 
vertisers in the east and midwest. 

Geyer also announced the elec- 
tion of Sam M. Ballard as presi- 
dent of the agency. Geyer, formerly 
president and board chairman, con- 
tinues to serve as chairman of the 
board. 

Ballard joined Geyer in 1953 as 
a vice-president and chairman of 
the agency’s account policy com- 
mittee. Shortly thereafter, he was 
named executive vice-president. Be- 
fore that he had been executive 





AC Poster Wins Award— 
Joseph A. Anderson, right, 


by the Art Directors Club. 











Safe Driver— 


Driving a White 300 in his daily work 
for Setter Bros., Inc., Cattaraugus, N. Y., 
Hobart Manning has driven 500,000 miles 
without an accident since losing his lower 
right arm 15 years ago. For three years 
he has been driving on highway transport 
work throughout the eastern U. S. 





vice-president of Gardner Adver- 
tising Co. Earlier in his career, Bal- 
lard was advertising and sales pro- 
motion manager of Delco-Light Co., 
Dayton, and Delco Appliance Corp., 
Rochester, N. Y., General Motors 
subsidiaries. 
= a = 


No Hole in the Middle 


Not unlike the doughnut, mem- 
bers of the advertising staff at 
Grant Advertising’s office in Los 
Angeles have found that a Dodge 
won't sink unless it has a hole 
in the middle. 

Preparing a 90-second commer- 
cial for the Lawrence Welk show, 
the admen dunked a new Dodge 
into 45 feet of water off San Pe- 
dro, Calif., but the car wouldn't 
sink. 

The car was supposed to be 
dropped to the bottom, lifted 
again and driven off under its 
own power—all in 90 seconds. 
After eight minutes of filming the 
photographer ran out of film. 

The next day the crew lowered 
all the windows, placed a 1,000 
pound weight in the trunk and 
chopped a hole in the bottom. 
The car sank to the bottom, was 
withdrawn from its watery grave 
and driven off. The commercial 
was then considered a success. 

> > = 


Reynolds Names 3 


Three personnel changes have 
been reported by Reynolds & 
Reynolds Co., Dayton (O.), manu- 
facturer of business forms for the 
automotive industry. 

James Morrow has been named 
manager of sales training and edu- 
cation; L. A. Clemmer jr., assistant 
manager of advertising and sales 
promotion, and Frank C. Rocco, 
formerly associated with Delco 
Products division of General Mo- 
tors Corp., a member of the adver- 
tising and sales promotion staff. 


general manager, AC Spark Plug division, General 
Motors, receives medal from Burton Cherry, president, Art Directors Club of Chicago, 
while Carl Georgi, vice-president, D. P. Brother & Co., looks on. The AC Spark Plug 
poster, designed by D. P. Brother, captured first place in the auto accessories classi- 
fication at the annual Competition and Exhibit of Outdoor Advertising Art, sponsored 








| 
| 




















THE DAILY NEWS HITS HOME 


The Chicago Daily News Hits Home Because it Goes Home! 


The Daily News goes into 600,000 homes a day. And it puts a lot of 
Chicagoans in a buying mood—Chicagoans of all ages and from all 
neighborhoods. The Daily News hits home in the evening, when folks have 
plenty of time to think about, read about, and learn about the whereabouts 
of whatever they want to buy. It hits home when they're relaxed and recep- 
tive as they open the newspaper they depend on and trust. There's no 
denying the fact—as.a source of information,.as an editorial force, as 


an advertising medium—THE CHICAGO DAILY NEWS hits home! 


Chicago’s growing newspaper 


THE CHICAGO DAILY NEWS 
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TO MEET AN URGENT NEED... 


AN ENTIRELY NEW TYPE 
OF TRUCK GRILLE GUARD 
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@ Look at the new model 
trucks and you'll find the grille 
extends up to or beyond the 
bumper—more vulnerable than 
ever, and more needful of en- 
gineered protection. 


Now examine the sketch and 
photograph to see how the all- 
new SUPER-STURDEE Grille 
Guard meets the need. It’s the 
only guard engineered to today’s 
trucks, the sfrongest guard ever 
made, the guard truck buy- 
ers must install for the most 
in vitally needed front-end 
protection. 


You owe it to yourself and 
your customers to get the 
facts on the all-new SUPER- 
STURDEE. They’re yours 
for the asking—ask for them 
today. 


Exclusive SUPER -STURDEE 
SS 
ADVANTAGES 


1. Ample Clearance 

2. Super Strength 

3. Lifetime Service 

4. Simple, Fast Installation 

5. Trim, Functional Appearance 





VOLTZ BROTHERS, INC. 


World’s Largest Grille Guard Manufacturers 


2520 Indiana Avenue, Chicago 


ee SUL LLL ELA 
ON NEW MODEL TRUCKS 


NEW BUMPA-TEL SIGNS 
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Petite 40" x 12" 


Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40” x 12” 
for those advertisers who do not need as much space as is provided on our regular 


Bumpa-Tel sign which measures 40x17". The new Bumpa-Tel Petite is lower and 
blends into the body: lines of most cars producing a very neat appearance. It is 
offered aot the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


@ Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames e Sheet Steel Face 
® Sign Legs Telescope into Non-Visible Brackets Mounted 
Behind Bumper Guards 
@ Does Not Interfere with Operation of Trunk Lid 
* After origina! installation State Make and Model When Ordering. 


Now Offered in Four (4) Options, Uniettered at $12.50, 
Lettered at $16.50, Lettered and Refiectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 
Night Use at $26.50. 
F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 


Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 SHady Lane 5-9415 
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New Orleans Reports... 
Used-Car ‘Worm’ Turns 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS. — In describ- 
ing the present automobile condi- 
tion here the proverb “the worm 
has turned” aptly may be applied. 

For some time the paramount 
problem among dealers was move- 

ment of used cars and little con- 
cern, if any, was felt regarding 
sale of new merchandise. 

Well, today, the situation has 
changed completely — it is just 
the opposite. All dealers, without 
exception, report that business is 
plenty rough as far as new-car 


Chevrolet Calls 
First Meeting 
Of New Council 


DETROIT. — First meeting of 
the Chevrolet National Dealer 
Planning Committee since it was 
reorganized was held with top 
factory management in Detroit 
Apr. 25-26. 

The eight-man national body, 
composed of a representative from 
each of the company’s wholesale 
regions, is elected by a process in 
which the 7,500 Chevrolet dealers 
across the nation first select dele- 
gates in their respective local dis- 
tricts. 

This is designed to give the 
dealers “grass roots” representa- 
tion through 485 district delegates, 
rather than through delegates-at- 
large elected in 43 wholesale zones 
under the former method. 

Members elected for the first 
1956 session were: Paul A. Kuhn, 
of East Side Chevrolet, Indianapo- 
lis; A. R. Schuman, of Community 
Chevrolet Co., Lansdowne, Pa.; H. 
Cc. Mundt, of Mundt Motor Co. 
Grove City, Pa.; Gordon Thompson, 
of Gordon Thompson Chevrolet, 
Inc., Jacksonville, Fla.; Vernon H. 
Kyhl, of Kyh] Chevrolet Co, 
Parkersburg, Ia.; R. R. Terrill, 
of Terrill-Phelps Chevrolet Co., 
Springfield, Mo.; Earl F. Hayes, of 
Earl Hayes Chevrolet Co., Dallas, 
and R. G. Cranney, of Cranney 
Chevrolet Co., Preston, Id. 

Reorganization of the committee, 
originated in 1937 to help formu- 
late retail policies, was part of a 
move that eliminated separate dele- 
gates for large and small dealer- 
ships. Experience showed that in- 
terests of dealers were similar 
regardless of size, the division said. 


Calendar 
(Continued from Page 12) 


General 


May 26-30—indianapolis Custom Auto & 
Boat Show, Manufacturer's Bidg., Indiana 
State Fairgrounds, Indianapolis. 

June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn., Hotel 
Sherman, Chicago. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting. Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York 

June 14-17—1956 Natioral Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle. Wash. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 





Sept. 21-29 — International Commercial 
Motor .Transport Show, Earls Court, 
London England. 

Oct. 4-14 — Paris Auto Show, Grand 
Palais, Paris. 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers. Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, Enaland. 


Oct. 23-25—I!ith Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. 1I-12—National Diesel Engine Meet- 
ing, Sociéty of Automotive Engineers, 
The Drake. Chicago. 

Nov. 7-9—American 
Convention, Hotel Commodore, 
York. 

Nov. 8-9—Nationa! Fuels and Lubricants 
Meetina, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

-Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Fiotel, Chicago. 

Dec. 8-i6—National Automobile Show, 
Coliseum, New York. 

Dec. 28-Jan. 6—Annual 
Auto Show, Minneapolis 
Minneapolis. 

Jan. 14-18—Annual 
Automotive Enaineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 


Finance Conference 
New 


Upper Midwest 
Auditorium, 


Meetina, Society of 


All Mack Models | 


sales are concerned, while turn- 
over of used cars is brisk. 


A number of dealers are com- 
plaining of low used-car stocks and 
say they could do more business 
if they had an adequate stock. A 
few are going out and buying used 
cars. 


There is a big demand for 51s 
through 53s. As a matter of fact, 
the independent used-car dealers 
say they have to give “above book” 
prices for these models. The de- 
mand also is good for 54s and 55s, 
that is, if they are “powder puff” 
merchandise, 

The reason, according to one in- 
dependent operator, is that new car 
prices have been going up steadily 
since 1951 and used-car prices are 
not going up in proportion. He 
said buyers are looking for monthly 
| payments from $35 to $45. If they 
| are unable to make the down pay- 
| ment, then a side note is made. 

A few new-car dealers report 
that customers are not trading in 
old cars on new ones, keeping 
them as a second or third car in 
the family. 

The reason for this, according to 
one dealer, is that the customer 
shops around for a straight deal 
jand, after getting a rock bottom 
| price, they come up with a car to 
trade. “Of course, we give them 
the shock treament,” the dealer 
said, “and they decide to keep the 
old car.” 

One medium and high price 
field new-car dealer, who sells 
from 80 to 100 cars per month, 
said his used car inventory is 
down to 25 units with only 14 
of the make he sells. He said he 
was trying to buy from the curb, 
but with no success. 

A number of independent used- 
ear dealers are going out-of-town 
to buy cars as the new-car dealers 
are offering only rough cars, keep- 
ing the clean merchandise. 

As to the new-car sales, one old- 
timer in the business said he hasn’t 
seen things so rough in a long 
time. Some dealers in the low price 
field are grossing only $50 per unit, 
while dealers in the medium price 
class are grossing as low as $125 
to $150. 


Now Available on | 


NEW YORK. — Power steering 
now is available on all its vehicles, 
Mack announced last week. 

Mack’s power steering unit is of 
the linkage type, operating on the 
drag-link in the largest sizes and| 
on the tie-rod in others. 

Engine-driven pumps supply the 
fluid pressure required, with a 
balanced-vane type being used in 
the heavier sizes and the eccentric- 


Power Steering | 





gear type on others. They are 
driven either off the end of the 





generator or by separate belt drives. 

Mack claims to be the first Ameri- 
can manufacturer to adopt power 
steering as standard equipment, 
with the installation of such equip- 
ment in 1932 on transit buses. Since 
then, it has been standard on all 
off-highway models and optional on 
most of the highway line. 


iiedoe Micaid 


To Assist Wiles 


DETROIT.—Patrick J. B. Crowley, 
a Chevrolet dealer in Providence, 
has been appointed administrative 
assistant to Ivan 
L. Wiles, execu- 
tive vice-president 
in charge of deal- 
er relations for 
General Motors. 

Crowley, before 
assuming the 
presidency of 
Crowley Chevrolet 
Co. in Providence 
in June, 1953, had 
been a member 

P. J.B. Crowley of the General 
Motors legal staff for 15 years. He 
joined the legal staff of General 
Motors in New York in 1938, He was 
transfered to the Detroit office of 
the legal staff in 1943. 








KAHN'S 
AMERICAN BEAUTY 


PRIME STRIP STEAKS 


Cut New York Style from Prime 
these superb Strip Sirloins are 


rants. Now, in res 


ernment inspected. 


a year in the lush Ohio Valley. 
natural aging in our 
gives an extra tenderness, 
incomparable flavor. 

Box of 8, weight 14 oz. 


extra 


of 16, 18, or 20-oz. steaks if specified), 
acked in dry ice. Shipped prepaid in 
J. S. east of the Mississippi . . . $25, 
(West of the Mississippi, via Air Express 
. « « $33.50) 

Kahn's AMERICAN BEAUTY 
SKINLESS-SHANKLESS HAM — “The 


Heart of the Ham."’—10-12 1b. average, 
Prepaid in U. S. $14.95, 
Enclose and send check or M. O. Order 


mow to enjoy the outdoor cooking season, 


hakn’s 


OHIO VALLEY SMOKEHOUSE 


Dept. C, 3241 Spring Grove Ave., Cincinnati 25, Ohio 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


-More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 
Samples, and 
-Details of this AMAZING PLAN 


. SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


L/ 
VES 
“arg FRAMES AN? © 


THE BENMATT Write for name 


ORGANIZATION, ine, | YOu nearest 


FACTORY: 
| 3447 E. 15th Sti, Los Angeles 23, Calif. 
NATIONAL SALES OFFICE:: 





18” PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. \ 





Beef, 
seldom 
found outside the finest hotels and restay- 
onse tO Many requests, 
Kahn's AMERICAN BEAUTY Strip Steaks 
- available to you the = ’round. U. §, 

Ov very steak comes 
ffom a selected steer, corn-fed for nearly 
Slow, 
Steak-Aging Room 
juciness, 
An epicure’s delight! 
each (fewer 
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Cornell Crash Group Reports... 


Open Door Branded a ‘Killer’ 


NEW YORK.—Two cars collide.| jury as speed increases, but these 
The chassis buckle; the doors pop| are small. 


open, and drivers and passengers 
are hurled from their seats. 


That is a primary cause of 
‘moderate-through-fatal” injuries, 
says the annual report of the Cor- 
nell University Medical College 
division of automotive crash in- 
jury research. 

Seat belts for both front and 
rear seat passengers would play a 
major role in reducing this injury 
potential, the research group noted. 

Another essential is a device for 
older cars which would keep doors 
from opening under “normal” im- 
pact conditions. This is a must, the 
Cornell experts pointed out, since | 
so many persons are unwilling to| 
use seat belts. 

In its survey for the year ended 
April 1, the researchers found that | 
the cause of the accident was one 
thing; the cause of the injury was | 
another. 

“An injury in an automobile 
accident,” it said, “is caused by 
bodily contact with a specific 
object, and there is no reason to 
doubt the frequency and severity 
of injuries can be reduced 
through redesigning of the in- 
jury-producing objects. 
“However, these injury-producing | 
items must be identified objectively | 
in terms of their relative import- 
ance.” 
The survey, it declared, was 
aimed at achieving this proper 
identification. It was conducted in 
10 states and the city of Minne-| 

apolis. 

One subject discussed was a com- 
parison of the injury potentials of 
standard two-door and four-door 
sedans. Types and severity of acci- 
dents were found to be the same, 
but differences were found upon 
examination of details. 

Rear-seat occupants of four- 
doors were found to have a 
significantly higher injury risk than 
rear-seat occupants of two-doors 
because of the tendency of doors to 
pop open. 

In cases where the doors re- 
mained closed, no statistical 
differences were reported in in- 
juries to rear-seat occupants of 
the two models. 

The researchers announced four 
major findings in a study of head 
injuries sustained in auto accidents. 

1. The three major seating areas 
produce significantly different 
frequencies of head injuries in this 
descending sequence: Front seat, 
driver and rear seat. 

2. Three out of four auto-acci- 
dent victims sustain some degree of 
head injury. 

3. One of five victims has a 
moderate through fatal grade head 
injury. 

4. One of 20 accident victims 
sustained a skull fracture, and 
more than half of these skull 
fractures were fatal. 

Interrelating primary accident 
factors, the group reported that 
variations in speed, severity and 
seat position had little effect on in- 
jury values produced by ejection. 
Ejection was said to determine in- 
jury severity to a large extent. 

“Accident severity,” which in- 
cludes such factors as damage to 
the car and an estimate or the 
force, was found to be a fairly | 

Sensitive barometer of injury 
effects. | 
_ Seated position also is a genuine | 
injury factor, the group contended, 
Saying it often dictates injury} 
potential more readily than acci- | 
dent severity, speed or direction of | 
force. 

The researchers found the 
average speed of cars before in- 
volvement in injury - producing 
accidents to be about 48 m.p.h. 
Average impact speed, they said, 
was about 41 m.p.h. As speeds in- 
crease, injury accidents increase. 
_ However, charts correlating in- 

jury and speed showed: 

1. Impact speeds in half these 
accidents was 40 m.p.h. or more, 
“tending to show that efforts to 
reduce injury through reducing 
Speed may pose a new problem of 
traffic congestion.” 

2. At impact speeds up to 40, 
there are steady increases in in- 








“Since injuries do not occur in| 
this lower speed range with great | 


frequency,” the report said, “it is 
automatically implied that reduc- 
tion of these injuries cannot be 
handled by control of speed alone 
since other factors are obviously 
acting simultaneously.” 

Among the recommendations 
made by the research group were: 

1. There is urgent need to ex- 
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accident injury facts to evaluate 
current and future safety de- 
signs. 

| 2. A nonpartisan safety group 
| should be organized to act in an 
|advisory capacity on the problem 
|}of current and planned occupant- 
| restraining systems. 

3. Research to establish a simple 
and inexpensive dynamic test to be 
| used by various agencies for evalu- 
|ating seat-belt installations. 

4. A nationwide survey to deter- 


and the late L. M. Giannini. 


pane —— cteete in © collec —. }mine if there could be public ac- 


? | ceptance of the shoulder harness. 
L. K. Firestone Feted 5. Research to develop a pos- 
LOS ANGELES. — At the eighth| sible seat design that would be 
annual dinner given by the| strong enough to permit the at- 
National Conference of Christians| taching of seat belts directly to - 
and Jews here Apr. 26, Leonard} the seat. 
K. Firestone, president of Firestone 6. Research to determine whether 
Tire and Rubber Co. of Calif., will| the present minimal loop-load 











Oldsmobile Executives, Dealers Meet— 


Oldsmobile executives and New England dealers discuss details of Oldsmobile's 
be the guest of honor. Previous| specifications for seat belts are/| quality dealer program at a meeting in Boston. 
honorees include Paul Hoffman,| adequate, or if the deceleration | Dorchester, Mass.; Frank Suslavich, Oldsmobile Atlantic regional manager; Jack F. 
John K. Northrop, the late Charles | forces in auto crashes are so great | Wolfram, Oldsmobile general manager; J. Alfred Raboin, Fitchburg, Mass.; and Arthur 
P. Skouras, Gen. Carlos P. Romulo,|as to require belts stronger than | S. Pease, Lowell, Mass. The meeting was one of a series held in connection with the 
| those patterned on CAA standards. | opening of the GM Motorama in Boston. 


From left are Louis B. Levenson, 





We're ready for the 
Air Conditioning 


Charg-A-Can* ‘ 


PACKAGED REFRIGERANTS 


a 


= 








ELIMINATE WASTE 

CONTROL PURIT" 

and assureaccurat 
Charging of any Car air 


conditioning system 


scan 
¢ ‘~ whe 
» 


- Are you ready for the big bonanza in automotive air con- 
ditioning? One-pound Charg-A-Can packaged refrigerants 
with “FREON-12*” provide a new source of Summer- 
service profits, permit quick and easy charging of any car 
system. These disposable containers, with years of proven 
leadership in the refrigeration industry, eliminate bulky, 
wasteful, hard-to-handle refrigerant cylinders, are expertly 
analyzed for purity and moisture content before filling 
under carefully controlled factory conditions. Charg-A- 
Cans are easily stored, too, and available in 24-unit 
packages. Remember—over half-a-million cars will be air- 
conditioned this year and more coming ...so get going!... 
for a complete stock, together with dependable refrigera- 
tion supplies and servicing, call your local refrigeration 
wholesaler today. 


STOCKED AND SERVICED BY REFRIGERATION WHOLESALERS 
EVERYWHERE... ORDER YOUR SUPPLY NOW! 


REFRIGERATION DEPARTMENT 


American Potash & Chemical Corporation 


3100 EAST 26TH STREET, LOS ANGELES 23, CALIFORNIA | 99 PARK AVENUE, NEW YORK 16, NEW YORK 









EASY CHARGING OF ANY CAR 
AIR CONDITIONING SYSTEM 


aot. 


a TRADEMARK &. 1, DUPONT 


OE NEMOURS & COMPANY 

























































balan 


ae ES ey 






eT I ST IT LLP LTT 








sg 5 tinea 


| g 


Te eet 


Removal and Replacement of 
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MANZEL TRANS-LIFT 


Permits one man to remove or replace 
the heaviest transmission. Exclusive 
rotary adjustment pivots transmission 
around the center line, not below. This 
eliminates further vertical and lateral 
adjustments — simplifies aligning bolts, 
dowels, splines ond deve shafts — com- 
pensates for variations in spring super- 
vision, hoist or floor. For post or pit- 
type installations. Adaptors available 
for all automatic transmissions. 


MANZEL TRANS.-LIFT JR. 


Makes removal and replacement of 
transmissions a simple, one-man job in 
limited working areas where cars are 
mounted on axle stands. Rotary adjust- 
ment and all the other convenient 
Trans-Lift Features are included in this 
sturdy, floor-hugging job. Four ball- 
bearing caster wheels provide free 
movement. Pumping while under car is 
simplified by easy actin pump handle 
that swivels readily in all directions. 


Write today for Complete Information 
Jobber Inquiries Welcome 





DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 


341 Babcock Street, Buffalo 10, N. Y. 





News to Note... 
cameos tae! 


Auto World in Brief 


CLEVELAND. — Clevite Harris 
Products, Inc., is the new name of 
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years, are now double th: 1945 
total of 2,454,473. Kelly said re- 
ceipts in 1955 also hit a nev high 
of 4,807,747. In the 10 registration 


categories only buses, farm vehi- 
cles and snowmobiles showed a 
decline last year. 


* * * 


Redmond Builds Plant 


ANGOLA, Ind.—A new plant here 


ate increase over the record sales is being completed by Redmond Co, 


in 1955. 











MOBILAIRE‘ — INSTANT-COOLING 


Mobilette Auto Air Conditioner 


Now, you can air-condition any car in stock — swiftly, 
economically —when you order the new trend in car air- 
conditioning, the up-front MOBILETTE! A terrific fleet “clincher” 
— because the MOBILETTE can be easily reinstalled in later 
deliveries. A popular premium for new car buyers — because 
depreciation can be spread over the years. And, above all, 
guaranteed top performance from every unit — efficiently cool- 
ing where it counts, when it counts. Your letterhead 


A | = Post card will bring full information and literature. 


(i @boiletie su72.t18 conpitionens 








with the Warner Magnetic Clutch 


MOBILAIRE MANUFACTURING COMPANY 
A Division of the National Gas Equipment Co., Inc. 
Box 122 * Denison, Texas 











© Treated Material Resists c 
Oil, Grease, Water and Fuel 


° Eliminates Unsightly Drip Pans F. O. B. Detr colt, c. O. D. 


D & M TRUCK TOP Co. 


12186 Petoskey, Detroit 4, PHONE: WEbster 3-1613 
Manetacturers of Stake and Pick-Up Tops 





Clevite Corp.’s wholly-owned sub- * ¢ *¢ Inc. oar ge ae pe weedy, 
er z * ° president, e pliant was esigned 
more a ieee Sa. bond : Owatonna Tool Builds specifically to produce a new style 
Clevite Harris president With head. OWATONNA, Minn. — Owatonna | electric motor Redmond is adding 
. - : Tool Co. is building a new single- | to its line. 
quarters in Cleveland, Clevite ator ‘ 
; , y structure here to house its SL aeeas Ae 
mime. plants in Napoleon manufacturing facilities and offices. | Auto-Lite Builds 
ed or em expected in carly! sannta Ont—Work has begun 
‘ . ss « on a new 140,000-square-foot addi- 
3,000 Tons Daily Trilok R Is N tion which will increase manufac. 
CHICAGO.—About 3,000 tons of rilo ep Is Named turing space at Electric Auto-Lite 


president. He predicted that the 


tions by August and reach capac- 
ity about a year later, 
* * * 


UhIlman Heads Managers 


BUFFALO.—Wiliam B. Uhlman, 
of Lou Bielli-Dodge Inc., has been 
elected president of the Buffalo 
Automobile Sales Managers Associ- 
ation. Other new officers are: Vice- 
president, George A. Farley of Con- 
shafter & LaSpisa, Inc.; secretary, 
Jerome R. Thirion of Glen Camp- 
bell Chevrolet Inc., and treasurer, 
Jack H. Erhart of the Erhart Mo- 
tor Car Co. Ince. 

* * * 


Firestone Buys Site 

| AKRON.—Purchase of a 1,000- 
| acre industrial site by Firestone 
| Tire & Rubber Company for the 
manufacture of petrochemicals in 
Orange, Tex., is announced by Har- 
vey S. Firestone jr., chairman. First 
unit will be a 40,000-ton-capacity 
| butadiene manufacturing plant, 
which will provide Firestone with 
a substantial portion of the buta- 
diene requirements of its synthetic 
rubber plants at Lake Charles, La., 


and Akron. 
ad * 


Old Cars Banned 


MEXICO CITY.—Import of used 
cars, prior to 1947 models, has been 
banned by the government to “avoid 
further cluttering up of the Mexi- 
can market in less than new ve- 
hicles.”. The Ministry of Finance 
also turned down petitions for re- 
ducing taxes on used cars. 

* * *x 


Volkswagens Swapped 


MEXICO CITY.—Western Ger- 
many has agreed to swap 360 Volks- 
wagens for a variety of Mexican 
natural products, including tropical 
fruits and lead, zine and copper, 
with the possibility of some silver 
bullion, The Bonn Government has 
been buying Mexican refined silver 
for minting. 

ok © * 





Ford Plants Safest Ever 
DEARBORN.— Ford Motor Co. 


steel a day will be used at Ford 
Motor Co.’s new stamping plant 
near Chicago Heights when the 
plant goes into full operation, ac- 
cording to R. H. Sullivan, vice- 


plant should begin regular opera- 


ket the new fabrics as original 
equipment. 
* * * 


Couture Opens in Cuba 


Rental System has become an in- 
ternational operation through the 
opening of a branch in Havana, 
Cuba. 


* * * 


14-Inch Tires Announced 


By Armstrong Rubber 


WEST HAVEN, Conn.— Arm- 
strong Rubber Co. has developed 
a full line of car tires in the 14- 
inch size, it has been announced 
by Frederick Machlin, president. 

Although the inside diameter of 
the tires has been decreased, the 
width has been increased half an 
inch which permits greater air 
volume and a drop in air pressures 
from 24 to 20 pounds per square 
inch. Armstrong says the tire can 
carry the same load as the 15-inch 
type and can cushion shocks, bumps 
and vibrations more easily. 

* * ca 


Goodrich in Philippines 


AKRON.—Production of tires 
in the new $6 million plant of 
Goodrich International Rubber 
Co. in the Philippines will be 
under way before the end of 1956, 
according to Lewis C. Hayden, 
executive vice - president. The 
plant, 12 miles from Manila, will 
employ about 600. 


x * x 


Fire Damages Lewis 
TEXARKANA, Tex. — A $20,000 
fire damaged the building of Lewis 
Buick Co. here. 

* + + 
Vehicle Registrations 


Near 5 Million in N. Y. 


ALBANY. — Vehicle registra- 
tions in New York State reached 
an alltime high of 4,807,747 in 
1955, according to Joseph P. Kelly, 
commissioner of motor vehicles. 

Registrations, which have 
shown an increase for the last 11 


CHICAGO.—Chick Mooney Sales, | 
of Detroit, has been appointed sales 
agent for Trilok fabrics to auto 
manufacturers in the Detroit area, 
according to the textile division of 
U. S. Rubber Co. The firm will mar- a 


MIAMI.— Couture National Car 


Co.’s plant here by more than 75 
percent, according to H. E. Hase- 
meyer, production vice-president. It 
is scheduled for completion in mid- 
summer. 


Franklin Accessories Line 


Purchased by Crown 


LOS ANGELES. — Crown Acces- 
sories has purchased the complete 
automotive accessory line of prod- 
ucts manufactured by Franklin Ac- 
cessories Co., Culver City, Calif, 
The line includes steering wheel 
spinners, compasses, dash trays, 
gearshift knobs and replacement 
control knobs. 

* * * 


Standard Products Plans 


California Expansion 
CLEVELAND. — Standard Prod- 
ucts Co. will expand its West Coast 
division through immediate con- 
struction of a 50,000-square foot 
plant at Fullerton, Calif. it has 
been announced. 

The new plant will be nearly triple 
the size of the present plant at 
nearby Long Beach, and an increase 
in employment is expected follow- 
ing its completion this summer, It 
will be one-story, on a six-acre plot 
and has been designed to permit 
future expansion to double its initial 
size, 








* * * 


Orr Opens Detroit Office 

DETROIT—H. B. Orr, vice- 
president of Universal Products Co., 
Inc., prior to its sale to Chrysler 
Corp., has established H. B. Orr 
Co., engineers and sales representa- 
tives, with offices in the Fisher 
bldg., Detroit. His company will 
represent Kingston Products Corp., 
Como Plastics, Inc., and D. S. Brown 
Rubber Co. 


Exide Unveils Batteries 


Increases Guarantee 


PHILADELPHIA. — Exide Auto- 
motive division has announced its 
new line of batteries for 1956. 

The company’s medium-price line, 
which formerly was guaranteed 
for two years, now carries a three- 
year guarantee on the six-volt sizes. 
Capacity ratings of a number of 
batteries have been increased and 











employes throughout the nation 
made 1955 the safest year in com- 
pany history by cutting their injury 
frequency rate 20 percent and re- 
ducing their accident severity rate 
12 percent from 1954, the company 
disclosed last week. 
* * * 


Spring Perch Remodels 
BUFFALO.—A $250,000 program 


to remodel and expand the Spring 
Perch Co. plant in Lackawanna 


will be started shortly. Spring 
Perch is a subsidiary of Eaton 
Mfg. Co. 


* * * 


Premier Expands 
ST. PAUL.—Premier Co. here has 
announced completion of doubled 
production facilities which included 
construction of a 6,000-square-foot 
addition to the main plant. 
*~ * * 


Canadian Tire Sales 


Rise Seen for 1956 


OTTAWA.—Dealers expect tire 
sales to reach a new peak this 
year and there are signs that 
such business will enjoy a boom 
in the coming months, 

A spokesman for the Rubber 
Assn. of Canada, Greig B. Smith, 
manager, has declared that while 
he has not enough figures to 
make a concrete forecast, he 
would not hesitate to predict that 
1956 will show at least a moder- 





Partners 65 Years— 


Emil E. Hess, left, President, and 
Charles E. Eisenhardt, treasurer, Hess & 
Eisenhardt Co., Rossmoyne, O., were 


honored at a testimonial reception and 
dinner marking the 65th year of their 
business Partnership. They started their 
careers in 1891 when they joined Sayres 
and Scoville, Cincinnati carriage and 
hearse builders. Today Hess and Eisen- 
hardt manufacture a line of funeral cars, 
ambulances and service cars. 


new types for late-model cars have 
beeen added. 


* * * 
Westinghouse Earmarks 


$20 Million for Atoms 


PITTSBURGH. — Westinghouse 
Electric Corp. has revealed that in 
1955 it set aside and began spending 
more than $20 million of its own 
money for new enterprises in the 
atomic power equipment field. 

Some of the projects listed by the 
firm were a reactor for a Navy 
surface vessel, reactors for subma- 
rines, a reactor for the nation’s 
first atomic power plant for genera- 
tion of electricity and a nuclear 
core manufacturing plant at Ches- 


wick, Pa. 
ok * * 


Chrysler Gives Exhibits 


To Engineering College 


DETROIT. — Two three-dimen- 
sional automotive exhibits have 
been presented to Wayne University 
College of Engineering by Chrysler 
Corp. The exhibits—one demon- 
Strating the use of electron micro- 
Scopes, and the other on automotive 
body structural design — will be 
used for instruction. 

The electron microscope shows a 
dot from a steel specimen as it 
appears when magnified 2,000 times 
by the light microscope and then as 
magnified 60,000 times by the elec- 
tron microscope. The other display 
illustrates how an automotive body 

(Continued on Page 61, Col. 1) 
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Auto World in Brief 


(Continued from Page 60) 


center pillar is designed, hand- 
crafted in the experimental shops, 
Jaboratory-tested for strength and 
safety and finally put into produc- 
tion 

* + * 
Amerotron Dedicates 


New Plant in S. C. 

BARNWELL, S. C.—Amerotron 
Corp. has dedicated its new woolen 
plant here. It contains more than 
400,000 square feet. 

Amerotron estimated that the 
plant’s volume potential is approxi- 
mately $25 million per year. Con- 
struction on the plant was started 


last summer. 
* a” * 


Stewart, Volland Named 
By Goedall-Sanford 


SANFORD, Me.—Appointment 
of R. J. Stewart & Co. New 
Jersey, and Volland Industries, 
Inc., Chicago, as sales agencies 
for the vinyl fabrics division of 
Goodall-Sanford, Inc., has been 
announced, 

The appointment of the agen- 
cies is described by Goodall- 
Sanford as part of a program 
designed to increase distribution 
of the division’s vinyl fabrics to 
a variety of trades. 

+ * * | 


Koster Swope Expands 


LOUISVILLE. — Koster Swope) 
Buick here has leased the former 
Leyman Buick building near down- 
town Louisville for use as a used- 
car department. The dealership 
also has locations at 3712 Frank- 








fort Ave. (new-car sales and serv- 
ice) and a used-car lot in East) 
Louisville. 


* * * 
Morse Chain Acquires 


Eberhart-Denver 


CHICAGO. — Morse Chain Co., a} 
Borg-Warner subsidiary, has ac-| 
quired Eberhart-Denver Co., Den-| 
ver, and its affiliate, Spreco Co.,| 
Chicago. Eberhart-Denver manu-| 
factures speed reducers. 

Fred Eberhart, founder of Eber-| 
hart-Denver Co., becomes chairman 
of the board. Stanley J. Roush, 
Morse president, will be president. 

oa * - 


$13 Million Antitrust Suit 


Names 9 Steel Firms 


SAN FRANCISCO.—Four share-| 
holders of the former Union Steel | 
Corp., a fabricating firm which| 
merged with Kaiser Steel Corp. in| 
1955, have filed a $13.8 million Fed-| 
eral antitrust suit against nine 
major steel companies. They charge | 
the large companies caused prices 
to be fixed so the independents 
could not buy at mill prices. 

Defendants in the action are U. S.| 
Steel Corp. Bethlehem Pacific) 
Coast Steel Corp., Bethlehem Steel 
Corp., Jones & Laughlin Steel Corp., 
National Steel Corp., Republic Steel 
Corp., Armco Steel Corp., Youngs- 
town Sheet & Tube Co. and Inland 
Steel Co. 


x * * 


Support Medical Schools, 


Auto Industry Urged 


; NEW YORK. — American med- 
ical education is the finest in the 
world, but only public support can 
keep it that way, according to W. 
F. Rockwell, Rockwell Spring & 
Axle Co., chairman of the automo- 
tive division of the Committee of 
American Industry which is seek- 
ing $10 million annually to keep 
the nation’s 81 medical school in 
business. 

_ Rockwell urged men and women 
in the automotive industry to get 


yearly production record at the 
Packard Electric division of 
General Motors, it was announced 
last week by B. N. MacGregor, 
general manager. 

The motors are used in home 
appliances. The cable is used for 
automotive, aircraft and appli- 
ance electrical needs. 

* * * 


Lightweight Tarpaulins 


Developed by Vulcan 


NEW YORK. — Neoprene-coated 
nylon fabric tarpaulins have been 
developed for the trucking indus- 
try, it has been announced by Vul- 
can Rubber Products division, 
Reeves Bros., Inc. 

The fabric, part of Vulcan’s Cov- 
erlight line of products, is being 
manufactured at the company’s 
plant in Buene Vista, Va. The com- 


pany says the tarpaulins are light 
and can be handled by one man. 
* * * 
Firm in Philippines 
To Assemble Austins 

BIRMINGHAM, England.—Aus- 
tin has completed a franchise 
agreement under which Austin 
cars and light trucks will be as- 
sembled in the Philippines by Fa- 
bar, Inc. 

The Philippines had been vir- 
tually closed to Austin and other 
British car makers because of 
high tariffs on assembled imports. 


* * + 


Commercial Solvent Grows 


NEW YORK.—Commercial Sel- 
vents Corp. will spend $10,000,000 
to expand its methanol and petro- 
chemical derivatives facilities, ac- 
cording to J. Albert Woods, presi- 
dent. 


Ridings Motor Burns 


PORTALES, N. M. — Ridings 
Motor Co. (Dodge-Plymouth), has 
been totally destroyed by fire which 
started when a bucket of paint 
caught fire and exploded. Owner 
Paul Ridings estimated damage at 
approximately $35,000. 








behind the first Medical Education 
Week, “by informing themselves of 
the job the medical schools are doing 
and helping to preserve the source 
of all our medical care.” 

« * 


Packard Electric Builds 


Two Millionth Motor 


WARREN, O. — Completion of 
the two millionth motor and the 
production of more than two 
and one-half billion feet of fin- 
ished cable in 1955 set a new 


The question is directed to manufacturers whose cars 
are not yet equipped with Stromberg Carburetors. Car 
makers using Stromberg now are also using its outstand- 
ing economy record in the Mobilgas Economy Run to 
convince thousands of economy-minded customers. 

A large segment of your market—people in every 
income bracket—is always motivated by economy of 
operation as well as style, power and other good features. 
Proof that the motor car industry is well aware of this 
fact is its participation in the Mobilgas Economy Run 
every year, knowing how much a victory helps new-car 


es. 

Stromberg-equipped cars have won the coveted Sweep- 
stakes Award in this national economy tournament two 
straight years! 


Stromberg* Carburetor A Bendix* Electric Fuel Pump & Bendix* Fole-Thru Starter Drive ¢ 


*REG. U.S. PAT. OFF. 


DeSoto Poster Greets Plant Visitors— 
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Visitors to the DeSoto plant in Detroit are confronted with this endorsement of 


outdoor advertising. Located at the main entrance, the 24-sheet poster panel is visible 
| to all traffic entering and leaving the plant. 





If economy is a touchy subject instead of a good, solid 
selling feature with your line of cars, it will pay you to 
make comparative efficiency tests with Stromberg 
Carburetors against the field. 

Remember, for more than forty years more advances 
in carburetion have been initiated by Stromberg than 
any other manufacturer. Stromberg application engi- 
neers are at your service. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Elmira, N.Y. ¢ Service Sales: South Bend, Ind. 
Export Sales and Service: Bendix International Division, 205 E. 42nd Street, N.Y. 17, N.Y. 











eR SBOE ERA GS TM 8 ay? 


oa 


CLE RE RE 


62 


AUTOMOTIVE NEWS, MAY 7, 


Incentives Put Absorption Over 100% ... 





How Dealer Broadened Service 


By L. H. Houck 
Staff Correspondent 
BOWLING GREEN, Mo. — A 
graduated scale of incentive pay- 
ments for service department me- 
chanics has brought Bell Motor Co., 
Inc. (Ford-Mercury), up from 65 
percent service absorption to more 
than 100 percent. 
It also changed its service busi- 
ness from predominately Ford to 


and helped truck sales in both 
used and new categories. 

The system, developed by Olin 
Bell, president, was placed in use 
a year ago. At that time service 
employes were paid a flat salary. 

The payment schedule increases 
earnings of each employe each 
week in direct ratio to the volume 
he does, encouraging him to sell 
service and create his own satisfied 


gets an increase of 5 percent or 

55 percent and for all he does 
| over $120 each week he gets 60 
percent. 
| In addition, a mechanic gets a 
cut on parts. Five percent is paid 
up to $90. Over $90 brings 6 per- 
cent and over $120 brings 7 per- 
cent. 

Mechanics are paid stipulated | 
commissions on new and used cars. 





customers. 

Each mechanic gets 50 per- 
cent of the first-$90 he does each 
week. Between $90 and $120, he 


60 percent other makes and 40 
percent Ford. 

In addition, it increased truck 
service approximately 50 percent 





Quantity 
PRODUCTION 


a) | 

GREY IRON CASTINGS 
ONE OF THE NATION'S 

LARGEST AND MOST MODERN 


PRODUCTION FOUNDRIES 


FE 


Uae eed 


FOUNDRY DIVISION 


| 


On all used-cars sold to customers 
who must be closed by the sales 
force, they are paid $7 on cars up 
to ’52, $12.50 on '52s to '55s. If they 
close the deal so that all the sales 
force has to do is to make out the 
papers, the amount is doubled. 

On new cars they are paid $15 
with a payment of $30 if they close 
the deal. 

As a result service absorption 
has gone as high as 120 percent 
and always ranges near 100 per- 
cent. 


“In this highly competitive mar-| 


ket we feel the dealer must offer 
a well-rounded service,” Bell said, 
“and we need to have everybody 


working for us interested enough | 


in the business to sell our service 
and merchandise at every opportu- 
nity. 

“That the plan is working is evi- 
denced by the fact that we have 
doubled our new and used-car sales 
over last year in March and at the 


present rate we will double again | 


for April,” he said. 


He said the firm has been selling | 


its used cars so that it has fewer 


in used-car inventory. 


Bell said that in order to in- 
crease profits and be able to 
complete more deals while facing 
the fact that volume business 
means less profit per unit as 
compared with other years the 
dealership had cut expenses and 
overhead wherever possible. 


on hand and less money tied up| blitzed by flood twice in two months 





The Floods Came—Twice— 


This was the scene that Daniel Bartholomew, president, Waterbury Truck Service, 
| Inc., Waterbury, Conn., ruefully surveyed last year after the flood swept the city. 
| The firm moved to temporary quarters and had resumed operation when again the 
high water visited it. The second time wasn't as bad as the first, but still gave Water- 
| bury Truck, struggling to get its customers’ flood-stricken trucks back on the road, 
| a setback. “It was the toughest battle we ever had,” said Bartholomew, who started 


| as a mechanic's helper in 1932. 


ce of the Past Helps 


Service 


Blitzed Dealer Rebuild 





a quarter-mile away from its origi- 
nal location, ready to get back into 
| normal operation. 

It was the only spot available, but 
a certain amount of skepticism re- 
mained in Bartholomew's and 
Ingala’s minds about more high 
| water. Engineers added confidence 
| by assuring them that high-water 
danger was over. 

Just one month after the move, 
the water began to rise again. This 
time, not as bad, but the flood re- 


WATERBURY, Conn. — Water- 
bury Truck Service, Inc., here was 


last year when high water ravaged | 
New England. 

Now, eight months later, Daniel 
Bartholomew, president, is able to 
look back on those dark days and 
say: “It was the toughest battle 
we've ever had, but our past 
service helped us rebuild a future. 

It was Aug. 19, 1955, when the 


Each mechanic takes care of his| Connecticut flood struck the thriv-| turned, dumping nearly two feet 
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Automobile Dealers, New and Used, ATTENTION, PLEASE! 


BOATS ~*~ CARS = PLUS BUSINESS 


| tomers or neighbors into a new 


|own comebacks at his own expense|ing truck firm a devasting blow. 
if the fault lies with the work. The! All that Bartholomew and Thomas 
| system tends to reduce comebacks | Ingala, vice-president, had worked 
please his customer. washed away. 
The sliding scale, which increases | 
|earnings as work volume goes up,| even the trucks in the service de- 
is one of the important factors that | partment were ruined. 

distinguishes his system from 
others which have been in use for 
many years, said Bell. 

Also the sliding scale for parts 
| commissions is a new wrinkle that 
interests mechanics and helps in 
achieving quality work as mechan- 
ics are anxious to replace parts 
to make the job better and more 
lasting. 

The commission on new and 
used cars tends to keep mechan- 
ics alert to possibilities of get- 
ting some of their service cus- | 


Waterbury Truck was in temporary 
quarters in a nearby garage offered 
by one of its customers, Farer 
Transportation Co. 

The first week was hectic. 
However, trucks began to roll 
again with mud and grime re- 
moved and repairs made. “Many 
of our customers were hit by the 
flood. We had to pitch in and 
get. trucks for them to restore 
normal operations in their busi- 
nesses,” said Bartholomew. 

The following week, Waterbury 
Truck moved again to a building 





or used car. This increases traffic 

for the business. One mechanic, 
for instance, has lined up the | 
large percent of the truck re- 
pair business in the area. 

A healthy and profitable service 
business makes it possible for the 
sales department to stay competi-| 
tive, according to Bell, and the in- | 
crease in traffic increases oppor- 
tunities for making more profitable 


Council Protests 
Definition Change 
Of Truck Carrier 


WASHINGTON. — Proposals to 








Boating has become a _ Billion-Dollar 
Business. And you can rightfully have a 
slice of it — for the asking! 


Today boating with sleeping, 
cooking and private sanitary facilities 
is for Mr. Average Man. For as little as 
$345 he can join the ranks of Modern 
Mariners. And he, incidentally, is the 
very same man who comes into your 
showroom or lot to look at cars! Today's 
small power boats, sleeping 2 to 4, 
are mobile. Hitch them to an auto. . . 
put them on oa trailer and display them 
on your premises . . . one man can 
launch or haul out such a boat with 
modern equipment. And what's more — 


a water location is not necessary to sell 
boats in volume. Some of our best 
dealers have “dry land" locations. 


With minimum capital and time invest- oil supplies for the free world are 
ment, reasonable promotion efforts, and vital to U. S. security, according to 


the very same facilities you already 


possess . . . you can become a boat 
dealer. All it takes is your serious 
inquiry — and a_ nationally-famous 


quality line of boats. Owens is that line! 
Models included are 14, 16, 20, 21 (and 
larger) cruisers listing from $345. 


Direct Dealer Franchises are available | of Western Europe and... the free 
Your inquiry wilj | World on Middle East oil.” 


in some markets. 
receive instant attention. Write today! 


Owens Yacht Co. + 1100 Stansbury Road « Baltimore 22, Md. 


Seer emroNtonea ne AEA Ne COREE ORR Rn ICN ER PEIN RONEN SNR ualize as necessary.” 


amend the definition in the Inter- 
state Commerce Act of “private 
carrier of property by motor 
vehicle” are gravely wrong and 
amendments recommended by the 
Interstate Commerce Commission 
are “infinitely worse,” according to 
the Private Truck Council of 
America, Inc. 


These views were contained in a 
letter to Rep. J. Percy Priest, Ten- 
nessee Democrat, chairman of the 
House Interstate & Foreign Com- 
merce Committee, and Senator 
Warren G. Magnuson, Washing- 
ton Democrat, chairman of the 
same committee of the Senate, 
written by James D. Dunn, council 


deals. 

The system reduces labor turn- 
over to a minimum, Bell said, and 
increases the earnings and pur- 
chasing power of the company’s 
employes and helps business in the 
community. 


Middle East Oil 
Called Vital to U.S. 


COLUMBUS, O. — Middle East 





S. A. Swensrud, board chairman, 
Gulf Oil Corp., speaking here at an 
ae Petroleum Institute managing director. 

Swensrud said that “at whatever|_ The “ambiguous” amendment, 
rate our need for outside oil may| Dunn wrote, would “make possible 
develop in this country, there can|® renewal of attacks by litigation 
be no question of the dependence | upon the right of business to oper- 
ate its own trucks.” 

He said the seeming purpose of 

The oil is needed, he added, to/the change is to prohibit so-called 
avoid the threat of Communism | “buy and sell” activities. “The prob- 
and to be safe in a military sense | lem is one of police work, of catch- 
“in the kind of free world we vis-|ing the violators of the already- 
clear statute,” wrote Dunn. 


The first day after the blow fell,| 


| because the mechanic is trying to|to acquire over the years was) 


The building was demolished and| 


| 
| 





of water into the new quarters. 

Damage was not as serious as 

before. Advance warning was 
available the second time. Trucks, 
equipment and supplies had been 

moved when the threat appeared. 

Two days later, the men were 
back in business again. 

Bartholomew started as a mech- 
anic’s helper in 1932, working for 
the White Truck distributor in 
Waterbury. He grew up with the 
business and saw a real opportunity 
in the trucking industry. 

He rose to parts manager in 1936 
then was given additional responsi- 
bilities as service manager in 1943. 
Bartholomew began to think about 
a business of his own and talked 
Ingala, who joined the firm as a 
mechanic the same year as Bar- 
tholomew, into buying together 50 
percent of the firm in 1951. 

A year later it was all theirs. 
Bartholomew became president, his 
partner, vice-president. In January, 
1953, Waterbury Truck was ap- 
pointed a White dealer. 

Bartholomew runs the sales 
end, Ingala is in charge of serv- 
ice. Mario Colavecchio is shop 
foreman, John Marinelli, parts 
superintendent, and William 
McKeeman, office manager. 

“One thing I've definitely 
learned,” observed Bartholomew, 
“it’s not only good business to give 
honest service, it’s the only way to 


win and keep friends. And when 


trouble comes—such as a flood— 
you need them.” 


Seat Cover Group 
To Meet June 2-3 


CHICAGO.—Directors and officers 
of the Automobile Seat Cover 
Manufacturing Assn. have met to 
plan the agenda for the annual 
convention at French Lick, Ind., 
June 2-3. 

George Day, vice-president of the 
association and general sales man- 
ager of the Lumite division, of 
Chicopee Mfg. Corp. predicted 
“automotive seat cover sales would 
increase to 17,000,000 sets within 
the next decade.” President is Henry 
Sternberg, S. E. Hyman & Co. 
Fremont, O. 





| 
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Stamps Are Stimulating 


RADING stamps are a part of 

the sales promotion program of 
Bell Motor Co. Inc. (Ford-Mer- 
cury), Bowling Green, Mo., which, 
in taking on Mercury, offered 250 
Top Value stamps to all who buy, 
trade or figure on a used car, a 
new Ford or Mercury. 

Olin Bell, president, said Bell 
had been using the stamps for 
several months and found they 
have pepped up sales and stimu- 
lated traffic. Stamps are issued 
with the sale of retail parts, ac- 
cessories and service. 

Ordinarily stamps are not given 
with new or used cars and com- 

y advertising states that peri- 
odically. Bell said, however, that if 
a stamp-saver insists even lightly, 





they'll gladly tear out a few 

sheets of stamps to give him with 
e, his papers. 
Y- Riley Chevrolet Co. Inc. Jef- 
e ferson City, Mo., also is using 
= trading stamps. Riley introduced 
d, them by offering 5,000 stamps free 
d with the purchase of a new or used 

car. ee 


Ugh! Bring Wampum 
UY F. JOHNSON INC. (Pontiac- 
Cadillac) Binghamton, N. Y. 
has used the lIccal visit of an In- 
dian chief as a springboard for a 
new-car promotion. 
' Chief White Cloud was in 
» town in connection with opening 
° of the film, “Mohawk.” Johnson 
had the chief on his lot for a 
knife-throwing demonstration. 
The dealer’s ad was captioned: 


Ingersoll Replaces 
Father as Head: 
Of Borg-Warner 


CHICAGO. — Robert S. Ingersoll 
has been elected president of Borg- 
Warner in what was called a major 
reorganization of the corporation’s 
top management. He previously 
was an administrative vice-presi- 
dent. 

Roy C. Ingersoll, chairman of the 
board and former president, was 
reelected board chairman and 
named chief executive officer but 
relinquished the presidency which 
he has held six years. He is the 
father of the new president. 

Lester G. Porter, previously an 
administrative vice-president, was 
elected to the new position of ex- 
ecutive vice-president. 

Albert Steg, formerly treasurer 
and controller, was named financial 
vice-president and treasurer. Rob- 
ert W. Murphy, vice-president and 
general counsel, was given the ad- 
ditional responsibility of vice-chair- 
man of the executive committee. 
Robert S. Ingersoil, Porter, Murphy 
and Steg were elected last year to 
the board of directors. Roy C. In- 
— has been a director since 

30. 
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Celebrates Anniversary— 

H. G. Little, left, president, Campbell- 
Ewald Co., Detroit, congratulates Colin 
Campbell, vice-president and Chevrolet 
account executive, on his 30th anniver- 
sary with the company. Campbell re- 
ceived a check and the traditional Camp- 
bell-Ewald bouquet of roses at a surprise 
Party during the annual meeting of the 
American Assn. of Advertising Agencies 
in White Sulphur Springs, W. Va. 





How They're Pushing Sales ... 


Dealer Ad 
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Ideas 


“Chief White Cloud, Hollywood’s 

great Mohawk warrior, meets Chief 

Pontiac Guy F. Johnson, Southern 

Tier’s greatest wheeler and.dealer.” 
* * * 


‘’'m Not the Largest’ 


OHN DORSCHEL took the stand 

in Rochester, N. Y. to tell 
readers a few things about 
Dorschel Buick in an advertise- 
ment headed, “When the shouting 
and the tumult die ... and you 
have heard all the claims and 
counterclaims, come to see me and 
I will trade with you.” 


Dorschel continued, “I’m not the 
oldest dealer, but I’m proud of my 
reputation since entering the busi- 
ness in 1945. I’m not the biggest 
dealer, but my business has in- 
creased 25 to 50 percent every year. 

“We don’t give our cars away, 
but I am content with a small pro- 
fit. . . . We don’t have the only 
good automobile in the world, but 
if you’re planning to buy a new 
car we think you should see the 
‘56 Buicks.” 


* * * 


Illinois Rock and Roll 
A “ROCK AND ROLL” 


(Dodge-Plymouth), Belleville, Ill. 

“Rock Bottom Prices—Roll ’Em 
Out,” screamed local newspaper 
ads, which pictured the used-car 
staff on the lot in typical “rock- 
and-roll” costumes. 

“Don’t be frightened by the pic- 
ture,” the ad reassured prospects. 
“We're really swell people to deal 
with. 

“See you later, alligator,” it signed 
off. 

* * ae 

Story of Integrity 
So the years Wyoming 
Valley has been going places 
with these dealers,” was the theme 
of a newspaper ad used by the 
Wyoming Valley New Car Dealers 
Assn., Wilkes-Barre, Pa., to empha- 
size length of service and reliability. 


Said ad copy: “Almost 50 years| 


ago a few far-sighted businessmen 
entered a brand new field—the auto- 
mobile business. It took daring and 
courage and a great deal of ability, 
for the industry was new and the 
future uncertain. 

“But these men, now members 
of the Wyoming Valley New Car 
Dealers Assn., persevered and 
soon this region began to go 
places. We became mobile and 
were able to expand our horizons. 
The automobile business grew 
and became an important part of 
our valley’s economy. 

“Through good years and bad 
your new-car dealer has continued 
to grow—building, expanding, cre- 
ating more jobs. The 15 members 
of this association have a total 
of 396 years of service to Wyoming 
Valley. These members have been 
in business for an average of 26 
years—a substantial record of serv- 
ice and reliability. They are proud 
of this record, just as they are 
proud of the community they serve. 
And they are grateful to you who 
have made all this possible.” 

Dealers participating included: 
Peter Barney, Inc.; City Chevrolet 
Co.; Davis Chevrolet Sales; David 
Ertley, Inc.; General Automobile 
Co.; Howard Isaacs; Lester Pontiac 
Sales & Service; Luzerne Motor 
Co.; Roscoe S. Miller; Motor Twins, 
Inc.; F. A. O’Neill Motor Corp.; 

Packard Lackawanna Automobile 
Co.; Fred L. Parry; John Stenach 


spring | 
used-car sale fired up things| 
considerably for Oliver C. Joseph} 





Divco's New ‘Dividend’ — 


Divco’s new Model 52 in its Dividend Series is shown above. The multi-stop truck 
has a rated cargo capacity of 412-cubic feet and is mounted on a 117-inch, drop- 
frame chassis. The Model 52 is powered by a six-cylinder engine and has a 10-foot 
body. It is available in four GVW capacities ranging from 7,000 to 14,000 pounds. 

* a 


4 GVW Options Offered 
For Diveo’s ‘Dividend’ 


DETROIT. — Divco has added a line, according to Roy Sjoberg, sales 
new 412-cubic foot Model 52 multi- | vice-president. 
stop truck to its Dividend Series | It is built on a 117-inch wheel- 


| base chassis of drop-frame con- 

struction and is offered in 7,000, 
10,000, 12,000 and 14,000-pound 
|GVW, depending on equipment, 
| Sjoberg said. 

He said the cargo compartment 
allows the driver more than six 
feet of headroom for load handling 
and overall length is no greater 
than the average passenger car. 





Jeep Re-enlists 
Willys Vehicle OK'd as 


CD Rescue Unit 


TOLEDO. — A new Willys Jeep 
light-duty rescue truck, developed | 
in cooperation with the Federal) 
Civil Defense Administration, has 
been standardized for purchase by ; , 
state and local CD agencies with _ It is powered by the Divco Super 
matching Federal funds. Six engine with four-speed syn- 


R. H. McMahon, Willys fleet sales|Chromesh transmission. Inside di- 
manager, said the vehicle is basic-|™€"Sions are 80% inches wide, 74 
ally the Willys panel truck adapted | '"Ches high and 125 inches long. 
to carry a wide range of rescue| Other features include low steps 
equipment. and ease of maintenance with ac- 

Among the items to be carried|C€SS Panels to the engine treated 
|by the four-wheel-drive unit are| With sound-resistant material, Sjo- 


roof-mounted extension ladders and | berg said. Optional items available 


; | include full-floor extensions, insula- 
stretchers, five-gallon gasoline cans | tion and refrigeration systems, dual 


mounted on the side panels of the| rear wheels, bulkhead doors, heater 
cowl, rope, fire extinguishers,}and various rear door combina- 
wrecking bar and first-aid kits. | tions. 


NO-LIMIT 


TO WAYS OF 
MOUNTING 
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National Council 
Of White Dealers 
Sees °56 Trucks 


CLEVELAND, — The annual 
meeting of the National Distribu- 
tor Council of White Motor Co. 
has been held at the Cleveland 
factory. 

This year’s national council in- 
cludes E. H. Lewis, Tulsa White 
Truck Co., Tulsa, Okla.; S. T. Hob- 
son, Hobson’s White Truck Sales, 
Peoria, Ill.; E. S. Dieringer, Clarks- 
burg White Truck Co., Clarksburg, 
W. Va.; George H. Fulton jr., Ful- 
ton White Truck Co., Inc., Roan- 
oke, Va.; D. Blackmore, Southern 
Garage, Bakersfield, Calif.; R. H. 
Hartman, Hartman White, Inc., 
Nashville, Tenn., and R. Tetrault, 
Alberta’ White Trucks, Ltd., Cal- 
gary, Alberta. 

In addition to projecting sales 
and service plans for the coming 
year and meeting with White sales 
and service officials, the group saw 
the complete 1956-57 line of White 
and Autocar Trucks. 

The showing included new White 
9,000 Series gasoline and diesel 
| unit, new White 3,000 diesel models, 
{new Autocar 60,000-pound GVW 
| and off-highway mod- 
els and new school buses. 





Engineer’s Forum 


Planned by Ford 


DEARBORN. — Fifty prominent 
engineering educators representing 
25 schools from coast to coast will 
participate in Ford Motor Co.’s 
first engineering forum to be held 
here June 17-23. 


Earle S. MacPherson, engineer- 
ing vice-president, said the educa- 
tors will attend sessions with Ford 
engineering staff executives and 
discuss, among other subjects, the 
critical shortage of engineers. 

MacPherson will direct the one- 
‘week forum, which will be held at 
the company’s new engineering and 
research center. All of the profes- 
sors are in the field of mechanical 
engineering. 






Angle Mount 


Heights: 6% to 13 inches. 
Weight: 300 Ibs including all 
material for installation. 


Wheels 





Fontaine offers the biggest variety 


of standard mounts. Special mount- 


are available on request. 


the Fontaine 5th Wheel it is 





and Twin Motors, Inc. 


Used-Car Notes 


CHARLESTON, W. Va.—A used- 
car salesman came close to losing a 
customer when he forgot to attach 
plates to a car being test driven 
by a prospect. 

Police picked up Robert B. 
Thurston, 18, Charleston, and 
charged him with driving without 
tags. Thurston explained and Judge 
James McWhorter said: “The sales- 
man should be the one facing this 
charge.” 

P.S.—Thurston bought the car 
anyway. 


Frame Mount 





possible to eliminate the mounting 
plate without imposing greater stress 
on the truck frame members. The 
shaft is rigidly fixed to the brackets. 
The 5th Wheel. assembly forms an 
additional cross member to the truck 


frame. 


Sliding Wheel 


Fontaine Truck Equipment Co., Inc. 


Birmingham 1, Alabama 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


RANKFORT. — A new German 

“minicar,” the Spatz (Sparrow), 
will soon reach dealer showrooms. 
The car has a most interesting 
background. 

First, a builder of prototype 
bodies, Bruetsch of Stuttgart, 
presented a three-wheeled small 
roadster with a plastic body. 
Then a machine-tool producer, 

Harald Friedrich, in Upper Bavaria, 
purchased the license and Dr. Led- 
winka, who designed the famed 
rear-engined Tatra, was called in 
as a consultant. 

Fichtel and Sachs developed the 


11-horsepower motor. 
* * * 


Ready-Made Dealers 

INALLY, the Victoria firm in 

Nuernberg, 
eycles, motorcycles and sewing ma- 
chines, offered to sell the Spatz 
through its established dealer net- 
work. 

The four-wheeled vehicle has a 
fiber-glass body consisting of an 


RY: 





a producer of bi-| 


upper and lower shell. The two 
halves are held together by a 
metal band, which runs all around 
the vehicle. 

A rubber strip protrudes from 
this band in order to protect the 
body against scrapping on other 
vehicles, 

The Spatz will be available as 
an open sports car and as a coupe. 
The engine is in the rear. 

* + * 


Slow-Poke Lane 


| preset seriously discussed is a 
proposal to ‘equip superhigh- 
|ways with a “creepers’ lane” for 


| Crawford Sells to Wisener 


Alvin Wisener has purchased an 
interest in Crawford Chevrolet, 
Glenwood, Ark., from H. T. Craw- 
ford, and will operate as Wisener 
Chevrolet Co., Inc. He will be as- 
sociated in the business with Glen 
| Coffman, sales manager and a part- 
ner in the firm. 
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On Ring Binders 





You'll enjoy their neat uniform appearance. 
They're durable and will last indefinitely. 


Your Choice of 
Kolor-Klip 


Red, blue, green and ivory— 
fabricated from plastic. 
Black — made of durable 
metal—smooth finish. 


3 Standard Sizes 


SO-1 for 1” Ring Books 
SO-1% for 1%” Ring Books 
SO-2 for 2” Ring Books 





They're made of Vinyl Plastic—will 
not warp or curl—will fit every type of 


open back binder. 


3 Standard Sizes 


PBS-2" x 242” PBM-1" x 22” 


PBL-2” x 22” 


| Ol Stys “Products 


9920 Freel: 








Built-in storage space 
for label. 

Clips swivel for a per- 
fect fit. 


On Post 
Binders 


Fits any size post 
without slipping. 





Ine. 
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Territories available for Dealers and Distributors 


minicars, which are coming out 
like the flowers in spring. 

Most of them lack sufficient 
top speed and don’t have the 
pickup necessary in modern traf- 
fic conditions. 

By confining these miniature 
autos to their own lane, bigger cars 
would have clear running on the 
regular lanes. 

~ * * 


Reds Offer New Model 


Narn VEB automobile plant in 
the Soviet-zone town of Eise- 
nach, Thuringia, has released a 
new-type auto called the Wartburg 
—which may not be a sensation, 
but which has a background reach- 
ing to prewar Germany. 

Eisenach has an auto factory 
known as the Dixi works, which 
before the war was a branch 
plant of the Bavarian Motor 
Works, maker of the BMW. 

The Wartburg, now being pro- 
duced there, has a three-cylinder 
power plant. The engine also has 
quite a background. 

Auto Union Corp., the big German 
car maker, was experimenting with 
a valveless, two-cycle engine, when 
it decided to move to West 
Germany. 

The firm had to leave details of 
this engine behind, but after mov- 
ing it again made a three-cylinder 
engine which now powers Auto 
Union’s DKW, being built in Dues- 
seldorf. 

The Soviet-zone three-cylinder 
job was also developed and now 
powers the Wartburg, which is 
closely related to the original DKW 
in other details such as suspension 
and front-wheel drive. 

The Wartburg comes as a four- 


| door sedan, convertible and station 
| wagon. 








New-Model Time in East Germany— 
The three-cylinder Wartburg is being produced in the old Bavarian Motor Works 


plant in the East German city of Eisenach. 
developed from an Auto Union Corp. design pirated by the Reds. 


Auto Union's DKW in many other respects. 


It is powered by a two-cycle engine 
It also resembles 





Dream Car an American Now— 

This mockup of an Italian ¢xperimental car, Gilda, has been presented to the 
Henry Ford Museum in Dearborn by Carrozzeriea Ghia, of Turin. The car was shown 
at the museum's sports-car display in February. 





DETROIT. — The National Con- 
gress of Petroleum Retailers, Inc., 
here has petitioned the Federal 
Trade Commission to set up “trade 
practice rules” for the automotive 
retail service station industry. 

The legal background for the 


| petition is contained in the FTC 


Act which prohibits “unfair meth- 
ods of competition in commerce 
and unfair or destructive acts or 
practices in commerce,” accord- 
ing to the congress. 

The organization gave a partial 
list of the practices which promul- 


correct. These were: 
1. Coercion of retailers by sup- 


National Fibres’ 
Millar Retires 


DETROIT. — National Automo- 
tive Fibres, Inc., has announced 
that J. R. Millar, board chairman, 
has retired and that John G. Ban- 
nister, president, is chief executive 
officer. 

Millar, who will continue on the 
board, organized the company in 
1928 and developed many of the 
machines used in automotive textile 
trim products. Bannister joined 
the firm in 1938 as an Oakland 
| (Calif. clerk and became general 
| manager there in 1942. 


‘Thunderbird Engine 


Eligible for NASCAR 
DAYTONA BEACH, Fla. — The 





312-cubic-inch, 225-horsepower Ford 
Thunderbird engine with one four- 
barrel carburetor will be eligible 
for the first time for NASCAR- 
sanctioned competition in the late 
model divisions as of May 19, ac- 
cording to Bill France, NASCAR 
president. 

France listed new optional Buick 
and Dodge equipment which is now 
eligible for coming NASCAR 
events. He said that experimental 
tires are not eligible for NASCAR- 
sanctioned competition in the late 
model divisions unless the tires are 
cataloged and available to the 
| general public. 


Gas Stations Seeking 
Trade Practice Rules 


pliers as to purchases (motor oil, 
TBA) imposed through exclusive 
dealing requirements implied or 
expressed in leases and dealer 
agreements. 

2. Price fixing and price discrim- 
ination. 

3. Retail price fixing by sup- 
pliers through distribution of 
price signs to retailers. 

4. Suppliers’ use of commission 
agency, consignee and company- 
operated stations to fix and con- 
trol retail prices. 


: : ff- Maint 
gation of its proposed rules would —& Uaing of -beand competition 9 | att = 


an excuse for price discrimination 
practices. 

6. Below cost sales. 

7. Capricious lease cancella- 
tions, terminations and refusals 
to renew — rendering retailers 
subject to domination by suppli- 
ers through abuse of the lease 
system. 

8. Short-term leases—resulting in 
insecurity for retailers’ efforts and 
investments and rendering them 
helpless against supplier domina- 
tion. 

9. Control of retailers’ methods 
of doing busines’s and denial of 
their rights as independent busi- 
nessmen through supplier domina- 
tion. 

10. Use of gift schemes such as 
premiums and trading stamps to 
attract retail customers. 











PROFITS 
for You! 











of “a Draw-Tite.” 


FREE 


Couplers! 


——— - 





Send for our feature-packed folder 
“Only the Ball Shows’ and get 
the full profit story on Draw-Tite 
Hitches and Cam Tension Trailer 


DRAW-TITE CO. 


Factory: Belleville 6, Mich. 
Branch: Starke 15, Fla. 
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, Everyone of your customers who tows a BOAT OR UTILITY TRAILER 
represents bonus profit for you . . . IF you sell Draw-Tite Custom 
Built Hitches! And D-T profit is easy profit. For example, you don’t 
need to stock a full line to accommodate customers. Within 24 
hrs. of receipt of your order at the factory, a one-piece hitch 
custom built for the make, model and year of your customer's 
car will be on its way! Install it in 15 minutes—and you've 
earned a handsome dividend with minimum investment! No other 
-hitch features the deluxe design plus the rugged dependability 
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Slur to Management Charged ‘ 


Senate Report Ripped 
As ‘Emotional’ by GM 


(Continued from Page 1) 


ters and 119 pages discloses that 
references to GM’s size as a fac- 


nomic position as the sole reason 
for dealer dissatisfaction, it found 


tor in its business figure in every |that “the largest producers were 


subject discussed. 

While the chapter on “General 
Motors and Its Dealers” did not 
single out the corporation’s eco- 





Obituaries 
Walter E. Schott, 
Willys ‘Rescurer’ 


CINCINNATI.—Walter E. Schott 
sr., multimillionaire industrialist and 
real estate operator who was active 
in the financial rescue of Willys- 
Overland a quarter-century ago, 
died aboard the liner Queen Mary 
enroute to Europe. He was 55. 

Starting as a mechanic, Mr. 
Schott became a Willys-Overland 
dealer. With his auto profits from 
the ‘20s, he and three associates 
advanced the company $2 million 
when it ran into financial difficul- 
ties. He subscribed to 9 percent 
of a $3 million Willys stock issue, 
realizing a healthy profit as the 
stock climbed 10 points. 

Earlier, in 1927, he had financed 
a nationwide sale of new cars at 
the end of a model year. 


C. L. Whiting, 84, 
Pioneer Dealer 


PITTSFORD, N. Y. — Chauncey 
L. (Chan) Whiting, a Rochester 
(N. Y.) Buick dealer from 1906 to 
1938 and a close friend of many 
auto giants, died Apr. 23. He was 
84. 

As an auto-racing devotee in the 
early days of the century, Mr. 
Whiting was a track rival of Wil- 
liam C. Durant, who subsequently 
suggested that they become dealers. 
Durant took a dealership on the 
West Coast and Mr. Whiting 
opened the firm that still bears his 
name, Whiting Buick, Inc. 

Among Mr. Whiting’s Rochester 
visitors and hunting companions 
through the years were Charles W. 
Nash, Walter P. Chrysler and 
Alfred P. Sloan jr. 

* > 


* 
Mark F. Hogan 
TRENTON, Mo.—Mark F. Hogan, 37, 
owner of Trenton Motor Co. (Chrysier- 
Plymouth) since 1948, died Apr. 10. He 
formerly had operated Lin-Co. Motor Co., 
Brookfield, Mo. 
* * * 
Raymond G. Junqua 
MIAMI.—Raymond G. Junqua, 54, man- 
ager of R. G. Junqua & Associates, an 
automotive adjustment firm, died here 
Apr. 7 
* * * 
Harry J. Thompson 


SEATTLE.—Auto dealer Harry Joseph 


Thompson died Apr. 26. He was a native| Problems in the Automobile Indus- 


of Duluth, Minn. 
= * = 
J. Harvie Martin 
RICHMOND, Va.—J. Harvie Martin, 71, 


a vice-president and director of Martin| would be a mighty incentive. If the 
Chevrolet Sales Corp. and of N. W. Mar-/ industry were truly competitive, it 


tin Bros., Inc., died Apr. 25. 
* * * 
Thomas D. Painter 





the principal offenders.” 

The subcommittee decided to in- 
vestigate GM dealer relations, shar- 
ing this field with the Monroney 
subcommittee, because dealer com- 
plaints “were directly related to the 
question of size and power and the 
alleged abuse of such power,” the 
report said. 

* * * 
NOTHER reference in the dealer 
discussion to the central theme 
of the subcommittee study was as 
follows: 

“The study by the subcommittee 
of the relationship between GM and 
its dealers was concerned primarily 
with the consequence of GM’s vast 
power vis-a-vis the dealer. The in- 
equitable franchise was found to 
be the instrument by which the 
superior strength of the factory 
was manifested to the detriment of 
the dealer. 

“Therefore, the subcommittee 
sought to determine what course 
should be adopted to remedy the 
evident imbalance of power and 
to secure substantial justice for 
all. While some types of Federal 
legislation is believed to be neces- 
sary, it was felt that care should 
be taken to tailor the solution to 
the problem.” 

The report went on to espouse 
adoption of a factory-dealer equity 
law. At another point, the report 
commented that GM’s insistence on 
individual dealer negotiations as 
opposed to conferences “highlights 
the problem of size.” 

“General Motors facing one of 
its 18,000 dealers at the bargaining 
table is hardly an example of equal 
bargaining power,” the report 
added. 

* * * | 

THER statements and allega- 

tions on GM’s bigness, listed by 
chapter headings, were as follows: 

Introduction—“It (GM) is so large 
that within the institutional struc- 
ture of our banking system, it has 
reached the lending limits of the 
hundreds of banks with which it 
does business.” 

Summary—“. . . General Motors 





... is in a position not merely to 
vie for consumer acceptance but in 
significant degree, whether alone or 
in conjunction with other leading 


producers, actually to mold con- 
sumer acceptance ... The great 
financial power of the company 


also enables it to widen this ad- 
vantage by undertaking advertising 
expenditures which no competitor 
of lesser size can afford.” 


Mergers and Other Economic 


try—“To a company as large as 
GM, it would seem the desire of 
maintaining its enormous volume 


is difficult to see how GM could 
neglect its product, permit its facili- 





LITHOPOLIS, O.—Thomas D. Painter,| ties to become obsolete, or abandon 


62, who operated Painter Motor Co., Grove-| price competition, 


Port, O., -is dead. 
* * . 


Steve B. Featherston sr. 


if a limitation ; 
were placed on its size. Merely to 
protect its tremendous capital in-| 


LEXINGTON, Ky.—Steve B. Featherston| vestment would appear to be incen- 
sr., 74, an auto dealer here for more than| tive enough.” 


40 years, died Apr. 23. He was president of 
the Lexington Chamber of Commerce three 
times and city commissioner from 1932 to 
1935. 

* 


* * 
Frederic L. Earp 
SEATTLE.—Frederic L. Earp, 
many years a member of the Seattle Times 
news staff—a number of them as auto edi- 
tor, died Apr. 24 after a heart attack. 
* * * 


74, for 


Harry L. Horton 


General Motors History and 
Policies—“This study of GM’s 
standards of return on investment 
shows that GM both possesses 
and exercises market power. In 
this light, the return earned by 
GM can be likened to a public- 
utility return.” 

Diesel Locomotive—“The high 


GARDEN CITY, L. I.—Harry L. Horton,| proportion of GM locomotives on 
69, a former eastern zone executive of|the roads today substantially re- 


Chevrolet, 
Chevrolet 


29. He joined 
(N.J.) 


died here Apr. 
in 1915 as a Newark 


stricts competitors from the mar- 


salesman and in the 1920s served as zone| ket for replacement sales, as dis- 


manager in Philadelphia and New York.| tinguished from the sale of an 


In 1927 he was named manager of the 
Atlantic Coast region and dealer relations 
counselor on the staff of the general sales 


entire fleet.” 
Motorbuses—“Is size abused when 


manager in 1939. Mr. Horton retired the|q@ corporation obtains business, not 


next year. At his death he was vice-presi- 
dent of Long Island Trust Co. here. 
* * 


* 
John P. Creel 
FAIRFIELD, Conn. 
President of Creel Motors (Dodge-Plym- 
outh), died March 28—his 44th birthday. 
He suffered a heart attack. 
* + * 
Glenn Coffman 
GLENWOOD. Ark. — Glenn Coffman co- 
Owner of Wisener Chevrolet (« here, died 
Apr. 28 after a ineart attac«. 


— John P. Creel,| from 


| 


} 





solely through the production of a 
better product, but in a large 
measure through advantages gained 
its superior financial posi-| 
tiom?.... 

“Despite the contributions of 
(GM technological) teams in the 
advancement of transportation en- 
gineering and the promotion of | 
more efficient systems. the quesuon ! 


AUTOMOTIVE NEWS, MAY 7, 1956 


remains whether the public interest 
is best served in the long run when 
a company is able to employ the 
advantage of its size in such a 
way that smaller companies cannot 
compete.” ee 


ACQUISITION of Euclid Road 
Machinery Co.—“The question 
is—should public policy permit the 
Colossus to move by the merger 
route into this new field, exploit 
the advantage of its size, and 
eventually achieve market domina- 
tion? ... 


“Must the public wait until the 
GM Euclid division ultimately ob- 
tains a dominant position in this 
industry before the Government 
acts? As in the case of buses, irrep- 
arable damage to free competition 
may then have been accomplished 
and no amount of Government ac- 
tion will ever properly remedy the 
situation.” 

Financing and Insurance Sub- 
sidiaries—“Regardless of whether 
coercion is or is not used in ob- 
taining this business initially, it 
is certainly clear that GM and 
affiliated companies, because of 
size and market position, are able 
to control business because of this 
affiliation and for reasons having 
little relation to superior product 
or service. Excessive integration 








Truckers Carry Fight 


On Ohio Tax to Appeal 


COLUMBUS, O. — Truckers 
have carried their fight against 
the Ohio axle-mile tax into the 
U. S. Court of Appeals with 
counsel presenting evidence to a 
master commissioner named by 
the court. 

The truckers are asking a 
writ of mandamus which would 
order the State Reciprocity Board 
to enter into agreements with 
other states which have highway 
use taxes. This, it was said, 
would prevent Ohio from collect- 
ing axle-mile tax on trucks based 
in states with other types of 
highway use taxes. 





may in and of itself work to the 
detriment of competition.” 
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turer attempting to sell in a market 
which GM, in one form or another, 
controls.” 

+ +. 


* 
A SEPARATE statement by Staff 
Members Joseph A. Seeley and 
George E. Clifford said that GM 
control of certain essential vehicle 
components, such as automatic 
transmissions, is another example 
of “economic power.” 

Joseph W. Burns, who resigned 
with the release of the report, 
headed the 13 staff members par- 
ticipating in the GM “case study.” 
Other members were Donald P. 
McHugh, Gareth M. Neville, Mal- 
colm Mecartney, Robert H. Amidon, 
Paul R. Beath, Beate Black, Louis 
Rosenman, Earnest C. Tucker, 
Paul H. Banner, Martin Segal, 
Seeley and Clifford. 

On the Antitrust subcommittee, 
together with O’Mahoney and Dirk- 
sen, are the following Senators: 
Estes Kefauver, Tennessee Demo- 


Automotive Parts and Accessories | crat; Thomas C. Hennings jr., Mis- 
—“General Motors’ 23 percent (of| souri Democrat; Matthew M. Neely, 
the replacement market) 1S & g1gan-| West Virginia Democrat; William 
tic factor in an industry occupying Langer, North Dakota Republican, 


approximately 2,000 producers... 


and Alexander Wiley, Wisconsin 


“This incident (charges that| Republican. 


Chevrolet dealers in Chicago had 


Senator O’Mahoney became Anti- 


to take factory-installed heaters) | trust subcommittee acting chairman 
illustrates the great difficulties con-|in February when Senator Harley 
fronting an independent manufac-| M. Kilgore died. 


HERE’S THE ‘“‘GUARANTEED “’* WAY TO BUILD 
YOUR SERVICE BUSINESS . .. THE VALVOLINE 


33,000 MILE NEW CAR GUARANTY... 
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MOTOR OIL 


Division of Ashland Oil & Refining Company | Are .cccoceccceeeecos---- 


General Offices and Refinery — Freedom, Pa. | 
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Now, with every new car you sell, you 
can guarantee the performance of all 
Valvoline-lubricated chassis and en- 
gine parts up to 33,000 miles or 24 
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MAIL THIS COUPON TODAY FOR COMPLETE INFORMATION. 
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| Guaranty Program. 


| WALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 
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Trust-Buster Testifies Before Probers.. . 


Barnes Calls Auto Bills Harmful 


(Continued from Page 1) 
out a particular industry for ex- 
emption from the antitrust laws, as 
the Williams anti-bootlegging bill 
would do. 

Furthermore, since a substantial 
number of dealers indicated in the 
Senate questionnaire that they dis- 
favored such legislation, Barnes 
pointed out that their contracts 
would be altered abainst their will 
if the bill became law. 

~ * aa 

E VOICED a similar criticism 

of the territory security meas- 
ure. Replies to the senate question- 
naire, he said, “indicate to me that 
47 percent of the franchised dealers 
in the U. S. would have to be co- 
erced (or persuaded) to enter into 
such agreements or they would not 
be bound by them.” 

From the consumer standpoint, 
Barnes said, he believed the bill 
would have the effect “of legaliz- 
ing a series of local monopolies 
throughout the country.” 

In lightly populated areas, he 
said, territorial security would be- 
come territorial monopoly. 

“The burden would fall most 
heavily,” he said, “on our rural 
population. 

“I think that our rural population 
is entitled to the benefits of com- 
petition among automobile dealers 
and should be free to go to the next 
town to buy a car if the price is 






























manufacturers’ 
ments that they would assume 100 
percent of the cost of warranty 
service, 
such revisions would make terri- 
tory security penalties unnecessary, 
if based only on warranty costs. 


because, 
effect passage might have on manu- 
facturers without assembly plant 
systems. 


said he doubted if such complaints 
should be addressed either to the 
Justice Department or to Congress. 


“This appears to me to be a 
matter primarily between the au- 
tomobile manufacturer and the 
dealer,” he concluded. 

Referring indirectly to some 
recent announce- 


Barnes said he thought 


“Such penalty arrangements,” he 


said, “can have little purpose other 
than the elimination of competition 
in the product sold within the terri- 
tory assigned to each of the 
sellers.” 


He laid the responsibility for 


“wholesaling” of new cars and for 
failure to reimburse dealers prop- 
erly for waranty work squarely on 
the manufacturers. 


“The wholesaling problem resulted 


largely from factory sales pressure 
and unrealistic delivery charges,” 
he said. 


* * * 


ARNES attacked two bills aimed 
at outlawing phantom freight 
he said, of the adverse 


“Recent changes made by the 


not right at home.” 


He admitted that a dealer faced 
a problem in performing warranty 
work on cars sold by other fran- 
chised or nonfranchised dealers “at 
rates which barely covered his 
costs.” But he added that there is 
nothing in the antitrust laws to 
prevent some compensation passing 
from selling to nonselling dealer 
for waranty service. 

” * * 
7a gripes over warranty 
costs, he said, seem “a very real 
and reasonable complaint.” But he 


GMC Develops 
72-Passenger Bus 


For School Use 


PONTIAC. — GMC Truck & 
Coach division has developed a 72- 
passenger school bus in which the 
driver sits over the engine ahead 
of the front wheels. 

The vehicle is safer, easier to 
operate, more maneuverable and 
offers greater driver visibility, ac- 
cording to Philip J. Monaghan, 
GMC general manager. 

Built on a 209-inch wheelbase, 

the bus has a 39%-foot turning 
radius and 77-inch front track. 
GMC builds the chassis; other man- 
ufacturers build and mount the 
body. 
The unit features Hydra-Matic 
transmission and is powered by a 
160-horsepower gasoline engine. 
The engine is designed to roll out 
from the “nose” of the vehicle to 
make it readily accessible for major 
service operations. 








































automobile manufacturers in deliv- 
ery charges have gone as far as is 
reasonably necessary at this time,” 
Barnes said. 


“To go further now might re- 
sult in serious harm to the smaller 
manufacturers and to the large 
number of franchised dealers who 
represent their products.” 


He warned retailers that it would 
not sérve their best interests to 
contribute in any way to the reduc- 
tion in the number of autos makers. 

Rep. Arthur Klein, New York 
Democrat and chairman of the 
House auto subcommittee, asked 
Barnes if the Justice Department 
is giving serious thought to alleged 
Difficulties of the so-called “inde- 
pendents.” He referred specifically 
to newspaper reports that Stude- 
baker-Packard is experiencing fi- 
nancing trouble. 

Barnes and his aides gasped, then 
laughed, and indicated they have 
been thinking about problems of 
“independents” a great deal. Barnes 
called the growing concentration in 
the auto industry “one of the most 
serious problems facing America 
today.” 

x * * 
INCE Barnes opposed the four 
principal dealer bills before the 
House, a number of congressmen 
wanted to know if any legislation 
at all would be acceptable to the 
Justice Department. 

“Dealers are asking for some- 
thing,” said Rep. John V. Beamer, 
Indiana Republican. “They are de- 
pressed.” 

Barnes said Congress might do 
something about repaying dealers 
for warranty costs, but he added 


Monaghan said 50 of the units 
have been put into service in North 
Carolina and other school systems 
are showing “marked interest” in 
the vehicle. 







* * * 


+ 


The Engine Rolls Out— 


made by the manufacturers, he sug- 


that hearings are the principal 

way in which lawmakers can help 

clear up problems in the industry. 
Many of the changes already 






The engine of GMC’s new 72-passenger school bus rolls out from the “nose” of 
the vehicle to make it more accessible for major service operations. Built on a 209- 
inch wheelbase, the bus has Hydra-Matic transmission and is powered by a 160- 


horsepower gasoline engine. 


gested, are a direct result of Senate 
and House probes. 

“I’m sometimes fearful,” said 
Beamer, “That hearings aren’t 
enough.” 

“That’s a solid fear,’ Barnes re- 
plied. He said that it would be 
“decidely advantageous” to dealers 
if present unilateral contracts could 
be changed by restrictive legisla- 
tion. 

If dealers could have selling 
agreements with longer terms, he 
said, they would be in a better posi- 
tion to get bank loans. 

He added, however, that he would 
personally hesitate to recommend 
laws to set the length of dealer 
contracts, and believed the “eco- 
nomics of the situation would work 
that out.” The manufacturer has to 


realize, Barnes said, that he must) 


help his dealers or lose them. 
* * + 

A= laughter, the Justice De- 

partment witness said it has 
been “rumored” that there is strong 
competition about who’s going to 
be on top in the race for auto sales. 
Ford and Chevrolet, he asserted, 
have “encouraged” their salemen to 
make “phony sales,” or false regis- 
trations. 

“There has been some forcing,” 
he said, “but that’s competition. 
There’s the difficulty.” Barnes 
said he was certain that some 
dealers had been pressured into 
accepting cars they didn’t want 
because they occasionally whole- 


sale them for less than they paid | 


the manufacturer. 
“But there’s nothing 
can do about the situation without 
creating a regimented economy,” 
commented one congressman. 
“Right,” agreed Barnes. But he 
admitted that dealers are part of 
“a mighty peculiar distributive sys- 


tem. 
*« * + 


EP. Abraham Multer, New York 
Democrat, also testified before 
the House group last week on seven 


bills he has introduced. Among his| 


bills are measures to require auto 


makers to road-test their cars, to) 


assume responsibility for all new- 
car advertising and to reinstate 
territory security. 

Multer charged that abuses 
identical to those described dur- 
ing Senate and House auto hear- 
ings this year were “documented” 
during congressional hearings in 
1939. 

“It is clear that the industry can- 
not be relied on to stop these 
abuses,” he said. “You must correct 
them with ligislation.” 

Chairman Klein, who has repeat- 
edly stated his oposition to anti- 
bootlegging and territory security 
measures, criticized Multer’s bills 
as creating unwise exemptions to 
the antitrust laws. 

Multer replied that his measure 
to require auto makers to road-test 
all new vehicles would not require 
any tampering with antitrust stat- 
utes. 

“An auto is a lethal weapon,” he 
said. 

He also asked favorable consid- 
eration of a bill to require itemiza- 
tion of all new-car parts and acces- 
sories on a customers’ invoice. 


Car Exports Top 
Year-Ago Mark 
By 10 Percent 


DETROIT. — Exports is one de- 
partment where U. S. new-car bus- 
iness in March ran ahead of year- 
ago figures, the Automobile Manu- 
factureres Assn. reports. 

U. S. producers shipped 28,408 
cars abroad in March, nearly 11 
percent above the 25,617 in the 
same month of last year. 
percentages of total factory sales 
were 4.87 in March, 1956, and 3.24 
in March, 1955. 

March, 1956, exports exceeded the 
February total of 24,244 by 17.2 per- 
cent. The first-quarter accumula- 
tion this year was 73.838, however, 
below last year’s 79,179. 

Truck overseas shipments rose to 
19,383 in March from February’s 
18,383 — percentages of 18.19 and 
18.22, respectively. There were 52,- 


231 trucks exported in the first | 
| quarter, against 44,469 a year ago. 








ag 


Pontiac's Top Parts Managers— 


The outstanding dealership parts managers from Pontiac's 25 sales zones were 
| guests at the Pontiac factory where they received ‘‘belt of champions” awards. Front 
| row, from left, are Jack K. Smith, Tulsa, Okla.; Ray Mcintyre, St. Louis; J. C. Paschal, 
Wichita; M. M. Haugan, Chicago; Arnold Wiebe, Fresno, Calif. Second row: Carl 
Rodine, Des Moines; C. C. Springer, Houston; Tom Smith, Atlanta; Lorenz J. Froelich, 
| Bonduel, Wis.; M. K. Olsen, Dallas. Third row: C. W. Herbst, Long Beach, Calif.; Frank 
Scotti, Brooklyn, N. Y.; Claude Finley, Bend, Ore.; William Martz, Upper Darby, Pa.; 
Thomas L. Caine, Duluth, Minn.; Robert Johnson, Rochester, N. Y.; Ralph Gray, Colum- 
| bus, O.; John Kerner, South Hills, Pa.; Frank Angelo, Boston; J. W. Fuller jr., Raleigh, 
N. C. Back row: C. E. Hoffman, Pontiac official; Hartley Hurst jr., Norfolk, Va.; F. G. 
McDonald, Pontiac official; J. H. Otis, Pontiac official; Dean Bailey, Colorado Springs, 
and F. E. Barnard, Pontiac official. 


Congress | 





| KENNEBUNKPORT, Me. — To- 
| day’s cars are too big, but bigness 
|is here to stay, according to Dean 
A. Fales sr., retired associate pro- 
fessor of automotive engineering, 
| Massachusetts Institute of Tech- 
nology. 

Fales, who still is associated 
with MIT as an automotive safety 
research associate, believes “only 
one heck of a depression” could 
bring back the small car. 


ness,” he explained. “Style is the 
|rule today. Automobile design 


has dictated ever since. Style sells 
|’em.” 

| He believes American manufac- 
turers could turn out a small car 


'10 Houston Dealers Cited 


For Auto Donations 
HOUSTON.—Ten new-car dealers 
in Houston have been presented 


motive Dealers Assn. for donating 
ears for driver-training courses in 
high schools and colleges. 

The dealerships are: Al Parker 
Buick Co.; Frank Gillman Pontiac 
Co.; Ivy-Russell Motor Co.; Johns- 
ton Motor Co.; Knapp Chevrolet; 
Smith Chevrolet Co.; Jack Roach- 
Bissonnet, Inc.; Raymond Pearson, 
Inc.; Moore-Turner Chevrolet and 
Mosehart & Keller Auto Co. 


Big Cars ‘Here to Stay’ 


Only Serious Depression Could Bring Back 
Small Auto, Engineer Says 


“America has a whim for big-| 


| reached its peak in 1930, and style | 


cheaper than those made abroad, 


|safety awards by the Texas Auto- | 


but said not enough persons would 
buy them to pay the tooling cost. 

The big-car fad is linked to the 
great American pasttime of “keep- 
ing up with the Joneses,” Fales 
said, and he’s against it. 

“Look at all that extra weight 
you have to lug around,” he said. 
“Who needs all the horsepower, 

the bulges and the sweeping 
curves? Cars can’t get much 
bigger, that’s for sure.” 

The professor observed that there 
now is about 700 feet of highway 
per car and that it’s shrinking an- 
nually. The nation must build more 
and better highways “if we want 
| to keep the automobile and remain 
alive driving it,” he said. 

Turning to safety, Fales declared, 
“The development of the wheel was 
the greatest thing in history until 
man put it on the automobile and 
turned it into an instrument of 
destruction.” 

But any car can be considered 
safe, he said, if the driver knows 
his own limitations as well as those 
of the car. He offered the follow- 
ing safety pointers: 

1. Always keep a good tire 
pressure. “That’s about four to 
six pounds higher than average 
recommendations,” he said. 

2. Be sure the wheels are bal- 
anced and the brakes are in good 
shape. 

3. Have cars checked for mechan- 
ical defects at regular intervals. 








Export |. 
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Amery Motor Gets AAA Award— 


Amery Motor Co. (Ford), Amery, Wis., receives certificates of appreciation from the 
American Automobile Assn., Wisconsin division, for its loan of cars to driver education 
Programs at four area high schools. The presentation is made by R. D. Frey, right, 
| AAA representative, to Oscar Losness as D. K. Lien, principal, Amery schools, looks on. 
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Ford-Mercury in Small Towns... 
 ——— 


Ford Is Realigning 
Dualing Practices 


By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo.—While 
Lincoln-Mercury dealers in the 
medium to large towns in Missouri, 
Kansas and Illinois, are operating 
as usual in some degree of compe- 
tition with Ford, there is an appar- 
ent trend toward combination Ford- 
Mercury dealers in the small towns. 

In the last few years it was 
not uncommon to see separate 
Mercury and Ford dealers in 
towns of as small as 2,000 popu- 
lation. 

The high competitive phase of 
the present economy may be re- 
sponsible for more Ford dealers 
taking on Mercury, although many 
Ford dealers say they are happy 
with their Ford line. 

(However, it has been noted that 
several exclusive Mercury dealer- 
ships are appearing across. the 
country, usually in cities. Also, the 
introduction of the new Medalist 
series by Mercury has placed it in 





Sebbers’ Show 
In Minneapolis 


Expects 30,000 


MINNEAPOLIS. — The Upper 
Midwest Automotive Trade Show, 
which opens June 7 for four days, 
expects a minimum attendance of 
30,000, according to a report last 
week. 

The show has posted 260 door 
prizes with a total value of $15,000, 
topped by a 14-day all-expense va- 
cation for two in Hawaii. 

Jobbers’ salesmen whose names 
appear on the winning tickets also 
will be awarded prizes running in 
value up to $1,000. 

The first day-and-a-half will be 
devoted to booth sales conferences 
between manufacturers and spon- 
soring wholesalers. All of the 450 
booths have been taken by 200 
exhibitors, the show reported. 

The kickoff banquet and floor 
show, sponsored by the show com- 


mittee and Booster Club B-8 will | 


almost direct price competition with 
the higher-priced Ford models.) 

While no dealer would say, it is 
possible that a realignment of Ford 
dealers is taking place in anticipa- 
tion of a new dealer organization 
to handle the new medium-price 
Ford line car. According to present 
reports here, neither Ford, Lincoln 
nor Mercury dealers will handle 
the new car. 

Another factor is an apparent 
weak position in the smaller towns 
of Mercury as a single car deal, 
where General Motors almost in- 
variably has teamed up two of its 
cars, such as Chevrolet-Pontiac, 
Oldsmobile-Cadillac, Buick-Chevro- 
let, and in some rare instances a 
combination such as Cadillac-Olds- 
mobile-Chevrolet. 

The average small town dealer 
is at a disadvantage without one 
of the Big Three cars to sell. 

No dealers have any statement | for the future. 
to make regarding any firm factory | 
policy in regard to increasing com- | 


bination Mercury-Ford deals. A few | 


Bus for the Future— 


This glass-domed “Bus of the Future” is one of the attractions at the International 
Automobile Show at Geneva, Switzerland. The bus, to be powered by a gas turbine 
engine, is designed to carry up to 32 passengers at speeds over 120 m.p.h. It's 
| the idea of a Turin, Italy, motor company for the European superhighway envisioned 





years ago factory policy seem to be| 


aimed at dissolving many combina- 
tions then existing. 

Also the factory policy, as then 
evidenced in the field, was designed 
to separate the Ford dealers from 
their Fordson farm implement bus- 
iness in most places. Many Ford 
dealers were required to dispose of 
their farm tractor business or to 
locate it in a separate building, 
with separate office and service 
crew. 


Gar Wood Chicago Branch 
Sold to Sloan of Omaha 


CHICAGO. — The Gar Wood 
factory branch here has been sold 
to J. A. Sloan, former Omaha Mack 
district manager. The company 
said the sale was in line with its 
policy of converting all branches 
into private franchises. 

The new firm will be known as 
Gar Wood Chicago Truck Equip- 
ment, Inc., and will continue to 
handle Gar Wood-St. Paul truck 
equipment here. Sloan said the 
firm will carry on in the same 


be held at the Hotel Leamington | building that housed the factory 


the night before the show opens. | 


branch. 


Sales and Financing Show 


Increase in Canada 





OTTAWA. — Dollar volume of 


auto paper handled by Canadian | 
|sales finance and acceptance com- | figure of $30,170,000. 


panies in the first two months of 
1956 was 48.2 percent above the 
volume for the first two months of 
1955, the companies have reported. 
A Government survey showed 
that new-car sales also have in- 
creased, climbing from 39,894 to 
40,126. Commercial-vehicle sales 
jumped from 7,788 to 9,690 for a 
two-month car-truck total of 49,- 
816 against 47,682 a year ago. 
Both the car and commercial 
markets exceeded their 1955 totals 
in February. Car sales hit 23,267 
against 22,084, and commercial sales 
totalled 5,243, up from 4,212. 
During the two-month period, 
sales finance and acceptance com- 
panies reported they handled 19,333 
transactions compared with 16,362 


Survey Shows 6 Million Buyers 


NEW YORK.—One-fourth of all 
wage-earner families intend to buy 
cars in the next 12 months, accord- 
ing to a survey released by the 
Wage Earner Forum, a nationwide 
Panel of wage-earner families 
underwritten by Macfadden Publi- 
cations, Inc. 

This, according to the survey, 
represents more than six million 
spending units in the market for 
a new or used car. 

Of those planning to buy, 45.2 
percent have their eyes on a new 
car, 27.3 percent on an “almost new 
car,” 21.8 percent on a used car 
and 5.8 percent were undecided as 
to what they were going to buy. 

Chevrolet led with 29.5 percent 
preference; Ford, second with 23.5 
percent; Buick, third with 12.8 per- 
cent; Oldsmobile and Plymouth, 
tied for fourth with 10.7 percent; 





Wiles to Address 


S. C. Convention 


COLUMBIA, S. C. Ivan L. 
Wiles, executive vice-president for 
dealer relations for General Motors, 
will keynote the 17th annual con- 
vention of the South Carolina Auto- 
mobile Dealers Assn. at Myrtle 
Beach May 26-28. 


Other speakers will include Wil- 
liam M. Gove, vice-president of 
EMC Recording Corp.; Walter 
Cooper, of Fort Collins, Colo., 
chairman of the NADA public re- 
lations committee, and South Caro- 
lina Senator J. Strom Thurmond. 

The convention will present a 
Life magazine’s visualcast, “Life 
Presents the Romance of the Auto- 
mobile.” 





Mercury, 10.1 percent, and Dodge, 
8.1 percent. 

However, the fact that decisions 
were not irrevocable in regard to 
brand was indicated when one-third 


Interstate Racket 
In Mortgaged Cars 
Found in Okla. 





OKLAHOMA CITY. — Police are | 


seeking two ex-convicts in connec- 


tion with an involved auto-selling | 


scheme that already has cost two 
local dealers more than $5,000. 

One of the cars, a 1955 Lincoln, 
was purchased in California with 
a $500 downpayment and no further 
payments were made. It then was 
taken to Mississippi and registered 
under a false affidavit and later to 
Missouri where another false regis- 
tration was obtained. 

Patterson-McCarty Motor Co. 


here purchased the car for $3,500) 


believing it had clear title since 
Missouri law requires filing of all 
mortgages on the title. 

A similar experience was re- 
ported by West Car Lot which paid 
$2,600 for a 1955 Pontiac which was 
purchased in Texarkana, Tex., and 


moved through Georgia and Mis-| 


souri. In each case the person who 
sold the car here was not the origi- 
nal purchaser. 

The California dealer is seeking 
to recover the Lincoln. Patterson- 
McCarty has filed suit against the 
California firm and the Oklahoma 
City police chief. It asks clear title 
to the car and demands the chief 
pay storage costs until the issue 
is decided. 





named two makes of cars as prefer- 
ence. The total brand choices, 
including both new and used cars, 
line up about the same as for new 
cars only, the survey said. 


It also was said that 3,600,000 


more wage earner families own cars 
in 1956 than in 1953, and 90.4 percent 
of all wage earner families are 
car-owners as compared to 84.8 
percent in April, 1953. 

The survey gave this in num- 
bers as 22.5 million car-owning 
families. 


A marked increase in the number 
of families owning two or more 
cars was noted. The survey found 
that 19 percent of the car-owners, 
or more than four million families, 
possessed more than one car. This 
was an increase from 9.1 percent 
in 1953. 

In makes owned, Chevrolet led 
with 25.8 percent, according to the 
survey. Ford was second with 21.4 
percent, Plymouth, third, 13.2 per- 
cent; Buick, fourth, 8.9 percent; 
Pontiac, fifth, 76 percent, and 
Dodge, sixth, 7.1 percent. 

The survey was based on a panel 
of 1,500 wage earner families, Mac- 
fadden Publications said. The desig- 
nation is based on the occupation 
of the husband and includes classi- 
fications distinguished “not only 
from executive, professional and 
proprietor, but from all other 
white-collar occupations.” 


Smith Heads Dealers 


GREENVILLE, O.—Donn Smith 
of Rossburg, has been elected presi- 
dent of the Darke County Auto 
Dealers Assn., to succeed William 
Wright of Greenville. Deo Traut- 
wine of Arcanum is vice-president 
aged by Robert Goorey of Colum- 


| secretary-treasurer. 





a year earlier. Dollar volume 
jumped to $44,724,000 from the 1955 


Of the units financed this year, 
16,102 were cars ani 3,231 were 
commercial vehicles. Both cate- 
gories were ahead of last year. 

Used-vehicle financing by these 
companies showed 47,382 cars and 
trucks financed against 41,343 a 
year earlier. Dollar volume rose 
from $35 million to $42 million. 


Dealers in Prince Edward Island | 
noted the greatest rise in sales dur- | 
ing the first two months of the) 


year with gains of 142 percent in 


cars and 133 percent on combined | 


car and truck operations. 


New Brunswick was second with 
a 55 percent gain in car sales and 
a 66.7 percent boost in combined 
car and commercial sales. 


Government officials also re- 
ported a significant increase in the 
sale of European-made vehicles in 
the Canadian market. European 
ear and truck sales in February 
totalled 2,401 units compared with 
1,469 a year ago, an increase of 
63.4 percent. 


Purdy Dealership Burns 


DAWSON SPRINGS, Ky. — Fire 
destroyed the dealership and 
garage here operated by Homer 
Purdy, Madisonville. Eight new 
cars, three new trucks and other 
equipment were included in the loss 
which was estimated at $125,000. 
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Super-Premium 
Gasoline Gives 


Esso 3 Grades 


NEW YORK. — Esso Standard 
Oil Co. announced last week that 
it will introduce a new higher qual- 
ity gasoline in addition to its regu- 
lar and premium grades now avail- 
able. 


The firm said the move will mean 
a switch from the oil industry’s 
traditional two-grade marketing 
system to a three-grade scale. The 
new gasoline, of higher octane, will 
go on sale about June 20 in New 
Orleans, Memphis, Baltimore, Bos- 
ton, Washington, D. C., and New 
York. 

Other cities will be embraced in 
the new system by mid-August, it 
was said. Stanley C. Hope, Esso 
president, said the two-grade sys- 
tem is no longer the best market- 
ing answer to problems posed by 
the fast-widening range in power 
requirements of auto engines. 

“Obviously, if only two grades— 
regular and a new, higher quality 
premium gasoline—were marketed,” 
he said, “many motorists would be 


| ‘caught in the middle.’ The quality 
| spread would be too wide between 


the two motor fuels.” 
He said Esso Standard moved 


| about four years ahead of schedule. 


The new gasoline—“Golden Esso 
Extra” — contains characteristics 
scheduled for production in 1960. 

The octane number of the new 
gasoline was not disclosed. How- 
ever, observers say the present 
Esso premium is about 97.5 and it 
was presumed the new gasoline 
would embody a reasonable hike in 
octane number. 


‘Dealers Sign Up 
For NADA Parley 


WASHINGTON. — Registrations 
already are being received for 
NADA's 1957 convention which 
opens Jan. 26 in San Francisco, 
the dealer group reported. 

First to sign up was O. Z. Hall, 
a Ford dealer in Birmingham, Ala. 
Hall turned in his registration form 
Jan. 28, almost a year in advance. 

The five-day convention will be 


|NADA’s 40th annual conclave. The 


10th annual NAD Equipment Ex- 
hibition will be staged in conjunc- 
tion with the dealer meeting. 





‘Hermann Heads 


Hudson Board 


|troit Hudson dealer, 


DETROIT. — Bill Hermann, De- 
was elected 
chairman of the Hudson Dealer 
Advissry Board during a two-day 
meeting with Hudson officials here. 

The board also elected Edd 
Young, of Culver City, Calif., as 
vice-chairman, and C. Zarren, of 
Belmont, Mass., as secretary. 

All officers and members of the 
board will serve for a term of one 
year. Members are elected to the 
24-man board by their fellow 
dealers in their respective Hudson 
zone and distributorship areas. 





ADVERTISEMENT 








COVERS 2 CARS EASILY— 





The McFarland “GREAT” UMBRELLA (21' spread) was designed especially for Used 
Car Lots and is now used by progressive dealers everywhere. In addition to providing 
shade and comfort the size and color of this ‘GREAT’ UMBRELLA attracts attention 
and customers to your lot. There is one that turns called the WHIRLABOUT. Get full 
information on how the “GREAT” Umbrellas will help your business. Write, wire or 


call 


today—The McFarland Great Umbrella Company, Division of the McFarland 


Awning Corporation, 742 S.W. 8th Street, Miami, Fla.—Phone—Miami FR 4-8153. 
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Lighter and Brighter . 





How Chemists See Future Car 


By C. K. Cates 
Staff Correspondent 

DALLAS. — Glimpses of automo- 
biles of the immediate future—cars 
painted in light, bright colors and 
made lighter in weight through in- 
creasing use of light alloymetals— 
were given American chemists’ 
meeting here last week. 

Fifteen papers were read at a 
two-day session devoted to auto- 
mobile manufacturing trends by 
the chemical marketing and eco- 
nomic division at the American 
Chemical Society’s 129th conven- 
tion. 

High spots of the revelations and 
predictions by the research scien- 
tists and chemical engineers in- 
cluded: 

1. Cars will be manufactured with 
considerably greater quantities of 
light alloy metals, especially alu- 
minum and magnesium. 

2. More “built-in” color is in 
prospect for exterior and interior 
metal trim. 

3. Use of light, bright colors 
will continue, with new coatings 
often having three - dimensional 
qualities. 

4. Wide use of rubber air springs 
and bumpers was predicted, along 
with greater use of rubber in crash 
padding and other parts for style 
and comfort. 


5. Car bodies will be practically | 


rustproof and paint finishes will 
have much greater durability. 

6. Greater use will be made of 
synthetic fibers and plastics. 


7. Cars will ride on roads made 
safer, from roadbed to topping. 
Warning signs and signals will be 
improved by chemical innovations. 

It would appear, on the basis of 
the reports at the automotive 
symposium, that the most pro- 
nounced trend in future manu- 
facturing procedures lies in the 
greater use of light metals. 

F. H. Mason, Chrysler Corp. en- 
gineer, indicated that the increased 
use of aluminum and magnesium 
probably hinged only on the ex- 
tent of the supply of the materials. 

He said the fact that the metal 
component of the average car now 
is only 24.3 percent aluminum and 
8.4 percent magnesium is attributa- 
ble to the limited supply of these 
metals. But he pointed out that the 
use of aluminum in cars has in- 
creased 600 percent since 1946. 

“Both aluminum and magnesium 
are readily adaptable to the re- 





|85 percent over today’s levels. 


els, but could possess the advan- 
tages of both. 

“Automotive paints,” he con- 
tinued, “will be complex in molecu- 
lar structure—almost wholly the 
product of chemical processing. 
Water-based paints will be an in- 
creasing factor in industrial fin- 
ishing. 

“In 1965, automotive surfaces 
to be painted could be rustless 
and passivated, so that the dec- 
orative effect of finishes will pre- 
dominate. Automotive coatings 
will have new, often three-dimen- 
sional qualities of color styling 
for greater eye appeal and 
safety.” 

George R. Villa, assistant gen- 
eral manager, Naugatuck chemical 
division, U. S. Rubber Co., and D. 
E. Harpfer, industrial products de- 
velopment, Goodyear Tire & Rub- 
ber Co., said the tire industry’s 
increasing dependence on chemi- 
cals is expected to continue for 
years. 


Villa said he expects the chem- 
ical market in tires in 1980 to be 


Harpfer predicted rubber air 
springs and bumpers for cars with 
the possibility of rubber gas tanks. 
The latter, being flexible, would be 
a boon to stylists, he said. 

But despite the revelation at 
the meeting that chemists have 
developed an application for air- 
plane windshields that eliminates 
need of windshield wipers on air- 
craft, there still is no substitute 





WASHINGTON. — President 
Eisenhower, in a report last week 
| to Congress, recommended that the | 
U. S. get out of the rubber business | 
j}as the nation’s rubber is satisfac-| 
| tory. 
| The President rejected a recom- 
mendation from a National 








‘West Germany 
Grabs 72 Pet. of 


U. S. Car Imports | 


quirements of the lost-cost auto-| cent of all cars imported into the 


mation production concept,” Mason/ lJ. S. 


declared. “With only minor excep- 
tions magnesium is practically in- 
terchangeable with aluminum in its 
uses and services 
facturing.” 

He added that the weight sav- 
ing in the use of the light alloy 
metals is an important contribu- 
tion to the economic feasibility of 
their use. 

Another advantage, he said, is 
their adaptability to speedy milling 

and processing of parts, especially 
those requiring close tolerances. 


in auto manu-| 


in January were of West 


AUTOMOTIVE NEWS, MAY 7, 1956 


Hisenhower Asks Sale : 
Of Last Rubber Plant 


| U. S. synthetic rubber facility, a| Yrs. 
| research laboratory in 


| grants to colleges and Universities 


| DETROIT.— More than 72 per-| ful. He said stockpile supplies plus 


German origin, according to figures | 


released last week by the Automo- 
bile Manufacturers Assn. 


The month’s total was 7,829. Of 


| these, 5,661 came from West Ger-| 


runner-up, with 1,599 of its vehicles 


|imported during January. Other 
| totals were: France, 511; Italy, 53, 
} and Belgium, 5. 

| Of the 260 trucks, buses and 
| chassis imported during the month, 
| 206 came from West Germany, 43 


Neil P. Beckwith, Rinshed-Mason|ffom Canada and 11 from the 
Co., Detroit, predicted that in 1960| United Kingdom. 


automotive finishes no longer may 


Used cars imported during the 


be identified as lacquers or enam-| month totalled 200. 





Atte ke 
pee ieee 





At Dodge Dealer Sons’ Conference— 


The sons of five Dodge dealers in the U. S. and foreign countries discuss automotive 
production methods and merchandising at Dodge's 56th Dealer Sons’ Conference in 
Detroit. From left are Vaino H. Broman, Helsinki, Finland; Victor M. Starinki, North 
Barberton, O.; E. P. Letscher, Dodge field sales manager; James Pappas, St. Louis; 


Victor Anchao Chan, Tokyo, Japan, and Joseph J. Frydrych, Murrysville, Pa. 


j}many. The United Kingdom was} 


To Tighten Curbs 


in sight for the automobile wind- 
shield wiper. 

Cyril S. Kimball, executive vice- | 
president, Foster D. Snell, Inc., New 
York consulting chemists, exhib- 
ited a coating of silicones and wax 
which, with the aid of high-altitude 
winds and plane speeds, causes 
water to run off the glass in beady, 
droplet form—like drops of mer- 
cury. 

Kimball said much research had 
gone into the development for air- 
planes but noted that scientists 
had found nothing that would repel 
road dust and dirt at the same time | 
that it effectively resists rain. 

+ aa * 


10ON OF 


ELECTRICAL 
ENERGY 
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Lighter Cars a Must, 


GM Researcher Says 


CLEVELAND.—In order to con-| Foresees Labor Shortage. by 1980— 
serve fuel, the weight of future 


cars must be slashed. Alfred L. Louis Polk, left, chairman of Sheffield Corp., Dayton, O., and president of the 
Boegehold, manager ‘of General National Machine Tool Builders’ Assn., discusses rising index of industrial and 
Motors research staff facilities. told electrical production with J. R. Challinor, of Westinghouse Electric Corp., at that firm's 
the American Society for Testing annual Machine Tool Electrification Forum. Polk used chart to compare projection of 
Materials. | industrial production with available labor and said that by 1980, the country's labor 

He predicted increased use of | supply will not be sufficient without increased mechanization to meet the demands of 


. : the economy at that time. 
aluminum and magnesium, but em- 
phasized the lower weight must be 
achieved without sacrificing today’s 
roominess. 
Boegehold believes there will be! 
88 million vehicles on the road in| 
1980 compared to 52 million in 1955. | 
He promised more efficient engines 
with compression ratios of 13:1—| 
depending on the octane rating of | 
gasolines. | 


Mechanics Sign in Minneapolis .. . 


On Dealer Labor Front 


By Joseph M. Callahan 

| Staff Writer 

OX THE dealership front, the 

Minneapolis Automobile Dealers 

Assn. has signed a new agreement 

with Local 974 of the Machinists 

Union, providing hourly increases 

|of four cents for mechanics. 

| The pact also calls 
for increasing the 
employers payments 
for insurance bene- 
fits from four cents 
to seven cents per- 

man-hour. The health and welfare 

t|fund will not be touched for five 





Subsequently the union member- 
ship also ratified the contract. 


In Detroit, Local 376 of the 
Teamsters. have temporarily won a 
State Labor Mediation Board elec- 
tion among the shop personnel at 
Canfield Motors (Dodge-Plymouth). 


* * * 


Ballot Challenged 


_ decision was temporary be- 
cause the vote was 5-4 in favor 
of the union. However, a 10th bal- 
lot, cast by Vern Pardo, was 
challenged by Local 376 on the 
grounds that Pardo was a super- 
visor. 

A Canfield spokesman said, 
“Pardo is merely a bumper. He 
always has been a bumper and he 
always will be a bumper.” 

The disputed ballot was im- 
pounded and not counted by 
Mediator Stan Dobery. Later the 
Board will hold @ hearing to de- 
cide the matter. If the ballot 
turns out to be against the union, 
a tie would result, giving the de- 
cision to Canfield Motors. 

In Washington, the Teamsters 
and the Mechanics Unions won a 
joint election at Emerson & Orme 
(Buick) by a vote of 55 to 48. 


Science Foundation committee 
that the Government consider 
taking special measures to spur 
industrial development of the syn- | 
thetic “natural” rubber. 


He recommended that the 


las 


The association’s labor commit- 
|} tee negotiated the new pact and it} 
was officially ratified by the dealers. 


Akron, be 
disposed of and urged that research 


not be pegged to rubber. 


The report was required by a > 
1953 law which authorized disposal | New York Nixes 
of Government - owned synthetic 


plants. President Eisenhower hailed Free Insurance 


this program of disposal as success-| «ar BANY. — Car manufacturers | 

cannot give buyers a one-year 
casualty insurance policy with pur- 
chase of a new car in New York 
State, Attorney-General Jacob K.| 
Javits and Insurance Superintend- 
j}ent Leffert Holz have ruled. 

Holz said his interpretation of 
the law barring tie-in sales had The Greater St. Louis Automotive 
been upheld by an opinion from| Assn. reports that its labor rela- 
| Javits. The offer, it was said here, | tions committee has held six meet- 
had been made by American Mo-| ings with union representatives and 
tors. It has been advertised, with | that agreements have been reached 
a footnote that if state regulations | in several areas, although no agree- 
prohibited the practice the offer did| ment has been reached on wages 
not hold. and other matters. 





potential output were ample for 
rubber mobilization needs. 


However, the President noted 
that, despite the rapid growth of 
synthetic rubber producing facili- 
ties, “natural rubber is still the 
world’s chief rubber resource.” 
The U. S., he said, imports as 
much natural rubber now as it did 
before World War II. 


Milwaukee BBB 


On Auto Abuses 


MILWAUKEE.—A more critical 
eye is going to be cast on auto ad- 
vertising and selling practices here 
|by a new division of the Better 
Business Bureau. 

The BBB said the new program 
has been given increased financial 
support by the Milwaukee County 
Automobile Dealers Assn. and the 
Badger State Automobile Dealers 
Assn. The latter is a used-car 
organization. 

Newly employed manager of the 
automotive division is Quinn K. 
Matthewson, formerly with the Wis- 
consin Department of Public Wel- 
fare. 

Said Matthewson: “The auto 
situation here is not bad, not nearly 
the problem it is in a number of 
cities. 

“But there are enough new and 
used-car dealers who are inclined|® 
to be somewhat careless with the 
truth and in their selling practices |{ 
to make it a problem for the in- 
may. 

“The fact that the two dealer! d. 
associations came to the bureau! Tilden Cited for Sales Recor ; 
for assistance indicates they want | Robert Allen, left, eastern division manager of the products division, Bendix 
to eliminate abuses.” | Aviation Corp., presents a gold-plated Hydrovac power brake unit to S. G. Tilden, 

A new set of advertising stand-| president, Tilden for Brakes, Brooklyn, N. Y., for an outstanding sales record on power 
ards is being prepared for distribu- | brakes. The award represents the sale of a quarter-million dollars worth of units since 
tion to dealers in this area. the Hydrovac was first introduced 2% years ago. 
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‘Only 116,000 Roll in Week ... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan, 1 
Ended Same Ended Total To To 
May 5, Week, Apr. 28, Output, May 7, May 5, 
1956 1955** 1956* April* 1955** 1956 
AMERICAN MOTORS | 1,530 4,533 1,705 7,628 75,841 51,587 
BAUdGA .........000...c0cceeseees 250 993 515 2,406 27,498 15,881 
STEMI. cavcinevesvecsevatecensosenees 1,280 3,540 1,190 5,222 48,343 35,706 
CHRYSLER CORP. .... 20,040 30,973 20,651 82,798 584,848 353,198 
DP GMECR  o.....sccccsescevseeess 2,835 3,951 2,248 9,907 79,913 48,002 
DeSoto aw. 1,750 2,951 2,161 9,107 60,529 43,577 
Dodge 3,985 5,202 4,326 17,141 137,069 75,097 
Plymouth .......... . 11,470 18,869 11,916 46,643 307,337 186,522 
FORD MOTOR . 34,660 46,391 36,419 157,401 805,024 625,961 
Continental .................. 25 ee 21 114 — 901 
Ford ........ . 27,150 35,808 27,510 121,444 628,893 505,342 
Lincoln 1,285 858 1,446 5,918 16,517 21,035 
Mercury eebeibevccsce) Ow 9,725 7,442 29,925 159,614 98,683 
GENERAL MOTORS .. 57,610 85,402 66,025 291,609 1,504,725 1,306,059 
Buick 10,500 16,778 10,751 50,861 304,459 251,089 
Cadillac ... 98,360 3,205 3,380 14,175 60,367 60,094 
Chevrolet .. . 29,900 38,414 37,483 158,743 683,120 651,462 
Oldsmobile . 7,750 14,172 8,112 38,330 230,079 194,265 
Pontiac .... 6,100 12,833 6,299 29,500 226,700 149,149 
S-P CORP. .... 2,210 5,158 2,358 8,168 87,406 48,804 
Packard 460 2,041 712 2,054 29,681 9,535 
Studebaker 1,750 3,117 1,646 6,114 57,725 39,269 
Total Cars, U. S...........116,050 172,476 127,158 547,604 3,063,623 2,385,609 
*Revised 
**Totals for 1955 include Kalser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 5, Week, Apr. 28, Output, May 7, May 5, 
1956 1955* 1956* April* 1955* 1956 
CHEVROLET ................. 6,300 10,886 7,657 32,984 121,665 144,870 
DIAMOND T .............. 110 150 97 413 1,859 1,761 
DIVCO 80 80 80 320 1,226 1,560 
DODGE 1,900 2,564 1,880 7,640 32,915 31,370 
III: ccsccisipeinsscacusmmesasesecen 6,100 6,969 5,861 26,307 141,180 114,270 
GMC eis daninenadesatn 2,000 2,988 2,017 8,378 29,576 37,215 
INTERNATIONAL _...... 2,930 3,405 2,850 12,967 45,586 53,441 
Sen 430 202 531 1,654 4,322 6,921 | 
I Solcienid ected sibadeiesiastaniinen 85 120 74 316 1,773 1,320 
STUDEBAKER. ............ 320 500 312 1,511 8,134 4,949 | 
WHITE 380 321 387 1,488 6,067 6,816 
WILLYS aininnaaaiait 1,265 ey - xethcaans 4,340 27,804 21,964 
MISCELLANEOUS *** 48 77 48 186 1,291 846 
Total Trucks, U. S..... 22,448 30,060 21,794 98,504 423,398 427,303 
Total Cars, Trucks, 
U. S. .. 138,498 202,536 148,952 646,108 3,487,021 2,812,912 
Total Cars, Trucks, 
PIII Riciade need siaseaane 13,980 13,639 13,994 59,034 180,166 166,180 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....152,478 216,175 162,946 705,142 3,667,187 2,979,092 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel- 


Drive, Federal, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 
***Autocar, Freight Liner and Sterling are included in White Totals. 








How Compensation Plan 


Keeps Colonial in Black 


(Continued 


the service, the dealership—and, 
most important of all, what his 
friends and neighbors have had 
to say. In this way the salesman 
has an excellent opportunity to 
develop new prospects. 

A written report must be sub- 
mitted to Colonial’s public rela- 
tions man. The report, in duplicate, 
is filed by both dealer and sales- 
man. In this way, the salesman is 
able to build a file of his own cus- 
tomers for developing repeat busi- 
ness. 

The process must be repeated 
within 90 days. Should the sales- 
man neglect to complete either con- 
tact or report, that customer is fair 
game for any salesman in the 
dealership. If both reports and con- 
tacts are made, the customer is the 





Shriver Motor Burns 
GRAFTON, W. VA. — The one- 
story building of Shriver Motor Co. 
here has been destroyed by fire. 
The loss, including 34 vehicles, was 
estimated by Lloyd L. Shriver, 
Owner, as approximately $150,000. 


from Page 2) 


exclusive property of the original 
| salesman. 
* 


cs * 
|“ TTILIZING this method, the 
salesman, in building up a file 
of excellent repeat customers, is ac- 
tually operating a small dealership 
of his own, within the family,” 

Rombousek said. 

In order to discourage compe- 
tition among salesmen for each 
other’s customers, commissions 
are held to $15 when a second 
salesman interferes in a working 
sale. The $15 is paid only if the 
second salesman made the deal 
at the same appraisal price or 
discount, or better. 

Rombousek feels he has a fine 
group of salesmen, who are inter- 
ested in their jobs and willing to 
work at their profession. It bene- 
fits both parties, he reports. His 
top salesman made in the neighbor- 
hood of $17,000 last year, which is 
more than the dealer himself took 
in salary. 


Harris and Greene Remodel 


Joel Harris and Albert H. 
Greene have opened their re- 
modeled showrooms in Chicago 
as an exclusive Chrysler outlet. 











69 





Car Production Falls 


To Year’s Lowest 


(Continued from Page 1) 


plants down on Friday, turned out 
27,150 cars last week, compared 
with the previous week’s 27,510 
units. 
* * * 

ERCURY turned out 6,200 cars 

last week for a decided drop 
from the 7,442 units built a week 
earlier, when the division worked 
its Wayne (Mich.) and St. Louis 
plants on Saturday. 

Lincoln assembled 1,285 cars 
last week, as compared with the 
previous week’s 1,446 cars, when 
its Wayne (Mich.) lines also 
worked Saturday. Lincoln, how- 
ever, turned out 5,918 cars dur- 
ing April for the highest monthly 
production since May, 1953. 

Continental assembled 25 cars 
last week, compared with 21 the 
previous week, when the division 
was rearranging facilities in its 
body preparation shop. 

* * * 

FOUR-DAY week at DeSoto’s 

Detroit plants, along with 
slight declines at Dodge and Plym- 
outh, cut Chrysler Corp. output to 
20,040 units last week. The previous 
week saw the corporation assemble 
20,651 cars. 

A breakdown of Chrysler Corp. 
operations showed Plymouth 
dropping from 11,916 units a week 
earlier to 11,470 last week; De- 
Soto slipping to 1,750 units last 
week from the 2,161 turned out 
the previous week; Dodge ebbing 
from 4,326 a week earlier to 3,985 
units last week, and Chrysler 
division hiking output 2,248 cars 
a week earlier to 2,835 last week. 


The process of realigning opera- | 
tions to increase the proportion of | 


Executive models in overall pro- 
duction schedules cut Packard out- 


put to 460 units last week. It had} 


produced 712 a week earlier. 
Studebaker, however, upped 
schedules from 1,646 a week earlier 


to 1,750 last week. S-P’s overall out- | 


put was 2,210 units last week, as 


compared with 2,358 a week earlier. 
+ * * 


SHARP decline in Hudson out- | 


put last week pulled AMC 10.3 


its | 


percent below the previous week. 
Hudson dropped from 515 units a 
week earlier to 250 last week, while 
Nash, one of three makers to sched- 
ule an increase, raised output from 
1,190 units the previous week to 
1,280 last week. 
Truck manufacturers turned 


the previous week’s 21,794 trucks. 
Commercial-car output for April 
totalled 98,504 units, or 5.3 per- 
cent below March’s output of 
104,060 trucks. 

Canadian car-truck operations 
turned out 13,980 units last week 
for a 14-unit drop from the pre- 
vious week's 13,994 vehicles. 

April production totalled 59,034 
vehicles for a 25.1 percent increase 
over March's outturn of 47,174 cars 
and trucks. 





sidered in predicting the effect of 
|}a steel price increase on the auto 
|industry. Last year, some 84 per- 
cent of the auto industry’s steel 
purchases consisted of sheet and 


bar steel, 


* * 


TEEL sources say demand for 
these items has eased a bit, 
| making a certain amount of stock- 
piling possible in these areas. 
Despite the statements by GM 
executives, some sources insist the 
biggest of the Big Three will walk 
softly in regard to price increases. 
They point out that the auto-profit 
howls emanating from Washing- 
ton have been directed mainly at 
GM. 


And as one such observer mused 


* 











On Closed-Circuit TV ... 





GM to Dedicate Tech Center 


DETROIT. An _ international 
closed-circuit television and radio 
hookup will unite 61 General Mo- 
tors plant localities next week when 
the corporation formally dedicates 
its Technical Center near here. 

The program will begin May 15 
with a news conference with Presi- 
dent Harlow H. Curtice. Formal 


ceremonies will be held the next) 


day. 
They will start with a closed- 


circuit television tour of the 330-| 
acre center for the benefit of plant- | 


city luncheon meetings. 

News Commentator Walter Cron- 
kite will describe the center as he 
tours the grounds in GM’s gas- 
turbine auto. 

Following will be talks by Cur- 
tice; Dr. Lawrence R. Hafstad, 
research vice-president, and C. F. 
Kettering, famed inventor and 
“father of research” 





Motors. 
In Detroit, an anticipated 5,000 
Chrysler Winds Up 


Delaware Tank Output 


NEWARK, Del. — Tank building 
operations at Chrysler Corp.’s Dela- 
ware tank plant ended last Mon- 
day (Apr. 30) with the production 
of the final Patton 48 medium tank 
under a $160,601,200 contract 
awarded the corporation in Octo- 
ber, 1954. 


The one-million-square-foot facil- | 


ity will be expanded and converted 
to the production of Plymouth 
automobiles. Car production is 
scheduled to begin early next year. 
The plant produced more than half 
a billion dollars worth of tanks 
since the initial contract was 
awarded late in 1950. 


at General | 





| guests will be served fried-chicken 
| box lunches and then be taken on 
|a conducted tour of the center’s 
25 buildings. 








Diamond Bel# Winner— 


Named the outstanding parts and acces- 


sories manager among the more than 
4,000 Pontiac dealerships, Jack K. Smith, 
Milner Pontiac, Inc., Tulsa, Okla., was 
awarded a hand-tooled leather belt, with 
a silver and gold buckle featuring two 
diamonds. A. L. Drury, Pontiac national 
parts manager, made the presentation at 
ceremonies at the main division plant. 


out 22,448 commercial cars last | 
week for a 654-unit increase over | 


TULARE 





‘Donates Prize Money— 


One of the winners in Plymouth's na- 
tional sales contest, Gilbert Kamen turns 
over his winnings to Elizabeth Maloney, 
social service director, Industrial Home for 
the Blind, Brooklyn, N. Y., while Pete Man- 
dia looks on. The presentation took place 
in the showroom of Mandia Motors, Inc., 
Long Island, N. Y., where Kamen is em- 
ployed as a salesman. 


Cost Boosts Are Expected 
To Hike °57 Car Prices 


(Continued from Page 2) 


last week, “If GM doesn’t raise 
prices, how can anyone else?” 


2 * * 


| Steel Prices Too Low, 


Inland Executive Says 

ST. LOUIS. The present price 
| structure in the steel industry is 
| not high enough to support produc- 
tion based on current costs, a steel 
| man told the St. Louis Society of 
Financial Analysts last week. 

Too large a proportion of cur- 
rent earnings goes for replace- 
ment of facilities that wear out, 
not leaving enough for needed 
expansion, said Russell L. Peters, 
financial vice-president of Inland 
Steel Co. 

He said this diversion of earn- 
|ings was necessitated because 
“funds available from depreciation 
allowances at the present time are 
far from adequate for the purpose 
of replacement.” 

Russell said the industry must 
adopt a new concept that will pro- 
vide adequate depreciation allow- 
ances. In addition, he said, earn- 
ings must be raised to a level which 
will make steel stocks as attractive 
as other shares. 

Only in this way, he said, 
could required expansion be pro- 
vided when needed. 

He said that earnings have re- 
cently improved because of the 
extremely high level of operations, 
but that the industry has not 
earned satisfactorily for the last 30 
years. 

Peters said he foresaw need for 
expansion that would lift capacity 
three to four million tons a year 
for the next 20 years. 

* ” * 


Goodrich Chief Sees 


Tire Prices Holding 

LOS ANGELES.—There will be 
no change in tire prices in the “im- 
mediate future,” William S. Rich- 
ardson, president, B. F. Goodrich 
Co., said last week. 

He gave no specific reason for 
the statement which came two days 
after Goodrich-Gulf Chemicals, 
Inc., boosted the price of synthetic 
rubber from 23 to 23.9 cents a 
pound. 

Richardson said his company’s 
retail dealer stocks of car and 
truck tires are falling a bit and 
will continue to do so during the 
peak consumption season. 





Foreign Car Branch 


British Motor Car Distributors, 
Ine., San Francisco, has opened a 
branch in Seattle. The manager is 
James Cuevas and the outlet is 
located at 2900 Eleventh Ave., S. W. 
















































































70 
Safety Council A 


Y.) and Akron. Flint is the largest 
of 278 cities boasting perfect rec- 
ords for three months. 

The three leading cities in each 
population group at the end of 
three months, ranking according to 
the number of deaths per 10,000 
registered vehicles, were: 


Over 1 Million Population 


Reg. 

Rate 
SY ibesinivesiecepstebivesontmeereovevisinnd 3.1 
IDI dls tebriesvecshivennisieveatbveobinnsiencerivs 3.5 
NINE Srisascccirssscrcessecosessenasasines 3.7 


750,000 to 1 Million Population 









San Francisco ...............0.cccccccees 2.7 
SII ‘licavsitibedbonthesdosacdvcapvoucssogsel 3.6 
EN - colauiciandasamitdylectennkccersbovil 4.0 

500,000 to 750,000 Population 
III chldirescinstilititnlehdcesdedsabevespevivetsel 0.5 
IIL iksscictencsecintbetessesnsowevievel 0.6 
Buffalo iuiddniaentel vesiglin 

350,000 to 500,000 Population 
I caihnaiihaceltiaciatbstudienlititine deavsanit 
Indianapolis 
Columbus, O. 

200,000 to 350,000 Population 
I dil ccbiacainisietie 0.6 
I > nals oo vatentebsiennsauuncéetiie’ 0.8 
ee 0.9 


100,000 to 200,000 Population 


ikon cath cclinenilinatondn 0.0 
Kansas City, Kans. .................... 0.0 
IER = BERS | Giscsceensccccnesssestsseeees 0.0 
50,000 to 100,000 Population 
Albuquerque, N. M. ................ 0.0 
NL 2 II. ith inccsnenscguscgeviisnestasl 0.0 
Winston-Salem, N. C. ................ 0.0 


25,000 to 50,000 Population 


Battle Creek, Mich. .................... 0.0 
I ENE, De. cccercsererecssveonsesscesed 0.0 
Wyandotte, Mich. ....................... 0.0 
10,000 to 25,000 Population 
Birmingham, Mich. .................... 0.0 


White Promotes 
Black, Bauman; 


Tobin Heads Sales 


CLEVELAND.—Robert F. Black, 
board chairman and president of 
White Motor Co., last week was 





R. F. Black J. N. Bauman 


elected chairman and chief execu- 
tive officer, and J. N. Bauman, ex- 
ecutive vice-president, was elected 
j president, heading a series of top 

i level management promotions in 
the company. 

Black has served as president 
for 21 years, a period marked by 
the greatest growth of White, and 
as chairman and president for the 
past year. 

Bauman, executive vice-president 
in charge of the White truck divi- 
sion for the past year, was sales 
vice-president for 
many years. A 
board member 
since 1953, he has 
been associated 
with White since 
1928, starting as 
an apprentice 
transportation en- 
gineer. 

In other 
changes, P. E. 
Tobin, general 
sales manager, 
became sales vice-president; J. E. 
Adams, manufacturing general 
manager, was made manufacturing 
vice - president; H. O. Hoffman, 
treasurer, was elected vice-presi- 
dent and treasurer, and K. A. 
Roesch, Autocar general manager, 
became vice-president in charge of 
this division. 

These promotions, White said, 
followed election of J. P. Dragin, 
controller, to finance vice-president, 
and .H. J. Pipp, assistant controller, 
to controller. 





P, E. Tobin 
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CLASSIFIED WANT ADS 


alled ... 


2,960 Die on Roads 
In Worst March Toll 


(Continued from Page 2) 





Casper, Wyo. 
Culver City, Calif. 
* * 


‘Package’ Riders Carefully, 


Auto Industry Urged 


EVANSTON, Ill.—“The transpor- 
tation and traffic world has lagged 
far behind the merchandising world 
in packaging its valuable cargo,” 
according to John O. Moore, direc- 
tor of automotive crash injury re- 
search at Cornell University. 

He made the charge before Army 
and civilian safety personnel at- 
tending a short course at the 
Northwestern University Traffic 
Institute. 

Moore noted that more than a 
million persons are killed or injured 
each year in cars which he said 
were not adequately designed to 
protect them, 

He cited the care and research 
used by manufacturers to develop 
proper packing for their goods, and 
called for the same scientific care 
in containing humans in cars. 

Although there have been ad- 
vances in safety design of cars 
this year, Moore said, the industry 
still faces a twofold challenge: 

1. To design future cars in the 
light of crash-injury research (up 
to now, such data has been in- 
sufficient, he said). 

2. To provide and promote the 
use of safety devices on old cars 
as well as new ones. 


Judge Approves 
Rail Countersuit 


Against Truckers 


PHILADELPHIA.—A Federal 
district court last week granted 
authority to the Eastern Railroad 
President’s Conference and 16 rail- 
ways to file a $120 million counter- 
claim against the Pennsylvania 
Motor Truck Assn. and 37 truck- 
ing firms. 

Judge Thomas J. Clary also ruled 
that he would hear both claims at 
the same time. The trial, scheduled 
to start on Oct. 1, 1956, is expected 
to last at least eight weeks. 

The truckers filed their suit 
against the railways on Jan. 18, 
1953, asking, it was reported, $250 
million and charging an illegal con- 
spiracy. Carl Byoir & Associates, 
Inc., were named as codefendants 
and charged with conducting “a 
vicious, corrupt . campaign” 
against the truckers. The latter is 
a public relations firm in New 
York. 


The judge said he agreed with 
the truckers’ contention that an 
allegation that the plaintiffs 
(truckers) themselves were en- 
gaged in an illegal conspiracy 
would not be a defense (by the 
railroads) or immunize the rail- 
roads against liability. 


The railroads filed the counter- 
suit a week after Judge Clary dis- 


| closed he had received a complaint 


from Sonya Saroyan, a former 
Byoir secretary, saying representa- 
tives of certain truckers had re- 
neged on a promise to pay her 
$25,000 for information she alleged- 
ly supplied the truckers. 


‘Closeouts’ Curbed 
In Rhode Island 


PROVIDENCE.—Power to regu- 
late “closing out” sales and to block 
false advertising was given to 
Rhode Island cities and towns by 
two bills passed last week by the 
General Assemb!y. 


One bill provides that no closing- 
out sale can be held without ob- 
taining a special permit from the 
governing city. No new merchan- 
dise could be brought in after the 
permits were issued. 


The second bill authorizes local 
directors of business regulation to 
bring court action to halt false 
ads. The bill also would increase 
from $300 to $500 the maximum 
fine for violations while retaining 
the maximum 90-day jail term. 
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DEALERSHIPS AVAILABLE 





SALES MANAGER. Are you an experi- 


enced enthusiastic man with ambition? 
This dealership offers exceptional salary 
and incentive income to one who will 
control the selling of more than 1,000 
new cars and trucks per year which is 
the current rate of sales, This dealership, 
one of ‘‘Big Two,’’ located in Pennsyl- 
vania. Write giving past 10 years’ em- 
ployment history, educational back- 


ground, age. Replies strictly confiden- 
tial. Box 6030, c/o Automotive News, 
Detroit 26. 





AUTOMOTIVE ENGINEER. Excellent op- 


portunity. Technical service work on 
petroleum products. Previous experience 
in lubrication field desired by not re- 
quired. Major petroleum company. Loca- 
tion: New York City. Box 6083, c/o 
Automotive News, Detroit 26. 


SALES MANAGER. Prefer supervisory ex- 


perience but not necessary. Our one re- 
quirement is willingness to work, to take 
over a successful Connecticut Chevrolet 
operation handling 350 new cars. Will 
pay liberal salary plus bonus. Box 6084, 
c/o Automotive News, Detroit 26. 





AUTO PARTS SALESMEN. We have a 


very extensive well accepted line of 
parts, hardware and accessories for Ford 
and Lincoln-Mercury dealers—paying top 
commissions. Our expansion into new 
territories requires men who now have 
or can build a following in their own 
area. What have you got to offer? Reply 
to Motor Capital Automotive, 112 Kenil- 
worth, Detroit 2. 


New Car Sales Manager 
Wanted By 
Metropolitan Detroit Ford Dealer 
The man we are looking for must be 
highly experienced with at least 12 
years’ Hull-Dobbs experience in sales 
management or the equivalent. Be- 
tween 28 and 35 years old, married, 
responsible. Must be able to train 
and supervise sales force to produce 
a volume of 2,500 cars a year. Won- 
derful advancement opportunities. Ex- 
cellent salary and percentage of 
profits. Forward references and com- 
plete resume along with snapshot to 
Box 6085, c/o Automotive News, De- 

troit 26. 


SERVICE MANAGER 
TOP SALARY AND COMMISSION 
FOR TOP MAN 


Our man must have had complete experience 
in handling all 
organization. We are a big Chevrolet dealer 
located approximately 35 minutes from New 
York City. Our facilities are excellent and 
our potential 
unless you have the experience and qualifica- 
tions to handle this big job. Our personnel 
know of this ad. Write Box 6109, c/o Automo- 
tive News, Detroit 26. 


phases of a large service 


is great, Please do not reply 


General Manager or 
General Sales Manager 


Dodge-Plymouth dealer located in east- 
ern metropolitan area. Right person 
may have opportunity to eventually 
purchase a portion of dealership. Very 
low overhead, excellent location, well 
established. Send 
recent photo, and all other details on 


complete resume, 


background. Floaters need not apply. 
Box 6108, c/o Automotive News, De- 
troit 26. 





BUSINESS MANAGER. Thoroughly quali- 


fied, experienced with largest Chevrolet 
and Ford dealers. Can handle multi- 
dealer setup as general business man- 
ager. Experienced in analyzing opera- 
tions, preparation forecasts (projections) 
and reorganizing operating departments. 
Are you interested in a top notch man? 
— 6107, c/o Automotive News, Detroit 
6. 


SALES MANAGER. Can handle salesmen, 


volume business, finance connections. 
Know used car values. Just sold my in- 
terest to partner in dealership. Prefer 
Great Lakes states. Box 6092, c/o Auto- 
motive News, Detroit 26. 








OFFICE OR PARTS MANAGER. Fifteen | 
years’ experience in office, parts and 
service—Pontiac-Cadillac dual. Presently 
employed, prefer midwest or Florida. 
Box 6050, c/o Automotive News, Detroit 
26. 


CONTROLLER — TOP FLIGHT executive. 
Heavy background in business manage- 
ment, finance, accounting, taxes, cost 
control, planning, etc. ‘‘Big 2’’ experi- 
ence. A profit builder with creative, ana- 
lytical mind. Pennsylvania or vicinity 
preferred. Box 6061, c/o Automotive 
News, Detroit 26. 


General Manager 
or Sales Manager 


Young man of forty, 22 years in the auto- 
motive industry, thoroughly experienced in 
all phases of dealer operation, as well 
as executive and sales ability. Formerly 
general manager for large Buick dealer, 
sales manager for large Ford dealer, also 
vice-president manufacturing comany in 


automotive field. Have past proven rec- 
ord of automobile merchandising and 
management and capable of directing 
large sales organizations, handling volume 


sales management problems, and well 
versed in used car market conditions. 
Some college training, trustworthy, relia- 
ble, aggressive and imaginative, Married, 
one child. Excellent references upon re- 
quest. Can move on short notice. Thank 
you for your cooperation. Box 6094, c/o 
Automotive News, Detroit 26. 


RECENTLY SOLD SMALL agency. Inter- 
ested in joining large, financially sound 
organization in capacity of general man- 
ager or general sales manager. Both 
prewar and postwar experience in all 
phases of the business. Thirty-five years 
of age, married and a family man. Can 
furnish references as to honesty, integ- 
rity and ability. Willing to relocate. 
Available immediately. Prefer GM or 
Ford. Box 6105, c/o Automotive News, 
Detroit 26. 


TIRED? WANT TO ease up? Then I am 
your man. Eighteen years continuously 
with Ford dealers of Texas. Know all 
phases from sales to service. Want more 
job. Last eight years sales manager and | 





general manager. Present job general | 
manager. Thirty-nine years old, no 
handicaps. Available 30 days. Prefer 


Texas or southern region. Guarantee best 
of references. Prefer Ford or General 
Motors. Box 6093, c/o Automotive News, 
Detroit 26. 

SERVICE MANAGER, Experienced, now 
employed as service sales manager. Pre- 
fer Cadillac dealer, Detroit or suburban 
area. Box 6082, c/o Automotive News, 
Detroit 26. 


GENERAL OR SALES MANAGER can 
take complete charge, make shop pay, 
move used cars at profit. 23 years’ ex- 
perience on Pacific Coast. Write Roy 
Carpenter, 226 3rd East, Kalispell, Mont. 


SERVICE MANAGER. Young family man 
wishes employment in or around New 
Jersey. I am a conscientious, hard work- 
ing man who wants to practice his ability 
of running a well organized and reputa-/| 
ble service department. I am looking for 
a dealership where customers are treated 
as such. If you have the potential and 
want a greater service absorption I’m 
your service manager. The salary is low 
but my incentive must be high. I am 
presently employed at a Ford product 
agency. Have great GM experience. Box 
6087, c/o Automotive News, Detroit 26. 


SALES MANAGER, age 43, ager 














aggressive. 
Presently employed used car manager 
with largest GM deal in 100 mile area. 
Currently number one used car vendor. 
Years of experience of new car sales and 
management. Desire buy-out contract 
with GM or Ford deal. Will locate where 
best opportunity available. Box 6088, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER. Are you perplexed? 
Service problems. Top level supervision, 
all fundamentals. Owners, employee, fac- 
tory relations excellent. Volume opera-. 
tor. Want to live again? Forget service 


“BIG 3° DEALERSHIP — Metropolitan 


Philadelphia area—250 new car potential, 


Service shop completely equipped and 
doing excellent business. Will sell all 
assets including real estate or will lease 
real estate. Write Box 6015, c/bd Auto- 


motive News, Detroit 26. 


Texas. Completely equipped shop and 
parts department. Farming section with 
some oil production and more develop- 
ment in near future. Approximately 100- 
150 cars per year potential. Modern build- 
ing leased. Box 6077, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Cadiliac-Olds- 


mobile (50 Cadillacs, 160 Oldsmobiles)— 
northern Indiana, approximately 100-125 
miles from Chicago. Buy only parts in- 
ventory (at book value) and shop equip- 
ment (at depreciated value). Lease prop- 





erty. No accounts receivable or used 
cars. Illness forces saJe. Box 6074, c/o 
Automotive News, Detroit 26. 

7OR SALE—‘‘BIG 3’ agency. Eastern 


city, trading area of 170,000. 275 to 300 
cars a year. Steady 500 to 600 customers. 
Will sell equipment, parts and office fur- 
niture and lease building built in 1941, 
Modern lighting and heating. Seven lifts, 


Used car lot adjoining. Large parking 
lot in rear. Never operated in red. Ad- 
dress all inquiries to Box 6076, c/o 
Automotive News, Detroit 26 


DEALERSHIP, HANDLING Pontiac, for 


sale or lease in Illinois. Located here for 
over 30 years. Building new. Will lease 


parts, accessories and equipment at in- 
ventory or will sell. In farming commu- 
nity and near industrial cities. Dealer 


must retire due to ill health. Box 6075, 
c/o Automotive News, Detroit 26 


DEALERSHIP HANDLING Dodge-Plym- 


outh—32 years. Wonderful town and cli- 
mate. Growing steadily. In red two 
months. Six air fields in territory. Box 
6066, c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING Chevrolet in 


metropolitan New York City. 
tablished over a 


Well es- 
long period of time. 
Ideal location in a densely populated 
shopping and _ residential area. Good 
transportation facilities. Excellent oppor- 
tunity for expansion. No real estate to 
buy. No receivables. No used cars. Capital 
requirements to operate franchise—$150,- 
000 which would include the purchase of 
furniture, fixtures, improvement to build- 
ings, security on lease. Factory approval 
required. Principals only. Box 6069, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING _Lincoln-Mer- 


cury, established 10 years, in rich rural 
and industrial area—north central Indi- 
ana. City of 24,000 population. Modern 
building and used car facilities. Low 
overhead. 220 new, 520 used sold in 1955, 
Other business interests allows this prof- 
itable dealership available at inventory. 
Building may be purchased on low 
monthly payments, Box 6070, c/o Auto- 
motive News, Detroit 26. 





IF YOU CAN TAKE FULL charge of a 


sales department, I will sell one-fourth 
interest in a money making $100,000 
dealership handling Lincoln - Mercury- 
Continental for $20,000 and a chance to 
acquire full ownership out of profits in 
a town of 40,000 population plus large 
trade area. Possibilities unlimited. Reply 
with recent photograph and bank letter. 
Box 6078, c/o Automotive News, Detroit 
26. 


FOR SALE BY OWNER. Well established 


dealership, now handling Chrysler, Plym- 
outh, Dodge. Good Kansas town of 5,000. 
Only Chrysler product dealer. Sales 
$500,000 or more past several years. Buy 
only equipment and parts, can lease or 
buy building. $10,000 will handle. Box 


6096, c/o Automotive News, Detroit 26. 
FOR SALE — Sixteen 


years’ established 
dealership handling one of ‘Big 
Three’ and popular motor truck line, 
located in Pacific Northwest in mining 
district with million dollar monthly pay- 
roll year around. Two used car lots. Will 
sell for inventory value. Ill health reason 
for selling. Box 6097, c/o Automotive 
News, Detroit 26. 





FOR SALE—WELL ESTABLISHED 





‘headaches. Institutional, technical meet- 
ings. Master mechanic. Adequate com- 
pensation to relocate. Detail answer 
please. Box 6089, c/o Automotive News, 
Detroit 26. 


WISCONSIN-MICHIGAN. Sales or general 


manager. Vigorous man, 39, has had 
own dealership. Desires connection 
middle-size town. Box 6090, c/o Automo- 
tive News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. De- 
sires change. Nine years Lincoln-Mercury 
and Ford dealerships. Thorough account- 
ing background, office management, 
credit and collections. Location must be 


deal- 
ership handling one of big two in small 
Pennsylvania town. Selling annually 400 
to 450 new and used cars. No real estate, 


used cars or accounts receivable. AP 
proximately $35,000 parts and equip- 
ment. $15,000 will swing deal. Reply 


Box 6098, c/o Automotive News, Detroit 
26. 


located in the 


in| OLD ESTABLISHED FIRM, 


South Texas, Gulf Coast area. $100,000 
trade area. Rich in oil, cattle, rice and 
industry. Good lease on modern building. 
Will sell at inventory approximately 
$50,000. Reason for selling; owner's 
health. Box 6099, c/o Automotive News, 
Detroit 26. 


in the south. Box 6091, c/o Automotive}; DEALERSHIP HANDLING Dodge-Plym- 


News, Detroit 26. 


SOUTHERN DEALERS attention. I would 
like to buy for a volume used car dealer. 
Have connections in Detroit, know used 
car values. Sharp buyer. Box 6086, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Lincoln-Mer- 
cury in central Michigan. Excellent mar- 
ket in prosperous community. 250 car 
potential. Excellent building facilities 
with attractive lease. Sale price includes 
equipment and parts only. Owner must 
sell to devote time to other business in- 
terests. Must have factory approval. 
Box 6100, c/o Automotive News, Detroit 
26. 





outh, radius of 30 miles of Times Square, 
thriving, area. Consistent profit maker, 
700 to 800 new car potential, complete 
modern facilities, equipment at depreci- 
ated value, adequate parts stock, no real 
estate. Illness forces sale. Write Box 
6106, c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING OLDSMOBILE 


in prosperous Blue Grass section of Ken- 
tucky, county seat town, Established 1 
years by present owner. 130 units last 
year with over $20,000 net profit. $25,000 
will buy—parts, 
ment, parts bins and service truck. G 
lease. Reason for selling, 
in family. Factory approval necessary. 
Box 6101, c/o Automotive News, Detroit 
26. 
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DEALERSHIPS AVAILABLE 


GSTABLISHED DUAL DEALERSHIP, 
pandiing Ford - Mercury, available in 
thriving city of 6,000—two county area 
in Arkansas. Sold over 400 new and used 
units in 1955 with 108% service absorp- 
tion. Consistent money maker. Modern 
building and corner used car lot can be 
favorably leased. Buy only new inven- 
tories. Equipment and fixtures at rea- 
gonable discount. Reason for selling— 
failing health. Write Box 6042, c/o Auto- 
motive News, Detroit 26. 


- DEALERSHIP WANTED 


@BADY TO SHARE THE LOAD? I am 
30, experienced in sales, sales direction, 
merchandising and sales promotion. I 
wish to invest in medium size GM or 
Ford (preferably single point) dealership 
with option to buy out present dealer in 
time. Interested? Write Box 6095, c/o 
Automotive News, Detroit 26. 


FORD—100 to 200 cars, Florida, Tennes- 
see, Georgia. Cash, factory approval 
available immediately, We mean busi- 
ness. Reply in confidence. Box 6020, c/o 
Automotive News, Detroit 26. 


WANTED—FLORIDA dealership, East or 
West Coast. 250 unit potential and up. 
Adequately capitalized. Immediate ac- 
tion. Box 6073, c/o Automotive News, 
Detroit 26. 


WANTED 


SOUTHERN CALIF. GM DEALERSHIP 

6M dealer, sure of factory approval because 
of past performance, desires 500 car Chevro- 
let or Buick deal in southern California. Pre- 
fer single dealer city. No further north than| 
Santa Barbara and on or near coast. Cash 
available to act fact. Reply in complete con- 
fidence to Box 6080, c/o Automotive News, 
Detroit 26. 


CASH AVAILABLE FOR active interest 
in an automobile dealership in greater 
Cincinnati or surrounding counties. $50,- 
000 to invest in a General Motors or 
Ford product dealership. Give total of 
units sold in 1955. Principals only reply. 
Box 6038, c/o Automotive News, Detroit 
26. 














DEALER SERVICES 











INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
¢ Buy Right © Sell Right 
Parts—Accessories—Equipment 

* © A disinterested certified physical 
Inventory will save you money * ¢ 
DON'T GUESS—BE SURE 

Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 








MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. April, 1956 checked. On addressed 
labels. 32M, $14 per M. Box 6103, c/o 
Automotive News, Detroit 26. 


PARTS FOR SALE 








BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 





Art Hansen Buick, 
Inc. 


(fermerly Gerdon Bwick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 


PARTS WANTED 





ENGINES WANTED 
FOR SOUTH AFRICA 


FORD — General Motors and Chrysler prod- 
ucts. New sub assemblies also used sub 
assemblies suitable for reconditioning. For 
r information reply to Mike Appel Mo- 
tor Co., Ltd., Box 3648, Johannesburg, South 
Africa, or to Brown Bros. Export Corporation, 
Shippers, 1225 Broadway, New York |, N. Y. 
me - 
WE WILL BUY YOUR Nash parts. Any 
Quantity. Landay Nash, 812 S. Paca St., 
Baltimore 30, Md. 








BUSINESS 


NEW LINES WANTED 





MANUFACTURERS’ AGENT 
DENVER, COLORADO 


Can handle several 
for manufacturers in mountain states area. 


non-conflicting lines 


Have twenty years’ active selling experi- 
ence. Territory aggressively worked and 
additional sales manpower added if po- 
tential warrants. Prefer lines sold to auto- 
mobile dealers, service stations, hardware, 
sporting goods, 
and 


electrical 
6110, c/o 


do-it-yourself, 
Box 
Automotive News, Detroit 26. 


similar merchants. 





CARS FOR SALE 





ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 
AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 


coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Aflanta. 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. 


Chicago 4, Ill 
|. E. Spatig, Used Car Mar. 


Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








EX-TAXIS 
PRICED RIGHT 


1955 Plymouths, Fords 
Our great taxi volume assures 
steady supply. 


FUTURE MOTORS 


37-01 Queens Bivd., Long Island City 
ST 4-635! 
Ask for Manny Mouber or Harold Peterfreund 





1954 NASH HEALY hardtop, 8,000 miles, 
never been titled. $3,295. Miller Nash 
Co., 1127 Washington St., Toledo 2, Ohio. 


600 
"56 MODELS 


Ford, Plymouth, Chevrolet, 
Olds, Pontiac, Dodge, 


Mercury, Cadillac 
ALL MODELS 
AVIS - OLIN 


2900 N. E. 2nd Ave. 
Miami, Fia. 





WANTED 


WE ARE INTERESTED IN THE PURCHASE OF 
LONG TERM FLEET CAR RENTAL COMPANIES 
—LARGE OR SMALL, AS WELL AS LONG TERM 
TRUCK RENTAL COMPANIES. 


Will purchase for cash at reasonable prices. 


Request that prospective sellers give detailed information of 


their company's operations. All information furnished will be 


held strictly confidential and will receive our prompt attention. 


Box 6058, c/o Automotive News, Detroit 26. 








AUTOMOTIVE NEWS, MAY 7, 1956 


CARS FOR SALE 


Buy in Miami 
400 1956 Models 
Ford, Chev., Plym., Olds, 
Buick and Cadillac 


Sedans — Convertibles — Hardtops 


— Station Wagons—driven 3,000 to 
4,000 miles—delivery arranged. 


MORSE AUTO 
RENTALS 
7726 N.E. 2nd Ave. 


Miami, Florida 





CADILLAC — SHARP 1952’s-1956’s. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac, Ivanhoe 7-5046, Lan- 
sing, Mich. 


1953 PLYMOUTH 


Ex-Taxis 


$150 each 


© Good Motors © Good Bodies 
* Upholstery New °* Heaters 
¢ All Running Cars 


SID LAVENE 


912 Spring St. Philadelphia, Pa. 
Phone Market 7-4465 or 
Kingsley 6-1100 











CARS WANTED 


WANTED—1912 MODEL BUICK, prefer 
touring car, reasonably good condition. 
Bill Terry's Buick, 
Jacksonville, Fla. 


MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL 
35 FED. TAX 


$5 INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


. 
THE FAMOUS 








(F.0.B. Factory Net) 


MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


$ 4A*5 FED. TAX 


INCLUDED 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 








P. O. Box 4305, 














71 













TRUCKS FOR SALE 


ONE 1947 1%-TON Dodge wrecker. New 
rubber, fully equipped with Holmes in 
good shape. Sell or trade. Paul P. Haren, 


2338 Mundale Ave., Dayton, Ohio. 
TRUCKS WANTED 


WANTED—FORD F-800 tow truck with 
complete wrecker equipment. 1951-55 
preferred. Call, write or phone Castle 
Car Co., Inc., Herkimer, N. Y 


BUSES WANTED 


WILL BUY USED school buses--36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6104, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—BEAR WHEEL machine com- 
plete with all equipment and complete 
shop tools for six mechanic shop. Box 
6079, c/o Automotive News, Detroit 26. | 


MISCELLANEOUS 


1000 BUSINESS CARDS, raised printing 
(icolor), $3.50; (2-color), $4.50. Cut 
insertion—50c extra per 1000. Samples 
free. Dealer name plates. Labels of all 
kinds. Send requirements. Business Spe- 
cialties, 1422-A Rosemont, Chicago, Il. 


Automatic Braking 


THE ORIGINAL YELLOW BAR 


ONLY .. $48 





LEss 
ALL 
CABLES 





ANTIQUE CARS FOR SALE e e e 


WITH BRAKE HOOK-UP 


ONLY. .*5]* 


Meets 1.C.C. Strength Requirements 


1927 CHRYSLER 4-cylinder 4-door sedan 
model 50, in excellent running order. Can 
be driven anywhere. Price $300, includes 
all new tires. Write Twin Town Sales & 
Service, Inc., Huntington, N. Y. 

MISCELLANEOUS 

CHRYSLER ENGINES, 235 H.P., less ac- 
cessories, 10,000 miles. 185 H.P. with or 
without accessories, 15,000 miles. Rey- 
nolds Motor Co., London, Ky. 

FOR SALE OR LEASE. Well equipped new 
two story building. 18,600 square feet. 
Now occupied by owner as Studebaker 
dealer. Located in Northeast Phila. Box | 
6102, c/o Automotive News, Detroit 26. 

AMPHIBIOUS JEEP wanted or informa- 
tion thereto. Arthur J. Devine, 3025 E. 
Grand Blivd., Detroit, Mich. 


LESS 
GUIDE 
CABLES 








COMPLETE with 
Guide Cables and 


$4445 
BRAKE HOOK-UP.......... 61 


Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 








GOVERNMENT SURPLUS 














AUTO VALVE EJECTOR JACK SETS | AS NEAR AS YOUR PHONE 
Hydraulic model 101 complete with 26 tools | DE 2-0700 AN 3-6088 DO 3-6373 BU 8-760 
in plywood tool box. Cost government $334. We pay — 
Only $19.95, frt. paid. Call Collect wn iecoo'erder. 

RPM TRADING CO. 40 So. Clinton St., Chicago 6, Ill. 
201 W. Grant St. Streator, Ill. 
MISCELLANEOUS 


DO YOU HAVE 
COLLECTION PROBLEMS 
FROM 
BAD DEBTS? 


Try this new method that gets in the money to you at your place 
of business. 


Write for details of our special trial offer. 


U. S. COLLECTION SERVICE 
1507 M STREET WASHINGTON, D. C. 


FOR SALE 
Complete RADIATOR SERVICING DEPT. 


Manufactured by Inland Manufacturing Co. of Omaha Consisting of 


PRACTICALLY BRAND NEW . . 
FLO TESTING MACHINE 
TEST and REPAIR BENCH with Power Lift 
HOT BOILING VAT with Flame Control 
BACK FLUSHING and WASHING BOOTH 
2 RADIATOR and PARTS PAINTING BOOTHS 


FOR SALE 
Equipment 


MISCELLANEOUS TOOLS 
Such as Guages — Clamps — Soldering Irons — Endiess Accessories 
And Full Line of Unused Supplies 


THIS SLIGHTLY USED RADIATOR DEPT. 
Yours for only $1395—Less Than 50%, of Present Cost 
Inquiries and Inspections Cordially Invited 


SPIELMAN CHEVROLET CORP. 


6th Ave. at 20th St. Oregon 5-8200 New York City 
(Ask for Mr. D. R. Gamgi) 
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New Subscription Order 


| 

| 

| 

| 

| 

Send Automotive News to Address Below 
| U. S., Canada and U. S. Possessions 

| One Year $8 [] or Two Years $14 (J 
| 
| 
| 
| 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manvfacturer [] 
Jobber [] Insurance (J Financial [) Supplier (J 
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Pa wrk 


FIRST in heavy-duty truck sales 24 straight years! 


FIRST in multi-stop truck sales 18 straight years! 


PROOF OF OWNER REGARD FOR 
INTERNATIONAL TRUCKS ... AND DEALERS 


These impressive sales records are the re- 
sult of producing trucks that profit-con- 
scious businessmen want and buy —the 
professional men, all of whom are truck 
operators that really know truck costs. 
And it is these men who are tomorrow’s 
repeat buyers of INTERNATIONAL Trucks. 

If you are interested in joining a year- 
after-year sales-winning team, a steady 
profit-making dealership, write in strict 
confidence to: Manager of Sales, Motor 
Truck Division, International Harvester 
Company, 180 N. Michigan Avenue, 
Chicago 1, Illinois. 


INTERNATIONAL 
TRUCKS 


FIRST with men who know truck costs! 





